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and it’s only a beginning ... 
Years come and years go... but we go on producing taining the quality of our products ... by better packaging 
quality carbon papers and typewriter ribbons that bring... by alert and aggressive merchandising. . . by protecting 
profits to hundreds of stationers. you with the Webster dealer franchise. We're proud to Say 


To you who carry the Webster line, we have pledged our- that we're not 50 years old, but 50 years young and going 


selves to keep pace with ever changing times... by main- forward with you. 


WRITE NOW FOR OUR NEW ANNIVERSARY WINDOW DISPLAY! 
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13 Amherst Street, Cambridge, Mass. 





OFFICE APPLIANCES is 
a news and technical trade 
journal, serving the entire in- 
dustry of office equipment. 
It covers the manufacture 
and distribution of office ma- 
chinery, office devices, office 
furniture, office supplies and 
the entire range of commer- 
cial stationery. Its compre- 
hensive news reports of the 
industry and its valuable spe- 
cial articles upon subjects 
germane to its field have 
given it unusual prestige. It 
serves a clientele composed 
of managers and agents for 
the various office machines, 
devices and supplies, com- 
mercial furniture, commer- 
cial stationery dealers and 
many of the largest corpora- 
tions in the United States. 
It also reaches some dealers 
in fifty-four other countries 
who deal in American office 
equipment. 


{No person; firm or corpo- 
ration, either directly or in- 
directly connected with the 
industry the journal repre- 
sents, has any share in its 
ownership or voice in shap- 
ing its policy, which has in 
view at all times the best in- 
terests of the field it serves. 
It aims to discuss all sub- 
jects fairly, and to furnish 
its readers reliable informa- 
tion concerning the progress 
and development of the of- 
fice appliance industry. It 
will answer any questions 
germane to its field to the 
best of its ability, and it asks 
its readers in all parts of the 
world to aid it with inquiries 
and suggestions to which it 
will give prompt and earnest 
consideration. 
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Because of the ground 


for honest differences of opinion, the publishers obviously cannot undertake to guarantee transactions between advertisers and 
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however, offer their services in resolving any disagreements which result 


through the journal. 
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THE SERVICE BUREAU 


of Office Appliances is maintained for the exclusive 
use of subscribers and advertisers. 
commissions 
practically every member of the staff. It answers by 
personal letters all inquiries upon matters germane to 
the field, it furnishes special reports upon articles of 
office equipment, supplies names of manufacturers of 
any article wanted, puts man and job together, pre- 
furnishes list of 
agents and dealers in nearly every country, aids for- 
eign dealers in securing U. 
other ways performs useful service, all without charge. jj 
Subscribers in every land have made, and are making, |} 
good use of this bureau; manufacturers in every sec- 
tion of the field have evidence of its proved vaiue. 
Subscribers’ requests for catalogues to bring their files 
up to date, or to replace the file in case of fire or 
other form of destruction, are broadcasted in a bulle- 
tin which is mailed frequently to leading manufac- 
turers. 
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For the benefit of the subscribers the lines advertised are here classified. Many of the requirements of the modern business office 

are represented. Should subscribers be interested in any article of office equipment not listed here, they are cordially invited to 

communicate with the service bureau, through which the information will be promptly and cheerfully furnished by letter, without 
obligation. 
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Browne-Morse Co 168 
Corry-Jamestown Mfg. Corp.125 
Daco Card and Index Co 161 
General Fireproofiing Co..84, 85 
Globe-Wernicke Co 122 
Guide System & Supply Co..102 
Hunt, John F., Co.. 166 
Imperial Methods Co 144 
Metal Office Furniture Co 93 
Oxford Filing Supply C 164 
Pronto File Corp 100 
Quality Park Envelope Co..111 
tockwell-Barnes Co 123 
Victor Safe & Equip. Co +4 
Wabash Cabinet Co., The 13 
Warshaw Mfg. Co 1h 
Weis Mfg. Co 87, 88, 89 90 
Yawman and Erbe Mfg. Co.129 


Finger Pads 
Parrot Speed Fastener Corp.153 


Folders (See Filing Supplies) 


Fo 


itain Pens 











Esterbrook Steel Pen Co 168 
Sheaffer, W. A., Pen Co 104 
Gummed Cloth Rings 
Dennison Mfg. Co ; 138 
Graff, Geo, B., Co 149 
Warshaw Mfg. Co 1 
Index Card Signals 
Cook, H. C., Co., In 158 
Graff, Geo. B Co 149 
Victor Safe & Equipt. ¢ 114 
Index Tabs 
Aigner, G. J Co 155 
Barkley, Cc. L., & Co 169 
Cel-U-Dex Corp 168 
Globe-Wernicke Co 122 
Guide System & Supply ¢ 102 
Markilo Co 167 
Parrot Speed Fast. Cory 153 
Victor Safe & p ( 114 
Inks, Adhesives, Etc. 
Dennison Mfg. Co 38 
Harriman-Welts Prod. C 161 
Ink Specialties C lf 
Rivet-O-Mfge. Ce 1H 
Sheaffer W \ Pen C 104 
Inkstands 
Cushman & Denis Mfg 
Co 164 
Intercommunicating Systems 
Webster Electr Co 167 
Knives, Office 
Autopoint ¢ 6 
Labels, Gummed 
Dennison Mfg. Co 1238 
Leads for Mechanical Pencils 
Autopoint Co 
Faber W It 14 
Rite-Rite Mfg. Co 110 
Sheaffer, W. A., Pen ¢ 104 


Leather Goods 


Doppelt, Charles, & C l 
Mashek, Frank, & © 147 
Nat'l Brief Case Mfg. Co 140 
Stein Bros. Mfg. Co ] 
Varat, Murray Co 


Leather U Ipholstered I ‘urniture 
Bright Chair Co l 





Jasper *hair Co Iz & 
New npn Chair C 150 
Raphael Shops, In 168 
Letter Openers 
Multipost Co., In« 140 
Oakville Co. Div. Scovill 167 
Letter Trays (See Desk Trays) 
Letterheads 
Goes Lithographing Co 68 
Wiggins, John B., Co 
Library Equipment 
All-Steel-Equip Co 9¢ 
Art Metal Construction Co..164 
Art Steel Co. 143 
Corry-Jamestown Mfg. Corp.125 
General Fireproofing ( 84, 8 
Globe-Wernicke Co. . 12 
Peerless Steel Equipt. Co 138 
Security Steel Equ ‘o 10 
Yawman and Erbe Co.129 
Lockers and Storage Cabinets 
All-Steel-Equip Co 96, 97 
Anderson-Hickey Co. ......145 
Art Metal Construction Co..164 
Art Steel Co 14 
Browne-Morse Co . 168 
Corry-Jamestown Mfg. Corp.12 
General Fireproofing Co..84, 8 
Globe-Wernicke Co 7 1 
Invincible Metal Furn. Co..11 
Metal Office Furniture Co 93 
Security Steel Equip. Corp..109 
Yawman and Erbe Mfg. Co.129 


Loose Leaf Books & Systems 
Adams, Henry T., Mfz. Co 





Aigne G J Co 15 


Sheppard, The C. E., Co 
Stationers Loose 
Trussell Mfg. Co 
Vilson-Jones Co 


Loose I 
Markil 


0 Co 


Leaf Co 


Leaf Envelopes, Celluloid 


Loose Leaf Metals and Devi ices 


Adams, Henry Mfz 
Stationers Loose Leaf ¢ 


Ww Jones Co 


Mail Distributors 

istow, Stanley R 
Wernicke Co 
& 


ilson- 





Safe 
Map Tacks 
Graff, 


George 


Moore Push-Pin 
Matched Office Suites 
Art Metal Construction Co 


General Fireproofing Co 


Wernicke Co 


Globe 


Leopold Co., The 
Royal Metal Mfg. C 
Sloane, W. & J 
Troy Sunshade Co 


Memorandum Books 
Rockwell sJarnes ie 
Trussell Mfg. Co 


Wilson-Jones Co 
Memorandum Devices 
tristow, Stanley R 


Mending Tape 


Dennison Mfg. Cé 
Industrial Tape Cory 
Warshaw Mfg. Co 
Moisteners 
tivet-O-Mfg. Co 


Numbering Machines 





Amer. Number, Mach. Cx 

Office Partitions and Railings 
Globe-Wernicke Co 

Pads, Figuring 
Rockwell-Barnes Co 
Wilson-Jones Co 

Paper 
Brown, L. L Arey 
Rockwell-Barn Co 


Paper Clamps 


Acco Products, In 
Cushman & Denison 
Esterbrook Steel Pen Co 
Hunt, C, Howard, Pen Co 
Oakville Co. Div S« l 
Paper Clips 
Acco Products, Inc 
Cook, H. C Co 
‘ushman & Denison Co 
Fulton Specialty Co 
Graff, George B., Co 
Oakville Co., Div. Scovill 


Vail Manufacturing Co 
Paper Fastening Machines 
Ace F Corp 
Acme 
Amer 


astener 
Staple Co 
Autmtec. Electr 


Hotchkiss Sales Co 
Markwell Mfg. Co 
Neva-Clog- Products, In 
Parrot Speed Fast. Corp 
Victor Safe & Equipt. ( 
Paste (See Inks, Adhe es 


Pen & Pencil Ciips 
Oakville Co., Div. Scov 


Pencil Sharpeners 





Gra George B Co 
Hunt. C. Howard, P« 
Pencils, Paper Wound 
Blaisdell Pencil Co 
Pencils, Wood Cased 
Blaisdell Pencil Co 
Faber, A. W Ine 


Pencils, Mechanical 
Autopoint C 


Esterbrook Stee Pen € 
Rite-Rite Mfg. C 
Sheaffer, W. A Pen C 


Pens 
Esterbrook 
Hunt, C. Howard, 

Picture Hooks 
Moore Push 

Pins and P in Containers 


Steel Per 


Pen €¢ 


Pin Co 


Oakville C Div. S 
Vail Mfg Co 

Platens, Typewriter 
Amer Writing Mach. C 
Ames Supply Co 
hipman-Ward Mfgz. | 


Postal Scales 
\ ? 





Hanson Co 

Shipman 1 Mfg 

Triner Scale & Mfg. < 
Price Card Holders 

Oakville Co., Div. S 
Publications 

sritish Stat er 
Punches 

Acco Produ s, In 

Globe-Wernicke Co 

Mitchell Binder Co 

Wilson-Jones Co 
Push Pins 

Moore Push-Pin Co 

Oakville (« Div. Ss 


equ ; Co 





1 Ribbons and Carbons 
149 Allen & Co ‘ 
157 Amer. Writing Mach. Co 
1 Ames Supply Co 
Codo Mf Corp 
1 Columbia R. & C. Mfg. ¢ 
Crow Rib. & Car. C 
Imperial Mfg 
6 I uppli ies C 
14 lle r ree 
101 tt olget Ine 
Old Town Rib. & Car 
16° Pacific Car. & Rib. Mfg 
, Peerless Key-Imperial M 
+4 oOo 
_ ] ps Process Co 
I il Type wi ter Co., In 
149 S man Ws i Mfg. Co 
64 Sr i, L. C., Corona Tw 
St 13, H. M., Co 
: Underwood Elliott Fishe 
i . Back 
UL. S. Typew. Rib. Mfg. « 
. WW ster, f a. “Se 


? Rib. 
I 


da 





neering (¢ 


Rubber Bands 
Faber, A. W., I 


Rubber Stamps 
& Wentl 


leyer he 


Rubber Type ee. 


& Car. Testing Mae hine 
} 


ilton Spe 
Safes 
Art Metal Constru n Co 
General Fireproofing Co..84 
Globe-Wernicke Co 
Schwab Safe Co., The 
Security Steel Equip. Cory 
Victor Safe & Equip. Co 
Yawman and Erbe 
Se rapbooks 
tlobe-Wernicke Cx 
Weis Mfg. Co 87. 8 8 
Secretary Desks 
t Metal Constru ( 
General Fireproofing ( S4 
Globe-Wernicke Co 
Pe rless Steel Equip Cc 
Wabash Cabinet Co., T 
Shelving 
All-Steel Equip Co 16 
\ Metal Construction ¢ 
Ar steel Co...... 
B wne-Morse Co ° . 
( y-Jamestown Mfg. Corp 
General Fireproofing Co. .84 
G -Wernicke Co 
Security Steel Equip. Corp 
Smoking Stands, Office 
Royal Metal Mfg. Co 
Stamp Affixers, Postage 
Multipost Co., In 
-tamp Pads 
Fulte Sper ltw CC 
Mever & Wenthe 
I} ps Pr ess ( 
Rivet-O-Mfg. Co 
R kwell farnes Co 
\ t Safe & Equip. ¢ 
Stands for Office Machines 





Steel Equip Co 
Ames Supply 
Al rs Hickey ¢ 
Art S 1 Co 
Cor J estown Mf 
Ge roofing ¢ 
G Lich fe 
Harte Corp 
Metalstand C 
P ss Steel Equip. | 
I Co.. The 
S} nan-Manson Mfg 
S n Ward Mfg. ¢ 
I do Metal Furniture 


ow or Extractors 
tener Corp 


M Mfze. C 


Sts nag and Stapiing Mac hines s 


Cor} 


Acme Stay ec 


Hotchk Sales ( 
Markwe Mire. ¢ 
Neva-Clog | lucts 
Ville ¢ Div. § 
Parrot S d Fast. ¢ 
Vail Ma facturing ¢ 


Stenographers’ Note 








Books 


R k we Barnes Co 
Trussell Mfg. C 
Storage and Transfer Cases 
\dams, Henry T Mfs 
\ Ste p Co 
A Meta nstr 
\ St Co 
] nke Box Co 
Barkley, ( I & ( 
I ts Mfg. Co 
I Ww M se { 
( Ss l Equi} é 
i Steel Equ 

Jar stown Mfe 

Eft ney Equipment ¢ 








OFFICE 


G ‘ 
€ o 


neral Fi reproofing ( 
Globe-Wernicke Co. 


Guide System & Supply S 
Imperial Methods Co : 
Inv incible Metal Fur Co 
~ tal Office Furn Co. 
eerless Steel Equip. Co 
as nto File Corp 
Rockwell-Barnes Co........ 
Security Steel Equip. Corp 
Wagemaker Co ‘ 
Weis Mfg. Co.....87, 88, 89 


Erbe 











Mfg. Co 


84, 


Ss 





APPLIANCES 








b) vman and 
Store Fixtures and saat 
All-Steel-Equip Co....... 
Swinging Type writer Stand 
Am Ww ng Mach. Co 
; Ke ( 
K7 gs 
T ‘ 
vn Mf ( 
proofnt 4 ; 
ke Co 
Peerless Steel Equipt. Co 
S yhns Table Co 
Vict Safe & Equipt 
Tags 
De son Mfg. Co 


T clephene a cessories 


xr Safe & Equipt. ¢ 
relephone Stands 
Art etal Construction C 
Art Steel Co 





General Fireproofing Co 


be-Wernicke Co 
rless Steel Equipt. C 
iwman and Erbe 





Tacks 
4 George 
w 5 us! l 


rhumb 


raft 


Vail Manufacturing Co 


ricket Holders 
Oakvy e Co viv S 
Type, Typewriter 
ner Writing Mact Co 
Ames Supp y Co 
Shipman-Ward Mfg. Cx 


Typewriter Cleaning Materi: 


Amer. Writing M Co 
Ames Supphky Co 
Clarotype Co 


iz & Volger,. I 
Rivet-O-Mfg. Co 
Ww 1 


S pn 


Typewriter Cushion Keys 
Amer Writing Mach. Co 


Ames Supply Co 

Munson Supply Co 
Peerless Key-Imperial Mfg 
Co . . 

Ship 1 Ward Mfg. Co 
Speed Key Mf Co 


lypewriter Cushion Knobs 


and Bases 
er. Writir 





\ M { 

Ar s Suppl } 

Bicket L. M Co 

Peerless Ke Ir i Mt 
| 

- p a Wa Mfs Co 


Typewriter Parts and Tools 
Amer ritir ) 
Ames Suppl Co 
Toser. Je 

Ward Mfg. Co 


Ty pew riters, Mfrs. of 


Corona Typew! 
Royal Typewriter C¢ 
Smith, L. C., & Corona Tws 
Underwood Elliott Fisher 
C sack Co 


rypewriters Rebuilt and U sed 





i Writing Mach. ¢ 
Morse er Ct 
Pruit 
Re Cory 

Visible Systems a 

ne Visible Re Inc 

Aigner, G. J ( 
Art Metal Co u n Co 
Aut na File & Index Co 
G Wernicke Co 
ns) ppard, C 5 Co 
Victor Safe & Equipt. C 
Wilson-Jones ( 
Yaw in a I 

Waste Baskets 
4 Steel ( 

Steel Equ ner ( 
ry-Jamestown Mfg. Cort 
neral Tf ¢ ng C $4 

G We t 

Metal! Offi 1. Co 

Na Vulk Fibre 
I 














WANTS AND tOR SALE 


The rate for classified advertisements is 


SITUATIONS WANTED 


EUROPEAN REPRESENTATIVE former export manager of one of 


the largest machine factories, extensively travelled and thoroughly 
familiar with European territories, resident in London, seeks position 
as European representative for an American company, any line. Has 
successfully introduced and sold specialties of world wide reputation. 
Address H-152, care Office Appliances, 100 East 42d Street, New 
York, N. Y 


SALESMAN WITH TWENTY YEARS’ experience in metal furniture 
and filing supplies is open for new connection Has functioned as 
representative on the road working with the dealer, and as direct 
district representative. Can show an excellent record. Prefers to 
connect as salesman for manufacturer of office furniture or supplies 
or other line of office equipment. Will give all time to one line or 


consider two or three non-competitive lines. Experience mostly in 
eastern states. Address H-158, care Office Appliances, Chicago. 


AN EXPERIENCED MAN traveling California wants to connect with 
an office furniture or office equipment manufacturer as factory sales 
representative in California or Pacific Northwest. Address H-153, 
eare Office Appliances, Chicago. 

MECHANIC, COMBINATION, all around man: 15 years’ experience 
all makes selling, servicing, buying, managing shop, desires a _ posi- 
tion. Will go any where Best of references. Address H-155, care 
Office Appliances, Chicago. 


EXPERIENCED TYPEWRITER and office machines mechanic ; 
reliable. Good references. Consider combination proposition. 
Fletcher, Box H-160, care Office Appliances, Chicago. 


sober, 
James 


SALESMEN WANTED 


IF YOU SELL QUALITY~—here’s the most profitable sideline in the 
field. Ames filing and mailing supplies direct to banks, lawyers, 
accountants, offices, etc. iberal commission, exclusive territory 
Our representatives chosen carefully—send full particulars about 
vourself. Ames Safety Envelope Co., Boston, Mass 

SALES POSSIBILITIES! Revolutionary Inter-Com- 
Talk to one or as many as ten people, even 
back and forth, private conversation. 
radio—one_ electrical 


TREMENDOUS 
munication System. 
2000 feet away. Loud speaking, 


Saves money, walking, time. Operates like 
connection. No servicing. installing problems. Fully guaranteed. 
Experience unnecessary. Easy two minute demonstration. Thousands 


live prospects—-business men, garages, offices, restaurants, factories, 
parking lots, lumber yards, etc. New low price opens big field. Men 
earning high as $150.00 week. Exclusive territory available. Free 
Demonstrator Offer. Write Jim Porter, Sales Mgr., Dept. KB, Room 


1912, 75 East Wacker Drive, Chicago 


protected territory, for our 
Automatic. Every Office. 


SALESMEN WANTED in all large cities, 
Post-Card-Printers both Hand-Feed and 
Business, Club and Society a potential customer. Liberal commission 
will allow one to build up a selling organization. Good opportunity 
for a ‘‘Go-Getter’” with very small capital. Orthograph Company, 406 
South Main Street, Los Angeles, California. 


FULL OR PART-TIME COMMISSION SALESMEN to represent manu- 
facturer of high grade line typewriter ribbons and carhon paper. 
Several territories open, presenting unusual opportunities for experi- 
enced men. Write Box W-268, care Office Appliances, Chicago. 


NEW ENGLAND SALESMAN WANTED by nationally known manu- 
facturer zipper portfolios, brief cases, zipper ring binders, etc. oxcel- 
lent opportunity for man with car and one or two side lines. Some 
knowledge leather goods desirable. Stein Bros. Mfg. Co., Inc., 23 
South Green Street, Chicago, Illinois 

SALES MANAGER —hbackground of printing, bookbinding and account- 
ing. Must be fluent correspondent, capable of training salesmen through 
sales correspondence for field work salary and experience. Box 
W-266, care Office Appliances, Chicago 


State 


WANTED: EXPERIENCED office equipment, loose-leaf and supply 
salesman of good address, to call on city, industrial and commercial 
trade on drawing account and commission basis in Indiana city. Give 
full particulars in first letter. Address W-267, care Office Appliances, 
Chicago. 

For moderately priced line desk lamps. 
Pittsburgh and South. Commission basis 
office Appliances, Chicago. 


WANTED: 
west ofl 
Address W-269, care 


SALESMEN 
Territory open, 
Give full details. 


Increase your income selling quality line metal 


SALESMEN WANTED 
Box W-272, care Office 


and wood folding chairs. Seve 
Appliances, Chicago 


al territories open. 





MECHANICS WANTED 


Typewriter mechanic, also adding machine 
LaSalle Street, Chicago. 


MECHANICS WANTED 
mechanic. Pruitt Corporation, 425 North 


WANTED COMBINATION T.W. SALES, MECHANIC & MGR. 


WANTED AT ONCE: Combination, typewriter and adding machine, 
charge of business Must he 
personal use Box 


sales and repair man to take complete 
able to give bond and must 


&87—Gallup, N. M. 


have small capital for 


eight cents a word, minimum char; -, $1.60. 





REPRESENTATIVES AVAILABLE 


WANTED: Lines for the states of Ohio, Indiana, Kentucky, Michigan 
and West Virginia. By well known salesman of twenty years experi- 
ence both road and retail. Steel equipment, wood desks and chairs 
and kindred lines. Expect to get started Sept. Ist. Address H-151, 
care Office Appliances, Chicago. 





ESTABLISHED OFFICE EQUIPMENT DEALER in N. E. Michigan, 
has capable staff covering several Counties, ample Display space and 
Stock Room wishes additional Stationery lines. Commission and Stock 
Consignment Basis. Address H-161, Office Appliances, Chicago. 








WOOD CHAIR LINE wanted for southwest. A thoroughly alert and 
enterprising sales organization working Texas, Arkansas, Oklahoma 
and Louisiana. Requires a line of wood office chairs to round out its 
equipment. Thoroughly acquainted with practically all dealers in the 
territory. In a position to show definite results. Send particulars 
to H-157, care Office Appliances, Chicago. 








SALES EXECUTIVE thoroughly familiar with modern methods of 
marketing office devices. Trave'ed for many years in every section of 
the country, establishing dealers for nationally known manufacturer 
of Duplicators. Acquainted with office appliance dealers everywhere 
who will vouch for his ability, integrity, ete. Address H-156, Office 
Appliances, Chicago. 


LIVE, DIRECT SALES ORGANIZATION with offices in San Fran- 
cisco and Los Angeles is in a position to handle an additional line. 
At present handling mailing equipment, is capable of handling almost 
any type of mechanical equipment. Established for more than 25 years. 
Excellent references. Address H-154, care Office Appliances, Chicago. 





SALES ORGANIZATION, excellent Worldwide Dealer Distribution, 
seeks one additional meritorious Specialty, office equipment line. 
Address H-159, care Office Appliances, Chicago. 


REPRESENTATIVES WANTED 
REPRESENTATIVES wanted various open territories coast to coast 
by manufacturer unique line fast-moving office appliances that sell 
daily at big unit profits; thousands of nationally known corporations 
and smaller firms already our customers. Prefer financially responsible 
established Specialty Men or Dealers now selling similar article direct 
to consumer. Write for full interesting details and please state present 
sales setup. Address W-270, care Office Appliances, Chicago. 





ONE IN A TERRITORY—Men selling direct to offices can do well 
with our typewriter product that pavs $2.00 on a single unit sale. 
Every office is a prospect. Large companies bring many repeat orders. 
Write for details Address W-271, care Office Appliances, Chicago. 
REPRESENTATIVES, large cities, to sell repeating specialties direct 
to offices. Address Box W-265, care Office Appliances, Chicago. 


FOUNTAIN PEN REPAIRING 
ALL MAKES Pens, Pencils, Desk Sets, etc. Repaired—usually 12 to 
24 hour service. Standard Prices. Welty Pen & Repair Co., 38 So. 
State St., Chicago. 


EE 


SALES LETTERS 





For years I have built letters that 
pull sales. You need them more than ever now. Send me your data 
for new letters, or unsuccessful letters for reshaping. Particulars on 
request. Address H. M. Goldthwait, 123 Washington Ave., Santa Fe, 
N. Mex. 


LETTERS WILL BUILD SALES: 


DICTATING MACHINE PARTS 
COMPLETE AND VARIED STOCK. No order too small. When you 
parts, write Central Dictating Service, 2632 N. Western Ave. 
Management G. Koep. 


need 
Chicago. 


- a 


ADDING MACHINE PARTS, TYPE, ETC. 


NEW PRICE LIST of adding machine parts, ribbons and type now 
ready. Send for The Pioneer Adding Machine Parts Man 
I. A. Dehn, Jr., 1643 Avenue, Oakland, Calif. 


yours. 


101st 


DUPLICATOR SUPPLIES 
DUPLICATOR Stencils and Inks. Guaranteed quality. Larger profits. 
Dealers write for low price list. Midwest Specialties, 4854 Reading 
Road, Cincinnati 


—_ . —— 


FOR SALE AND WANTED TO BUY 





Hopkins—Adding 


MACHINES~— Burroughs—Moon 
Chicago Office 


Machines—-hought and _ sold. 
Dearborn, Chicago. 


ELLIOTT-FISHER 
Machines—Calculating 
Appliance Co., 533 S 





BURROUGHS, MOON-HOPKINS, Elliott-Fisher, Remington Account- 
ing Machines, and everything in the office machinery line. State 
model, serial number and we will quote highest cash prices, Interna- 
tional Office Appliances, Inc., 326 Broadway, New York City. 


WANTS AND FOR SALE—Continued on page 8. 








O} 


FICE APPLIANCES 


WANTS AND FOR SALE—Continued from page 7. KARDEX, ACME, POSTINDEX, ete., visible filing equipment of all 
2 ypes bought and sold We specialize in this field and offer full 
cooperation to dealers Commercial Card System, 595 Broadway, New 


ELLIOTT-FISHER 


FOR SALE AND WANTED TO BUY—Continued from page 7 Y 


ork City. 


ant - — po - ine P . ‘ ; e - ae ¢ . 
machines, calculating machines, adding machine ; ADDRESSOGRAPHS, Duplicators, Dictaphones, 
Machi: 


Multigraphs, Sealers, 


FREE Money Mak 


oe oell Bide. Milws = ag gg sss ia weeny Company, Folders, Typewriters, Addin nes Write for 
awe ag., Milwaukee, = iw Circular. Pruitt, 527 Pruitt Bldg Chicago. 
ELLIOTT-FISHER Machines, Adding Machines, Comptometers, Bu BURROUGHS—Bank Posters model 2300 and, 13-13-02’s with up feed 
roughs and Monroe Calculators, Typewriters and all office machine tallys, for sale. Adding Machine Sales & Service Co., 1100 Prospect 
849 N. 3rd St., Milwaukee, Wis Ave Cleveland, O. 


bought and seld. 


Teeter-Warsh Co., 
ACME, RAND, Post Index Visible 


Moon Hopkins, K ooo 


BURROUGHS Duplexes, Bookkeeping Machines, . . 
Kardex. All types office machines bought and sold. Fort Pitt Ty anel Equipme nt Bought and Sold. Large 
writer Co., 644 Liberty Avenue, Pittsburgh, Pa Universal Office Equipment Co. In« 61 Broac 
CME, all makes used vis filing e 
DICTAPHONES. EDIPHONES~establisned 1923. Largest stock —al ance a = + Shard — soll: omgggen Mi ong 
mode's. Write for price of machines and our Cleartone Cylinders a dj “ie t om ae aaah c , - onl . ( t 
. y , ! prices o dealers or purenase or Sale ret 
» *s nicte r acn « Y t ve > o . e , 
American Dictating Machi: Co., Fifth Ave., New York, N. Y 5S. Nathan. In 48 Broadway, New York 


DICTAPHONES, 
bought, sold 
Ce., ; 


28 S. Wells 


sRAPH RIBBONS remanufactured. Du; 


EDIPHONES, SUPPLIES headquarters machines MULTI 
Wholesale, Retail-Write us. Chicago Dictating Machine write ibbons. Established over ten years. Y\ 
St., Chicago Le s Co., 413 W. State St., Milwaukee, Wis 


Export Statistics by United States Department of Commerce 


Book Units 
the wor'd. 


York City. 


Cabinets 
st stock in 
iway, New 


Thousands of 
Spe Clal service 
Chas 


ulpment. 
hand. 


our quotations, 


)licator inks and type- 
Vrite us, money 


save 


The statistics here presented are preliminary and subject to revision in the annual published reports. 
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OFFICE APPLIANCES 





NEW TRADE LITERATURE 





(Catalogues, pamphlets, broadsides, folders and other publicity 
material recently released) 


covering the 


lil., ana 


catalogue 


Manufacturing Corporation._.A new 
Chicago, 


The Codo 


entire lines of the Codo Manufacturing Corporation, 

Coraopolis, Pa., has recently been issued by the company. The book is 
illustrated with a complete showing of the Codo brands of carbon papers 
and inked ribbons together with descriptions and prices. Copies may be 
obtained by request to the corporation at Chicago, New York or 1223 


Second avenue, Coraopolis, Pa. 


and describing 


Shipman-Ward Manufacturing Company. Illustrating 
especially for 


some of its more important items, a new price list made 
the foreign trade has been published by the Shipman-Ward Manufacturing 
Company, 325 North Wells street, Chicago, Ill. The price list, which has 
been named the No. 2F, contains actual samples of leatherette covers and 


fully describes the company's lines of zipper portable case covers, office 
machine repair tables, oiled silk covers, utility seales, all-steel office 
machine stands and rebuilt typewriters 


A new four-page circular dealing 
Toledo 


The Toledo Metal Furniture Company. 
exclusively with the firm's line of chairs has been issued by the 


Metal Furniture Company, 1100-1200 Hastings street, Toledo, Ohio. The 
circular, made up in a novel manner and well-illustrated, deals with the 
“Uhl” No. 900 chair line for school and other uses and contains a post 
ecard for the use of those desiring additional information and prices ou 
the various models shown 


The Wolber Duplicator & Supply Company.—A new catalogue which com 
pletely describes a new line of supplies for gelatin duplicating machines 
has been issued to the trade by the Wolber Duplicator & Supply Company, 


1201 Cortland street, Chicago 4 report on the new line will be found 
elsewhere in this issue. Dealers requiring a copy of the catalogue should 
communicate with the firm's home offices 
es 

Commerce Department Trade Opportunities 
Office desk and pen sets, Lima, Peru, agency; ask for No. 1916 
Office supplies, Alexandria, Egypt, purchase and agency; ask for No, 1925 
Calculating machines, Paris, France, purchases; ask for No. 2101 


Fountain pens and propelling pencils, Rio de Janeiro, Brazil, purchase and 


agency: ask for No. 2053 


Furniture, office, metal, Jaffa, Palestine, pur. and agency isk for N 
2087 

Furniture, office, school, and kitchen, metal and wood, of modern designs 
Paris, France, purchase; ask for No. 2102 

Office stapling machines, and mechanical parts for files, Paris, France 


2084 
supplies 


purchase; ask for No 
Office stationery and 
and agency; ask for No. 2057 and 205s 
Office supplies, (pencils, pens, fountain pens 
clips), Zurich, Switzerland, purchase, or agency; 
Office and supplies, greeting cards, and 
Palestine, purchase and agency; ask for No. 2087 
Air conditioning units (small) Sydney, Australia, purchase; ask for No 


Singapore, Straits Settlements, purchase 
pencil sharpeners 
ask for No. 2061 


fountain pens 


ind paper 


school Jaffa 


2147 

Filing cabinets, fire proof, Oslo, Norway, purchase; ask for No. 2161 
Filing cabinets, visible control, Lima, Peru, ageney; ask for No. 2187 
Pencils and art crayons, Singapore, Straits, Settlements, purchase and 
iwency ; ask for No. 220 


Stationery (greeting cards) and fountain Bombay, India, agency 
isk for No, 2157. 
Writing paper, 
No, 2278. 
Writing 
2262 
Office perforators ind letter 
purchase or agency; ask for No 


pens, 


envelopes and pads, London, Canada agency; ask 


paper and envelopes, Manaqua, Nicaragua, agency; ask for N 


weighing scales, Amsterdam, Netherlands 
2980) 


for Ne 


Office supplies and stationery, Caracas, Venezuela, agency; ask 
2284 , 

Office and stationery, supplies, Managua, Nicaragua, agency; ask for No 
2262 

Air conditioning equipment, The Hague, Netherlands, purchase; ask for 


No, 2858, 
Office 
ind agency; 
School supplies 

No, 2380. 


supplies (pencils, clips, Brussels, Belguim, purchase 
ask for No. 2365 


Mexico City, 


pens, ete.) 


Mexico, purchase and agency; ask for 


Cash registers, used and rebuilt, Buenos Aires, Argentina, agency; ask 
for No, 2412 

Fountain pens with l4-carat gold nib and clip, Bombay, India, agency 
isk for No. 2514 





Fountain pens and automatic pencils, Paris, France, agency; ask for Ne 
2417 

Office machines, safes and appliances, Mexico City, Mexico, purchase 
for No, 2418 

Posta metering machines, Havana, Cuba, purchase and agency isk 
for No 2415 

Furniture, steel, household, office and hospital, Franeker, Netherlands 
purchase and agency; ask for No. 2572 


typewriter ribbons, stencils and erasers 
for No. 2576 


Office copyholde rs, carbon paper 
Stockholm, Sweden, agency; ask 





Office equipment, novelties, and fancy goods, Rio de Janeiro, Brazi 
agency; ask for No. 2564, 

Pencils, lead; copying and drawing pencils, and crayons, Cairo, Egypt 
agency; ask for No. 2569 

Stationery supplies, school and office; and drawing equipment, Brusse 
Belgium, agency; ask for No 2 

Writing paper and envelopes, Caracas, Venezuela, agency; ask for N 
2625 

Adding and calculating machines, small, Caleutta, India, purchase 
agency; ask for No. 2625 

Calculating machines, small, and large bookkeeping machines, Rig 
Latvia, agency; ask for No. 2680 

Calculating machines and typewriters, Lima, Peru, agency; ask for N 
661 

Celluloid for use in card-index systems, Buenos Aires, Argentina, | 


ask for No. 2679 
Stationery supplies Caracas 


chase: 


Venezuela, agency; ask for No, 262 





BUSINESS OPPORTUNITIES 





Lines Wanted Abroad 


European Agency Wanted. 
iles manager of Rotaprint 
the company some months ago 


years director and 
with 


Because 


Richard Siegel, for many 
Akt-Ges., Berlin, resigned his connection 
ind is making his home in England. 
f his knowledge of the trade in Europe, he feels that he is well qualified 
to represent American manufacturer as special European representa 
tive Correspondence should be addressed to him at 24b Clifton Gardens, 
Maida Vale, London, W9, England 


Lines Sought for Federated Malay States: F.C 


SOE 


Grenier, director resident 


in London of Charles Grenier & Son, Ltd., Kuala Lumpur, F.M.S., writes 
that he would like to secure the sole selling agency for Malaya for several 
ines of office equipment and supplies, notably steel files, filing supplies 
oose leaf, rebuilt typewriters, ets Mr. Grenier maintains an office at 29 
Billiter street, London, E.C to which address correspondence should be 


ent 

French Firm Seeks American Lines: A Paris firm has informed the 
Paris office of the United States Department of Commerce that it wishes 
to secure agencies for office appliances of American make, according to a 
bulletin recently issued by the department’s Specialties Division. The 
proprietor of the French company has been an importer and dealer for 
more than ten years and operates through regional agents in the leading 
French commercial centers Items for which agencies are especially 
lesired are duplicators, envelope sealers, stapling and perforating machines 
and sealing wax melters, but the firm will also consider agencies for other 


types of office equipment and supplies which have favorable prospects in 
France Detailed information regarding this French company will be 
supplied upon request to the Specialties Division, Bureau of Foreign and 


Domestic Commerce, U. S. Department of Commerce, Washington, D. C 


Lines Wanted at Home 

Los Angeles Stationer in New Location Asks for Catalogues. Peerless 
Stationers, recently located in new at S816 South Spring street 
Los Angeles, Calif., desires to receive catalogues, price lists and other 
trade literature from manufacturers Mailings should be addressed for 
the attention of Paul S. Weintraub 

Lines Wanted for St. Louis. 

reet, a concern which started 
pencils, inks, rubber stamps 


quarters 


E. 8S. Skipwith Company, 407 North Eighth 
‘ go, has been specializing in 
| duplicators and supplies The plan is t 
id the business largely to the type of lines now carried, but some others 
be added, and the company would like to hear from manufacturers of 
ppropriate products. Mr. Skipwith reports that the company has not yet 
isked for credit, but purchased 


about a vear ago, 


pays cash for goods 





MISSING MACHINES 


The following companies ask dealers everywhere to be on the lookout for 
office machines (described and numbered beside the firm’s name) which 
are reported lost, stolen or strayed. Information concerning the where- 
abouts of these machines should be forwarded to the company concerned 
at the earliest opportunity. 








Adding & Calculating Machine Company, 750 Prospect avenue, Cleve- 
land, Ohio.--Comptometer No S80) Information should be addressed 
t R. ( Ertzberger 


> 


Current Corporation Reports 


An increase of fifty per cent ir Marchant Calculating Machine 


‘ . 
sales of 
j 


Company thus far this year as compared with the corresponding period 
last year was announced by Edgar B, Jessup, company president, 
July 6 in Philadelphia, where he attended a company sales conference at 


Jessup told the conference that 


e firm's Philadelphia branch office Mr 
sales in the Philadelphia area, which includes eastern Pennsylvania 
uuthern New Jersey and Delaware, are the largest ever reported in the 
rresponding period of any preceding year NINS 
* ok * 
Fourteen members of the board of directors of Remington Rand, Inc 


inspect the com 
grounds 


2 1989) to 
fuilding and to tour the 


vesterday (July 25, 


World's 
in the 


Fair 
Electrical Products 


vent to the 
ny's exhibit 


Before the dav ended thev held a board meeting in which they declared 
lividends on their common and preferred stock 

The board meeting was the first of its kind held at the Fair since it 
pened, other than the regular board meetings of the Fair corporation 


H. Rand, jr., chairman of the board and president of the company, 


James 


resided at the session, which was held in Pervlon Hall and lasted a littl 

re than an hour. 

The executives assembled at the offices of the company at 315 Fourtt 
ivenue and were transported to the Fair by a chartered boat After 
viewing the Remington Rand exhibit, thev attended a luncheon in Pervion 
Hall, and then decided to call the meeting, in view of the fact that a 
juorum was present and that many of them would be unable to attend 
the regular meeting generally held it August 

At the conclusion of the session it was announced that Remington Rand 
Ir } declared an interim common dividend of 20 cents and a regular 

irterly dividend of $1.12! n $4.50 preferred stock, payable on October 

2 to stockholders of record as of September 11, 1939. (N. Y. Herald 
lribune July 2 SU) 

* 

linderwood Elliott Fisher Company and nsolidated subsidiaries issu 

sterda it preliminary report for the quarter ended June 30, showing 

profit of $300,756 after depreciation, Federal income taxes, et equal 

41 cents a share on 734,300 mon shares. This compared with net 

fit of $371.508, or 50 cents a share in June quarter of previous year 

£560.16 or 76 cents a share the juarter ended March 81 1939 

For the six months ended June 0 et profit was $860,919, or $1.17 a 

against $928,948, or 81.26 a share Net after expenses for the 

rter totaled $441,142, against $575,597 in the like 1938 quarter, while 

et after expenses for the x ntl was $1,288.48 compared wit 
< 4¢ 
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PATENTS 


Copies of patents shown here can be obtained 
from the Commissioner of Patents, Washington, 
D. C., for ten cents each in cash, postoffice 
money orders or certified check. Stamps and 
personal checks not accepted. 





2,163,856. Loose Leaf Ring Binder. Frank Srentey 
Schade, Holyoke, Mass., assignor to National Blan 
Book Company, Holyoke, Mass., a corporation of 
Sage og Application December 18, 1937, Serial 
No. 180,588. Granted June 27, 1939. 

2,163,921. Typewriting Machine. Burnham C 
Stickney, Hillside, WN. J., assignor to Underwood 
Elliott Fisher Company, New York, N. Y., a corpo- 
ration of Delaware. Application May 4, 1935, Serial 
No. 19,798. Granted June 27, 1939. 

2,163,934. Copy Sheet. Howard €E. Collins, La 
Grange, Ill., assignor to Ditto, Incorporated, Chicago, 
ill., a corporation of West Virginia. No Drawing. 
Application March 5, 1938, Serial No. 194,112. 
Granted June 27, 1939. 

2,164,166. Mechanical Lead Pencil. Max Schaefer, 
Bloodfield, N. J., assigror to Eagle Pencil Ccompary, 
New York, N. Y., a corporation of Delaware. Appli- 
cation June 22, 1936, Serial No. 86,565. Granted 
June 27, 1939. 

2,164,227. b.tine Machine. Edwin F. Britten, 


Jr., Short Hills, N. J., assignor to Monroe Calculat- 
ing Machine Company, Orange, N. J., a corporation 
of Delaware Application arch ii, 1939, Serial No 


261,355. Granted June 27, 1939 

2,164,260. Stapler. Edward L. Sibley, Bensingten, 
Vt. Application Jure 29, 1937, Serial No. 151,045 
Granted June 27, 1939. 

2,164,422 Typewriting Machire Henry L. Pit- 
man, Hartford, Conn., assignor to Underwood Elliott 
Fisher Company, New York, N. Y., a corporation of 
Delaware. Application January 2, (936, Serial No 
57,205. Granted July 4, 1939 

2,164,496. Loose Leaf Binder. Raymond S. Browr, 
Columbus, Ind. Application November 25, 1936, Serial 
No. 112,684. Granted July 4, 1939. 

2,164,546. Desk Lemp. Thomas W. Rolph, Newark, 
Ohio, assigz-or to Holophane Compary, Inc.. New York, 
N. Y., a corporation of Delaware. Application July 
22, 1937, Serial No. 155,038. Granted July 4, 1939. 

2,164,549. Duplicating Machine. Paul A. Stephen- 
son, Winnetka, Ill., cssiorer to A. B. Dick Company, 
Chicago, Ill., a cornoration of Illinois. Anplication 
_ 19, 1937, Serial No. 131,766. Granted July 4, 
1939. 

2,164,659. Loose Leaf Binder. Donald McChesney 
and James Cooper, Solvay WN. Y., assignors to Hall 
& MeChesney, Ine. Syracuse, N. Y., a corporation of 
New York. Application June 18, 1936, Serial No 
85.956. Granted July 4. 1939. 

2,164,707. Duplicating Machine Frank Rorald 
Ford, Small Heath, Birmingham, England. Applica- 
tion September 21, 1937, Serial No. 164,864. In 
on Britain September 24, 1936. Granted July 4. 
1939. 

2,164,967. Loose Leaf Binder. Paul 0. Unger, 
Elmhurst, Ill., assignor to Wilson-Joves Company, 
Chicsgo, Ill., a corporation of Massachusetts Ap 
plication April 27, 1935, Serial No. 18,528. Granted 
July 4, 1939. 

2,165,042. Copy Holder Crriage Pedro Goicouria 
Flores, Marianao, Cuba Aoplication May !, 1936 
Serial No. 77,321. In Cuba March 17, 1936 
Granted July 4, 1939. 

2,165,139. Fountain for Duplicating Printing Ma- 
chines. Andrew M. Hardin, Miami. Fla Applica- 
tion April 12, 1938, Serial No. 201,856. Granted 
July 4, 1939. 

2,165,231. Printing Machire. Franklin E. Curtis, 
Willoughby, Ohio, assignor to Addressograph-Multi- 
oraph Corporation, Cleveland, Ohio, a corporation of 
Delaware. Application june 10, 1937, Serial No 
147,597. Granted July {1, 1939. 

2,165,244. Desk. James F. Dunn, Washinoton, 
Dd . Application March 30, 1938, Serial No. 1(98,- 
85. Granted July ti, 1939. 

2,165,340. Calculating Machine. Themas M. Butler 
Detroit, Mich., assianor to Burroughs Adding Machine 
Company, Detroit. Mich., a corporation of Michioan 
Application October 12, 1935, Serial No. 44,751 
Granted July (1, 1939. 

2,165,388. Card Punching Mechanism Gustav H. 
Kroeger, Herkimer, N. Y., assigror te Remington 
Rand Inc.. Buffalo, N. Y., a corporation of Deleware 
Application February 18, 1938, Serial No. 191,179 
Granted July (1, 1939. 

2,165,922. Printing Mechanism. Max Garbell, Chi- 
cano, Iil., assigror to Victor Adding Machine Com- 
pany, Chicago, Itll., a corporation of Illinois. Appli- 
cation March 23, 1936, Serial No. 70,269. Granted 
July (1, 1939. 

2,165,872. Duplicating Machine. Stephen Kokay, 
Chicego, Ill., assigzor to Ditto, Ineorporated, Chicago, 
ill., a cornoration of West Virginia. Application 
im 28, 1937, Serial No. (50,805. Granted July I, 
i 

2,166,016. Tabiet for Tyoewritina Machines. john 
. Morrison, Hampton. Va. Application November 
18. 1935, Serial No. 50439. Granted July I!, 1939 

2,166,026. Follower for Filing Cabinets. Arthur 
C. Strayer, Beaver, Pa Origiral apotication Novem- 
ber 12, 1938, Serial No. 240.136 Divieed and this 
application January 26, 1939, Serial No. 253,007 
Cram ad ft, 1939. 

166,131. ‘“*‘Memo"’ Stand. Merritt E. Dunean, 
Atiants, Ga. Application November 25. 1936, Serial 
No. 112.808. Granted July 18, 1939 

2,166,271. Inking Device for Mail Handling Ma- 
chines. Frederick W. Storck, Arlirgton, Mass., as- 
signor to Standard Mailing Machines Company 
Everett, Mass., a corporation of Massachusetts Ap 
nlication April 2, 1937, Serial No. 134,558 Granted 
July at: 1939 

2,166,228. Duplicating Attachment for Typewriters 
Chartes S. Engleman. New York, N. Y., assignor of 
one-half to Simon Metrik. New York. N. Y Anplira- 
tion August 20, 1938, Serial No. 225,98!. Granted 
July 18, 1939 

2.166.508. Holding ard Feeding Device for ‘‘Steno- 
type’’ Notes. Byron Clifford Shipley, Lawrence, Kans., 
and Julia Dee Riee, Kansas City. Mo Apolication 
ee 1938, Serial No. (83,718 Granted July 
18, 1939. 

































2 165,042 


2,165,340 


— 


L@ 
2166016 








Frank P. Cooper 
Application November 26, 


Calculating Machine. 
to 


° many, 
Application October 


Johannes 

















DESIGN PATENTS 

115,417. Design for a Desk Lamp. 
Cann, Des Moines, 
1939, Serial No. 
115,560. Design for a Cerrysne 
writers 
Olympia Buromaschinenwerke 
a corporation of Germany. 
ary 14, 1939, Serial 86 
13, 1938 Granted July 4, 


: G 
Appi ication Febru- 








Executive Staff of the National Typewriter and 
Office Machine Dealers Association, 1939-1940, 
Elected at Cleveland Convention Last Month 


Standing—all directors: E. A. Glassman, City Typewriter Company, 
Rochester, N. Y.; Samuel Hutter, Checkwriter Company, New York, 
N. Y.; William Corney, Thomas & Corney, Ltd., Toronto, Canada; Stan- 
. ley Stemp, Stemp Typewriter Company, Madison, Wisc.; James P. Ward, 
Sr., Reliable Typewriter & Adding Machine Company, Chicago; Walter 
H. Hanson, Hanson Business Machine Company, Cleveland, Ohio; |. R. 
Ritchie, International Office Appliance Company, New York, N. Y.; W. 
R. Shilling, Fort Pitt Typewriter Company, Pittsburgh, Penna.; Leo Adler, 
Cleveland Calculating Company, Cleveland, Ohio. 


Seated—F. Ketcherside, Buckland-Van Wald Company, Detroit, Mich., 
director; Irwin Vincent, Western Typewriter Company, Topeka, Kas., 
vice-president; John Loser, Noiseless Writing Machine Service Company, 
New York, N. Y., president; Mrs. Jessie |. Taylor, Globe Typewriter Com- 
pany, New York, N. Y., treasurer; A. H. Wittekind, New York, N. Y., 
secretary. 

Other directors not available when picture was made: G. S. Cambias, 
Cambias Typewriter Exchange, New Orleans, La.; Elmer Young, Young 
Office Equipment Company, Chicago; C. D. Bills, Typewriter Sales & 
Service Company, Washington, D. C.; Joseph R. Downey, Downey Type- 
writer Company, St. Paul, Minn.; Jack Dean, Dean Typewriter Company, 
Detroit, Mich.; R. H. Preston. Preston Typewriter Company, Knoxville, 
Tenn.; Harry Russell, Office Equipment Company, Des Moines, lowa; 
James J. Sheehan, The Office Appliance Company, Providence, R. I. 


(Convention report starts on page 36) 
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For the Typewriter feyboard As Is 


NOTE.—The article referred to 
by Mr. Bierma, it will be recalled, 
was a joint presentation of opin- 
ions concerning the typewriter 
keyboard as voiced by J. N. Kim- 
ball, eighty-four year old veteran 
of the typewriter industry and 
greatest individual contributor to 
the cause of speed with accuracy 
in typing, and J. P. Mendeleeff of 
Leningrad, retired specialist in of- 
fice management and machines, 
particularly typewriters. 

Mr. Mendeleeff suggested that 
all vowels be positioned for right 
hand operation instead of left 
hand stroking as is required in the 
Dvorak simplified keyboard. He 
pointed out that this could be 
done simply by transposing A with 
H and E with Y. 

Mr. Kimball said, “For more 
than fifty years I have been labor- 
ing to get the best in speed and 
accuracy out of the typewriter 
and in all that time there was no 
day in which I was not aware that 
by changing the position of but 
two letters I could add to that 
speed and accuracy and also to 
the ease of operation of the ma- 
chine. They were not, by the way, 
the two letters suggested by Mr. 
Mendeleeff.” But “not one of the 
millions of people who use one 
would buy a machine with even 
one letter changed in the stand- 
ard keyboard—and machine 
makers, manufacturing their 
product for sale only, know that 
fact and govern _ themselves 
thereby.” 

Impelled by the comments of 
Messrs. Kimball and Mendeleeff, 
Mr. Bierma wrote the appended 
defense of the standard keyboard. 


Long Study and Wide Expe- 


rience Point to the Value 


of Retaining the Universal 


Keyboard and Improving 
Techniques of Instruction in 


Typewriter Operation 


By J. R. BIERMA 


Bierma Typewriters & Supplies 
Medford, Oregon 


A went the subject of the Uni- 
versal typewriter keyboard, I 
would like to contribute a few ob- 
servations. I have been in the 
typewriter business since 1900, 
which is not quite as long as Mr. 
Kimball’s experience. And mine 
has been from a slightly different 
angle. But that is beside the 
point, for I am not going to chal- 
lenge any of his opinions, or those 
of Mr. Mendeleeff or Professor 
Dvorak. 

Several years ago, I procured a 
copy of the Dvorak keyboard and 
made my analysis. I am aware of 
numerous other suggestions but 
I’m absolutely sold on the Uni- 
versal keyboard as it is. 

It was my good fortune to dis- 
cuss with a well known speed 
writer points in a text book he 
was preparing. I make no claims 
as a collaborator, but months of 
work and study went into that 


book, which gave me a thorough 
appreciation of the typewriter 
keyboard. 

Because it was so long ago that 
I checked the subject of the key- 
board, I had forgotten the details. 
I got busy after I read the article 
that was presented in June Office 
Appliances, and made a search to 
ascertain just why I was so 
positive. 

The first three paragraphs of 
Mr. Kimball’s article served my 
purpose in checking right and left 
hand operations. There are ap- 
proximately 1,817 operations. They 
are divided as follows: 1773 left 
hand key stroke operations and 
sixty left hand carriage return 
operations. There are 924 right 
hand operations, counting, of 
course, punctuation marks and 
word spacing with thumb of right 
hand. Will somebody please tell 
me what is wrong with that? 

There are typing courses ad- 
vocating the use of right and left 
thumb for word spacing, accord- 
ing to whether the word is com- 
pleted with the right or left hand. 
This, to my notion, is a theoretical 
point and of no practical value. 
Right hand word spacing (for a 
right handed person), is a per- 
fectly natural function. It would 
be as reasonable to cultivate ambi- 
dextrous skill with knife, fork and 
spoon. 

On the other hand, shifting for 
capitals with alternate little fin- 
gers is sound practice. Early type- 
writers had only left hand shift 
keys and we became quite dex- 
trous in manipulation of them. 
But two keys is much better and 
faster. Piano playing had devel- 
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oped digital dexterity so that I 
quickly adopted the alternate 
shifting means with little or no 
trouble. 

Really, for a thing that hap- 
pened more or less like “Topsy,” 
with typecase antecedence, me- 
chanical difficulties (on account 
of typebar collisions, etc.), the 
wonder is that it hasn’t more 
faults. What few there are, are 
more than outweighed by the fine 
points. 

A and H transposition is out. 
Nothing is gained for a very good 
mechanical reason. Also, from an 








> 
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operating standpoint, it would be 
wrong, just as transposition of E 
and Y would be wrong. Both 
changes would be putting very 
important letters in a secondary 
position, requiring a shift of the 
hand to stroke the key. The Uni- 
versal keyboard operator does not 
have that trouble, for all the vow- 
els are in primary stroking posi- 
tion, requiring no shift of hand 
to stroke them. 

Therefore, let’s continue the 
Universal keyboard just as it is 
and seek rather a simpler system 
of instruction in the art of typing. 


Precautions for Avoiding Loss 
Of Insurance Protection 


Once a stationer has paid pre- 
miums on his insurance policies 
against fire, theft, and automobile 
liability, he naturally figures that 
he is protected against these haz- 
ards. Let’s hope that he is, but 
regardless of the payment of pre- 
miums, he may very readily and, 
perhaps, unknowingly lose the 
protection for which the insur- 
ance was intended. 

Take fire insurance on buildings, 
fixtures, and equipment, for exam- 
ple—perhaps the most important 
form of insurance that a stationer 
carries. Naturally a_ stationer 
wants adequate fire insurance 
protection at the lowest possible 
cost, and the insurance companies 
try very hard to give it to him. To 
cut down the cost of the insur- 
ance, however, the company is 
obliged to insist that he meet cer- 
tain conditions tending to reduce 
the fire risk, and those conditions 
are written into his policy. If a fire 
occurs, and it turns out that he 
has failed to meet one or more of 
those policy conditions, he may 
not be entitled to receive any- 
thing from the company except- 
ing the return of his premiums. 


Meet Conditions of Policy 


One of the factors on which a 
fire insurance rate on real estate 
is based is the structure of the 
building. Since brick and stone, 


for example, do not burn as read- 
ily as wood, the fire insurance 
rate on brick and stone buildings 
is ordinarily lower than the rate 


How Companies May Unknow - 
ingly Lose Their Insurance Pro- 
tection Against Fire, Theft, 
and Automobile Liability by 
Failing to Comply With Con- 


ditions of Policies 


By C. R. ROSENBERG, JR. 


on frame buildings in substan- 
tially the same location. Where 
a building is partly stone and 
partly frame, for instance, the fire 
insurance companies usually ap- 
ply to it the rate for that form of 
construction that constitutes the 
greater part of the building. If 
the building is more than one-half 
stone, ordinarily it will be insured 
at the rate for stone structures; 
if it is more than one-half frame, 
the rate for frame buildings will 
usually apply. 

Thus, a stationer placing fire in- 
surance on a building which in- 
cludes more than one type of 
structural material should be care- 
ful to explain to the insurance 
company the type of construction 
of which the greater part of the 
building is made. If he insures the 
building at the rate for stone con- 
struction, and it turns out, after 
a fire, that the building was more 
than one-half frame, he will either 


lose his insurance protection, or 
at best will receive only the 
amount of insurance which the 
premium paid would have brought 
on a frame structure. The method 
of determining fire insurance rates 
according to the form of construc- 
tion may vary in different locali- 
ties, but it is important for a sta- 
tioner anywhere to make sure that 
the construction of his insured 
building is accurately described 
in the fire policy. The construc- 
tion of the building also has a 
bearing on the cost of insuring 
equipment and other items in the 
building. 

To keep down the fire hazard 
on an insured building, a policy 
often specifies what may or may 
not be kept in the building. Most 
fire insurance policies limit the 
number of automobiles that may 
be kept in the building and specify 
certain materials which shall not 
be allowed in the building at all. 
These forbidden items often in- 
clude such things as oil, gasoline, 
and other inflammable materials. 
Recognizing the fact that the 
needs of a _ stationer’s business 
may, at times, make it necessary 
for him to keep certain hazardous 
items on the insured premises, the 
insurance company may neverthe- 
less specify in the policy that such 
items be Kept in certain types of 
containers and in certain parts of 
the building and surrounded by 
specified precautions. If a sta- 
tioner violates any of these policy 
provisions and fails to protect the 
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dangerous materials in the man- 
ner required, he may not be able 
to collect a penny of insurance if 
the building burns while such ma- 
terials are thus unprotected. 


Fire insurance policies frequent- 
ly limit the duration of repairs or 
alterations to an insured building. 
For example, the policy may speci- 
fy that the insurance will not 
cover the building if mechanics 
are employed in altering or re- 
pairing it beyond a period of fif- 
teen days. Under such a condition, 
if a fire occurred on the sixteenth 
day of alterations or repairs, the 
stationer could not collect the in- 
surance. If extended repairs to 
an insured building are necessary, 
he should obtain written permis- 
sion from the insurance company. 
This is usually in the form of a 
so-called “rider” or “endorsement” 
on the original policy. 


Give Prompt Notice of Loss 


Another feature of many fire in- 
surance policies is the provision 
that the holder of the policy must 
give immediate notice in writing 
to the insurance company of any 
less or damage for which it is de- 
sired to make a claim. Many poli- 
cies also specify that the insured 
must submit proof of the loss to 
the company within sixty days 
after the fire. 

These conditions imposed in fire 
insurance policies are by no means 
intended to cause the stationer to 
forfeit the insurance protection in 
the event of fire. Their purpose is 
to keep down the fire hazard and 
thus keep down the premium rate. 
A stationer who wishes to do any- 
thing forbidden by his fire insur- 
ance policy may sometimes obtain 
permission in writing from the in- 
surance company, either by pay- 
ing a small additional premium 
or in some cases for no additional 
charge at all. If he takes a for- 
bidden action without such per- 
mission, he has only himself to 
blame for any forfeiture that may 
result. Most “violations” of fire 
insurance policies occur because 
the insured fails to familiarize 
himself with the conditions set 
forth in the policy and_ so 
“breaches” them unknowingly. 

Notice of the loss is a require- 
ment not only in fire insurance, 
but in practically all forms of in- 
surance. The policy may require 
that the stationer who suffers a 
loss against which he is insured, 
give notice to the company either 
immediately or within a _ time 
specified in the policy itself 


sometimes thirty days or sixty 
days. If he fails to give notice 
within the time specified he may 
lose the protection of the policy. 
The requirement of prompt notice 
is usually found in policies for fire 
and theft on automobiles and for 
personal injury and property dam- 
age arising out of automobile ac- 
cidents. 

Many stationers require em- 
ployees handling money to be 
bonded. It is the universal prac- 
tice of bonding companies to re- 
quire employers of bonded em- 
ployees to give prompt notice of 
loss. Many such bonds specify 
that the employer must give no- 
tice to the bonding company with- 
in thirty days after the “discov- 
ery” of any shortage or other dis- 
crepancy for which the bonded 
employee is responsible. In sev- 
eral instances the courts have de- 
cided that the bonding company 
is not responsible for thefts or em- 
bezzlements by bonded employees 
where notice has not been given 
by the employer within the time 
specified in the bond. The prac- 
tical purpose of requiring an em- 
ployer to give prompt notice in 
such circumstances is to give the 
bonding company an opportunity 





More Merchandise-Customer 
Contacts 


F more of your customers came 

into contact with more of your 
merchandise, more of them would 
buy more of your goods. 

How can this be done? There are 
two principal methods. One is by 
increasing effective display. You 
know how to make good displays 
and what displays interest the most 
customers. The trouble may be that 
you do not do the best you know. 
Few dealers do everything possi- 
ble. Some displays are given care- 
ful attention. A few lines are fea- 
tured in display, but most of the 
items are just “carried in stock”’ 
and shown now and then in the 
windows. 

The other way of increasing the 
number of contacts is for the sales- 
man to say something or do some- 
thing that will interest the cus- 
tomer in looking at other items 
than those he cannot avoid seeing. 
It is worth while for the salesper- 
son to keep in mind the importance 
of increasing the number of mer- 
chandise-customer contacts through 
invitations to people to look at this 
or that specific product. 

More contacts mean more imme- 
diate and more later sales, and more 
customers going away to tell ac- 
quaintances of what they have seen 
in the store.—FF 
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to investigate and perhaps retrieve 
all or part of the loss. 

Stationers with insurance poli- 
cies covering liability for personal 
injury and property damage aris- 
ing out of automobile accidents 
should note carefully whether the 
policy limits the use to which the 
insured car or truck is put. Thus, 
if the policy specifies that the in- 
sured car or truck is to be used 
only in his business, he may have 
no insurance protection if an acci- 
dent occurs while the car or truck 
is being used in some other way. 
For example, if a stationer uses 
his car or truck to do “accommo- 
dation hauling” for a friend, and 
an accident occurs while the ve- 
hicle is so engaged, he might not 
be protected under a policy which 
insured his car or truck for use in 
his business only. 

A stationer may be led, inno- 
cently, into forfeiting his insur- 
ance protection by another kind of 


“accommodation.” A stationer con- 


templating a motor trip to a dis- 
tant place, for example, may find 
that a customer or friend would 
like to go to the same place. The 
stationer is agreeable to taking his 
friend along, and the friend in- 
sists that he be permitted to pay 
all or at least part of the cost of 
the gasoline for the trip. 


If an accident occurs on such a 
trip, the stationer may find that 
his automobile policy is absolutely 
worthless to him. Many automo- 
bile accident policies provide that 
the protection shall not be effec- 
tive if the owner of the car is 
driving someone in the car for a 
“consideration.” A consideration 
means that the stationer receives 
money or something of value for 
driving his friend—the cost of the 
gasoline in the instance cited. If 
he wants to accommodate a friend 
in this way, he had better do it 
without accepting anything at all 
for the accommodation. 


A stationer caught without pro- 
tection in some mishap for which 
he thought he was insured is in a 
sorry plight, indeed. Yet it is not 
fair to expect the insurance com- 
pany to take the burden of such 
losses, if they occur under condi- 
tions that violate the very terms 
of the policy. The insurance com- 
panies do not want policy-hold- 
ers to lose protection, but they 
want them to read the policy care- 
fully and follow the conditions set 
forth. That is indeed a splendid 
rule for the stationer who wants 
to make sure that his insurance 
really protects. 








The Agent 5 Utopia 


« 

I there Jack,” “Hello Bill,” 
“How ya doin’ Tom?” are familiar 
highsigns of good fellowship that 
we have broadcast coming up the 
avenue, enthusiastically stated 
with the shake of a hand, and half 
shouted across the table at the 
luncheon club. 

Yes sir! We've been getting a 
real live “kick” out of our work 
and our friends. Happy that no 
degree of pessimism has fazed our 
cheerful progress nor caused our 
faces to become long and dried 
like that of some fearful mon- 
strosity. Oh yes, there have been 
times when business has not been 
all that it could have been, but 
after all it’s only history repeating 
itself, and that too shall pass. 

The real “kick” out of this great 
office equipment and stationery 
industry has made life a pleasure 
because of the progress we have 
enjoyed and the friends we have 
made. We know our town, we 
know our people, and better than 
anyone else, we know our mar- 
ket—although sometimes we do 
next to nothing to get some of the 
sales we know about. 


Special Jobs Require Special Help 

Cut being agents and holding 
territorial franchises for several! 
fine office appliances has its draw- 
backs too. Many sales opportuni- 
ties have by necessity been passed 
by because of the inability to han- 
dle the specialized job. Also there 
have been those many instances 
when it became absolutely neces- 
sary to wire the manufacturer for 
help. 

So in our dealings with the 
many companies that we represent 
as agents, none becomes quite so 
friendly, the franchise guarded 
quite so closely, or the effort made 
quite so much, as toward that 
company which came forward like 
a jack-out-of-the-box and took 
hold of our dusty samples and 
went after the business by the 
only Known means of securing 
sales. Of course, it was nice in the 
past to know about a lot of so- 
called potential business even 
though we were not equipped with 
the right kind of men to get it. 
You and I know, however, that our 
actual or potential possibilities de- 
pended solely upon our man-power 
and not upon the number of out- 
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lets. Is it any wonder then, that 
when we inquired as to a source 
of specialized men and found it, 
that we immediately listened? 

“Men? You bet, we have just 
what you want,” stated the man- 
ufacturer. “You may be interested 
to know that all of these fellows 
have a factory background, they 
know this specialty as a product 
of our factory from stem to stern, 
and as for its use, they have a true 
understanding of how it fits into 
modern office practice. You see, 
Mr. Agent, it’s like this: for years 
it has been necessary to train men 
for service in the metropolitan 
centers because of the great po- 
tential business within such areas 
It has not been all that we have 
wanted to do, but rather all that 
we felt we could afford to do. 


How Potential Business Exists 


“We are truly aware that poten- 
tial business is really non-existent 


unless we are adequately equipped 
to cover it. In other words, if 
Salesman Smith in New York or 
for instance, yourself as an agent 
in Memphis, have your hands full 
with a number of customers and 
a goodly quantity of prospects, 
whatever else remains in the ter- 
ritory does not become potential 
business until someone is assigned 
to actually work it. The tremen- 
dous possibilities existent in the 
smaller cities and towns is appre- 
ciated. It is here that millions of 
dollars in business await our coop- 
eration and combined effort to 
transpose it into an actual poten- 
tial. 

“Little more than a thin thread 
of hope has been held onto almost 
fruitlessly, trusting that the occa- 
sional visit of the regional traveler 
would stimulate individual effort 
and increase volume proportionate 
to each area. But the time has 
arrived when business seems a lit- 
tle harder to get and so in order 
to mine the gold in them thar 
hills, there must be men trained 
to strike with telling effect. 

“The metropolitan areas are 
taken care of today. We are ready 
to help you and here is the man 
we recommend—he was selected 
from many applicants and has 
reached the age of finding himself. 
Training has been given in the 
field where accomplishments have 
been reviewed, door knobs pulled 
and the definite steps of approach, 
survey and proposal understood. 
Training has been given at the 
factory where, dressed in overalls 
and by getting a little dirt under 
his fingernails, he has learned why 
the various mechanical parts are 
so precision made and minutely 
serutinized before assembly into 
the finished product. In the ship- 
ping room he has wrapped pack- 
ages and crated the appliance, 
learning the names and numbers 
of this and that. In the print shop 
he has been impressed by the vast 
importance of correct printing 
processes, the weights and sub- 
stance of various papers and the 
essential requirements for good 
copy. 


Solving Problems from the Field 


“Then there has been the re- 
donning of his white shirt and 
weeks of work side by side with 
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those at the home office who are 
constantly at work solving the 
problems that you and other 
agents have sent in. Your cus- 
tomer’s requirements have been 
analyzed. Drawing upon the ex- 
tensive experiences housed in the 
file of procedures and installa- 
tions there has been brought about 
what in many instances may be 
termed ingenious solutions. 

“Yes, we feel confident that 
through this training much has 
been acquired in salesmanship, 
that he has sold himself and that 
he knows the answers. Obvious 
knowledge of the answers bespeaks 
confidence and eliminates wasteful 
time and unnecessary expense 
brought about when answers must 
come from miles away. It will be 
found that this training has 
greatly contributed to making the 
personality most desired and that 
by the confident use of the ideas 
and facts, the salesman has at- 
tained an intimate and practical 


knowledge that will prove to our 
mutual benefit. 

“He is on the road to success 
both for himself and for you and 
me. As to selling ability—it is felt 
that our guess has been a good 
one. None of us have been born 
with full-grown talents, and in the 
end success will be measured only 
by the individual’s effort to suc- 
ceed. However, from the want list 
of capabilities there has been a 
diligent striving for assurance that 
those selected for training be en- 
dowed with a sufficient amount of 
those abilities essential for crea- 
tive selling, the development and 
sale of an idea. 


Qualifications of a Salesman 


“Personality, background, apti- 
tude and the right conception of 
the job, all these have been gone 
into in detail and carefully 
checked and rechecked until we 
have become convinced that each 
man selected is fitted for the work 
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and enthusiastic for such a career. 
The salesman that has trained 
himself to think creatively will 
find the creative sale a natural 
process. Thinking in terms of val- 
ues and results rather than in 
terms of the product—this alone 
spells success! 

“Now there you are, Mr. Agent, 
the kind of man you have wanted 
all these years. We give him to 
you for the finishing touch, to 
mould into your individual organ- 
ization an actual potential pro- 
ducer.” 

So you and I came to the same 
conclusion — we would continue 
this pleasurable business of mak- 
ing a living materially add to our 
long list of satisfied friends by 
taking advantage of this opportu- 
nity to secure a trained man who 
would in turn, add to the good 
services of our agency. The manu- 
facturer who became our benefac- 
tor, automatically becomes our 
partner in profits. 


Fundamentals of Selling 


T HERE are certain fundament- 
als in business, and if we know 
and apply them, we cannot help 
but succeed. There is one formula 
that I think might be applied to 
most any business—one little sim- 
ple rule that is so easy to remem- 
ber. It is this: The easier I make 
it, or we make it, for our customer 
to buy our goods, the more goods 
our customers are going to buy 
Just think of that—your entire 
problem revolves around “How can 
I make it easier for my customers 
to buy my goods?” It is very sim- 
ple—follow it out. 

If you were on the ground floor 
at the beginning of these so-called 
chain stores—we will take Wool- 
worth for an example—you would 
know that that was the basis of 
their success—they learned early 
in the game how to make it easier 
for their customers to buy their 
goods. They got away from the 
shabby old store front, from the 
doors that were hard to open, from 
dark, dingy entrances, from un- 
educated clerks, a jumble of mer- 
chandise, etc. 

What did they do? They made 
their stores accessible, they made 
them spacious, with inviting en- 
trances and attractive windows 
They displayed their merchandise 


Extracts of an Informative Ad- 
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in a manner that says, “Pick me up 
and take me home.” They learned 
the value of placing associated 
items together. They educated 
their clerks. In essence, what they 
do is to make it easier for their 
customer to buy their goods. 

It makes no difference what 
your business is, whether you are 
a manufacturer or a wholesaler or 
retailer, you, too, can make it 
easier for your customers to buy 
your goods. One way to get the 
answer to that question of how 
you can make it easier for your 
customers to buy your goods is to 


ask yourself the question, or better 
still, you might kill two birds with 
one stone, ask your customers how 
you can make it easier for them 
to buy your goods, or your em- 
ployees. You will get some sur- 
prising answers, I assure you. 


Know and Show Samples 


If you employ salesmen, there 
is one way that I can suggest that 
you might make it easier for your 
customers to buy your goods: Be 
sure that your salesmen show their 
samples. Now, don’t say, “I am 
supplying myself with samples” or 
“We are supplying ourselves with 
samples.” That isn’t what I mean. 
I did not say, “Be sure they carry 
samples.” I said, “Be sure they 
show their samples.” There is a 
lot of difference between those two 
statements. ... 

We will say, for instance, it 
might be a clothes pin, it might be 
a pencil, it might be a tablet. The 
salesman will tell you, “That man 
has been buying clothes pins for 
the past twenty years; he knows 
what a clothes pin looks like.” 
That may be true, but the actual 
contact and sight of the merchan- 
dise has a psychological effect that 
is hard to describe. If I were to 
go into a buyer’s office with a 
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clothes pin on my lapel and did 
not mention clothes pins, I will 
venture to say, nine out of ten 
(the other one maybe out of 
meanness wouldn’t) buyers will 
bring up that subject. So that dis- 
playing merchandise in a buyer’s 
office is just as important as dis- 
playing it in a dealer’s store.... 

If you are depending upon a 
catalogue for your sales, you can 
make it easier for your customers 
by vivid illustrations, by clear de- 
scriptions, legible type, plain 
prices. 

Before the advent of the auto- 
mobile and good roads, the large 
mail order houses used to make 
people see their merchandise 
through the medium of illustra- 
tions and the printed word. They 
made a study of it. Today, even 
they are opening up retail stores, 
so that their customers may actu- 
ally see and handle the merchan- 
dise. There must be something 
to it, don’t you think? 


Use Clear Text and Vivid 
Illustrations 


The same is true about your let- 
ters, circulars, and direct mailing 
pieces. Make them as vividly clear 
as possible, and don’t forget the 
old Chinese proverb that one pic- 
ture is as good as ten thousand 
words. I want to assure you, that 
proverb can be brought up to date. 
We have progressed or advanced 
a great deal in the art of picture 
making. Be sure your pictures are 
colorful, show action, personal in- 
terest. 

Too many business houses over- 
look the real purpose of a direct 
mailing piece. Now, let us stop 
and consider what the purpose is. 
We get it out to create an impres- 
sion. Now, you may say we get 
it out to sell merchandise. UIti- 
mately, yes, but too many of us 
expect that first piece to do the 
complete job. 

We get it out to create an im- 
pression, but the thing we over- 
look is that there are so many dif- 
ferent types of human beings in 
this world. We have our one im- 
pression man, two impression man, 
three, four, five, up to ten.... 

If your salesmen does not get 
the order on the first call, or your 
piece of mailing does not click, 
don’t be discouraged. Keep re- 
peating. It is by repetition that we 
learn. People have to be reminded 
constantly. ... 

There is a word in business that 
some of us probably shake our 
heads at when we hear it. We 


don’t know just how we can apply 
it to our business, but nevertheless 
it has proved itself in many ways. 
That word is “romance.” 

Now, I don’t mean a silvery 
moon, light breeze, and ripples on 
the water, nor a love-sick man and 
maid, when I refer to romance. I 
simply mean to color your sales 
talk, tell of the origin of the ar- 
ticle, how it is made, some unique 
feature of its manufacture. You 
will be surprised how you can 
overcome that one big word that 
hurts so many of us in business— 
price. 


Put Color Into Sales Talks 


We put color in our packages; 
we put color in our merchandise; 
why not in our sales talk? Why 
not put a little red in it, smear it 
up a little bit, make it attractive. 
The California Packing Company 
attributes its mushroom growth to 
that one word—“romance.” They 
don’t sell you a cold tin of fruit, 
they sell you “luscious, golden yel- 
low pineapple from the sunny 
fields of Hawaii.” They picture 
attractive natives gathering in the 
fruit, and they sing a song on be- 
ing joyous and “buy this luxurious 
wonder of nature, all so miracu- 
lously preserved for you in these 
bright, shiny tins, etc.”’ And they 
sell pineapple. 

Now, I am going to digress a lit- 
tle bit; I am going to talk about 
something that hasn’t anything to 
do particularly with the stationery 
business, but I think I can bring 
out the point I mean. 

Recently, the president of our 
company called me into his office 
and he asked me to concentrate on 
the sale of matches, one of the 
products we manufacture. My first 
step was to go out with one of our 
salesmen. We called on the first 
customer, who happened to be 
what the salesman termed a 
“tough egg.” 

So, we approached the “Tough 
egg.” I stood in the background, 
interested in seeing how our sales- 
man would handle the situation. 
I will give the salesman credit; he 
did have a sample, but there are 
ways of handling samples and 
using them properly. 

He handed the prospective pur- 
chaser a box of our matches; in 
fact, he threw them on the desk 
and said, “We have been wanting 
to sell you matches for some time.” 
That was his opening. The buyer 
picked up the package, turned it 
over, threw it down and asked, 
“What is your price?” Our inter- 
view was over. We were all 
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through, not because our price was 
any greater than our competitor’s, 
but simply because our price was 
the same as our competitor’s and 
we had done nothing to sell the 
man on the advantages of our 
match. He took the line of least 
resistance, and he did not intend 
to buy. If we had had a twenty 
per cent lower price, we probably 
could have sold him. 


Romance Sells Matches 


Right then and there, I decided 
to put some romance into match 
selling. I visited our factory with 
the sole purpose of learning what 
I could about matchmaking. I was 
surprised what there is to learn. 
I am now going to give you a lit- 
tle illustration of how we do it. 

We go to the buyer; we hand 
him this block of wood; we put it 
into his hands and say: “Mr. 
Jones, that is a piece of Idaho 
straight grained white pine that 
grows in the Potglass Forest of 
Lewiston, Idaho. Do you Know, Mr. 
Jones, a tree has to be one hun- 
dred years old before we can use 
it for matches?” That generally 
gets him, he is surprised to know 
that. “Do you know how matches 
are made?” He says: “No, I have 
never been through a factory.” 

We say: “When this block of 
wood comes into our factory—I am 
making this brief—it goes into the 
head of what we call our match 
making machine. There it is met 
by a series of reciprocal disks, 
such as I am holding in my hand.” 
Then we proceed to show him how 
this match is cut out of that wood. 
By that time, he is surprised to 
know that each match is cut out 
individually. Then we hasten to 
tell him that it is not done by 
hand, that our machines cut one 
box full a second or sixty boxes a 
minute, and there is less than one- 
tenth of one per cent waste in this 
wood because we buy only select 
grade pine. We tell him further 
that we buy the wood from the 
Mr. Weyerhaeuser, the man whose 
boy was kidnaped. That is a lit- 
tle sidelight, but there is romance 
attached to it. 

Well, we go along on those lines. 
I am not going to finish this 
match story, for the reason that it 
is a little difficult to make the con- 
nection here. The idea I am trying 
to convey is that we put romance 
into our selling and get good re- 
sults. I still have to find a man 
who will not listen to me and ask 
a lot of questions about match 
manufacturing. 
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Filing AS a Profession 


, businesses are properly or- 
ganized in their record keeping 
procedure. For every one organi- 
zation where efficient control of 
records exists there are hundreds 
sadly lacking on this score. We 
ask “Why does such a condition 
exist? Whose fault is it?” My an- 
swer is the same as we find in 
many Tort actions at law, in many 
damage suits. There is contribu- 
tory negligence. There is negli- 
gence by us the manufacturers: 
there is negligence by the heads 
of business; there is negligence on 
the part of people in the offices. 
This joint negligence contributes 
to the condition referred to. 

As manufacturers and sellers, 
either through direct selling or 
through dealer selling, we have 
not preached the gospel success- 
fully enough. We have not ex- 
posed ourselves enough. We have 
not trained enough capable mis- 
sionaries to carry the gospel of 
good filing into the wide wilder- 
ness of business. 

Business executives are to blame 
in measure for their stubborn at- 
titude to new ideas, to progress in 
office procedure. They have re- 
fused to let us show them im- 
proved methods, or letting us show 
them, have been pennywise and 
pound foolish in their unwilling- 
ness to spend one hundred dollars 
to save a thousand because they 
have considered money spent in 
this manner, an _ expenditure, 
rather than the investment that 
it actually is. 

In a lesser degree junior execu- 
tives—and this group probably in- 
cludes most of you—have been 
culpable by not selling heads of 
business on the improvements that 
have been shown and by not in- 
sisting on the installation of effi- 
cient filing practices. 

When I include you folks in this 
group, I am not unmindful of the 
fact that you and your organiza- 
tions are probably not beset with 
the sinister condition of poor rec- 
ord control to a very great extent, 
if at all. Your membership in the 
New York Filing Association and 
your attendance at the associa- 
tion’s meetings combine to prove 
that you are doing your share to 
promote good record keeping in 
your organizations. There are 
hordes of others, however, in ca- 
pacities similar to your own in 
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business, who fall into the negli- 
gent group referred to and I am 
sure everyone present can point to 
people of this type in his or her 
own organization. And so we come 
to the questions, “What is there 
to be done about it?” “What rem- 
edy are we going to prescribe?”’ 


Increase the Number of Capable 
Filing Clerks 

The word “remedy” itself recom- 
mends a cure. There was a time 
when there were not many doc- 
tors—when few people received 
competent medical care. That is 
the exact stage our profession is in 
today. There are comparatively 
few capable filing clerks. As a re- 
sult, only a small part of business 
is able to get competent treatment 
of its filing problems. 

The job then of lifting the filing 
profession to its proper place in 
business rests squarely on the 
shoulders of those of us who are 
in the profession today. The finger 
of responsibility is being pointed 
directly at you, at me. We must 
not only do our job well. We must 
interest others in what we are do- 


ing so they will want to join us. 
We must convince more young 
girls principally because filing 
seems to be a feminine art more 
than it is masculine—but we must 
also convince more young men 
that filing is not a clerical occu- 
pation, but that it is a true pro- 
fession far transcending the work 
of the clerk, the typist, the sten- 
ographer, and that it leads more 
directly to executive position than 
any office task undertaken. 

We must train these young peo- 
ple—we must ground them in the 
sound fundamentals of filing pro- 
cedure—we must groom them in 
vertical filing, in visible filing, in 
vertical visible filing, in loose leaf 
filing and in as many more 
branches of the profession as we 
can, instilling in them an enthusi- 
asm and pride that will convince 
them beyond all doubt that they 
are following life’s choicest voca- 
tion. 

To be successful we must be sold 
on what we are doing. We must 
like our work. It must be a most 
intimate part of our existence. 
We must, as John S. Seymour 
wrote in the March issue of “Mod- 
ern Business Education,” give the 
job a halo. He told the story of 
two plowmen on his father’s farm 
talking one day about one of their 
fellows who had passed away. One 
said, “He was a good plowman.” 
“Oh yes,” replied the other. “But 
he wasn’t a fancy plowman.” The 
expression “fancy plowman” fasci- 
nated him. It had never occurred 
to him that one could be a fancy 
plowman. But why not? The 
thought was so inspiring that he 
asked to be allowed to attempt a 
few furrows in order to find out 
if he could do some fancy plowing. 
The results were not very happy, 
but he learned a lesson. It is not 
the job that is fancy; it is the 
attitude, the pride we take in do- 
ing it the best we can that makes 
joy of work. 

Such is the attitude we must 
have towards filing as a profes- 
sion. We must live it, breathe it, 
love it. If we do, we will get the 
enjoyment and success in our work 
that brings to individuals what 
they strive for most—happiness. 
If we seem happy in our profes- 
sion, this feeling will be noticed by 
those we influence. The contagion 
will grow and it will not be so 
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very long until filing will have 
gained the recognition in business 
it deserves. 


Profession Has Made Advance 


As I talk on I am beginning to 
fear that perhaps you have gained 
the impression that I am discour- 
aged with the progress made to 
date. That is not true. A grand 
job has been done by the few who 
have devoted their time and ener- 
gies towards making business fil- 
ing conscious. The difficulty is 
that there are not enough un- 
selfish groups like your own, will- 
ing and able to promote the right 
sort of interest to put this thing 
where it belongs. 

There is an endless chain of 
things we can do to promote the 
cause. I refer to the little things 
which are far removed from the 
sale of a vertical correspondence 
system involving the use of a hun- 
dred drawers, or a _ twenty-five 
thousand card stock control sys- 
tem in cabinet visible, or a five 
hundred book loose leaf vertical 
system for the precinct record in 
a permanent registration setup, or 
a five hundred thousand three by 
five card system for name refer- 
ence in an unemployment com- 
pensation setup. These are the big 
systems applications. They do 
exist in industry, in government, 
in banking, in insurance and many 
other places. The little things, 
however, that we can use to pro- 
mote the cause of good filing are 
those suggestions that apply to 
large and small offices alike and 
are useful wherever filing is done. 
I refer to such things as cross in- 


dexing, the handling and prepa- 
ration of material before it is filed, 
sorting, coding, marking, the use 
of filing shelves, the use of a 
charging out system, the proper 
number of cards behind a guide, 
methods of signalling, particularly 
in visible filing, and the hundred 
other little things that occur daily 
in your work and are properly 
done by you, but about which 
there are thousands who know 
nothing. 

If each of us could get one per- 
son in our organization to do just 
one of these important little 
things each week for a year— 
things that had not been done be- 
fore—and they in turn would pass 
along one suggestion a week to 
others for a like period, it would 
not take long to make tremendous 
strides in the profession and to 
make enough people filing consci- 
ous that business would be look- 
ing for better filing methods in- 
stead of trying to shun them. 


Time to Accomplish Objectives 


There never was a better oppor- 
tunity to accomplish those things 
for which such organizations as 
your own are in existence, than 
now. The multiplicity of new laws 
—Federal and State, such as Social 
Security, various tax laws, auto- 
mobile registration, permanent 
registration of voters, Unemploy- 
ment Compensation and many 
others—has made additional rec- 
ord keeping an absolute necessity 
where it was not done at all be- 
fore, or at best was haphazardly 
done. The growing demand for 
accurate and efficient record keep- 
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ing requires capable filing clerks. 
Our opportunity is here. We must 
not fumble the ball. 

To me there has been a very 
gratifying reaction to the necessity 
of proper record keeping in con- 
nection with the contribution by 
firms coming under the scope of 
the Social Security law. Prior to 
Social Security it was a hard task 
to interest business executives in a 
history record of employees or an 
efficient and continuous pay-roll 
record. This record has not only 
been bought, but in many cases, 
at a much higher price because a 
visible application has been used. 
The irony of the situation is that 
in nine out of ten cases the pur- 
chaser agrees that even without 
Social Security he should have had 
a more accurate history record of 
his employees and is happy that 
he had to buy the system. 

To give some idea of the impor- 
tance of accurate and efficient 
record keeping, let me refer you to 
the Unemployment Compensation 
in the State of Ohio. Sixty per 
cent of the time must be worked 
per week or the operator is en- 
titled to partial unemployment in- 
surance. You can readily see that 
a factory superintendent or de- 
partment foreman must know at 
a glance how to distribute work 
so that as many men as possible 
will reach the minimum working 
time in order to avoid payment of 
unnecessary unemployment insur- 
ance. This can be done only if 
proper and accurate time records 
of employment are kept in such 
a way that they are always up to 
date and immediately available. 


The Stationer and Taxes 


7. A recent issue of “The National,” published by the National Blank Book 
Company, Arthur S. Johnson, Johnson’s Bookstore, Springfield, Mass., says, 


“Twenty years ago, when I was just starting in, I was full of theories. 
years ago I had arrived at some conclusions. 
how to do business. 


A dozen 


Now I am not so sure that we know 
True, we do make a little money every year, but not enough 


to have the new, modern store that we would like, and the biggest reason for 


this is taxes. 


“The year I started in here, the taxes on our building were $8,574. 
the taxes were $21,180. This is the real estate tax. 


Last year 


As everyone knows, income 


taxes have increased greatly in twenty years, and of course there are those taxes 
levied in the name of insurance for old age and unemployment, besides various 


other taxes. 


“As a practical matter it is almost impossible to decrease taxes much. The 
politicians, urged on by the voters, have spent a lot of borrowed money and 
there are debts to pay, but I believe that taxes can be held at their present 
level or slightly lower, and that in a year or two we can adjust our business to 
really profitable operation. 


“T believe that we should tell our legislators—state, national and local 
If this is done all over the country we will lower taxes. I 


out the spending. 


to cut 


believe we should stand on national and state expenditures the same as we do 
on our business expenditures, to make our criterion, “Will it pay?’” 








21 


Boston Prepares for Big N.S. A. Conclave 


Wren committees working over- 
time and practically everyone in 
the New England territory striv- 
ing to bear a hand with the 
“chores” the program for the 
Thirty-Fourth Annual Convention 
of the National Stationers Asso- 
ciation together with the Fourth 
Five Centuries of Progress and the 
Merchandise Fair is well under 
construction in the Boston area. 

The Boston committee headed 
by George Hayes of the Thomas 
Groom Company and president 
of the Boston Stationers Associa- 
tion has joined hands with the 
Boston promotion committee, di- 
rected by Co-chairmen Arthur 
King, of Ward’s, and Al Rebhan, 
Blake & Rebhan, as well as the 
New England committee of which 
Ted Caswell, F. S. Webster Com- 
pany, is chairman. Individually 
and collectively the three commit- 
tees promise: 1. An outstanding 
program, diversified enough to 
please everybody; 2. The biggest 
turnout of dealers in the history 
of the trade and, 3. Entertainment, 
plant visits and fun second to 
none. 

The program takes a somewhat 
different slant this year. The 
usual Sunday meetings will be 
held—the meeting of the presi- 
dent with his Executive Commit- 
tee and the usual meeting of the 
pre-convention committees under 
the chairmanship of Charles P. 
Garvin. 

The Exposition will open on 
Monday morning at 10:00 a.m. 
and wili remain open until the 
general session of the convention 
opens at 1:30 p.m. At the close 
of the general session the Exposi- 
tion will open again and remain 
open until 10:30 Monday night. 
There is no social gathering 
planned for Monday night as the 
expressed feeling of the member- 
ship is that the majority would 
prefer to attend the Exposition 
rather than to have an enter- 
tainment. 


Election Tuesday 


Tuesday morning there will be 
a general session and in the after- 
noon another general session. Un- 
like previous conventions, the 
election of officers will take place 
on Tuesday afternoon. The Expo- 
sition will open at 5:00 p.m. on 
Tuesday and remain open until 


Three Committees, Covering 

All New England, Planning for 

Greatest Convention in His- 

tory of the Trade at Hotel 

Statler on September 18, 19, 
20 and 21 


10:30. There will be a two-hour 
Sales Institute Tuesday evening 
and to this will be invited the 
retail salesmen within reaching 
distance of Boston and all others 
interested in selling. At the close 
of the Sales Institute the retail 
salesmen will be turned loose in 
the Exposition to browse and visit 
to their hearts’ content. 

The Exposition will be open all 
day Wednesday and the business 
meetings on Wednesday will be 
devoted entirely to the dealers—a 
full day of dealer meetings. The 
present plan is to divide the pro- 
gram up into half hour intervals 
with rotating chairmen, each 
chairman handling a subject of 
interest to dealers. There will 
also be provided in this program 
plenty of time for conference on 
all of the subjects presented. 


The Annual Banquet 


Wednesday evening will come 
the Thirty-fourth annual Ban- 
quet. This will not be held in 
the headquarters hotel but at the 
Copley-Plaza hotel within walking 
distance of the Statler, and a real 
old fashioned, patriotic banquet 
will take place, music furnished 
by the Ancient and Honorable Ar- 
tillery Band. This will be a glit- 
tering and entrancing affair. 

Thursday morning will be de- 
voted to meetings of the new 
Board of Control and any other 
committee meetings which will be 
necessary at that time and the 
Exposition will be open until noon. 

The golf tournament will be 
held Thursday afternoon under 
the chairmanship of James R 
Armington and the following are 
the members of his committee: 
Joe Bonney, Steve Mason, Bill 
Taylor and Frank Fisher. 

The tournament will be held at 
the Woodland Park Country Club, 
Auburndale, Mass. 


A capital program for the ladies, 
not yet completed, has been ar- 
ranged tentatively to include a 
tour of Boston, including a visit 
to the Old North Church, Bunker 
Hill and Paul Revere’s house, a 
trip to Lexington and Concord 
with luncheon at an interesting 
and charming old homestead, a 
shopping tour of the city, another 
trip to Plymouth Rock with lunch- 
eon served at beautiful Cohasset 
on the South Shore, and a bridge 
party with many attractive and 
valuable prizes. 

Dr. Allen Stockdale, who made 
such a profound impression by 
his splendid address at the Chi- 
cago convention last year, will be 
guest speaker at the opening ses- 
sion on the eighteenth and it is 
expected that Governor Leverett 
Saltonstall will address the con- 
vention on the following day. 

The date of National Stationers 
Association Day at the World’s 
Fair has been changed from Sep- 
tember 22 to Monday, September 
25. Plans are under way for 
World’s Fair Day and the reason 
for changing the date is to give 
the delegates more time in Boston, 
as many of them will want to see 
New England at the height of its 
glory. 

Headquarters of the convention 
is the Hotel Statler. In addition 
to the Statler there are plenty of 
other first-class hotels within 
reaching distance offering splen- 
did accommodations at moderate 
prices. 

The exposition is completely 
sold out and many of the exhib- 
itors have signified their intention 
of showing new products, meaning 
that the exposition becomes the 
launching place for many new 
commodities of our business, and 
it will pay the average man to 
spend a good deal of time in 
this show, getting a look at our 
industry’s merchandise en masse. 

Renowned speakers from all 
parts of the country, men experi- 
enced in the commercial station- 
ery and office outfitting trade, will 
address this convention—dealers 
will have a full day to themselves 
for close communion under the 
leadership of President Harold J. 
Hampton, who has made such a 
splendid record as President of 
the Association during the past 
two years. 








School Supplies and 
Equipment Section 


Commercial subjects have been given a deservedly high place in the 
curricula of high schools, colleges and universities. Business colleges 
have achieved recognition by educational societies and have expanded 
their courses of instruction to include many related subjects in addition 
to stenography and bookkeeping. Such subjects as business English, 
English literature, business administration and elementary economics 
are commonly found in the curricula of accredited institutions. 

Concurrent with the development of business training there has been 
notable advance in office practice courses. In the office practice rooms, 
equipped with modern office machines, furniture, filing equipment and 
supplies, students are afforded opportunities to make practical applica- 
tion of their theoretical training. Naturally, limitations of space impose 
a limitation upon the amount of different types of office equipment that 
can be included for student use. The difficulty is overcome in many in- 
stances by the use of manufacturers’ catalogues as reference text books. 

It is the purpose of this special section to emphasize the importance 
of business schools and reveal the extensiveness of the market for office 
equipment they represent. The first six articles are by teachers of busi- 
ness subjects. The remaining seven discussions are concerned with 
operating methods of school supply stores. We commend the articles to 
the attention of readers, for we are confident that they contain food for 
thought, out of which may come mutual benefit for manufacturer, dealer 


and business school. 


Textbooks Are Not Enough 


# IT possible to operate a com- 
pany with over 400 office employes 
and yet not spend a single dollar 
on payroll?. Is it possible to bill 
over $30,000 of sales invoices daily 
and yet have no taxable income? 
Is it possible to operate an enter- 
prise for the sole benefit of its 
workers? 

All these things are possible for 
the Western Distributing Com- 
pany, an imaginary wholesale 
hardware company which is or- 
ganized to give practical office 
training to students at Metropoli- 
tan School of Business. 

In the organization of this of- 
fice-training class, an attempt has 
been made to duplicate an office 
so that students may use the 
knowledge and skill acquired in 
the classroom in actually perform- 
ing those jobs or operations which 
are frequently found in business 
offices. 

Students are given definite jobs 
to perform. The nature of the 
work assigned depends upon the 


Commercial Students 
Need Training Under 
Conditions Closely Re- 
sembling Actual Office 
Practice 


By HAROLD HOWARD 


Instructor in Office Training 
Metropolitan School of Business 
Los Angeles, Calif. 


student’s background and_ the 
preparation received in the formal 
classroom. Positions available in 
the Western Distributing Company 
are: secretaries, typist-clerks, file 
clerks, bookkKeepers, stock clerks, 
mail clerks, payroll clerks, calcula- 
tion clerks, Dictaphone and Edi- 


phone operators, billing machine 
operators, Comptometer operators, 
cashier, and statistical typists. 
Each student is assigned a spe- 
cific job and is expected to con- 
tinue the work assigned until he 
attains a degree of proficiency 
comparable to a_ well - trained 
worker in industry. For example, 
standards of accomplishment in 
the billing division are as follows: 
Order letters and purchase orders 
are received by the mail clerk. 
These orders are written on com- 
pany blanks at the rate of twenty 
per hour. The price clerk is ex- 
pected to interpret 100 of these 
items in an hour’s time. Comp- 
tometer operators must extend, 
figure trade discounts, compute 
the state sales tax and total 
thirty five-item sales orders per 
hour. The standard for registering 
such orders is 100 fully-interpreted 
orders per hour. Underwood fan- 
fold billing machine operators are 
allowed ninety seconds for a five- 
item invoice. Elliott-Fisher billing 
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machine operators are allowed two 
minutes per invoice of five items. 
All invoices must be mailable and 
the rate must be maintained for 
at least one hour. Comptometer 
operators are expected to check 
these invoices at the rate of eighty 
five-item invoices per hour. Mail 
clerks strive for a spurt speed of 
folding and enclosing 400 letters 
or invoices per hour. 


Typing Standards 


In the typing department the 
standards are ten three-quarter- 
page letters per hour typed from 
straight copy, or five three-quar- 


ter-page letters per hour, if tran- 
scribed from Dictaphone cylinders. 
In the fiiling department the 
Standard is 150 items filed per 
hour. In the machine calculation 
department the Comptometer op- 
erators are expected to add 3500 
sales checks per hour; Burroughs 
and Sundstrand adding machine 
operators, 2500 items per hour. 
This office-training room is con- 
sidered one of the best equipped 
classrooms in Southern California. 
The equipment consists of double 
pedestal secretarial desks complete 
with elite decimal tabulating type- 
writers; key-driven calculators; 


rotary calculators; Ediphones and 


s 
23 


Dictaphones; Underwood fanfold 
and Elliott-Fisher billing ma- 
chines, adding-listing machines; 
addressing machines, check pro- 
tector, copy holders, postal scales, 
filing equipment, stapling ma- 
chines, and other miscellaneous 
appliances usually found in busi- 
ness offices. 

An International time recorder 
measures the work of each stu- 
dent. Jobs have been substituted 
for textbooks. The emphasis in 
this class is on accomplishment, 
not how to do the job, but actually 
doing the work and getting it done 
correctly within specified time 
limits. 





BUSINESS MACHINES CLASS ROOM, Department of Business Education, Forest Park High 
School, Baltimore, Md. Much of the training is by individual instruction. 


Criteria for Selecting Office 
Machines Class Room 


+ speaking, 
the Industrial Revolution has 
reached the American business 
office only recently. However, the 
momentum gained from long years 
of experience and the native 
genius for invention have swiftly 
overcome this belated arrival and, 
as a result, the modern business 
office is as completely mechanized 
as is any other department of 
commerce or industry. The effects, 
ramifications, and implications of 
the resulting change in office 
methods and techniques have, in- 


Factors for Considera- 
tion Both by Teacher 
and Manufacturer 


By C. H. KATENKAMP, Ed. D. 


Head of Commercial Department 
Forest Park High School, 
Baltimore, Md. 


deed, been numerous and impor- 
tant. Of them all, one of the 


Equipment 


greatest has been the influence on 
public secondary education. 

That the introduction of ma- 
chinery into the office has had a 
profound effect on the nation’s 
high schools must be _ evident. 
Since most American boys and 
girls never receive, or even seek, 
any “higher” education, it must 
be obvious that “the poor man’s 
college” should provide them with 
those fundamentals which are 
conducive to the best interests of 
society. It is for this reason, that 
vocational efficiency is recognized 
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today as one of the cardinal ob- 
jectives of public secondary in- 
struction. It is for this reason 
that costly vocational and com- 
mercial courses have been intro- 
duced into our public high schools. 
It is for this reason, that commer- 
cial departments, whenever per- 
mitted by budgetary limitations, 
are providing instruction in the 
care and operation of office ap- 
pliances. From these _ infant 
courses have arisen some of the 
greatest problems confronting 
commercial educators. 


Selection and Maintenance of 


Equipment 
One of the most important of 
the office machines questions 


which the school administration 
must meet is that which arises 
from the selection and mainte- 
nance of equipment. Because of 
the genuine necessity for economy 
and the lack of time available for 
instruction, the choice of office 
utilities should be made only after 
the consideration of carefully es- 
tablished criteria. The first of 
these standards is educational 
need. Concerning this guide, much 
misconception by pedagogue and 
producer is evident and much er- 
ror is apparent. Equipment for 
the office machines class room 
should not be selected because of 
its value or usefulness within the 
school. The purchase of a dupli- 
cating device in order to prepare 
tests, instruction sheets, daily 
notices, or a school paper, un- 
doubtedly is a very worthy project. 
But the utilitarian motive which 
causes this selection should be 
recognized clearly. It is an en- 
tirely different goal from that 
which leads to the choice of equip- 
ment for instruction purposes. 
The only basis on which the latter 
installation can be justified is the 
demand for adequately trained 
operators. That such a reason 
comprehends several subordinate 
factors must be obvious. 

The first of these secondary 
problems is the amount of skill re- 
quired for vocational efficiency. 
Marketable skill in some machines 
can be acquired only after long 
hours of tedious practice. Others 
can be learned in a few minutes 
on the job. The latter group has 
ne place in the office machines 
course. Some of the former type 
may be excluded, too. Where the 
learning time on any particular 
utility is disproportionate to the 
total time available for the entire 
course, the choice of that appli- 
ance is unjustified. Hence, it fol- 


lows that in secondary public 
schools, a happy medium between 
these two extremes must be 
sought. In vocational schools, unit 
courses on particular machines 
are, should be, offered but the 
aims of this branch of education 
lie outside the scope of this dis- 
cussion. 


Finding Employment for 
Graduates 

The second phase of this prob- 
lem is the possible placement of 
the schools’ graduates. Unless the 
students who have acquired the 
necessary proficiency can be ab- 
sorbed by business, the need for 
the instruction is doubtful. Where 
the number of installations in the 
community served by the school is 
small enough to preclude a healthy 
turnover of operators, the mainte- 
nance of courses is wasteful. 
Where the manufacturer operates 
his own school, the need for in- 
struction in the public schools is 
materially reduced. Where private 
business schools cover the field at 
a reasonable price, the expendi- 
ture of public funds may be un- 
necessary. Finally, where the 
manufacturer’s local representa- 
tive fails to make a valid effort to 
find employment for the public 
school novice, the value of instruc- 
tion on his product may be ques- 
tionable. All of these possibilities 
should be investigated carefully 
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before any commitment is made. 
When done, the degree of educa- 
tional need will be apparent. 

In addition to educational need, 
the school master must study the 
cost of maintenance. The very 
nature of the public school situa- 
tion makes this problem acute. 
Here the machinery is subjected 
constantly to the ignorance and 
mistakes of the learner. As many 
as seven or eight different begin- 
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ners may “work” at any particular 
appliance during the school day. 
As many as ninety or one hundred 
learners may practice on one util- 
ity during the interval of a school 
year. Each will make mistakes; 
some because of ignorance, some 
because of carelessness. Machines 
are “jammed”; sometimes dropped. 
Parts are broken. Obviously, the 
cost of maintenance is an impor- 
tant item to be investigated by 
the school master when he makes 
his selection. For school room use, 
an appliance should be rugged. 
Where the mechanism is so finely 
adjusted that it can not stand the 
treatment outlined, it should be 
selected only after the most care- 
ful study. Where “home repairs” 
are excluded, by the construction 
of the device, the maintenance 
cost will rise. If “expert’’ service 
is required for each minor adjust- 
ment, this fact should be noted. 
It is well to ascertain also, the 
rates charged by the producer for 
service. Sometimes he offers no 
iscount to public schools because 
he misunderstands the purpose 
and use of the installation. This, 
tco, will affect maintenance costs. 


The Problem of Obsolescence 


Obsolescence is a part of mainte- 
nance, also. The rapid improve- 
ment of office machinery makes it 
almost impossible for public 
schools to provide the latest equip- 
ment. Whether or not this is a 
totally unsatisfactory situation is 
a matter of question. Unless the 
late models introduce some new 
principle of operation which can- 
not be learned on the job, their 
purchase for class room use is un- 
necessary. Appearance is unim- 
portant. Speed may not be ma- 
terial. Such qualities may be 
discounted substantially for, while 
they usually add nothing to the 
instruction value of the device, 
they tend to increase the cost of 
maintenance materially. 

The need for instruction and the 
maintenance cost are but two of 
the many criteria by which a 
commercial educator may choose 
the equipment for the office ma- 
chines class room. Others may be 
recalled quickly. The method of 
teaching, facilities for storage and 
instruction, the availability of in- 
struction material and supplies, 
and the supply of adequately pre- 
pared teachers, must be deter- 
mined before a proper selection 
can be made. If this is done, much 
be eliminated and instruction will 
of the waste indicated above will 
become more efficient. 
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‘ha object of developing an 
office machine department at 
Maher’s Business College has been 
to train machine operators so that 
they are able to go into the busi- 
ness world and qualify as efficient 
office machine operators. 

In developing a curriculum for 
a complete and thorough office 
machine training course it was 
necessary, first to contact office 
employers and learn from them 
what they expect our graduates 
to be prepared to do. 

The following recommendations 
were made by office employers: 
(1) Every office machine operator 
must possess a technical skill suf- 
ficient to produce actual work in 
a short time; (2) Every operator 
must have the ability to get along 
easily with his fellow workers and 
supervisors; (3) The operator 
must have the ability to intel- 
ligently do more than mechanical 
problems upon the computing 
machines; (4) He must have the 
ability to appreciate and enjoy 
the accomplishments of every day 
work. 

From these recommendations, 
and with the courses of study 
prescribed by the office appliance 
companies a course in machine 
instruction has been developed. 


‘> 


BUSY MAHER STUDENTS CONCENTRATING UPON MACHINE CALCULATION 
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UNDER THE GUIDANCE OF COMPETENT INSTRUCTORS 


Office Machine 
Training 


Outline of Equipment 

and Methods Used by a 

Sucessful Commercial 
School 


By MARION B. CARLETON 


Principal 
Maher's Business College 
Kalamazoo, Michigan 


The course is revised and im- 
proved upon every year as circum- 
stances and office machine equip- 
ment changes. 


Classroom Equipment 


Thirty-nine units of office ma- 
chines are offered in this depart- 
ment. They include: Burroughs 
calculators; Comptometers; Mon- 
roe calculators; Burroughs posting 
and accounting machines, Victor, 
Sundstrand, and Burroughs add- 
ing machines; Mimeograph, Multi- 
graph, and Ditto duplicators, Dic- 
taphone and Ediphone dictating 
machines, check writers, Under- 


wood Elliott Fisher invoicing ma- 
chine and Underwood billing 
machines. To many _ students 
entering the business training field 
the vocabulary and equipment 
were entirely outside of their 
realm of their experience. Such 
terms as “calculating machines,” 
“key-punching,” “transcribing ma- 
chines,” “duplicators,” “stencils,” 
“billers,” and many other terms 
must be familiar to today’s office 
worker. 

A rotating plan of instruction is 
used whereby each student may 
progress as rapidly as his ability 
permits. Instruction is individ- 
ualized. 

The courses of instruction for 
machines are provided by the 
school. They consist of text books 
published by the respective com- 
panies manufacturing the ma- 
chines and supplementary drill 
materials have been printed to use 
in developing speed in operation. 
When students first enroll for of- 
fice machine training there are 
many diagnostic tests in simple 
calculation work to determine if 
they have the fundamental back- 
ground in mathematics sufficient 
to become machine operators. 
They must also have taken courses 
in spelling, business English and 
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typing before beginning work on 
transcribing machines. 

Following the instruction of the 
technique in operation of the vari- 
ous machines, students must 
achieve definite standards of 
speed in the operation of all types 
of machines. Actual work in the 
forms of inventories, cost sheets, 
statistical data, time cards, and 
printing work is secured from 
business offices. 





The “Office Service” department 
of our school provides a splendid 
means of securing means for op- 
erators to acquire experience. This 
service also provides a revenue 
which covers the cost and over- 
head expenses of maintenance of 
the office machine department. 
Students do not pay any addi- 
tional tuition or laboratory fees 
because of the work which is 


“eke 


OFFICE PRACTICE ROOM AT JONES COMMERCIAL HIGH SCHOOL.—At the right is the 
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brought in to this department 
from outside sources. 

Placement of efficient office 
machine workers has never been 
a problem at Maher’s Business 
College. 

Instructors in the office machine 
department are composite teach- 
ers, expert office machine oper- 
ators and experienced office 
workers. 





correspondence department. To the left of the aisle are the computing machine, duplicating 


machine and filing departments. 


A Venture in Vocational Training 


i Jones Commercial High 
School, established in February, 
1938, by Dr. William H. Johnson, 
Superintendent of Schools of Chi- 
cago, is designed to meet a press- 
ing need for vocational emphasis 
in secondary education. 

In developing the first unit of 
his forward-looking plans for vo- 
cational education, Dr. Johnson, 
through intimate contact with 
commerce and industry, was alert 
to the needs of business and wove 
into the fabric of the commercial 
vocational curriculum of the 
Jones Commercial High School, 
the knowledge, skills, and appre- 
ciations which are vital in the 
preparation of young people for 
employment in the business world. 

The curriculum was founded 


upon the principles of vocational 
business education. Pupils are ad- 


Students Prepared for 
Immediate Employ- 
ment at Jones High 


School 


By MARION F. TEDENS 


Jones Commercial High School 
Chicago, III. 


mitted only if they are potentially 
trainable. Students who satisfac- 
torily complete the ninth and 
tenth grades in their local high 
schools are eligible for considera- 
tion. The technical training is 


designed to develop a_ specific 
business skill, or a closely related 
group of business skills. Occupa- 
tional competency is the sole aim 
of the curriculum. 
Vocational standards of 
achievement are being developed 
in four major fields: shorthand, 
bookkeeping, merchandising, and 
business machines. In accordance 
with interests and aptitudes, each 
student selects one of these major 
fields for specialization. 
Guidance Program. The entire 
program is based on a functioning 
type of guidance. The adjustment 
teacher assists pupils to choose 
occupations for which to prepare, 
and guides them throughout the 
period of their training. This 
careful supervision helps assure 
their success in their intial em- 
ployment and avoids their being 
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stranded on an occupational level 
below the one they are capable 
of reaching. 

Coordinator. A full time co- 
6rdinator assumes the responsi- 
bility of giving help to the pupil 
in securing employment in which 
he may make effective use of 
what he has learned. As the co- 
Ordinator was appointed three 
semesters before students were 
ready for placement, it afforded 
an excellent opportunity for her 
to make wide and varied contact 
with local organizations, to learn 
the demands of business, and to 
acquaint business with the work 
being done in the school. 

Business Machines Major. Stu- 
dents who show no interest or 
aptitude in shorthand, pen and 
ink bookkeeping, or merchandis- 
ing, may elect the Business Ma- 
chines Major for specialization. 

Students in this group are re- 
quired to cover the fundamentals 
of pen and ink bookkeeping, take 
two semesters of billing and book- 
keeping machines. In the calcu- 
lating machine course, they attain 
marketable skill in aadition, mul- 
tiplication, division, and subtrac- 
tion. In the billing and book- 
keeping machine course, _ this 
group is required to be able to 
intelligently, and with a degree 
of skill, operate the four types of 
machines that are used in me- 
chanical bookkeeping work—the 
typewriter type, the adding ma- 
chine type, cash register type, and 
the tabulating machine type. The 
student is then developed for oc- 
cupational skill on the machine 
for which he shows the greatest 
aptitude. The school is equipped 
with a battery of calculating, bill- 
ing, and bookkeeping machines. 

Bookkeeping Major. This course 
provides specialized training in 
bookkeeping. A year of typewrit- 


Pupil Progress 


For SOME years the classes in 
typewriting at Bethel College, 
Bethel College, Kansas, have been 
making effective use of “Pupil 
Progress Folders,” devised by B. 
Bargen, assistant professor of 
commerce. Expressions of interest 
on the parts of instructors in typ- 
ing in other schools has led Pro- 
fessor Bargen to make the folders 
available to all who desire them 
and to prepare the following gen- 
eral description: 


ing and a semester of calculating 
machine together with a knowl- 
edge of the operation of one book- 





FILING STUDENT learning techniques 
and systems through supervised prac- 
tice on standard equipment. 


keeping machine prepares the 
bookkeeping major students for 
various combinations of book- 
keeping positions. 

Stenographic Major. This course 
prepares students for steno- 
graphic positions. Although it is 
the most popular elective, only 
those who have special interest in, 
and ability to profit from, such 
training are encouraged to pre- 
pare for stenographic work. 
Thorough preparation in short- 
hand and typewriting is supple- 
mented with work in clerical or 
secretarial practice. 

The Office Practice Course. The 
office practice room has four in- 
tegrated departments in separate 
areas. The filing department is 
equipped to teach the funda- 
mentals of filing through the use 
of five miniature sets of files; 
alphabetic, geographic, numeric, 
variadex, and subject. After prac- 
tice in these types of filing, prac- 
tical experience is given in filing 
office and other school material 


It is a regulation file folder fit- 
ting a standard letter file. Each 
pupil has his own folder with his 
number, name and period on the 
tab. Sorting by any of the three 
methods is easy. 

It makes readily available a 
systematic record of instructor’s 
criticisms. This permits ascer- 
taining whether the pupil is heed- 
ing previous criticisms, and also 
provides a record of finished work 
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such as cards, records, letters, and 
daily work. 

In the computing machine de- 
partment, students are taught the 
operation of the crank-driver cal- 
culators. The aim is not to become 
skilled operators, but to learn the 
fundamental processes of machine 
addition, multiplication, subtrac- 
tion, and division. The room is 
equipped with Marchant, and 
Monroe machines. 

The other two departments are 
the correspondence and duplicat- 
ing machine departments. These 
two departments work together 
in the sense that the correspond- 
ence department furnishes much 
of the copy work for the duplicat- 
ing machine department. Ditto 
carbons are typed in the corre- 
spondence department and run 
off in the duplicating machine 
department. The Ditto machine 
is used for test questions and sim- 
ilar papers which do not require 
a large number of copies. In this 
same department, students cut 
Mimeograph stencils to be run off 
in the duplicating machine de- 
partment on the Mimeograph. 
Duplicator plates are typed here 
also to be reproduced on the Mul- 
tigraph duplicator. Typewritten, 
shorthand, and longhand plates 
are prepared in the correspond- 
ence department. The duplicating 
machine department students set 
type for Multigraphing copy, 
bookkeeping machine forms, tick- 
ets, form letters, etc. 

In the correspondence depart- 
ment students become skilled Dic- 
taphone operators, as well as ex- 
perienced typists. Students are 
required to transcribe eighteen 
permanent practice records before 
transcribing regular commercial 
cylinders. At the end of the course 
they take the Dictaphone Profi- 
ciency Test. 


Folders Aid Classes in Typewriting 


accepted, according to units in the 
teaching plan. 

It has a centering scale. As the 
folder lies on the pupil’s desk 
during typing period, he has at 
his finger tips a scale by which 
he can tell instantly the correct 
setting of marginal stops and top 
margins. 

On the inside front of the folder 
is a graph on which the pupil re- 
cords both speed and accuracy 
ratings. It is arranged logically 








by weeks, each week divided into 
five days. I believe this is the 
only graph which combines 
chronological distance with speed 
and accuracy axes. A jump from 
twenty to twenty-five words per 
minute is good for one week; it 
is no good ovcr an interval of ten 
weeks! 

Positioned under the graph pa- 
per are forms for recording all 
tests the pupil takes. 

On the inside back of the folder 
there is an error analysis chart, 
also arranged by weeks, one line 
for each day. The analysis re- 
veals which finger needs attention 
specifically, and which operating 


techniques are weak. The sum- 
mary columns reveal the total 
errors, total lines for the day, and 
the average of errors per line, 
which become the bases for com- 
paring the quality of the work 
done from day to day. 

At the end of the week it can 
be observed at a glance which 
finger accumulated the most er- 
rors and what the total produc- 
tion for the week has been. 
There are enough sheets to pro- 
vide weekly summaries for the 
entire’ year. 


Underneath these sheets are 


printed full instructions on how 
to analyze errors, and how to 
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summarize the folder for the 
week. 

On the back of the folder are 
printed full instructions for pre- 
paring the weekly budget and 
handing in the folder. 

Also on the back of the folder 
is a table of decimal equivalents 
of seconds in a minute. It is for 
the use of the pupil in self-timing 
of typing speed. A clock or a 
watch with a second hand permits 
making the test at any time. One 
nice feature about this method is 
that the pupil drives through to 
the end of a paragraph, instead 
of being stopped by a bell some- 
where in the middle. 





MODEL OFFICE IN ST. SEBASTIAN COMMERCIAL HIGH SCHOOL.—Students serve in 


various capacities as “employes” in a signally successful office project. 


Office Project at St. Sebastian 


NOTE.—St. Sebastian Commer- 
cial High School, under the juris- 
diction of the Catholic School 
Board of Chicago, offers a three- 
year course to eighth grade grad- 
uates. Efficiently organized and 
staffed with competent instruct- 
ors, the school has earned a fine 
reputation for the excellence of 
its curriculum and the skill of its 
graduates. 


, ACADEMIC training re- 
ceived by students taking our 
commercial courses is put to prac- 
tical use in the office practice 
project. The primary purpose of 
the project is, of course, to pro- 
vide the students with a means of 


Practical Training Given 

Emphasis So That Stu- 

dents Who Graduate 
Are Ready for Jobs 


By SISTER BARBARA 
(Sisters of Charity) 


Principal 
St. Sebastian Commercial 
High School 
Chicago, Illinois 


applying their knowledge under 
conditions as nearly like an actual 


office as possible. Realism is 
achieved to a high degree because 
the students do much of the 
parish work, such as keeping rec- 
ords, typing correspondence, cut- 
ting stencils, operating duplicating 
equipment, etc. Some of the 
practical work includes getting 
out bulletins to announce a sacred 
concert, typing essays for a school 
contest, and compiling parochial 
lists. 

Standards of the project are 
high. A student whose work is 
acceptable receives not only prac- 
tical training, but gets a personal 
thrill in addition from the knowl- 
edge that he or she is contribut- 
ing valuable and useful service. 

The office project is organized 





AUGUST, 1939 


on a thoroughly businesslike basis. 
The instructors in charge are not 
only qualified teachers—they are 
also well equipped with actual 
business experience. 

They have dubbed the little 
business the Standard Products 
Company. From the student 
group of 135, a president or “boss” 
is chosen. Similarly, the offices 
of vice-president, secretary and 
treasurer are filled. 

Appropriately enough, the 
Standard Products Company deals 
in office supplies. The students 
become salesmen, file clerks, book- 
keepers, stenographers, duplicat- 
ing machine operators, typists, 
etc. Positions are rotated, giving 
each student an opportunity to 
become proficient in discharging 
the duties of the most common 
office functions. 

Knowledge of business English 
is put to test in the writing of 


letters. Typing skill is made man- 
ifest in the transcription of the 
letters. Bookkeeping training, 
calculating machine operation, 
stencil cutting speed and accu- 
racy, filing and finding—all are 
subject to exacting supervision. 
Even a small telephone set has 
been installed to accustom stu- 
dents to the uses of that ubiquit- 
ous tool of business. 


Near the desk of the “boss” is 
a sales map. Vari-colored tacks 
indicate market areas and chart 
the progress of mythical salesmen. 
The office atmosphere is authentic 
and inclusive. 


That the office project has stu- 
dent approval is evidenced by the 
pleading for re-opening of it fol- 
lowing closing up because of some 
class recalcitrancy. The students 
promised to be on permanently 
good behavior if the model office 
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would be restored to them for 
business practice. 


The equipment used in training 
our commercial students is mod- 
ern. Besides desks, chairs, files, 
stands and supplies, twenty-two 
office machines are in daily class- 
room use. In the typewriter group 
Remingtons, Royals and Under- 
woods are included. A new model 
A. B. Dick Mimeograph was re- 
cently purchased together with a 
Mimeoscope, letter guides and 
other supplies. Burroughs add- 
ing machines and Comptometers 
complete the list. 


Proper equipment, competent 
teachers and carefully organized 
courses of instruction are basic 
requisites of an effective business 
training school program. We are 
doing our best to make St. Se- 
bastian Commercial High School 
measure up in every particular. 


Operating Methods of School 
Supply and College Book Stores 


a problems of merchandising 
and store management with which 
the college book store and the 
school supply store must contend 
are quite different from the prob- 
lems characteristic of the com- 
mercial stationery store. The basic 
difference lies in the fact that a 
large percentage of the volume of 
business of stores supplying things 
for students of educational insti- 
tutions is obtained in concentrated 
purchasing periods, and most all 
of it is over-the-counter trade. 

The number of these abnormally 
busy periods during the year de- 
pends upon the term system under 
which the various schools operate. 
Some institutions have two semes- 
ters a year, while some divide 
their periods of instruction into 
three terms. Some have one sum- 
mer school term, and some have 
two. 

At the beginning of each term 
the stores are extraordinarily busy, 
for all students of the institution 
must have their required texts, 
equipment, and supplies promptly 
when their courses get under way. 
In some cases, this means that 
these stores are called upon to 
serve several thousand students in 
one day. 

The problem of supplying the 
needs of students aggregating in 


Stores Must be Geared 

to High Efficiency in 

Rush Periods at Term 
Openings 


By JARED JOHNSON 
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the thousands within a short pe- 
riod of two or three days is the 
biggest problem of the average 


college book store and school sup- 
ply store. Operating on such a 
schedule necessitates a very elastic 
setup of merchandise stock and 
sales personnel. Furthermore, the 
ease with which these abnormal 
busy periods are handled depends 
upon the preparation for them. 

Early in the spring all the school 
book stores in the country start 
their efforts to obtain lists of text 
books and supplies to be used in 
the summer courses. At the same 
time they endeavor to get lined up 
on requirements for the fall open- 
ing term. This information is ob- 
tained by writing to the professors 
of each department, and in many 
cases by making personal calls 
upon them. It is a painstaking 
job, and one which demands ex- 
cellent knowledge of the book field 
together with that of the supply 
business. This phase of prepara- 
tory work continues right up to 
the opening day of school. 

Meanwhile, in accordance with 
anticipated demands, orders are 
placed with sources of supply. All 
possible efforts are extended to 
have the merchandise on hand 
when it is needed. 

Stock on shelves must be easily 
accessible. This is especially nec- 
essary for items selling in large 
quantities, as it facilitates restock- 
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ing quickly and without delaying 
the procedure of waiting on cus- 
tomers. 

In many college book stores will 
be found a great variety of mer- 
chandise. They not only carry text 
books and a regular line of school 
supplies — fountain pens, pencils, 
erasers, papers, loose leaf and 
bound notebooks, inks, adhesives, 
desk accessories, et cetera — but 
many of these stores have done a 
remarkable job in merchandising 
typewriters (with consequent de- 
mand for ribbons and carbons) 
and certain lines for personal use 
and consumption not related to 
educational pursuits. Some are 
operating profitable camera and 
haberdashery departments and 
otherwise appealing to the fancies 
of the college men and women. 
Also, some stores have created very 
fine soda fountain and lunch busi- 
nesses. 

In some localities a factor con- 
tributing toward the practice of 
handling a wide variety of mer- 
chandise is the location of the 
educational institution and the 
school or college store. Frequently 
they are a considerable distance 


from the downtown business sec- 
tion, and in consequence will have 
calls for lines which are not pri- 
marily in their field, but stocking 
them helps substantially to carry 
the overhead during the periods 
between semesters. 

The average college store will 
try to coordinate its merchandis- 
ing activities so that they are at 
their peak at the opening of the 
various terms. During those times 
buying interest runs high and 
traffic through the store is heavy. 

By taking advantage of the sales 
opportunities in these abnormal 
rush periods, the college store 
manager can do a fine job of mer- 
chandising if he will present his 
merchandise in the proper man- 
ner. Appealing displays within the 
store and in the windows are im- 
portant in the selling program 
The quantity of certain items 
which can be sold then is sur- 
prising. 

Special selling campaigns and 
promotional programs are some- 
times featured between the rush 
periods. Again, they may coincide 
with them 

Advertising is 


done mostly 
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through the school papers. Some 
enterprising store managers, how- 
ever, maintain specialized mailing 
lists for the promotion of goods in 
certain departments. The lists are 
kept up-to-date and mailings are 
made regularly. For instance, in 
the trade book departments of 
some college stores they have lists 
of all the college professors in the 
different fields. When new trade 
books are published, announce- 
ments are sent to professors and 
instructors concerned. 

Some of the book stores send a 
general mailing at certain times to 
all students on the campus, ac- 
quainting them with their book 
store and telling them that if 
there is something in the line of 
school needs which the store does 
not carry its management will be 
glad to procure it for them and to 
be of service in any possible way. 

Successful college book stores 
and school supply stores are oper- 
ating on the policy of rendering 
the quickest and best service pos- 
sible, which policy they share in 
common with the commercial sta- 
tionery stores that are getting 
ahead 


Private Label Lifts School Volume 


WV wen the chain stores began 


to make inroads on the school sup- 
ply business of the Shell Station- 
ery Company, Denver, Mr. and 
Mrs. W. A. Shell decided to do 
something about it. Seeking out 
sources of supply from which they 
could buy good merchandise eco- 
nomically in large quantities, they 
established their own label on 
every school supply item, started 
selling better merchandise than 
the chain stores handle—and sell- 
ing it at competitive prices. 

It wasn’t long until the school 
supply business began to come 
back. Today this firm is selling 
more school supplies than in the 
days before the chain stores went 
into the stationery business. 

“For an outlying store depending 
on school supplies and neighbor- 
hood business, I believe the private 
label meets the problem of compe- 
tition in about the only wav pos- 
sible,” says Mr. Shell. “School 


supplies, greeting cards. and such 
lines are our bread and butter. 
“By running a line under our 
own label, we're actually able to 
give the customer better merchan- 
dise than he can buy at the chain 


store for the same price he pays 
there. That’s why our school sup- 
plies have built up so tremen- 
dously. One thing we have watched 
constantly in this line is quality 
It must always be better than that 
of competition. 


“Besides enabling us to meet 
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competition, the private label 
brings us an unlimited amount of 
repeat business. The customer 
can’t buy our line anywhere else 
in the city. Our label has been 
made to stand for something. One 
child sends another. Even some 
teachers recommend our quality.” 


soy gus 
ee te a 


oe 
Tn ne | 


ONERY STOR 


'E CONC 


1 eo 
Sips igs aR tae Sas 





SHELL’S STATIONERY STORE, where school supplies under private brand names 
resuscitated a waning sales volume. 





Washington University Book Store 
One of Largest in West 


Wor: an annual volume of 


approximately $400,000, the Uni- 
versity Book Store at the Uni- 
versity of Washington, Seattle, is 
one of the largest and most suc- 
cessful college book stores west of 
the Mississippi. Its capital invest- 
ment is valued at $250,000 in land, 
building, furniture and inventory. 

In its own modern building on 
University Way, providing expan- 
sive space for its five departments, 
as many as 12,000 customers are 
served on peak days at the open- 
ing of quarters. On such days the 
volume of business runs as high 
as $30,000. 

J. E. McRae is manager of this 
thriving store—now in its fortieth 
year—and Lyle Goss is assistant 
manager. Both are Washington 
graduates, as are several others 
on the permanent sta‘t. The store 
has 22 full-time employes, besides 
26 regular part-time workers. 

“The college supply business is 
one of extreme peaks,” declared 
Mr. McRae, in telling OFrrice Ap- 
PLIANCES Of their operating meth- 
ods. In our particular store we 
have done as high as 8 per cent 
of our total year’s business in a 
single day, and the sales for the 
first month of school usually total 
about 25 per cent of our annual 
volume. 

“These peak seasons require an 
immense amount of preparation 
and organization. A great many 
clerks are used, and everything 
must be carefully classified and 
marked to prevent confusion. 

“We employ university students 
for extra help in these peak pe- 
riods, and put them through a 
course of instruction and practice 
selling prior to the opening day 
of school. By this method we 
have been able to handle as high 
as 12,000 customers per day. We 
have found that the faster we can 
sell in these periods the more we 
sell.” 

During the rush periods the 
store increases its help to 90 per- 
sons. Of the total payroll for the 
year, amounting to over $35,000, 
more than $10,000 goes to students 
working their way through school 


Noted for Service 


An article which appeared in 
The Washington Alumnus paid 


Big Scale Operations 
and Policies Keyed to 
Student Service. Type- 
writers Are Profitable 
Part of Business 


(University of Washington, Seattle) 
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MR. GOSS 


high compliment to the A.S.U.W. 
Book Store, and alluded to factors 
responsible for its splendid 
achievement through the years. 
“If the success of the venture 
can be attributed to any one 
item,” said the Alumnus, “that 
item can best be described by the 
word ‘service. The aim of the 
book store at all times has been 
to give the student the best avail- 
able material at the lowest pos- 
sible cost, and to be prepared at 


all times to meet student de- 
mands. 

“The store’s five departments 
adequately cover the student’s 
needs: text books, general books, 
commercial supplies, and athletic 
equipment.” 


Typewriter Business Extensive 


Mr. Goss, who is in charge of 
typewriter sales, told OFFICE AP- 
PLIANCES that they have found 
typewriters a very profitable part 
of their business. “In this field 
the portable machine outsells the 
standard about ten to one,” he 
said. “Approximately half of this 
business comes through solicita- 
tions by our salesmen, and about 
half over the counter. 

“We believe that typewriter 
service is an important factor in 
selling machines,” continued Mr. 
Goss, “and we employ two full- 
time mechanics. 

“Rental customers are perhaps 
the most fruitful source of type- 
writer sales. A large percentage 
of the machines that go out on 
rental each quarter are turned 
into sales through solicitation of 
these customers. As it is neces- 
sary for practically every college 
student to have access to a type- 
writer, most of them are inter- 
ested in owning a machine at 
some time. 

“Easy terms, applied rental ar- 
rangements, and free storage of 
machines in vacation periods are 
factors we employ in promoting 
sales,” said Mr. Goss. 

The University Book Store also 
endeavors to make the most of 
the promotional opportunities af- 
forded by good window displays 
and effective advertising. Man- 
ager McRae said that for the past 
two years they have contracted 
with professional window trim- 
mers and advertising copy writers 
to handle this specialized work. 

The store is a member of the 
Western College Book Store Asso- 
ciation, an organization composed 
of twenty-two institutionally 
owned college stores in six states 
offering the advantages of group 
buying in student supplies. 

The University Book Store is 
also operating on a profit-sharing 
basis with the students partici- 
pating as shareholders. 
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Conner Is Always Ready for School 


as 

: in school supplies is 
like Sunday school and church 
going—once the young folks are 
made accustomed to coming to 
your department, they will con- 
tinue to do so after they are grown 
men and women.” 

Thus does Mrs. V. S. White, sec- 
retary of E. R. Conner & Company, 
office supplies dealer, Ft. Worth, 
Texas, sum up the school supplies 
trade. 

E. R. Conner, president of the 
firm, whose experience has cov- 
ered sixty years in the life of the 
firm he heads, is convinced that 
no small part of the large business 
done today can be traced to the 
promotion of such supplies. While 
a former heavy emphasis on school 
needs and supplies has been cur- 
tailed in recent years by the fact 
that many of these needs are now 
supplied by the state, school sup- 
plies bring his store about twenty- 
five per cent of its total business 
during certain periods of the year. 


Choose Popular Items 


One of the most essential fea- 
tures in building a school trade, 
the Fort Worth dealer finds, lies 
in choosing the popular items. 
Peculiarly successful has been the 
store’s recent experience, for in- 
stance, with a certain type of em- 
bossed report folder. Considered 
as a novelty, rather than a staple, 
at first, these folders now class 
with best-selling items—last fall, 
within a few months’ period, 5,000 
were sold. 

In Dallas there is large Negro 
trade. Peculiarly, white folders 
have appealed to the black chil- 
dren. White children prefer a wide 
selection of colors. 

Ample display—the table set up 
near the front of the store, piled 
high with notebooks, with window 
display support during the heavy 


Caters to Students’ 

Whims and Keeps in 

Touch with School 
Board and Teachers 


By DWIGHT ABBOTT 


buying periods of the school year 
is essential in building school 
supplies sales. 

Novelty in notebook covers al- 
ways increases sales. The notebook 
with a sliding metal tray along 
the back, carrying an eraser, ap- 
peals to some children; notebooks 





THE CONNER STORE has an excel- 
lent corner location in Ft. Worth, Tex. 


with tables inside, for recording 
high school games, classroom 
schedules, appeals to others. 

“It is important,’ says Mrs. 
White, who does much of the 
store’s ‘school’ purchasing, “that 
the dealer specializing in school 
supplies know what children in 
his community need. 

“We try, in buying the supplies, 
to anticipate these needs as closely 
as possible. This is done by keep- 
ing in close touch with the school 
board, and with school teachers. 

“Many office supplies firms fall 
short of the mark by carrying just 


Specialize on School 


I T IS always difficult to combine 
two types of selling under a single 
sales system. Results are often 
better when the office supplies 
firm organizes its efforts for con- 
centration in a certain number of 


departments. 
Experience of the Thacher Sup- 


ply and Equipment Company, To- 
peka, Kan., in the promotion of 
office supplies and equipment on 
the one hand and school supplies 
on the other, bears this out well. 

Until a few months ago, P. L. 
Thacher, president of the Topeka 
firm, explained, a school supplies 





a few of the school supplies 
needed. This has a tendency to 
discourage trade, or send it where 
a more general line is carried. We 
try to carry all school needs a 
child may have, including sup- 
plementary school books. Students 
thus come to rely on us altogether 
for their classroom buying—or this 
is the tendency we feel is best 
promoted in this way.” 


Factors To Be Considered 


Important divisions of the school 
supplies to be watched, Mrs. White 
finds, are: 

1. Needs of younger children. 
These change frequently; the chil- 
dren themselves are not always 
sure of what they want, and care 
must be taken, if returns are to be 
avoided. 

2. Fountain pens. Policy of the 
firm has been to promote one 
make; this contributes to easier 
selling, and improves the interest 
of the salesmen in the pen carried 
by the store, where more than one 
line might dissipate the effort. 

3. The art department. Such a 
department offers a store a real 
opportunity in the number of 
items that may be sold; it also 
offers a problem in keeping up 
with the current demands in art 
departments of the city schools. 

Good quality in school items 
must be watched closely. The Con- 
ner store avoids substitutes, such 
as inferior notebook paper, which 
will not take ink well. The smaller 
package of paper that will take 
ink well builds sales better in the 
end than the big package of in- 
ferior paper. 

A good school supplies depart- 
ment in an office supplies store 
offers the store some of the per- 
manent advantages of a good pub- 
lic service agency, is Mrs. White’s 
firm conviction. 


Supplies 


specialty which has been a grow- 
ing department for this firm had 
been handled as part of the total 
system. 

Sales work, however, was di- 
vided, and the school end of the 
business given an entirely separate 
sales organization from office ap- 
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pliances, each under its own exec- 
utive. Results were that sales ef- 
ficiency was considerably improved 
in the sale of office supplies, 
through the greater emphasis on 
sales meetings for these products 


and general tightening in sales ef- 
ficiency; and, similarly, school 
supplies and equipment salesmen 
could give their undivided atten- 
tion to a rather specialized type 
of selling. 

School needs is a department 
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requiring outside effort, just as 
much or even more than office 
supplies, Mr. Thacher pointed out. 
“School business doesn’t come into 
a store; you have to go out into 
the field for it,” he explained. 





“BACK TO SCHOOL" display of typewriters in the window of the Valley Typewriter 


Company store, San Bernardino, Calif., intrigued interest and 


increased sales. 


Cultivate the School Trade 


66 

ro SCHOOL trade is one of 
the most valuable a dealer can 
obtain,” says Chas. L. Dometrius, 
manager of the Valley Typewriter 
Company, San Bernardino, Calif. 
“The chief reason for this is that 
it extends over sO many years. 
When you get the good will of the 
grammar grade student, it contin- 
ues through high school, and fre- 
quently through junior college and 
to after years when he has a busi- 
ness of his own. Accordingly, we 
strive unendingly to get the stu- 
dent trade. 

“Direct mail is one of the most 
effective methods. Twice each year 
we contact all of the pupils of the 
grammar grades, high school and 
junior college—at the beginning of 
school, in September, and again 
at the opening of the mid-winter 
term in January. We secure a list 
of the names of all of these stu- 
dents, not only in the city schools, 
but in all of the schools of San 
Bernardino county (which, inci- 
dentally, is the largest county in 
the United States), and send them 
a letter suggesting the purchase of 
a typewriter to aid them in their 
school work. We do not attempt to 
personalize these letters by writing 


Direct Mail Approach 
to Students Is Produc- 
tive. Window Displays 
and Radio Advertising 
Build Volume 


By W. B. STODDARD 


in the name of each scholar, as 
the young people of this commer- 
cial age are wise enough to know 
a form letter when they see one, 
whether it starts ‘Dear Student,’ 
or ‘Dear Mr. Smith.’ This letter 
advises the purchase of either a 
new or re-built machine for cash 
or easy payments. For the com- 
mercial students we especially rec- 
ommend, if they do not wish to 
buy a machine, the rental of one 
for home practice at least—and 
these rentals frequently result in 
the purchase of the machine. 

“A third letter is sent to stu- 
dents in June, but in this case only 


to the members of the graduating 
classes of the grammar grades, 
high school and junior college. It 
might be thought that at this time 
a letter to the parents would be 
more appropriate, but we have 
found from experience that most 
parents who receive this letter 
throw it into the waste basket at 
once, while if it is mailed to the 
pupil it implants a desire for a 
machine and he is not bashful 
about telling ‘mom’ and ‘pop’ that 
he would like a typewriter for a 
graduating present—the same as 
he would a ring or watch. These 
graduation letters bring particu- 
larly good results as this is the 
time above all others when parents 
give their sons and daughters a 
really worthwhile, lasting gift. 
“We pursue a different method 
at the Christmas season. At this 
time we use the radio instead of 
direct mail. The reason for this 
is that we desire to appeal botk 
to the students and their elders. 
All during the month of December 
several times a day, we have spot 
announcements, calling attention 
not only to our typewriters, but 
to our adding machines, cash reg- 
isters, and steel office equipment. 





The messages, which consist of 
fifty words each, are divided about 
equally between suggestions for 
Christmas gifts for office people 
and for students. 


Advertising in School Papers Gets 
Results 


“Another form of advertising 
that pulls very well is that of an- 
nouncements in the school papers. 
The local high school and junior 
college each issue a weekly paper, 
and we carry regularly in each a 
single column, three inch ad dur- 
ing the nine months school term. 
The wording is changed at inter- 
vals, but it always bears the cut 
of a typewriter, with our name, ad- 
dress and telephone number, and 
a short message regarding the ad- 
visability of owning a typewriter. 
Regular newspaper advertising is 
too expensive to be profitable if 
used continually, but we run an 
ad from time to time to keep our 
lines before the general public. 

“Window display is one of the 
most effective methods of adver- 
tising, for, as the Chinese say, ‘One 
look is worth a thousand tells.’ 
At the beginning of September, 
and again in mid-winter, we have 


a special display for the benefit of 
students, complementing the di- 
rect mail we do at that time. The 
window shown herewith was used 
in September, 1938. Wallboard of 
buff and blue had block letters of 
white ‘Back to School,’ and our 
name. In the center was a cir- 
cular shadow box, simulating a 
clock face. Within the box was 
a typewriter on a platform that 
slowly revolved, and above it the 
message “Time to Prepare.’ Down 
front was a display of a number 
of makes of typewriters, both new 
and re-built. 

“We handle five makes of type- 
writers, to appeal to the tastes of 
different users. If a prospect comes 
in and asks for a certain make of 
machine, we concentrate on that 
immediately. We do have our fa- 
vorite, however, and if a person 
comes in with an open mind, we 
suggest that typewriter, telling f 
its good points, without in any way 
reflecting on the merits of other 
brands. Thus we build up volume 
for one machine, and at the same 
time retain the good will of the 
users of all others. 

“Outside selling accounts for a 
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large share of our business. We 
have four men in the field all the 
time, covering the entire San 
Bernardino county. Through these 
men we contact the students di- 
rectly, not only in the city but all 
over the county. We go after the 
trade not only of the individual 
student, but that of the schools. 
Since practically all the high 
schools and junior colleges now 
have a commercial course, they 
are in the market for new ma- 
chines and supplies constantly, 
and one of our men keeps after 
that branch of our trade all the 
time. 

“We keep a record of the sale of 
each machine, and several years 
after the original purchase we 
contact the owner and suggest the 
purchase of the latest model of his 
machine. It may be working per- 
fectly, but just as autos improve 
each year and the motorist wants 
a new car that has all the latest 
gadgets, improvement is con- 
stantly being made in typewriters 
and the new models are bound to 
be superior to the old, and by put- 
ting it up to the owners in this 
way we materially increase the 
sales of new machines.” 


School Supplies Circular Builds 
Business for Lowman 


Exc: year before school opens 
in September, the Lowman & Han- 
ford Company, Seattle, Wash.., 
prepares a mailing piece on school 
supplies and photo-liths it in its 
own plant. The 1938 circular was 
mailed direct to about 7,000 ac- 
counts on the company’s books. 
The results, according to O. G. 
Bayless, Lowman & Hanford vice- 
president, “have been  satisfac- 
tory.” 

“The 7,000 accounts,” he ex- 
plains, “are our regular list of 
active charge accounts. Of neces- 
sity, this list is always up-to-date. 
We use an Elliott addressing ma- 
chine for imprinting the names on 
envelopes carrying our school sup- 
plies publicity. 

“Our customers include com- 
mercial accounts as well as grade 
schools, high schools and colleges. 
We proceed on the basis that one 
of these circulars going into a 
business office, has an even chance 
of falling into the hands of some- 
one who needs to buy for himself 


Folder Mailed Prior to 
Opening of Fall Term 
Elicits Good Response. 
Printed Approach Sup- 
plemented by Radio 
Advertising 


or for relatives. Therefore our 
seed frequently falls on fertile 
soil. Our 1938 circular was sent 
to personal accounts, from which, 
of course, the returns were better 
than average. No attempt was 
made to single out teachers as re- 
cipents of the folder. 

“The turnover in our customer 
list is not especially rapid. Schools, 
colleges and commercial institu- 
tions are more or less permanent. 
Students come and go, it is true, 
but even they are good for from 


& Hanford 


four to eight years occupancy in 
our records. 

“Supplementing the circular, we 
advertised over the radio with ten 
daily announcements, and pre- 
sented our story in two daily 
newspapers. All of this special 
publicity was in addition to our 
regular program of having repre- 
sentatives call upon school dis- 
tricts and boards, soliciting busi- 
ness in supplies as well as school 
furniture and equipment. These 
contacts are maintained through- 
out the year, with profitable re- 
sults.” 


Details of the Circular 


Attractive layout and appeal- 
ingly phrased descriptive copy 
with illustrations of the merchan- 
dise account for much of the ef- 
fectiveness of the folder. On the 
front page a school room scene 
appears above the words, “Low 
Cost—High Quality School Sup- 
plies. Materials and instruments 
for every study and class room 
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SIMPLICITY GIVES APPEAL 
to this school supplies circu- 
lar used by Lowman & Han- 
ford Company, Seattle, 
Wash. Photo-lithed in the 
firm’s own plant, the four 
page folder was mailed to 
7,000 accounts last Fall. 








LOW COST—HIGH QUALITY 


School Supplies 


Materials and Instruments for every 


Study and Classroom Need from 
the store that has always been 


“School Headquarters” for Seattle's ON THE INSIDE and back 


pages of the L & H folder a 
wide variety of items for 
students’ use, such as foun- 


young people for more than 56 years 


L COLE LLOL LS 4 off, anfard (a. tain pens, ring books, pencil 


sets, portable typewriters 

and dictionaries, were at- 

tractively illustrated and 
winsomely described. 





SCHOOL HEADQUARTERS 
1515 Second Avenue, between Pike and Pine | 


need from the store that has al- 
ways been ‘School Headquarters’ 
for Seattle’s young people for 56 
years.” 

Across the tops of both inside 
pages is the message, “Helps to 
get better results from your study 
when you go ‘Back to School.’” 
Among the products illustrated 
are fountain pens, described as, 


books and zipper envelopes of 
leather are featured. Standard 
ring books and fillers, leather 
portfolios with zipper fasteners, 
drawing instruments and student 
lamps are nicely presented. Sup- 
plies for grade school pupils, in- 
cluding composition books, pencil 
kits and scrap books are shown. 

Prominently placed on the back 


upper grades or high school,” the 
copy reads, “a portable typewriter 
is a valuable instrument for easier, 
neater, more accurate and faster 
work. ‘Nothing takes the place of 
study, but a portable eliminates a 
lot of drudgery.’”’ 

Globes, atlases and dictionaries 
are also presented on the back 
page of the folder, which proved 


its effectiveness in the crucible of 
trial last Fall. 


“The most necessary items of 
school equipment.” Zipper ring 


page is a sketch of a portable 
typewriter. “For a student in the 


Here Endeth the School Equipment and Supplies Section 
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N.T.O.M.D.A. Again Scores a Hit With Annual Banquet and Dance at Hotel Cleveland, July 25. 


Cleveland Host to N.T.O.M.D.A. 
in Three Day Assembly 


,— an absence of eleven 
years, the National Typewriter 
and Office Machine Dealers Asso- 
ciation returned last month to 
Cleveland for its annual conven- 
tion. Although the convention 
was not sought but was accepted 
at the association’s request, Cleve- 
land dealers could not have en- 
tered more heartily into the busi- 
ness of creating a lively program, 
including delightful entertain- 
ment. The convention was held 
at Hotel Cleveland, July 24, 25, 
and 26. John Loser, of New York, 
who served out the last six months 
of Lamont Wood’s fourth term as 
president, was elected to that 
office for a full term. Irwin Vin- 
cent, of Topeka, Kansas, who sub- 


Office Machine Dealers In 


Constructive Convention 
Elect John Loser, New 
York, President; Discuss 


Fair Trade; Name Detroit 
for 1940 Meeting 


stituted as secretary for Paul Mc- 
Williams, unavoidably detained at 
home, was chosen vice-president; 
A. H. Wittekind of New York, 
secretary. Mrs. Jessie Taylor was 


reelected treasurer. Detroit was 
the choice for next year’s gath- 
ering. 

In connection with the conven- 
tion, as usual, was a merchandise 
exhibit in which the products of 
thirty-eight manufacturers and 
wholesale distributors were shown. 
Entrance to the hall, which was 
used alike for business sessions, 
luncheons, and the annual ban- 
quet, was through the exhibition 
room. Dealers showed consider- 
able interest in the machines, ap- 
pliances, and supplies on demon- 
stration. Some important orders 
were placed. A number of exhibi- 
tors created extra interest by dis- 
tributing useful souvenirs. 

The principal addresses were 
given by Gordon Laurence of 
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Allen Calculators, Inc.; William 
F. Farrer of Cleveland Better 
Business Bureau; James P. Ward 
of Reliable Typewriter & Adding 
Machine Corporation; Joseph 
Vander Laan, of United States 
Department of Commerce; and 
Owen M. Fox of Smaller Business 
of America, Inc. All these talks 
will be found on other pages. 
There was much discussion from 
the floor. 


Mayor Welcomes Visitors 


After bugle call and group sing- 
ing, Fred Snyder, president of the 
Cleveland Typewriter Dealers As- 
sociation, introduced Mayor Har- 
old H. Burton. The mayor gave 
some _ interesting information 
about early Cleveland, welcomed 
the visitors and hoped they would 
come back again. President Loser 
extended his thanks to the mayor 
for taking his time from a busy 
day to make the personal appear- 
ance. 

Mr. Snyder told of the previous 
convention held in Cleveland and 
remarked that he saw many fa- 
miliar faces. After telling some- 
thing of the work involved in 
handling a convention he intro- 
duced Leo Adler of Cleveland Cal- 
culating Company, general con- 
vention chairman. Mr. Adler in 
turn introduced Mr. Loser and he 
introduced Walter “Doc” Hanson, 
of Hanson Business Machines 
Company, and Irvin Dawson, of 
the Dawson Company, members 
of the program and exhibit com- 
mittee. 

Next in order was the treas- 
urer’s report presented by Mrs. 
Jessie Taylor. It showed the asso- 
ciation to be in a healthy finan- 
cial condition. At this point nomi- 
nating, auditing, resolutions, and 
by-laws committees were ap- 
pointed. 

Mr. Loser announced with re- 
gret that Past President Lamont 
Wood was unable to attend. He 
had been honored by being chosen 
to deliver the first address of the 
convention. 


James P. Ward, of Reliable 
Typewriter & Adding Machine 
Corporation, who had been asked 
by Mr. Loser to act as chairman, 
introduced the next speaker, Jo- 
seph Vander Laan of United 
States Department of Commerce 
who spoke on “Methods of Know- 
ing Your Markets.” He showed 
how records and facilities of the 
Department of Commerce could 
be used for market analyses. He 
spoke to attentive hearers, some 
of whom cleared up points in 


their own minds by asking ques- 
tions in the discussion which fol- 
lowed. 

Acting Secretary Vincent read 
wires and letters from a number 
of well-known dealers who sent 
their good wishes and expressed 
regret at being unable to par- 
ticipate personally. 

The first morning session was 
closed with taps played by the 
bugler, the whole assembly rising 
and standing at attention for a 
moment as a tribute to members 
who passed away during the year. 


Installment Selling Discussed 


Following the bugle call and 
group singing, Mr. Loser appointed 
Hazen Ames of Ames Supply Com- 
pany as chairman for the after- 
noon session. Mr. Ames responded 
and said he had the pleasure first 
of all of introducing a man who 
until a short time ago was his 
competitor. He called upon James 
P. Ward, of Reliable Typewriter 
& Adding Machine Corporation, 
a former president of the associa- 
tion. A man with practical ideas 
on the sale of office specialties, 
Mr. Ward spoke on “Selling In- 
stallment Accounts.” He dwelt par- 
ticularly on installment selling 
and distributed a statement en- 
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titled “Carrying Installment Ac- 
counts,” showing how too much 
of that type of business ties up 
the dealer’s capital. 

Many participated in the dis- 
cussion which followed. Several 
spoke in favor of accepting the 
assistance of the manufacturers 
in carrying installment accounts. 
Mr. Loser said, “Don’t carry a 
time payment account yourself. 
Just think, they are charging 
$2.00 for twelve months. What 
bank would loan you $65 for 
$2.00?” 

Although not on the program 
at this point, discussion veered to 
the fair trade acts. Mrs. Taylor 
of New York expressed disap- 
proval of the workings of the New 
York Fair Trade Act, which was 
defended by A. P. Pohl, president 
of the New York Typewriter Deal- 
ers Association. Under his direc- 
tion the New York group has suc- 
cessfully prosecuted several deal- 
ers charged with violating the act. 
Mr. Vincent said the New York 
dealers should be commended for 
the enforcement of the act. 


Delegates Entertained at Alpine 
Village 


Monday evening the visitors 
were taken to the Alpine Village, 
at Euclid avenue and East Seven- 
teenth street, for a reception in 
honor of the present and past 
presidents and their wives. The 
program consisted of a chicken 
dinner, and high-class specialty 
entertainment numbers by Her- 
man Pirchner’s band, shown else- 
where, which included a number 
of vocal soloists. The band en- 
semble and waiters were dressed 
in Swiss Alpine costumes. The 
number was increased by one 
after Elmer Young disappeared 
for a few moments and reap- 
peared as a genuine Alpine vil- 
lager. A large birthday cake was 
presented to Mr. Loser, large 
enough so that everyone present 
had an opportunity to share in it. 
General Chairman Adler was sur- 
prised when he was ushered into 
the spotlight and was presented 
with the Good Fellow Trophy of 
the Dawn Manufacturing Ccom- 
pany—a silver cup awarded to the 
dealer attaining the largest vol- 
ume of sales. Presentation was 
made by John Karle for the Dawn 
company. 

Tuesday morning, after the cus- 
tomary bugle call and group sing- 
ing, Samuel Hutter, of Check 
Writer Company, Inc., New York, 
was installed as chairman. He in- 
troduced the first speaker, Wil- 
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BE IT RESOLVED: That in con- 
sideration of the many years of active 
and energetic leadership of Lamont 
H. Wood, past president, we, the 
National Typewriter & Office Ma- 
chine Dealers Associaton, assembled 
in convention at Cleveland, Ohio, do 
hereby put ourselves on record to 
state that no one has done more 
unselfish work, nor has shown more 
loyalty to the cause of the typewriter 
and office machine dealer. Among 
the many splendid, enduring accom- 
plishments of his administration of 
the office of president much credit is 
due him for making effective for the 
dealers in our industry the provi- 
sions of the Fair Trade Acts. 

BE IT FURTHER RESOLVED: 
That this association regrets that 
Lamont H. Wood is unable to attend 
this convention, so that this resolu- 
tion could be delivered to him before 
this assembly. And, it is the sincere 
hope of this association that he wi!l 
have a speedy recovery. His genial- 
ity and constructive work are missed 
at this meeting. 

* a * 

BE IT RESOLVED: That we, 
the National Typewriter & Office 
Machine Dealers Association, ex- 
press sincere thanks and apprecia- 





Resolutions 


tion to the Cleveland dealers for 
their efforts in making this conven- 
tion a success, and to the manage- 
ment of the Hotel Cleveland for all 
the courtesies shown. 

* a cd 

BE IT RESOLVED: That in the 
belief that the membership in this 
association is not what it should be, 
we suggest that some active course 
be pursued to build this to a point 
which will be more representative. 
The controlling board should formu- 
late some plan that will get before 
the dealers everywhere, the benefits 
to be derived from membership in 
this association, This demands im- 
mediate action. 

* ae * 

BE IT RESOLVED: That we 
suggest the national association aid, 
with all its power and experience, all 
the local groups and associations in 
this field in their respective states. 

oe) @ 

BE IT RESOLVED: That we 
feel very strongly that this is the 
time, now at this convent’on, to come 
to a more wholesome understanding 
with the manufacturing companies, 
looking toward the elimination of the 
friction existing, due to new methods 
of marketing, brought on largely by 


Adopted at the Fourteenth Annual Convention of the National 
Typewriter & Office Machine Dealers Association 


the manufacturer of the less expen- 
sive models, to the detriment ot type- 


writer standards. 
ok * a 


BE IT RESOLVED: That the 
manufacturers coOperate with the 
national association so that we can 
promptly and efficiently enforce the 
fair trade agreements. 

oe * * 

BE IT RESOLVED: That we 
suggest the manufacturers cease the 
manufacture and sale of all low 
priced portables, with the exception 
of one model which can be used as a 
student or junior machine. 

* * * 

BE IT RESOLVED: That we 
suggest the manufacturers confine 
their chief output to three models; 
namely, the $49.50, $57.50, and $64.50 
models. And that these three models 
be registered under the provisions of 
the Fair Trade Acts in the United 
States, this policy to go into effect 
before the Christmas holiday season 
if at all possible. 

cS a * 

BE IT RESOLVED: That we 
also suggest the manufacturers limit 
dealerships to only those legitimate 
dealers who will agree to buy an 
initial order of five machines. 





liam F. Farrer, manager of the 


Cleveland Better Business Bureau. 
He discussed the subject, ‘“Cor- 
recting Advertising Abuses.” He 
told about the workings of the 
bureau and urged dealers every- 
where to cooperate with local bu- 
reaus. Where none existed, he 
suggested that dealers get to- 
gether with other business men 
and set up a form of better busi- 
ness bureau which “is nothing 
more or less than the instrument 
of self-regulation set up by the 
business interests in the commu- 
nity in which it functions.” He 
told of an experiment in Cleve- 
land worked out between associa- 
tions and advertising media. A 
trade group sets up rules and reg- 
ulations for the advertising of its 
members, presents copies to the 
media which refuse to publish 
advertising that does not conform. 


Plan for Putting Adding Machines 
Under Fair Trade 


Following Mr. Farrer, Gordon 
Laurence presented his talk on 
“The Fair Trade Acts,” with spe- 


cific reference to adding machine 
price maintenance. He told of re- 
sults of a letter to manufacturers 
asking several specific questions. 
The consensus, he reported, was 
that if the industry was solid for 
price maintenance, the influence 
would be good and the business 
would be placed on a higher level. 
If price cutting were eliminated 
only in advertising, it would be 
a good thing. Everything possible 
should be done to prevent price 
confusion in the minds of the 
buying public. The answers indi- 
cated the hope that before long 
the entire adding machine indus- 
try would be solid for price main- 
tenance. 

Mr. Laurence climaxed his dis- 
cussion with the statement, “If 
you want price maintenance - 
here is a practical suggestion on 
how to get it.” He then outlined 
a plan of action which dealers in 
state groups might follow in peti- 
tioning manufacturers to place 
their machines under the provi- 
sions of the Fair Trade Acts. 


Tuesday afternoon was given 


over to entertainment. 
the men played golf at the Acacia 





Some of 


Country Club, of which E. R. 
Pfahl of Adding Machine Sales 
and Service Company, Cleveland, 
is a member. The course is beau- 
tiful and intriguing with its deep 
gullies to trap the ball which rolls 
instead of going through the air, 
or slices or hooks from. the 
straight and narrow. 

Others went to Nela Park of the 
General Electric Company —a 
beautiful place where develop- 
ment work in electric lighting is 
pursued on a large scale. 

The banquet was held Tuesday 
evening. There was no speakers’ 
table and there were no speakers. 
A brilliant floor show followed the 
dinner and then dancing. 

The Wednesday morning ses- 
sion opened with a report of the 
nominating committee. Then 
Irvin Dawson, of the Dawson 
Company, was installed as chair- 
man. He introduced Clyde Jung- 
bluth, of Underwood Elliott Fisher 
Company, who was scheduled to 
talk on “Forecast for Business.” 








Al 
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VISITORS, OFFICERS AND THEIR 


1. 


10. 


LADIES AT THE CONVENTION. 


Roy Shoup, Royal Typewriter Co.:; 
L. K. Doebler, Office Equipment 
Exchange; George A. Neuschafer, 
Neuschafer & Jacobs, New York 
City; James M. Rice, Paramount Dic- 
tating Machine & Record Co.; H. C. 
Stebbins, Jr., Cloyes Gear Works. 
Front: Jimmie Jacobs, Peter Paul 
Mechanical Service. 

R. M. Miller, Thomas Register & 
Mig. Company. 

J. S. Morse, Morse Typewriter Co., 
and his charming daughter, Estelle. 
Walter “Doc” Hanson, Hanson 
Business Machines Co., Cleveland; 
Otto Kretchmer, Peerless Key-Im- 
perial Mfg. Co.; W. R. Shilling. 
Fort Pitt Typewriter Co.; Major 
George S. Rowell, office machine 
consultant; T. A. Riendl, Peerless 
Key-Imperial Mfg. Co. 

Mrs. Garrigan; A. J. Garrigan, Type- 
writer & Equipment Co., Spring- 
field, Ohio; Mrs. Knecht: E. J. 
Knecht, Peter Paul Mechanical 
Service, Cleveland. 

Clyde Jungbluth and C. H. Bolton. 
Underwood Elliott Fisher Co. 
Irwin Vincent, Western Typewriter 
Co., Topeka, Kans.; George Button, 
Wholesale Typewriter Co.; Bill 
Corney, Thomas & Corney Ltd., 
Toronto. 

Stanley Stemp, Stemp Typewriter 
Co., Madison, Wisc.; Mrs. Davis. 
J. M. Davis, Davis Typewriter Co., 
Erie, Penna. 

A. H. Wittekind, New York; T. G. 
Nelson, Underwood Elliott Fisher 
Co.; I. R. Ritchie, International Of- 
fice Appliance Co. 

E. F. Hancock, L. P. Naylor and 
Hank Schroeder, all Remington 
Rand, Inc. 


. Gordon Laurence, Allen Calcula- 


tors, Inc.; D. L. Burns, Mansfield 
Typewriter & Office Supply Co., 
Mansfield, Ohio. 

Tom Urell, Pittsburgh; M. L. Rudin, 
Cincinnati; Marvin Swain, Detroit; 
Bill Godsey, Jr.. New York. All 
American Writing Machine Co. 


. Harry Ayres, Speed-O-Print Corp.:; 


Stanley Weiner, Fort Pitt Type- 
writer Co., Pittsburgh, Penna.; S. 
Graff, Speed-O-Print Corp.; W. R. 
Shilling, Fort Pitt Typewriter Co. 
J. M. Hackney and James P. Ward, 
Jr., Remington Rand, Inc. 

A. H. Johnson, Shipman-Ward Mig. 
Co. 


. Seated: Mesdames D. L. Burns and 


Tolman Burns, Mansfield, Ohio; 
Harold Rodecker, M. L. Rugers, 
Akron, Ohio, and Joe Mills. Stand- 
ing: Joe Mills and Harold Rodecker, 
both of L. C. Smith & Corona Type- 
writers, Inc. 


But Mr. Jungbluth had other 


ideas. After a few comments on 
his subject he showed a talking 
film portraying the importance of 
advertising and bringing out that 
instead of adding to the price of a 
product, as some believe, adver- 
tising by building demand makes 
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CAREFREE CONVENTIONITES AT N.T.O.M.D.A. CONCLAVE, JULY 24 


l. Leo Adler, chairman, Cleveland Convention Committee; 


Company, Rochester, N. Y.; Mrs. Peters; Tom Conn, Hanna 


Mrs. Loser; John Loser president of the National Typewriter 
& Office Machine Dealers Association, pictured together 
after the banquet. 

. T. C. Weaver, Acme Office Equipment Company, Akron, 
Ohio; Bernard Morse, Morse Typewriter Company. 

. W. H. Lewis, Royal Typewriter Company; Marcus Harwitz, 
Regal Typewriter Company; William Metzger, Royal Type- 
writer Company. 

. Seated: Mrs. Glassman, E. A. Glassman, City Typewriter 


larger scale production possible 


sion ended. The remainder of the 


Typewriter Company, Cleveland. Standing: Harry Katz, 
Cleveland Typewriter Company; Mrs. Katz; Mrs. Conn: A. W. 
Peters, Peters Office Equipment Co., Battle Creek, Mich. 
John Karle, Dawn Manufacturing Company. 


Seated: Mrs. Tom Stack; Marjorie Vowell, Central Type- 


writer Exchange, Chicago. Standing: Joe Karbush, All- 
Makes Typewriter Company, Omaha; J. L. McDonough, 
Royal Typewriter Company; Tom Stack, Stack Typewriter 
& Supply Company, Chicago. 


president; Mrs. Jessie I. Taylor, 


and actually results in reduced 
cost of finished goods. 

The last speaker on the pro- 
gram was Owen M. Fox, executive 
secretary of Smaller Business of 
America, Inc. Mr. Fox opened his 
talk by telling of early experi- 
ences in Denver where he used 
the first typewriter for billing 
purposes in the state of Colorado 
and also the first calculator. Later 
he bought the first Multigraph. 
He told something of the aims of 
the small business men and urged 
the dealers to join similar groups 
of small business men in their 
own cities. At the conclusion of 
Mr. Fox’s talk, Mr. Dawson an- 
nounced that eighty-three mem- 
bers were present to hear it, rep- 
resenting twenty states. 

The _ Resolutions Committee, 
through J. R. Downey, chairman, 
presented part of its report 
Wednesday morning as the ses- 


resolutions were adopted at the 
opening of the afternoon meet- 
ing. The resolutions passed by 
the convention will be found on 
another page. 

Several changes in the name of 
the association were suggested. 
Finally the matter was left in the 
hands of the new officers for a 
report to be made at the next 
convention. 


New Officers 


The only remaining business 
was the election of officers and 
the choice of the city for next 
year. The slate presented earlier 
in the day by the nominating 
committee was elected unani- 
mously. The officers chosen are as 
follows: John Loser, Noiseless 
Writing Machine Service Com- 
pany, New York, president; Irwin 
Vincent, Western Typewriter 
Company, Topeka, Kansas, vice- 


Globe Typewriter Exchange, New 
York, treasurer. President Loser 
appointed the secretary later. 

The directors are: William T. 
Corney, Thomas & Corney, To- 
ronto; James P. Ward, Reliable 
Typewriter & Adding Machine 
Corporation, Chicago; Stanley 
Stemp, Stemp Typewriter Com- 
pany, Madison, Wis.; G. S. Cam- 
bias, Cambias Typewriter Ex- 
change, New Orleans; Samuel 
Hutter, Check Writer Company, 
Inc., New York; I. R. Ritchie, 
International Office Appliance 
Company, New York; Leo Adler, 
Cleveland Calculating Company, 
Cleveland; Elmer Young, Young 
Office Equipment Company, Chi- 
cago; C. D. Bills, Typewriter Sales 
and Service Company, Washing- 
ton, D. C.; William H. Burt, Wil- 
liam H. Burt Typewriter Com- 
pany, Seattle; Joseph R. Downey, 
Downey Typewriter Company, St. 
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Paul; Jack Dean, Dean Type- 
writer Company, Detroit; E. A. 
Glassman, City Typewriter Ex- 
change, Rochester, N. Y.; R. H. 
Preston, Preston Typewriter Com- 
pany, Knoxville; Harry Russell, 
Office Equipment Company, Des 
Moines, Iowa; James J. Sheehan, 
The Office Appliance Company, 
Providence, R. I.; W. R. Shilling, 
Fort Pitt Typewriter Company, 
Pittsburgh; F. Ketcherside, Buck- 
land-Van Wald Company, De- 
troit; Walter H. Hanson, Hanson 
Business Machines Company, 
Cleveland. 

Following the election, the ques- 
tion of next year’s convention city 
was given attention. Invitations 
were presented from Chicago and 
Detroit, the latter city being fa- 
vored in the vote. 

At this time Chairman Dawson 
turned the meeting over to Presi- 
dent Loser. Just before adjourn- 
ment, Mr. Loser announced ap- 
pointment of A. H. Wittekind, New 
York, as secretary to succeed J. 
Paul McWilliams, who had ren- 
dered fine service to the industry 
during the administration of La- 
mont Wood. 


The new officers and directors 
met in executive session immedi- 
ately after the final meeting of 
the convention. 


The following committees func- 
tioned in connection with the con- 
vention: 

National Convention Committee 
—Gener..1 Chairman, Leo Adler, 
Cleveland Calculating Company; 
Entertainment, Louis Pierce, Cen- 
tral Typewriter Service; Luncheon, 
Charles Bollinger, Arcade Type- 
writer Company; Assisting Com- 
mittees, Walter Kuehl, “Wirt- 
shafters”; Signs, George Sherlock, 
East Side Typewriter Exchange; 
Speakers, Irvin Dawson, Dawson 
Company; Hospitality, Ed Pfahl, 
Adding Machine Sales & Service; 
Convention Hall and Banquet, 
Tom Conn, Hanna Typewriter 
Exchange; Program and Exhibits, 
Walter Hanson, Hanson Business 
Machines Company; Sub-Chair- 
man, Fred Snyder, Best Typewriter 
Service & Sales Company; Secre- 
tary, Al Schlect, Typewriter & 
Supply Company; Finance Chair- 
man, Harrv Katz, Cleveland Type- 
writer Company. 

Nominating Committee—Chair- 
man, Leo W. Adler, Cleveland Cal- 
culating Company, Cleveland, 
Ohio; H. H. Saunders, New Eng- 
land Adding Machine Company, 
Boston, Mass.; J. A. Lyons, Reli- 
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able Typewriter & Adding Ma- 
chine Corp., Chicago; Walter 
“Doc” Hanson, Hanson Business 
Machines Company, Cleveland, 
Ohio; A. H. Wittekind, New York 
City. 

Resolutions Committee — J. R. 
Downey, Downey Type Company, 
St. Paul, Minn.; Fred Snyder, Best 
Tyvewriter Company, Cleveland, 
Ohio; Anton Pohl, Jr., Business 
Machines Service Company, New 
York City; M. E. Clausner, Type- 
writer & Supply Company, New- 
ark, N. J.; A. W. Schlecht, Type- 
writer & Office Supply Company, 
Cleveland, Ohio. 


Auditing Committee—Chairman, 
Sam Hutter, Check Writer Com- 
pany, New York City; W. R. Shill- 
ing, Fort Pitt Typewriter Com- 
pany, Pittsburgh, Pa.; Irvin H. 
Dawson, Dawson Company, Cleve- 
land, Ohio; F. Glassman, City 
Typewriter Exchange, Rochester, 
ee 


By-Laws Committee—Chairman, 
Geo. A. Neuschafer, Neuschafer & 
Jacobs, New York City; E. R. 
Pfahl, Adding Machine Sales 
Service Company, Cleveland, Ohio; 
Jack Dean, Dean Typewriter Sales 
Company, Detroit, Mich.; Wm. 
Purvin, Superior Typewriter Com- 
pany, New York City; C. A. 
Thompson, Shipman - Ward Mfg. 
Company, Chicago. 


Exhibitors at N. T. O. M. D. A. Convention 


ALLEN CALCULATORS, INC., New 
York, showed R. C. Allen adding machines 
in several models and the R. C. Allen cash 
register machine. Gordon Laurence, assist- 
ant to the president, was in charge. 


AMERICAN “ADDO” ADDING MA- 
CHINE SALES COMPANY, New York. 
The Addo-X ten-key portable adding ma- 
chine was demonstrated by Alfred Huppert, 
general manager. 


AMERICAN WRITING MACHINE 
COMPANY, New York. In this exhibit 
were rebuilt Remingtons in different models, 
the Monarch portable typewriter, Monarch 
portable adding machine and Monarch dupli- 
cator, stencil paper and ink. Attending were 
Tom Urell, M. L. Rudin, Marvin Swain, and 
William Godsey, Jr. 


AMES SUPPLY COMPANY, Chicago. 
On display were parts, tools, ribbons and 
carbons, and the Ambassador typewriter 
case. Hazen Ames, Mrs. Dorothy Ames, and 
E. W. Staats were in charge. 


CHECK WRITER COMPANY, INC., 
New York. Various makes of check pro- 
tecting devices were shown, also the Protex 
check signer, parts for adding machines, cal 
culators, and other mechanical office equip 
ment. Samuel and Murray Hutter attended 
the exhibit. 


CLOYES GEAR WORKS, Cleveland 
Here were displayed parts for various types 
of office machines. H. C. Stebbins, Jr., was 
in charge. 


DAWN MANUFACTURING COM 
PANY, Rochester, N. Y In this booth 
were shown the Speedrite check writer, 
Chexsigno for signing checks, the Error-No 
copyholder, and the Dawn light for copyhold 
ers. John F. Karle and H. C. Welter were 


present, 


INTERNATIONAL OFFICE APPLI 
ANCES, INC., New York. A slip-sheeter 
for stencil duplicating machines, which is 


designed on a new principle, was shown and 
demonstrated by O. Wilman and I. R. 
Ritchie. 

LYNN PAPER PRODUCTS MANU- 
FACTURING COMPANY, Detroit. Roll 
paper for adding machines, cash registers 
and other office equipment was shown. An 
animated display of paper making attracted 
the eyes of many visitors. Miss J. Levin 
was in charge. 


THE OFFICE APPLIANCE COM- 
PANY, Chicago, distributed copies of recent 
numbers of “Office Appliances.” John Gil- 
bert and N. B. Lavers were present. 


PAISLEY CALCULATING COMPANY, 
Pittsburgh. The Paisley calculator was 
shown; also the Rule-O-Scope, a device used 
for a magnifying glass, ruler, ard letter 
opener. An _ attractive leather case was 
shown for the calculator, also several finishes 
available in alumilite. J. R. Paisley and 
Herbert Beamer were in charge. 


PARAMOUNT DICTATING MACHINE 
& RECORD COMPANY, New York. A line 
of rebuilt dictating machines was shown, also 
Paramount records, parts, and _ supplies. 
James M. Wright was in charge. 


PEERLESS KEY-IMPERIAL MANU- 
FACTURING COMPANY, New York. A 
line of rubber keys for typewriters was 
shown, ribbons and carbons, and a new de 
vice to enable a typist to know how much 
space is left once she nears the bottom of 
the page. In charge were Otto Kretchmer, 
James Treanor and Tom Riendl. 


REGAL TYPEWRITER COMPANY, 
New York, showed a line of Regal rebuilt 
Royals. A feature of this exhibit was the 
large Regal clock Marcus Harwitz, general 
manager, was in charge. 


REMINGTON RAND, INC., Buffalo. The 
Remington Noiseless was shown in several 
models, including one for billing. Also 
shown were several models of Remington 
portables. E. F. Hancock, James P. Ward, 


ai L. P. Naylor, and “Hank” Schroeder 
were in attendance at this exhibit. 


ROYAL TYPEWRITER COMPANY, 
New York. In this exhibit were shown 
various models of Royal portables. William 
Metzger, Wesley Beckwith, and W. H. 
Lewis were in attendance. 


SHIPMAN-WARD MANUFACTURING 
COMPANY, Chicago. At this booth were 
shown parts, platens, tools and supplies for 
typewriters, a celluloid typewriter case which 
aroused considerable interest, decalcomania 
transfers and Borg scales. C. A. Thompson 
and A. H. Johnson were present. 


L. C. SMITH & CORONA TYPE- 
WRITERS, INC., Syracuse. On display 
were a number of L. C. Smith and Corona 
typewriters and the Corona adding machine. 
Among those attending were J. J. McCor- 
mick, Joe Mills, and Harold Rodecker. 


SPEED-O-PRINT CORPORATION, Chi- 
cago. The Speed-O-Print duplicator was 
demonstrated, also the Pulpit—combination 
merchandise display case and stock cabinet 
for stencil duplicator supplies. S. J. Graff 
and Harry Ayres were in attendance. 


THOMAS REGISTER & MANUFAC- 
TURING COMPANY, Canton, Ohio. Goods 
shown were a metal stand for office ma- 
chines and a device used both as an office 
ladder and a kitchen stool. R. M. Miller 
directed this exhibit. 


UNDERWOOD ELLIOTT FISHER 
COMPANY, New York. Several models of 
Underwood standard and portable type- 
writers were shown. An artist, Miss Miriam 
Higgins, executed attractive pictures in this 
booth on a portable machine. Clyde Jung- 
bluth, Jack Parreant, C. H. Bolton and 
T. G. Nelson were in attendance. 


WHOLESALE TYPEWRITER COM- 
PANY, New York. Master Grade rebuilt 
Underwoods were shown. George Button 
and Joe Galland were in attendance. 
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Walter H. Lewis, Royal Typewriter 
Company, beside clock of the Regal 
Typewriter Company. 

M. L. Rudin, American Writing Ma- 
chine Company, and A. E. Roberts, 
Roberts Business Equipment Com- 
pany, Detroit, Mich. 

. Each session was opened with a 
songfest. The leader got results. 
Mayor Harold H. Burton of Cleve- 
land and John Loser in a pleasant 
conversation. 
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5. Three generations of the Bollinger 


family. T. A. Bollinger, salesman; 
Noreen Bollinger, cashier; C. A. 
Bollinger, proprietor, Arcade Type- 
writer Company, Cleveland. 

Letter from Clyde Jungbluth, man- 
ager, portable typewriter sales, Un- 
derwood Elliott Fisher Company, to 
John Loser, president, N.T.O.M.D.A.., 
expressing appreciation of business 
from association members and in- 
viting dealers to the UEF exhibit at 
New York World’s Fair where the 
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giant typewriter, upon which the 
letter was written, is on display. 


One of several impromptu marches 
at the annual banquet. President 
John Loser is leading, James P. 
Ward is second and Mr. and Mrs. 
Corney occupy fourth and fifth 
places. 


Miriam Higgins, Underwood Elliott 
Fisher Company, executes pictures 
of animals, landscapes and other 
subjects on an Underwood portable. 





Convention Sidelights 


Gathered in Passing by the 
Rambling Reporter 


Three generations of a family in 
one business is at least unusual. 
C. A. Bollinger, efficient chairman 
of the luncheon committee for the 
convention, is proprietor of the Ar- 
cade Typewriter Company, Cleve- 
land. His son, T. A. Bollinger, is 
salesman. His granddaughter, 
Noreen, is cashier. He started in 
the typewriter business in 1903. 
Much of the time he has operated 
his own store although for some 
years he was a branch manager 
for American Writing Machine 
Company. He was on the job early 
and late at the convention and 
handled the three luncheons pro- 
vided in the program perfectly. 


- * 


Miss Miriam Higgins, Underwood 
Elliott Fisher Company, is a type- 
writer artist of no mean ability. 
On an Underwood portable she 
typed pictures of animals, build- 
ings, and other objects. One of 
the Cleveland dailies published a 
picture of Miss Higgins at her 
typewriter with one of her art 
creations. 

Paul McWilliams, the efficient 
secretary of the association, found 
it impossible to attend. Irwin 
Vincent was the pinch hitter. 


* * * 


A letter from Clyde Jungbluth, 
sales manager, Portable Type- 
writer Division, Underwood Elliott 
Fisher Company, to President 
John Loser typed on the giant Un- 
derwood at the New York World’s 
Fair was so high that it reached 
from the ceiling of the two-story 
ball room to the level of the 
speakers’ platform. 


* * * 


Each session was opened by a 
popular songfest led by a profes- 
sional director. Everyone was put 
in good humor for the business 
program which followed. 


* * * 


Mayor Harold H. Burton gave 
the welcoming address in person. 
It was remarked that this was the 
first time that any mayor had so 
honored the association. Actually 
this was the second time, Mayor 
Burton having delivered the wel- 
come address at a convention held 
in the Hollenden hotel eleven 
years preceding. 


One of the songs at the opening 
of the sessions started “Old John- 
ny Loser ain’t what he used to 
be,” and ended “many long years 
ago.” Just how many wasn’t re- 


vealed but some one must have 
known because he was presented 
with a beautiful birthday cake 
Monday evening at the Alpine 
Village where dinner was served 
seasoned with appropriate enter- 
tainment. 

The Monday night entertain- 
ment at the Alpine Village will 
long be remembered. The ensem- 
ble included a brass band, which 
also doubled as a chorus, and 
three girl soloists. The men were 
dressed in Alpine fashion wearing 
trousers—some of leather, some of 
heavy fabric. The knees were 
bare and ankle sox were worn. 
The program hadn’t gone very far 
when Elmer Young of Young Of- 
fice Equipment Company, Chi- 
cago, appeared in Alpine costume 
and marched as a member of the 
band, carrying the bass drum. 


* o * 


Some member of the association 
is a locksmith. A_ delegation 
knocked at the door of a well- 
known manufacturer who upon 
retiring had fastened the door 
only with a chain. He declined 
to open up. One of the callers 
tried the door, was able to open it 
a couple of inches on the chain, 
and proceeded to remove the plate 
to which the chain was attached. 
By the time he was ready to re- 
move the last screw an Official of 
the hotel persuaded him to dis- 
continue his efforts at which time 
the manufacturer opened the door 
and explained that it was all in 
fun. 

Some of the Chicago delegation 
joined with Detroit dealers and 
came to Cleveland from Detroit 
by boat. The Cleveland committee 
was prepared for them and had a 
brass band to greet them at the 
dock. 


The ladies were not neglected. 
Their program started with the 
choice of a theater party or swim- 
ming party on Monday afternoon. 
Tuesday morning they had their 
own social gathering at the hotel. 
Shortly before noon they started 
on a sightseeing trip through 
parks and boulevards to Nela 
Park of the General Electric Com- 
pany, where luncheon was served. 
They were escorted through the 
Lighting Institute, a world famous 
exhibit of modern lighting equip- 
ment and arrangement. The Wed- 
nesday morning program included 
a trip to the observation tower on 
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Public Square where the ladies 
viewed the entire city and much 
of Lake Erie. An escorted shop- 
ping tour through Cleveland de- 
partment stores also was organ- 
ized. Mrs. Fred Snyder was the 


efficient chairman. 

A number of souvenirs were dis- 
tributed. Allen Calculators, Inc., 
the Dawson Company and Regal 
Typewriter Company distributed 
matches. Wholesale Typewriter 
Company distributed whistles at 
the Monday night party and 
lighters at the convention. Ames 
Supply Company gave an attrac- 
tive little screwdriver with an ad- 
justment so that the screw can be 
turned either in or out without 
the operator adjusting the handle 
in his hand for each turn. 


. * . 


Underwood Elliott Fisher Com- 
pany gave a small coin bank 
Shaped like an Underwood type- 
writer. American Writing Machine 
Company distributed a flashlight 
known as a floodlight small 
enough for a vest pocket or purse. 


The Paisley Calculating Com- 
pany distributed the Rule-O- 
Scope a combination magnifying 
glass ruler, and letter opener. 
Reliable Typewriter & Adding Ma- 
chine Corporation distributed the 
Mystic Mixer, a novelty by means 
of which the holder points one 
arrow to his choice of liquid re- 
freshment and another arrow 
points to a list of the ingredients. 


* * * 


Walter H. “Doc” Hanson of 
Hanson Business Machines Com- 
pany, Cleveland, is a smiler by 
nature. He has organized The 
Smilers Club and awarded certifi- 
cates of membership to a number 
of the convention visitors. Dues 
are paid in smiles. OFFIce APPLI- 
ANCES’ representative was honored 
with a membership card. 


In a prominent spot on the floor 
of the exhibit hall was mounted 
the “Honor Roll” which shows a 
list of manufacturers and distrib- 
utors who assisted financially in 
putting over the convention by 
the use of advertising in the pro- 
gram, exhibit space, or both. The 
Honor Roll was composed of the 
following names: 

Wholesale Typewriter Company, 
Shipman-Ward Mfg. Company, 
Codo Manufacturing Company, 
Lanston Monotype Company, Rem- 
ington-Rand, Inc., Royal Type- 
writer Company, Reliable Type- 
writer & Adding Machine Corpo- 
ration, Dawn Manufacturing 
Company, Peerless Key-Imperial 
Mfg. Company, Underwood Elliott 
Fisher Company, Ames Supply 
Company, Interstate Ribbon & 
Carbon Company, American Writ- 
ing Machine Company, Speed-O- 





44 


Print Corporation, Allen Calcula- 
tors, Inc., L. C. Smith & Corona 
Typewriters, Inc., Noiseless Writ- 
ing Machine Service Company, 
Company, 
United Typewriter Company, A. H. 
Wittekind, Portable Office Com- 
Company, 
Thomas Register & Manufacturing 


Superior Typewriter 


pany, Atlas Feeder 


Company, Century Adding Ma- 

chine Exchange, Regal Typewriter tle magazine. 
Company, Cloyes Gear Works, tinue it. 

Paisley Calculating Company, In- é 
ternational Typewriter Exchange, I. H. Dawson 


Queens Ribbon & Carbon Com- 
pany, Checkwriter Company, Lynn 
Paper Products Company, Inter- 


Company, 


Morse Typewriter Company, Type- 
writer Circle Company, J. S. Morse 
Typewriter Company, Turn-Table 
Sales Company. 


Questions were asked informal- 
ly about the association’s own lit- 
The plan is to con- 


of the Dawson 
Cleveland, 
chairman longer than he antici- 
pated. President John Loser said 
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he recognized a good thing when 


national Office Appliance Com- 
pany, Addo-X Company, Parrot he saw it and decided that such 
Speed Fastener Corporation, a good parliamentarian merited 


the position of presiding officer. 


Harry Russell, of the Office 
Equipment Company, Des Moines, 
Iowa, usually a regular attendant 
at typewriter conventions, could 
not be present this year because 
of a couple of little deals that 
were pending and “ready to pop” 
in Des Moines. One of the deals 
concerned a $700 Autotypist in- 
Stallation, and the other an $815 
Varityper job. Business in Des 
Moines seems to be promising. 


served as 
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Adler, Leo W., , Calcu- 
lating Co., Cleveland, Ohio. 
Ames, Blanche N., Ames Supply 
Co., Chicago, lll. 
Ames, Hazen R., 
Co., Chicago, III. 
Ames, Mrs. C. H., Ames Supply 

Co., New York, N. Y 


Ames Supply 


Ayres, Harry S., Speed-O-Print 
Co., Chicago, Il. 
B 
Beamer, Herbert, Paisley Calcu- 
lating Co., Pittsburgh, Pa. 
Bollinger, C. A., Arcade Type- 


writer Co., Cleveland, Ohio. 
Bonn, A. E., Buchanant Co., Inc., 
New York City, N. Y. 
Bosted, J. C., Royal Typewriter 
Co., New York, N. Y. 

Burns, D. L., Mansfield Type- 
writer Co., Mansfield, Ohio. 
Burns, Tolman, Mansfield Type- 
writer Co., Mansfield, Ohio. 
Burns, Mrs. Tolman, Mansfield 
Typewriter Co., Mansfield, Ohio 
Burns, Mrs. D. L., Mansfield 
Typewriter Co., Mansfield, Ohio 
Button, Geo., Wholesale Type- 
writer Co., ~~ York, ¥e 


George, Dini Typewriter 

Great Neck, L. I. 

Underwood Elliott 
Fisher Co., Indianapolis, Ind. 

Conn, Tom. Hanna Typewriter 
Co., Cleveland, Ohio. 

Conn, Mrs. Tom, Hanna Type- 
writer Co., Cleveland, Ohio. 
Corney, W. T., (Corney & Thom- 
as, Ltd.), Toronto, Canada, 

Secy.-Treasurer. 
Corney, Mrs. W. T., 
Canada. 


Carr, 
Exchange, 
Cockrill, Paul, 


Toronto, 


D 
Joe, Davis Typewriter Co., 


Davis, 

Erie, Pa. 
Davis, Mrs. Joe, Davis Type- 
writer Co., Erie, Pa. 
Davis, W. .. Wholesale Type- 
writer Co., Chicago, III. 
Dawson, Irvin H., Dawson Co., 


Cleveland, Ohio. 

De Groot, Earl T., De Groot Type- 
writer Exchange, Kalamazoo, 
Mich. 

Downey, Joseph R., Downey Type- 
writer Co., St. Paul, Minn. 

Durand, S. E., Reliable Type- 
writer & Adding Machine Corp., 
Chicago, Ill. 

Edward, General Office 
Machines Corp., Pittsburgh, Pa. 

Elmer, Leslie D., Economy Type- 
writer Corp., New York, N. Y. 

F 


Eggleston, 


Ferary, Joseph I., The Typewriter 
Store, Inc., Syracuse, i 
Ferary, Mrs. J. J.. The Typewriter 


Store, Inc., Syracuse. N. 
Finney, Chas. D., L. C. Smith & 
Corona Typewriters, Inc., Cleve- 
land, Ohio. 
Fisher, John W., Typewriter Serv- 
ice Co., Lima, Ohio 


G 
Galland, J. W., Wholesale Type- 
writer Co., New York, N. Y. 
Gilbert, John. Office Appliances, 
Chicago, III. 


Glassman, E. A.. City — 


Company, Rochester, 


Glassman, Mrs. E., City Type- 
writer Company, Rochester, 
Y 


Godsey, W. C.. Je., 


ee: Rubber 
Corp., New York, N 


Graff, S., ane ok Corp., 
Chicago, Ill. 
Grobark, John G., Young Office 
Equipment, Chicago, Ill. 
H 


Hancock, E. F., Remington Rand, 
Inc., Cleveland, Ohio. 

Hanson, Walter, Hanson Business 
Machines Co., Cleveland, Ohio 
Harwitz, Marcus, 

writer Co., 

Heier, Floyd H., Heier Office Ma 
chines Co., Benton Harbor, 
Mich 

Hermann, E. 

Service, 


E., Hermann Type- 
Battle Creek, 


Higgins, Miriam, Underwood El 
liott Fisher, Indianapolis, Ind. 

Hoffman, John P., Mac Taggart- 
Hoffman Co., Port Huron, Mich. 

Huppert, Alfred, American ‘Ad- 
do” Adding Machine Sales Co., 
New York, N. Y. 

Hutter, Murray, Check Writer 
Co., Inc., New York, N. Y. 
Hutter, Samuel, Check Writer Co., 

New York, N. Y. 


J 
Jacob, Larry, Buhler Sales Co., 
Detroit, Mich. 
Johnson, A. H., Shipman-Ward 
Mfg. Co., Chicago, IIl. 

Joyner, F. H., Highland Type- 
writer Company, Detroit, Mich 
Jungbluth, Clyde, Underwood El 
liott Fisher, New York, N. Y. 
Jungbluth, Mrs. C., Underwood 
Elliott Fisher, New York, N. Y. 


K 
Kahane, Bernard, Typewriter Cir- 
cle Co., New York, N. Y 
Karbush, Jos. F., Typewriter Co., 


Inc., Omaha, Neb. 
Karle, John F., Dawn Mfg. Corp., 
Rochester, N. Y. 


Katz, H. C., Cleveland Typewriter 
Co., Cleveland, Ohio. 

Katz, Mrs. H. C., Cleveland Type- 
writer Co., Cleveland, Ohio. 
Ketcherside, F., Buckland-Van 
Wald Company, Detroit, Mich 
Ketcherside, Mrs. F., Buckland- 


Van Wald Company, Detroit, 
Mich. 

Kretchmer, O., Peerless Key-Im- 
perial Mfg. Co., New York, 
N. Y 

L 
LaFleur, A. B., L. C. Smith & 


Corona Typewriters, Inc., Wil- 
mette, Il. 
LaFleur, Mrs. A. B., L. C. Smith 
Corona Typewriters, Inc., 
Wilmette, Il. 

Laurence, Gordon, Allen Calcu- 
lators, Inc., New York, N. Y 
Lewis, W. H., Royal Typewriter 

Co., Detroit, Mich. 
Loser, John, Noiseless Typewriter 
Co., New York, N. Y. 


Loser, Mrs. John, Noiseless Type- 
writer Co., New York, N. Y. 
Lyons, J. Arthur, Reliable Type- 


writer & Adding Machine Corp., 
Chicago, Il. 


M Schulhof, Wm., The Office, New 
McAllister, serge Geyer’s Top- York, N. Y. 

ics, New York, , # Shay, Dick, Underwood Elliott 

McCormick, John i: L. C. Smith Fisher Co., Detroit, Mich. 
& Corona Typewriters, Inc., Sherlock, Geo. V., East Side 
Syracuse, N. Y. Typewriter Co., Cleveland, Ohio. 
McDonough, J. L., Royal Type- Shilling, W. R., Fort Pitt Type- 

writer Co., Chicago, III. writer Co., Pittsburgh, Pa. 
Metzger, W. A., Royal Typewriter Shilling, Mrs. W. R., Fort Pitt 
Co., Plandome, Oe Typewriter Co., Pittsburgh, Pa. 
Mills, Joe, L. C. Smith & Corona Shoup, Roy, Royal Typewriter 

Syracuse, Co., Inc., Cleveland, Ohio. 


Typewriters, Inc., 
N. Y Showers, Joe, Indiana Cash Draw- 


Mills, Mrs. Joe, L. C. Smith & er Co., Shelbyville, Ind. 
Corona Typewriters, Inc., Syra- Showers, Richard, Indiana Cash 
cuse, N. Drawer Co., Shelbyville, Ind. 

Morrill, O. D., O. D. Morrill Co., Smythe, John M., Geyer’s Topics, 
Ann Arbor, Mich. Chicago, IIl. 

Morse, Bernard, Morse Typewriter Scott, E. J., E. J. Scott Type 
Co., New York, N. Y. writer Co., Detroit, Mich. 

Morse, Miss Estelle, J. S. Morse Snyder, Mrs. F. B., Cleveland, 
Typewriter Co., New York, Ohio. 

wm 3 Snyder, F. B., Cleveland, Ohio. 

Morse, J. S., J. S. Morse Type- Snyder, E. W., Wholesale Type- 

writer Co., New York, N. Y. writer, Detroit, Mich. 
Snyder, 


M. T., Allen Calculators, 
Inc., New York, _ ay 2 


N 
L. P., Baltimore, Mary- 


Naylor, Staats, Edward W., Ames Su 
: : pply 
ee Rand, Inc., : Co., New York, N.Y. 
tees ’ . F Stack, omas J., tack Type- 

“xO — wan . wilter Exchange, Chicago, i 
re . tack, Mrs. T. J., icago, IIl. 

exo a. a ~~ Stanley, — Typewriter 

J — . o., Madison, is. 
wa ole H., — Typewriter sStemp, Mrs. S. P., Madison, Wis. 
Dog EEE Swain, Marvin D., American 
re) Writing Machine Co., Detroit, 

Olson, O. A., United Office Ma- Mich. 
chines Co., Detroit, Mich. T 

P Taylor, Jessie I., Globe Typewrit- 

Paisley, J. R., Paisley Calculating - — Inc., New York, 
Co., Pittsburgh, Pa. ° ° ‘ 

Parreant, Jack, Underwood Type- Thompson, C, A., Shipman-Ward 
writer Co., Cleveland, Ohio. Mfg. Co., Chicago, Ill. , 
Penn, Jacob, Melior Co., New Tough, Bill, Highland Typewriter 

Rochelle, N Exchange, Detroit, Mich. 

Peters. A. W.. r W. Peters Co., Treanor, James A., Peerless Key- 
Battle Creek, Mich. Imperial Mfg. co., New York, 

Peters, Mrs. A. W., A. W. Peters N. Y. 

Co., Battle Creek, Mich. U 

Pfahl. Ed., Adding Machine Sales Urell, Tom, American Writing 
& Service Co., Cleveland, Ohio. Machine Co., Pittsburgh, Pa. 

Pierce, L. A., Central Typewriter V 
Service, Cleveland, Ohio. Van Wald, L., Buckland-Van 

Pohl, Anton P., Jr., Business Wald Company, Detroit, Mich. 
Machines Co., New York, N. Y Vincent, Irwin, Western Type- 

Purvin, Wm., Superior Typewriter writer Co., Topeka, Kan. 

Co., New York, N. Y. Vincent, Mrs. I., Topeka, Kan. 
R Vowell, Marjorie L., Central 

Rice. James M., Paramount Dic- —_— Exchange, Chicago, 
tating Machines, New York, ’ w 
_.. Ss - 

Riendl, Tom, Peerless Key-Im- Ward, J. Jr., Remington Rand, 
perial Mfg. Co., Detroit, Mich Inc., Tsufialo, N. Y. 

Ritchie, Irwin R., International Ward, J. P., Sr., Reliable Type- 
Office Appliance Company, New writer & Adding Machine Corp., 
York, N. Y. Chicago, IIL. ; 

Rodecker, Harold H., L. C. Smith Weiner, S. S., Fort Pitt Type- 
& Corona Typewriters, Inc.. writer Company, Pittsburgh, Pa. 
Columbus. Ohio. Wilman, O., Adding Machine & 

Rodecker, Mrs. H. H., L. C.Smith — Co., New York, 
Susann, ofypewries Inc» Whitmer, C. I, Typewriter Ex- 

Rudin. M. L., American Writing change, Columbus, Ohio. 
Machine Co., Cincinnati, Ohio. Welter, H. C., Hall-Welter Co., 

Rudneck, Harry L., Royal Type- New York, N. Y. 
writer Co., Inc., New York, — A. H., New York, 

pe S Wittekind, Mrs. A. H., New York, 

Schlecht, Albert, Typewriter & N. Y. Y 


Supply Co., Cleveland, Ohio. 
Schroeder, J. H., Remington Rand, 
Inc., Chicago, III. writer Co., 


Young, Elmer L., Young Type- 
Chicago, III. 
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The Secretary's Report 


Mec has been accomplished 
since our last convention. As you 
will no doubt recall, during our 
annual convention last year port- 
ables under the Fair Trade Acts 
constituted a much discussed sub- 
ject. Today, all of the manufac- 
turers are operating under the pro- 
visions of the Fair Trade Acts in 
the various states. 


The New York association has 
worked untiringly toward 100 per 
cent enforcement of the provisions 
of the Act in New York City. Sev- 
eral suits have been filed and an 
injunction was granted in every 
case. In some cases a fine was 
imposed which was payable to the 
New York association. In a finan- 
cial way, the N.T.O.M.D.A. gave 
the association support to the ex- 
tent of $150.00. 


Effective last November, we be- 
gan the publication of a house or- 
gan for the National Typewriter 
& Office Machine Dealers Associa- 
tion, called Dealers News. Through 
this medium, we have made it 
possible to bring association news 


By J. PAUL McWILLIAMS 


Retiring Secretary, National 
Typewriter & Office Machine 
Dealers Association 


(Read by Irwin Vincent, Tokepa, Kansas, at 
the N.T.0.M.D.A. Convention) 
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to the dealers regularly each 
month; also other information 
pertinent to the office machine 
industry. 

Through the past year, we have 
continued our services to dealers 
on the collection from skips and 
the listing and recovery of stolen 
machines. 


In addition to the many, many 
new memberships from dealers, 
located in vicinities where there 
were no local associations, there 
has been formed during the past 
year two new large local associa- 
tions: the Detroit association, 
with approximately 20 members, 
and the Cleveland association 
with approximately 15 members. 


This year—as last—we again 
forwarded allowance schedules, 
age lists, and window membership 
transfers to all paying their 1939 
dues. 

Now, here is the best of my 
report: We have carried on all of 
these activities during the last 
year—yet we have more cash on 
hand than a year ago. 


Method of Knowing Your Markets 


ie THE short span of a lifetime 
we have seen the rapid develop- 
ment in the use of office appli- 
ances. It is difficult to realize that 
it was as recent as 1873 when Rem- 
ington signed a contract to 
manufacture the Sholes and Glid- 
den typewriter, the first practical 
machine to be put on the market. 
And that the first workable add- 
ing machine, built by William 
Seward Burroughs, was put on the 
market in 1886. 


Today the American business 
office is filled with marvels, some 
of which would have seemed un- 
believable only a few years ago. 
All of these machines, which are 
performing work formerly done by 
hand, have brought with them, 
not less, but more employment. In 
the year 1860, when there were 
virtually no office machines, out 
of every million persons in the 
United States there were only 
about four thousand office work- 
ers; while today there are 50,000 


Suggestion on How to Use 
Commerce Department 
Data For Market Analyses 
and Sales Direction; May 
Be Followed in Selling Any 
Merchandise 


By J. W. VANDER LAAN 


District Office Manager, 
Bureau Foreign and Domestic 
Commerce, Cleveland, Ohio 


{Address at N.T.0.M.D.A. Convention} 


office workers out of every million 
Americans. 

Besides the multitudes of men 
and women who work in offices, 
there are 113 firms engaged in the 
manufacture of office machines, 
employing about 34,000 highly 


skilled workers. It is estimated 
that during the current year the 
value of their products will be 
nearly $150,000,000. 

The development of this vast 
industry has been your responsi- 
bility. We in the Department of 
Commerce recognize that you 
have developed outstanding sales- 
men and the story of John G. 
Patterson and others in the office 
equipment field are well known to 
all of us. I believe I am safe in 
saying that your industry has led 
the field in new ideas for sales 
technique. I did not accept the 
invitation to address your conven- 
tion to tell you how to sell your 
typewriters and adding machines. 
I do feel, however, that the United 
States Department of Commerce 
has compiled facts and statistics 
about the markets in which you 
sell which are designed to aid you 
in a better understanding of your 
markets. This information, which 
is available from our Department, 
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can be used for two purposes. 
First, for an improvement of your 
own sales and market planning 
and, second, as background in- 
formation to pass on to your cus- 
tomers. 


Use of Department of Commerce 
Data for Sales Planning 


It might be said that all serv- 
ices performed by the Department 
of Commerce benefit typewriter 
and office machine dealers direct- 
ly or indirectly. At first mention 
this appears a rather exaggerated 
claim, but, when it is realized that 
every function of the Department 
is related to business, its truth is 
self-evident, since the office ma- 
chine dealer is directly dependent 
upon all types of business. He 
should realize, therefore, that the 
Department has conducted indus- 
trial-economic research activity 
for many years. Trained special- 
ists are studying constantly the 
total volume of the income pro- 
duced in the United States and of 
the income paid out to income re- 
ceivers. Monthly estimates are 
made of fluctuations in the na- 
tional income and .these act as 
excellent guides to changes in 
purchasing power and_ general 
business activity. Each month the 
Department publishes in its “Sur- 
vey of Current Business” as com- 
plete a statistical picture of busi- 
ness trends as it is possible to con- 
struct, and regularly publishes 
current monthly data on distribu- 
tion of merchandise, on sales, on 
credits, and on inventories. Its 
reports contain much information 
on retailing and merchandising, 
export and import trade, indus- 
trial marketing, distribution costs, 
and consumption. Many office 
machine dealers consider these 
broad services of the more remote 
variety as having no direct appli- 
cation to their business, but, 
nevertheless, they are being per- 
formed daily in their behalf. 

The application of more special- 
ized types of service to the needs 
of specific trade groups is not dif- 
ficult. In the office machine trade 
it is quite apparent. Perhaps the 
most efficient way of making this 
clear is to assume the role of a 
Cleveland dealer and explain how 
the Department of Commerce can 
be utilized. 


Suggestions for Making Market 
Analysis 


A market analysis is one of the 
first steps taken by anyone enter- 
ing business. To an office machine 
dealer the following table repre- 


sents a broad picture of potential 
customers. Data are shown for 
the Cleveland industrial area 
(Cuyahoga and Lorain counties) 
as far as is possible. 


Number of manufacturing establish- 
ments 2,336 
Number of wholesale establishments 2,251 
Number of retail establishments 18,000 
Number of service establishments 7,200 
Number of insurance establishments 167 
Number of construction establishments 155 
Number of hotels 143 
Number of banks (branches counted 
separately) 80 
*Total business establishments 30,332 
(*) Excluding communication and trans- 
portation companies and other utilities. 


These data indicate the general 
scope of the market. Details of 
each branch may be obtained 
from the “Census of Business”, the 
“Census of Manufacture’, and 
the “Consumer Market Data 
Handbook”, published by the De- 
partment. Statistics showing the 
relative importance of each 
branch of the various trade groups 
will give the Cleveland office ap- 
pliance dealer a basic appreciation 
of who his prospects are. They 
will permit him to map out sales 
campaigns on both regional and 
industrial lines. 

For example, he will note from 
the Census of Manufactures that 
there are 274 baking companies in 
Cleveland. Among other things, 
this suggests that time might 
profitably be spent in getting to- 
gether sales ideas applicable to 
bakery accounting, correspond- 
ence, utilization of duplicating 
machines, etc. From the “Con- 
sumer Market Data Handbook” he 
will note that there are 447 furni- 
ture retailers in the Cleveland 
area, 183 of them being located in 
Cleveland Heights. He might as 
well ask himself if he is selling 
any of these types of stores and 
take steps to get more of this 
business. In other words, these 
basic sources provide a broad pic- 
ture of what the Cleveland mar- 
ket is. They do not reflect the 
whole picture, however, for there 
are 5,600 lawyers, physicians, and 
dentists in Cleveland—all likely 
office machine prospects. In ad- 
dition, there are the transporta- 
tion, communication, and power 
companies, as well as govern- 
mental agencies. The 15,000 uni- 
versity students, potential type- 
writer users, should also be in- 
cluded in a basic analysis. 

After studying all these source 
documents, the dealer has a fairly 
complete understanding of the 
market setup. His next question 
is—whom shall he call on first. 
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The complications of this question 
are, of course, obvious, but some 
help can be obtained from the 
current statistical services of the 
Commerce Department. Many of 
the reports indicating current 
trade trends along regional, in- 
dustrial, and commodity lines are 
used by salesmen to pick out the 
groups that are doing the best 
business and who, therefore, 
should prove the most interested 
prospects. In this connection 
familiarity with current trends of 
a regional, industrial, or com- 
modity nature provides the sales- 
man with an encouraging word 
for downhearted prospects. For 
example, the monthly reports on 
clothing production might show 
increased output and a generally 
favorable trend. That would be a 
good cue to visit Cleveland’s 60- 
odd clothing manufacturers. The 
monthly report on retail sales of 
independent stores might indicate, 
as they did in April, 1939, a 17 per 
cent increase in sales over the 
previous month by sporting goods 
dealers in Ohio—that might pro- 
vide another lead for prospect- 
hungry salesmen. Similar in- 
stances might be cited covering 
the many current statistical serv- 
ices of the Department. 


Set Up Association Market 
Data Unit 


At the present time the Bureau 
of the Census is preparing for the 
tremendous task of taking the 
Sixteenth Decennial Census in 
1940, which will probably be the 
most significant and far-reaching 
statistical project ever undertaken 
in this country. It will reveal the 
changes and shifts in our social 
and economic life which have oc- 
curred in the ten eventful years 
since the last census was taken in 
1930. It will be an inventory of 
the human and economic re- 
sources of the country, since every 
person, every home, every farm, 
every factory, and every store in 
the United States will be recorded. 

In passing it might be noted 
that some dealers with limited 
staffs experience some difficulty in 
following all the current reports 
issued by the Commerce Depart- 
ment covering manufacturing and 
wholesale and retail trade trends. 
The utilization of these data might 
be facilitated by setting up a Mar- 
ket Data Unit within the Trade As- 
sociation which would analyze all 
these reports and send the indi- 
vidual dealer spot news of direct 
interest. 

Reference has been made to the 
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reports made by the Department 
on all phases of marketing. Office 
machine dealers should be partic- 
ularly interested in such studies 
as the Survey of Wholesale Gro- 
cery Operating Efficiencies, now 
being made by the Distribution 
Cost Section of the Marketing Re- 
search Division. It is believed that 
this investigation will point to 
many new uses for all types of 
equipment used by these lines of 
business, particularly office ma- 
chines for record keeping. Along 
this line it might be well to sug- 
gest that marketing aids such as 
“Store Arrangement Principles’ 
and “Small Scale Retailing” might 
be valuable contributions to sales- 
men’s portfolios. They provide 
him with ideas to pass on to his 
prospects — excellent good will 
builders. 

The utilization of Departmental 


data for market analyses and 
sales direction purposes has been 
demonstrated; perhaps the most 
important phase—sales results 

has yet to be covered. Unfor- 
tunately, there are practically no 
available data on sales of office 
machines by territories. As far as 
that goes, such data are not avail- 
able even on a nation-wide basis. 
Few know from month to month 
what is the sales trend in the office 
machine line, except from individ- 
ual company records and hearsay. 
It is reported that a trade associa- 
tion is now compiling quarterly 
reports based on statistics fur- 
nished by some of the office 
equipment manufacturers, but 
these data are not complete—nor 
are they made available to all 
members of the industry. Any 
calculations of an official nature 
are based largely on reports of 


the Census of Manufactures, 
which is compiled every two years. 

To some, this lack of trade data 
is considered a paradox. Office 
machine dealers, who base many 
of their sales arguments on the 
need for better record keeping, do 
not themselves keep any records 
of their activity as an industry. 
This matter might be given some 
thought during the convention. 
The Department of Commerce wil) 
cooperate in any way it can to 
remedy the situation; it awaits 
the suggestion of the industry as 
to how it may serve. 

In closing, I invite all of you 
to visit the Cleveland district of- 
fice at 400 Union Commerce build- 
ing during your stay in Cleveland. 
The facilities of our Washington 
office and the 25 district offices 
in the United States are at your 
service. 
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The Fair Trade Acts 


: excavation for one of 
the new Rockefeller Center build- 
ings in New York, I was greatly 
amused at a platform, on the 
sidewalk provided by the contrac- 
tor, bearing the sign, “For Side- 
walk Superintendents.” By stand- 
ing on this platform a few min- 
utes you could hear just how the 
job should be done. That is just 
exactly where I belong when it 
comes to discussing the Fair 
Trade Acts. I am not a lawyer, I 
know little about the subject, but 
if you want to stand on the plat- 
form with me for a bit you will 
hear how a _ sidewalk superin- 
tendent would solve the price-cut- 
ting problem. 

To speak on Fair Trade is like 
talking about the New Deal or 
the European situation. They are 
unsettleable subjects. 

I am told that the Fair Trade 
Acts came into being primarily to 
protect the independent merchant 
against loss-leader selling by 
chain stores. Although the orig- 
inators of these laws had never 
given a thought to the typewriter 
and adding machine dealer, we 
find “available” on the statute 
books of practically all of the 
states a law which may be used or 
not. The states have merely said, 
“There it is, use it or not as you 
like”’. 

So the question arises, “Do we 
want it?” 

We have two kinds of dealers 
in our industry. The trader and 
the merchandiser. The typewriter 
salesman, since the _ business 
started, has been a trader. Be- 
cause he always expected to trade- 
in something or other, the selling 
price of his article was never par- 
ticularly important. His only 
worry was “how much cash can I 
get to boot?” The retail end of the 
business just got started in that 
way, and it is too much to expect 
that it can be changed overnight. 


Price Fixing not Wanted 


I question very much if the 
dealers as a whole WANT fixed 
prices. Let us assume for the sake 
oi argument that there are two or 
three thousand dealers, second- 
hand stores, typewriter mechanics, 
and so forth, selling new office 
machines. Now let’s not hood- 
wink ourselves. If each was to 
cast a ballot honestly, “yes” or 
“no”, for or against fixed prices, 


Problem of Price Cutting 
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the vote would be overwhelmingly 
NO, and I am sure that every man 
in this room agrees with me. 

Gentlemen — therein lies the 
trouble! Two or three thousand 
or more mechanics and second- 
hand merchants who sell less than 
25 per cent of the machines pro- 
duced do not want fixed prices, 
and it is nothing against them. 
Still, they make it very difficult 
for the other type of dealer—the 
three or four hundred who sell 75 
per cent of the total production, 
and who are striving to get out of 
the second-hand business and 
into the merchandizing of new 
products. 

You gentlemen who spend your 
time and money to attend a con- 
vention represent the three or 
four hundred top dealers in the 
country. Let’s see if you want 
fixed prices. You certainly do not 
if it means letting someone else 
run off with your business. You 
cannot afford to stand alone as 


an idealist while the so-called bad 
boys walk off with the orders. 


The traders, however, are in the 
majority. Unfortunately, it has 
always been the practice of the 
industry to take back old ma- 
chines. You never think of asking 
your tailor how much he will al- 
low you for your old suit. But we 
are not tailors, so we have to face 
the situation as it exists. For- 
tunately, the adding machine in- 
dustry is less involved than the 
typewriter industry. Having only 
standard models and with com- 
paratively little blatant price- 
cutting and loss leader advertis- 
ing, it is not difficult. 


Views of Adding Machine Com- 
panies Selling Through Dealers 


As a sidewalk superintendent 
on this subject, I did not feel 
capable nor deem it fitting to 
present any personal viewpoints 
on the attitude of the adding ma- 
chine industry toward price fixing. 

Instead I addressed a letter to 
the heads of all companies selling 
through dealers asking for their 
individual opinions. I shall read 
the questions which were put to 
these manufacturers and then 
give you a resumé or consensus 
of their answers. 

First Question: 

Are you sympathetic to the 
principle that dealers should or- 
ganize for self-protection against 
price cutters? 

Consensus of Answers: 

“We are more than sympath- 
etic.” “By all means, yes.” “Anxi- 
ous to do anything in our power 
to aid the situation.” 

Second Question: 

Do you agree that to give the 
buyer the service to which he is 
entitled, it is essential that the 
dealer make his full profit? 


Consensus of Answers: 

“When dealers’ profits are im- 
paired they obviously impair their 
service and good-will as_ well.” 
“Since any adding machine must 
be serviced, the dealer must take 
into consideration his service ex- 
pense when figuring his selling 
cost.” “If cut price results in re- 
duced service, the result must in- 
evitably be a_ dissatisfied cus- 
tomer.” 

Third Question: 

Has your company price fixed 
adding machines under the Fair 
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Trade Acts? If so, what states 
and what has been your experi- 
ence? 

Consensus of Answers: 

Only one company reported 
having filed under any of the 
states and their experience was 
more than satisfactory. 

Fourth Question: 

Would you like to see the indus- 
try solid for price maintenance on 
adding machines (even though it 
has not been 100 per cent success- 
ful on typewriters) ? 

Consensus of Answers: 

“If the industry was solid for 
price maintenance, it would be a 
good influence and place the busi- 
ness on a higher level. If it only 
eliminated price-cutting in ad- 
vertising, it would be a _ good 
thing.” “We would like to see the 
industry solid for price mainte- 
nance.” “We are 100 per cent for 
price maintenance, particularly in 
advertising and window displays. 
Everything possible should be 
done to prevent price confusion 
in the minds of the buying public. 
We well realize that allowances 
on trade-ins can never be stand- 
ardized. Allowances leave some 
trading leeway which so many 
dealers like, but we believe that 
there should be no variation in 
the list price.” “We hope the day 
is not far off when the entire 
adding machine industry will be 
solid for price maintenance.” 


Problem Can Be Solved 


There is only one way to solve 
any big problem which affects 
both small dealers, large dealers, 
and the manufacturers. It must 
come through an understanding 
of each other’s problems, and 
through complete cooperation and 
unity of purpose. No one can 


— 


* 


: 
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stand alone. For one dealer to 
maintain prices while the other 
dealers in town cut is suicide. For 
one manufacturer to walk the 
straight and narrow path while 
his competitors do otherwise is 
foolhardy. 

Now, let’s not say, “it can’t be 
done”. Tougher problems than 
this have been solved. But they 
are not solved by wrangling. They 
are solved through understanding. 
Either Fair Trade is a good thing 
or a bad thing. If it is good, the 
industry should avail itself of its 
advantages. If not good, let’s for- 
get it. Opponents say it means 
lesser volume and smaller profits. 
Well, so far as the dealers are 
concerned, I haven’t met many 
millionaires among them—their 
profits, generally speaking, 
cculdn’t be much worse. So, why 
not look into this and see if it will 
help a little? 

Right usually prevails in the 
end. It certainly isn’t right to sell 
an article worth $50 at $39.50, and 
it isn’t right to offer at $39.50 an 
article which the purchaser is led 
to believe is the $50 product. 

What is the matter with having 
quality merchandise at good 
prices and cheap merchandise at 
low prices? Certainly it is suicidal 
to sell costly, high quality mer- 
chandise at cheap prices. If the 
distinction is maintained and so 
impressed on the public’s mind, 
there will be good profit on the 
quality merchandise sales and fair 
profit and volume on the popular- 
ly priced merchandise. My plea is, 


“don’t mix the two by subterfuge”. 


Do not try to eat your cake and 
have it. 
If you want price maintenance 
-here is a practical suggestion on 
how to get it. 
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To discuss the subject on a na- 
tional basis is too big a problem. 
Let’s get down to states. I suggest 
that the leading dealers in each 
state get together and decide: 

First: If they really want price 
maintenance, and if so, on what 
products and what models. 

Second: Assuming it to be de- 
sired, that they set up an informal 
committee to be called the Office 
Machine Dealers Fair Trade Com- 
mittee of — State. 

Duties of the committee to be 
as follows: 

1. Send a letter to every dealer 
in the state, telling them of 
the formation of the com- 
mittee. Ask for a direct re- 
sponse stating their attitude 
for or against price mainte- 
nance. Ask for their recom- 
mendations of products and 
models they would like to see 
price fixed. 

2. Ask each dealer for a small 
contribution of a few dollars 
a year to be used for legal 
expenses. 

3. Discuss your plan with some 
young attorney or any lawyer 
who you think would handle 
your business on a modest 
basis. You might be able to 
offer a very small annual re- 
tainer fee or agree to split 
the fines. Some lawyer will 
take it for little or nothing 
because of the publicity to 
be gained. Actually his work 
will be very light. 

4. Now you are ready to talk to 
the manufacturers. With 
your plan worked out and 
with your letters from the 
dealers throughout the state, 
wherein they have asked for 
price maintenance on spe- 
cific products and models, re- 
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quest said manufacturers to 
file their list prices in the 
state and so notify the deal- 

ers. 
With the foregoing accomplish- 
ed, any dealer who nas been in- 


jured by another dealer having 
cut the price has only to notify 
his attorney of the facts in the 
case. The attorney does the rest, 
and in all probability any fine 
imposed will be awarded to the 
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dealer who enters the complaint. 

There is a simple plan, practic- 
able and easily worked. If your 
attorney wants any help on pro- 
cedure, the New York Association’s 
legal firm has offered to supply it. 


Dealer Cost Accounting 


hw PER CENT of all office ma- 
chine dealers go out of business 
every year. They do not know 
exactly why, since their books 
have not been properly kept, 
hence it is impossible to outline a 
formula of success. I vehemently 
urge all retailers of office equip- 
ment to know their true costs. The 
dealers have inspired new de- 
mands for services, and they must 
keep pace with their own proces- 
sion. 

This means adoption of a cost 
accounting system which applies 
specifically to your individual bus- 
iness. The component parts of 
your cost system are very simple; 
you know your total sales for the 
month, and in your disbursement 
register merely segregate your ex- 
pense items in one column and 
merchandise and capital asset 
purchases in another, divide your 
Sales into your expense items 
which gives you your operating 
cost. In the event your burden 
is 19142% and you buy a standard 
portable typewriter for $31.25 plus 
1914% overhead, your total cost of 
this portable is $37.35, and as it 
has come to my attention, dealers 
have given 10% and 10% discount 
which gives them $3.25 profit in- 
stead of $12.15 which they are 
rightfully entitled. 

It’s a good policy to always use 
the previous month activity for a 
base to determine your burden 
cost. If your sales for the month 
happen to be $2,075.00 and your 
operating cost $405.00 your burden 
for the following month is 1914%, 
which is to be added to all pur- 
chases. In addition to this it is 
advisable to show in your sales 
ledger an extra column in which 
you insert the cost of each ma- 
chine, on ribbons and carbons, 
etc., grouping a day sales in one 
entry. 

Your cost figures is the barom- 
eter of your business. Any mate- 
rial fluctuation in your operating 
percentage warrants your careful 
consideration before you are head- 
ing for the 10% class. 


By LEO W. ADLER 


Cleveland Calculating Company 
Cleveland, Ohio 


(From N.T.0.M.D.A. Convention Program) 


To clarify my point I give you 
an illustration how to post your 
entries in your’ disbursement 
ledger and sales ledger. 





DISBURSEMENTS 
MAY, 1939 
Date MDSE | Expense Capital 
for Resale Account Account 
5/1/39 Rent 75.00 
5/3 Corona Portables 93.75 
Underwood Portables 93.75 
5/5 Salaries 60.00 
5/7 Bench Lathe for Service 105.00 
5/8 Telephone 10.00 
5/9 Typewriter Ribbons 10.50 
Parts 6.25 
5/10 Remington Portables 93.75 
5/11 Advertising 20.00 
5/12 Letterheads & Envelopes 10.00 
5/13 Salaries 60.00 
5/15 Royal Portables 93.75 
5/16 Underwoods (Rough) 25.00 
5/17 Barrett Adding Machines 160.00 
5/18 Display Case 75.00 
5/19 Touch up enamel, rags 5.00 
»/20 Salaries 60.00 
§/22 Postage 5.00 
5/23 Parking Auto 5.00 
5/24 Gasoline 10.00 
5/25 Repairs and oil 10.00 
5/27 Salaries 60.00 


5/31 Taxes (Pay Roll, etc.) 


15.00 


$105.00 1S0.00 


a 
2410.40 


Total sales for month, including Repair Service, $2075.00. 


Divide $2075.00 into $405.00 equals 1014% 


cost of doing business. 


The $180.00 in Capital account should be added to your total investment 
and deduct all worn out shop equipment and depreciation from your invest- 


ment account. 


SALES LEDGER 


Date Customer Amount Cost 
5/3/39 Fisher Body Co. 39.50 24.20 Und. No. 1160538 
5/5 White Motor 19.50 37.35 Cor. 2866964 R 
5/6 John Brown 19.50 37.35 “ 2C196741 
5/7 The Glidden Co. 110.00 78.87 Barrett 145070 
5/9 Cleveland Welding Co. 6.00 3.59 Ribbons 
254.50 IS1.36 


Above week’s sales shows net profit of $73.14. 


The cost figures were arrived by using the above operating cost of 1914 


to base price. 


“, added 


These figures are by no means accurate, merely to illustrate method of computation. 





Correcting Advertising Abuses 
Through Cooperation 


| AM not going to talk about co- 
operative advertising in the sense 
in which most of us understand it. 
Rather, I am going to talk about 
correcting advertising abuses 
through cooperation. 

I will ask you to bear in mind 
that what I have to say is, of 
course, based upon the experi- 
ences that I have had as a Better 
Business Bureau operator here in 
Cleveland. While I understand 
that a great many of you men 
and women are from cities where 
no Better Business Bureau exists, 
I see no reason why you could not 
set up a Better Business Bureau 
type of operation in any city be- 
cause, after all, a Better Business 
Bureau is nothing more or less 
than the instrument of self regu- 
lation set up by the business in- 
terests in the com.nunity in which 
it functions. 


“The Morals of Trade’’? 


“On all sides we have found the 
result of long personal experience 
to be the conviction that trade is 
essentially corrupt. In tones of 
disgust or discouragement, repre- 
hension or derision, according to 
their several natures, men in busi- 
ness have one after another, ex- 
pressed or implied this belief. To 
live in the commercial world it 
appears necessary to adopt its 
ethical code: neither exceeding 
nor falling short of it—neither 
being less honest nor more honest. 
Those who sink below its standard 
are expelled, while those who 
rise above it are either pulled 
down to it or ruined. A system of 
keen competition, carried on, as 
it is, without adequate moral re- 
straint, is very much a system of 
commercial cannibalism. Its al- 
ternatives are—Use the same 
weapons as your antagonists, or 
be conquered and devoured.” 

Now don’t you think those are 
pretty harsh words to be used in 
describing business and business 
men? But, lest I appear to sail 
under false colors, let me hasten to 
assure you that they are not really 
my own words. I have been quot- 
ing from an essay entitled, “The 
Morals of Trade,’ written more 
than seventy years ago by Herbert 
Spencer. 


How Business Firms of 
Community May Serve 
Both Themselves and Con- 
sumers by Self-Regulation 


By WM. F. FARRER 


Manager, Cleveland Better 
Business Bureau 


(Address at N.T.O.M.D.A. Convention) 


On the other hand, don’t you 
think Mr. Spencer’s words sound 
like many present-day speeches 
and articles, urging upon con- 
sumers the necessity of more edu- 
cation to protect themselves from 
business and business men? 


But, why all this talk about 
consumer education and the con- 
sumer movement? It is my con- 
tention that there would be 
absolutely no need for such an 
activity if the merchant and the 
business man, in general, were do- 
ing the right kind of a job. 


Build Consumer Good Will By 
Eliminating Cause of Complaints 


Forward-looking retailers recog- 
nize the tremendous possibilities 
in this movement for building 
consumer good-will. Such leaders 
as Benjamin Namm are alive to 
their responsibilities. At a meeting 
of the National Retail Dry Goods 
Association some time ago, he said, 
“Retailer-consumer cooperation 
will really begin when retailers 
first develop a constructive, for- 
ward-looking program and then 
take that program to the consum- 
ing public.” 

There are other retailers who 
either refuse or will not take the 
trouble to face the facts. One 
retailer summarized his attitude 
by saying, “We refund money 
whenever any of our customers 
complains. We get every bit of 
promotional value out of our mer- 
chandise without violating any 
laws. If consumers want more 
than that, it’s just too bad.” He 


loses sight of the fact that good- 
will is lost through these cus- 
tomers who feel they have been 
the victims of sharp practice but 
who will not complain to the store 
or request a refund. However, 
they are voluble in their denun- 
ciations to their friends, and their 
story of what they believe to be 
unfair treatment loses nothing in 
the telling. 

Merchants who complain that 
they are being regimented by ex- 
cessive legislation, and hamstrung 
by rules, are frequently the very 
merchants whose voluntary co- 
operation was not received when 
attempts were made to secure the 
corrections which are now by law 
mandatory. 


It is just such a constructive 
and forward-looking program as 
that envisioned by Mr. Namm, 
that the Better Business Bureau is 
fostering among Cleveland mer- 
chants. 


The problem is not nearly so 
much one of fraud as it is a ques- 
tion of what practices are fair 
and what are unfair. I think that 
in this day and age nearly all 
business men accept the truism 
that honesty is the best policy, 
but we do not nearly so easily 
define fairness. What is fair? 
Who shall sit in judgment? What 
standard shall be used and whose 
arbitrary judgment shall be con- 
clusive? The government, the 
prosecutor, a politically elected 
judge? I think not. We can as- 
sume that there will always be 
a difference of opinion between 
competitors as to what is fair 
or unfair, but there certainly can 
be no sound basis for the belief 
that ethics or morals are ever 
determined by individual caprice. 


Self-Regulation in Advertising 


I think that the place for 
business to start on this job of 
self-regulation is in the field of 
advertising. Advertising is, and, 
I believe, of necessity must be, 
the chief if not the only view 
that the public obtains of busi- 
ness. Advertising is the show win- 
dow of business. Let us start, 
then, in our own front yard, so 
to speak, to clean up the front of 











the place. If this is done and 
done properly, the rest of the 
job will come near taking care of 
itself. 

The responsibility for bringing 
about this greatly needed clean- 
up, I am convinced, lies squarely 
and equally on the shoulders of 
both advertisers and advertising 
media alike. Long experience has 
shown that it is thoroughly im- 
practical for a group of business 
men to lay down a set of rules 
to govern advertising and then 
expect, “presto-chango,” that all 
advertisers will live up to them. 
We always have with us the few 
in the group who will constantly 
violate, in an attempt to take 
advantage of those who are play- 
ing the game. On the other hand, 
I think it is also unfair and ob- 
viously impractical for advertis- 
ers to expect advertising media, 
through censorship or through 
any other method, to assume the 
entire responsibility for refusing 
to accept for publication unfair 
or misleading advertising or ad- 
vertising in bad taste. 

Preview Experiment 

Here, in Cleveland, we are work- 
ing on an experiment along these 
cooperative lines which we hope 
is the answer or at least will lead 
us, through experience, to the 
ultimate solution of the problem. 
This we call our preview plan. I 
will not bore you with the details. 
The essentials of the plan, how- 
ever, are as follows: The advertis- 





ing media have stated it to be 
their policy that when, as and if 
any group of advertisers will lay 
down a reasonable set of rules 
and regulations to govern the 
advertising of the members of 
their group and will obtain agree- 
ments to these rules and regula- 
tions on the part of a substantial 
majority of the members of the 
group, the media will refuse to 
publish any advertising that 
transgresses the code. When any 
such code and arrangement is 
worked out, the code is placed in 
the hands of the Better Business 
Bureau and all advertising is re- 
quired to go through our office 
and be checked against the rules 
before publication. Any advertise- 
ment which we certify to the 
media as complying with the rules, 
will be published. On the other 
hand, any advertisement which 
we find does not comply with the 
rules and which the advertiser 
will not change, will not be 
published. 

I think that all of you have had 
enough experience with human 
nature to know that this is not 
an easy plan to place into effect. 
I can however, assure you that 
much progress has been made, 
and much more is in immediate 


prospect. 

In the comparative few fields 
of retail advertising in which our 
preview plan is now operating 
we see a distinct improvement. 
We are able to compare the ad- 
vertising of these merchants be- 
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fore the plan became effective 
with the advertising which is now 
published in complaince with the 
standards, and we note a much 
higher tone not only from the 
standpoint of accuracy, but also 
from the standpoint of fair com- 
petitive practices and good taste. 
And what I think is of immense 
significance, we find that the 
merchandising practices — the 
manner in which the merchants 
deal with their customers and 
with their competitors—are on a 
much higher and more ethical 
plane. 

This type of experiment is not 
exclusive with Cleveland. The 
same thing, conducted in a 
Slightly different manner is in 
effect in Dayton, Ohio, and in 
Syracuse, N. Y. 

It is because we are so intensely 
interested in the success of this 
program that we are also intensely 
interested in the progress of con- 
sumer educational activities. I 
have come reluctantly to the con- 
clusion that a continued active 
interest in the subject on the part 
of consumer groups is needed to 
keep our merchants alive to their 
responsibilities and cognizant of 
their opportunities. I feel sure 
that as long as the consumers of 
the country insist upon fairer, 
cleaner and more informative 
advertising on the part of those 
from whom they buy, just so long 
will a program such as ours con- 
tinue to progress. 





N. T. O. M. D. A. DELEGATES WHO 


1. James P. Ward, Jr., Remington Rand, Inc.; Bill Cor- 
ney, Thomas & Corney, Toronto; Bill Godsey, Ameri- 
can Writing Machine Company; James P. Ward, Sr., 
Reliable Typewriter & Adding Mach. Corp., Chicago. 


TOOK TIME OUT TO GOLF 


pany; Gordon Laurence, Allen Calculators, Inc.; O. 
A. Olson, United Office Machine Company, Pontiac, 
Mich.; T. A. Riendl, Peerless Key-Imperial Manufac- 
turing Company. 


2. Ed. R. Pfahl, Adding Machine Sales & Service Com- 4. John Grobark, Young Office Equipment Company. 


pany, Cleveland; John P. Hoffman, MacTaggart Hoff- 
man Company, Port Huron, Mich.; John Gilbert, Of 


fice Appliances. 


3. Clyde Jungbluth, Underwood Elliott Fisher Com- 


Chicago; Larry Jacob, Buhler Sales Company, De- 
troit; Elmer Young, Young Office Equipment Com- 
pany; “Shorty” Ketcherside and Charlie Van Wald, 
Buckland-Van Wald Company, Detroit. 
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Selling Installment Accounts 


Suime merchandise on an in- 
stallment basis is a popular 
method of modern retail distribu- 
tion. Consumers have been edu- 
cated to expect extension of credit 
so that purchases can be made by 
paying a certain amount of cash 
when an order is placed and pay- 
ing the rest of the amount in- 
volved at stipulated intervals and 
in stipulated amounts. Install- 
ment selling has given a strong 
impulse to buying. Many pur- 
chases made on income could not 
be made if cash were required. 


Unfortunately there is a less 
brilliant side to the picture. In- 
stallment selling ties up a mer- 
chant’s capital. I do not believe 
that many dealers realize how 
much capital they have tied up in 
installment accounts. On _ the 
sheets you now have before you 
are sets of figures that show 
clearly how much money is in- 
volved in carrying ten portable 
typewriter installment accounts 
per month and how long it takes 
before there begins to be a plus 
balance. (Note.—The figures pre- 
pared by Mr. Ward are reproduced 
in adjacent columns.) 

By advertising portable type- 
writers as being available on an 
installment purchase basis, manu- 
facturers have increased the busi- 
ness potential of dealers consider- 
ably. But if the dealer, especially 
the small dealer, carries the in- 
stallment papers himself, he will 
soon go broke. He should take 
advantage of the manufacturers’ 
vlan of taking over the financing 
of installment sales after the 
down payment has been made. 
This plan reduces to the mini- 
mum the amount of capital re- 
quired by a dealer to operate 
that portion of his business repre- 
sented in installment sales. 


Many years ago, when I was 
connected with The National Cash 
Register Company in Dayton, Ohio, 
there was a sudden wave of wage 
cutting because the company was 
losing money. An analysis made 
of the books revealed that the 
company was financially crippled 
because of handling too many in- 
Stallment accounts. If that can 
happen to a large manufacturer, 
it certainly can happen to a small 
dealer 

In order to succeed today in the 
office machine business, it is nec- 


Letting Manufacturers 
Handle the Installment 
Papers Lifts Dealers’ Profit 


By JAMES P. WARD 


Reliable Typewriter & Adding 
Machine Corporation, Chicago 


(Address at N.T.0.M.D.A. Convention) 


essary to carry a variety of lines. 
I know one dealer who pays his 
overhead by carrying postage 
stamps. A lot of dealers handle 
cash registers profitably. To para- 
phrase an old saying, variety is 
the spice of trade. 


My final advice is, don’t carry 
too many installment accounts. 
Turn them over to manufacturers, 
and get your commissions. 





CARRYING INSTALLMENT ACCOUNTS 


Cash Investment Required by a Dealer to Carry 10 Portable Installment 


Per Month 


Unit Price—$33.75 


2nd 3rd 4th 5th 
Month Month Month Month 
$ 337.50 $ 337.50 $ 337.50 $ 337.50 

287.50 545.00 772.50 970.00 





625.00 882.50 1,110.00 1,307.50 
80.00 110.00 140.00 170.00 





545.00 772.50 970.00 1,137.50 
7th 8th 9th 10th 
Month Month Month Month 
$ 337.50 $ 337.50 $ 337.50 $ 337.50 
1,275.00 1,382.50 1,460.00 1,507.50 








1,612.50 1,720.00 1,797.50 1,845.00 
230.00 260.00 290.00 320.00 





1,382.50 1,460.00 1,507.50 1,525.00 
12th 13th 14th 15th 
Month Month Month Month 
$ 337.50 $ 337.50 $ 337.50 $ 337.50 
1,512.50 1,470.00 1397.50 1,295.00 





Sales 
lst 
Month 
Investment $ 337.50 
Carried Forward 
Cash Received 50.00 
Balance 287.50 
6th 
Month 
Investment $ 337.50 
Carried Forward 1,137.50 
1,475.00 
Cash Received 200.00 
Balance 1,275.00 
11th 
Month 
Investment $ 337.50 
Carried Forward 1,525.00 
1,862.50 
Cash Received 350.00 
Balance 1,512.50 
16th 
Month 
Investment $ 337.50 
Carried Forward 1,162.50 
1,500.00 
Cash Received 500.00 
Balance 1,000.00 
21st 
Month 
Investment $ 337.50 
Carried Forward 50.00 
387.50 
Cash Received 650.00 
Balance 262.50 


1,850.00 1,807.50 1,735.00 1,632.50 
380.00 410.00 440.00 470.00 
1,470.00 1,397.50 1,295.00 1,162.50 
17th 18th 19th 20th 
Month Month Month Month 
$ 337.50 $ 337.50 $ 337.50 $ 337.50 
1,000.00 807.50 685.00 332.50 





1,337.50 1,245.00 922.50 670.00 
530.00 560.00 590.00 620.00 








807.50 685.00 332.50 50.00 


Bought $7,087.50 worth of typewriters 
Commission $4,150.00 














The “Small Business’ Movement 


a 1905 I accepted a position in 
Columbus as a junior bill clerk. 
Bills were written in long hand 
back in those times. Then one 
day a salesman stopped in with a 
visible typewriter. After a short 
talk, he set the machine in the 
billing department and we said, 
“We will see if it will do what 
you say it will do.” I had never 
seen a typewriter before, so he 
showed me how to put the bill in 
the machine. This new method of 
biliing worked so well that in 
eighteen months I was head bill 
clerk. In 1906 I purchased our 
first calculating machine. I also 
bought one of the early duplicat- 
ing machines. So you see, I have 
had long association with your in- 
dustry. Now, to get down to my 
knitting. 

I welcome the opportunity to 
speak to you small business men 
and women, as I am the active 





Speaker Tells of Group 
Which Champions Cause 


of the Small Business Man 


By OWEN M. FOX 


Executive Secretary, 
Smaller Business of America, Inc. 


(Address at N.T.O.M.D.A. Convention) 


propaganda head of an organiza- 
tion supporting the cause of small 
business. It is called Smaller Busi- 
ness of America, Inc. 

One may ask, “Why organize 
small business?” It would seem 
that we have enough organiza- 
tions now. But if small business 


wishes to be heard at Washington 
it must be well organized and suf- 


ficiently represented. We all know 
that the reception one gets in his 
state and city council is propor- 
tionate to his backing. The same 
is true at Washington. 

It appears that our government 
is strongly influenced by pressure 
groups. Laws are passed accord- 
ingly. Therefore, if the interests 
of the small business men are to 
be considered they must speak as 
an organized group. This organi- 
zation is now fighting to be heard. 

Conditions are such that the 
small business man can scarcely 
prosper. It is up to you to set your 
goal and decide what you are go- 
ing to do. 

I hope that when you return 
home you will further acquaint 
yourself with this movement in 
behalf of small business and join 
it. Its members have _ joined 
Smaller Business of America, Inc., 
because they believe it will help 
their business. 
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THE ENSEMBLE AT THE ALPINE VILLAGE.—Delegates and their ladies were entertained at 


the Alpine Village on Monday evening by the above talented group. Included in the show 
was a brass band, the players of which doubled as a male chorus. There were three girl 
soloists one of whom was a yodeler as was one of the men singers. The show at the Village 


set a high mark in convention entertainment. 


Here Endeth the Detailed Report of the Fourteenth Convention of 


the National Typewriter & Office Machine Dealers Association, 


Held in Cleveland, Ohio, July 24, 25 and 26. 
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WOOD DISCUSSES MARKET STABILIZATION 


Lamont H. Wood, who resigned some time ago from 
the presidency of the National Typewriter & Office 
Machine Dealers Association due to ill health and 
cancelled an appearance as speaker at the present 
convention for the same reason, recently discussed 
his ideas for stabilizing the typewriter market. 

The address was to have been delivered at the con- 
vention but, acting under the advice of physicians, 
Mr. Wood was obliged to cancel his appearance and so 
OFFICE APPLIANCES herewith presents the highlights 
of the speech he would have made to the assembled 
delegates. 

Mr. Wood believes that since manufacturers some 
time ago discontinued the exchange trade-in policy 
dealers have developed an unusual caution so far as 
investing money for the purpose of carrying a large 
stock is concerned. He said the present tendency is 
to buy “from day to day” whereas when manufacturers 
exchanged their trade-ins with one another a stable 
market was created and dealers did not hesitate to 
purchase from 300 to 500 machines at a time. 

“That plan kept money in circulation and gave the 
dealer a complete stock whereby he would be better 
enabled to serve the requirements in his particular 
locality,” Mr. Wood said. “This plan was a very 
healthy one and, while dealers may have paid a little 
more money for typewriters, it more or less protected 
the retail price of their merchandise.” 

On the open market of today, Mr. Wood pointed out, 
a dealer may buy 100 or more machines at what he 
considers a good price and a few days later find the 
same machines offered him at from $5 to $7.50 each 
less. He declared that a plan whereby typewriters 
can be purchased at a given price would tend to allow 
dealers to buy in quantities as large as formerly. 

The present low prices of rebuilt standard machines 
is mainly responsible for a demoralized market for 
new portables today, Mr. Wood declared. A _ used 
standard size machine which sold for $45 six months 
ago, he explained, can today be purchased for almost 
half that sum. For this reason, Mr. Wood points out, 
prospective buyers of a new portable are inclined to 
turn to a used or rebuilt machine and save the differ- 
ence in price. 

“Manufacturers who desire to get the proper volume 
of new portable business should find a way to cor- 
rect the present prices of second-hand and rebuilt 
machines so that the price will be closer to that 
of a new portable,” Mr. Wood declared. “Such action 
would enable dealers to turn their customers’ atten- 
tion to the advisability of buying a new portable to 
the mutual benefit of everybody.” 

Mr. Wood’s inability to attend the convention was 
a severe disappointment to his many friends as well 
as himself. And many of the delegates expressed the 


hope that when the next gathering rolls around 
“Lamont” will be very much among those present. 
a ee —_ 


DISPLAY EASELS MAKE IMPRESSIVE SHOWING OF 
SHIPMAN-WARD LINES 
When C. A. Thompson, sales manager of the Ship- 
man-Ward Manufacturing Company, Chicago, was 
casting about for ideas anent effective ways of exhibit- 
ing S-W products at the National Typewriter & Office 
Machine Dealers Association convention in Cleveland 
last month, he was impressed with the suggestion of 
using big display easels. Under his guidance five floor 
Stand easels came into being, on four of which are 
mounted related items in Shipman-Ward lines. The 
other carries samples of decalcomania transfers for 
office machines. Each easel has a black surface and is 
edged with bright metal bands. The ensemble effect 
ls attractive, informative and impressive 
Tools, such as screw drivers, pliers, nippers, ham- 
mers, wrenches, etc., are neatly segregated on one of 
the easels. The display represents a complete line of 


ws 
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tools for the typewriter mechanic. Accompanying each 
tool is a small button carrying the S-W catalogue 
number. 

On another easel are mounted platens and covers, 
rubber key tops, brushes, parts, pads, shock absorbers, 
covers, etc. The items on the board are accompanied by 
consecutively numbered buttons. 

A third easel exhibits an unassembled Underwood 
typewriter. On a lighted repair turn table, mounted so 
that its platform is parallel to the floor, rests the frame 
of the machine. On either side and above it are located 
the various parts needed to make it a complete ma- 
chine. Below, key caps are arranged so as to spell out 
the words “Underwood Unassembled,” one above the 
other, the initial “U” and the final “D” being double 
height and serving to open and conclude both words. 
This board graphically presents the recently an- 
nounced S-W offering to dealers of dismantled Under- 
woods with all parts cleaned, refinished, or new for 
assembly by dealers in their own shops. 

The transfer display is of particular interest. The 
upper half of the board is finished to resemble the 
glossy finish of office machines. The lower half has 
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TWO OF THE FIVE DISPLAY EASELS PREPARED BY THE 
SHIPMAN-WARD MANUFACTURING COMPANY FOR EX- 
HIBIT AT THE N. T. O. M. D. A. CONVENTION IN CLEVE- 
LAND.—At the left is an unassembled Underwood typewriter. 
with the frame and parts as they are received by dealers for 
assembly in their own shops. At the right is the tool display 
with catalogue numbers of each tool indicated on little buttons. 


a crackle finish. On each portion the wide variety 
of decalcomania transfers available to S-W dealers is 
amply portrayed. 

On the remaining easel four shelves carry a mis- 
cellany of products, including lacquers, cleaners, oils, 
postal scales, electrically powered “Toolmaster,” metal 
cabinets and files, tool boxes and bags. 

When set up in Mr. Thompson’s office, the easels 
proved their effectiveness by engaging the enthusiastic 
interest of visiting dealers. At the N. T. O. M. D. A. 
convention a similar interest was in evidence. Besides 
serving their primary function of revealing Shipman- 
Ward lines, the easels are examples of a good merchan- 
dising idea that dealers can apply in their own places 
of business. 
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Modern Office Pesign and Decoration 


rf OW should the average busi- 
ness man furnish his office? By 
telling his secretary to go over to 
the department stores and pick 
out “some nice furniture that 
doesn’t cost much’? By asking his 
wife to help out by getting “some 
curtains with color in them,” and 
“a few pictures—why not hunting 
prints’? No. 

You decide that you want your 
office to look efficient rather than 
impressive. You do not need a 
colossal desk. All your business 
papers will be carefully filed in 
steel cabinets for convenient ref- 
erence. Your books and catalogues 
will be in built-in shelves, ready 
to handlé, catalogued if you have 
many. You want only a moder- 
ately sized desk top to hold the 
correspondence to which you must 
attend, a file basket, and the tel- 
ephone. A smaller desk for your 
secretary should be near yours if 
you do not have a separate secre- 
tarial room. You will doubtless 
want a dictating machine. 

It is important to choose good 
chairs. You want them comfort- 
able but dignified. You want them 
to be distinguished by good de- 
sign, fine workmanship, good ma- 
terials, durability and style that 
expresses your individuality. 

What shall the background foi 
this furniture be? 

The floor? If the building al- 
ready has good hardwood floors, 
a loose rug may serve your pur- 
pose. If the floors are concrete, 
lay over them battleship linoleum, 


Address Delivered Before the 

Recent Annual Sales Confer- 

ence of Leopold Company 

Dealers. Suggestions Made 

for Benefit of Users Provide 

Sales Ammunition for Alert 
Dealers 


By JOHNS H. HOPKINS 


Holabird & Root, Architects 
Chicago, Illinois 


rubber tile, or asphalt tile in some 
fine, quiet color, and you will have 
cheer, as well as durability. 

The walls? They may be of plas- 
ter, but smooth. No rough surface, 
strip paneling or ornamentation of 
any kind. No moldings, or cornices. 
The entire surface may be painted 
in one color, or you may use a 
darker color for a wainscot. Wood 
veneer makes an agreeable wall 
and looks more elegant. It also 
may be used for wainscot only, as 
may wall-rubber, another contem- 
porary product. The color of the 
walls should be light but in a soft, 
receding tone that is kind to the 
eyes. 

Venetian Blinds for Windows 

The windows? No curtains. Only 
Venetian blinds to control the light. 
These may have slats of natural 
wood or be painted in a lighter 
color than the wall. There are also 


metal blinds on the market which 
are very satisfactory. 

And you must have adequate 
light. A simple, inconspicuous ceil- 
ing fixture is essential for the 
cleaning woman’s use, and a desk 
lamp properly shaded for your use 
when working late, or on dark 
days. No wall brackets. 

You will want to see to it that 
the room is properly ventilated, 
the air properly humidified. Air 
conditioning is certainly advisable. 

If you have pictures on your 
wall, you will want them few, dis- 
tinguished, and impersonal. Pho- 
tographs of the family should be 
out of sight, for a client calls upon 
the man of business. The family 
man belongs out of office hours. 

Here is a room so simple that in 
it your own personality will be the 
dominant note. Your visitor will 
remember you more clearly than 
the room. The points you make 
will carry, and he will have confi- 
dence in you as a man who elim- 
inates unnecessary detail to get 
things done. 


Corporation Offices 


Progressive concerns are coming 
to realize the important part 
played by the appearance of their 
offices in creating public respect. 
They are seeking professional ad- 
vice, not only as to mechanical 
equipment, but as to _ interior 
architecture and furnishings as 
well. They wish to make their 
offices a concrete expression of a 
well supervised organization, in 
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which the public may have con- 
fidence. 

Firms that spend a large sum 
to “doll-up the boss’ private office”’ 
and let it go at that, do not create 
this impression. On the other 
hand, it is equally unwise to make 
the public spaces appear too pre- 
tentious. Whether the business is 
farm machinery or kitchen uten- 
sils, people should feel, when they 
step into the office, that this con- 
cern is up-to-date; therefore, its 
product must be good and its busi- 
ness practices reliable. 

The only way to do this is to 
have the layout of the space and 
its furnishings planned by a de- 
signer who will conceive the whole 
project as a unit. 


A sense of space gives the im- 
pression that the concern is large 
and powerful. One way to achieve 
this is to use partitions of clear 
glass between the various depart- 
ments. When one has an uninter- 
rupted view across the whole space 
and every employe is working in 
full view of everyone else, you 
know that the organization is well 
supervised. 

Even the various executives’ of- 
fices should be treated in an im- 
personal way. The client is dealing 
with them not as individuals, but 
as representatives of the company. 
If their offices are part of the 
whole scheme, one senses the con- 
tinuity and unity behind the rep- 
resentative. One knows that the 


4 


client’s interests will continue to 
be served no matter what may 
happen to the man behind the 
desk. If the president wishes to 
bring some personal feeling into 
his office, that, of course, is more 
permissible. His personal prestige 
may be an asset to the company. 

The most important considera- 
tions, after all, are the basic ones 
of adequate space, light, and air. 
Proper acoustical and ventilating 
equipment are essential. Decora- 
tion should be Kept as simple as 
possible. Wall colors should bs 
agreeable to the eyes and fresh 
in appearance. Ornamentation 
should be eliminated or used with 
great restraint and only when well 
designed. 


Selling the Office Chair 


z ESTIMONIALS, or rather, “in- 
dicated testimonials’, have been 
the backbone of a very interesting 
sales method used to promote a 
big volume of clerical and execu- 
tive office chairs by Claude F. My- 
ers, of the Myers Office Furniture 
Company, Kansas City, Mo., dur- 
ing a recent period. Mr. Myers’ 
firm has sold more than 585 chairs 
during a three year period. 

With each sale, the number of 
the piece sold, and the name of 
the buyer was listed upon a page 
in a simple record book. If chairs 
were sold to more than one office 
of a given firm, each office was 
listed separately. Then the buyer 
was asked to sign his name above 
the dotted line, in another column 

—opposite number of his chair 
as a “satisfied” buyer. 

This proved a simple, invaluable 
sales record, making the sales 
books of vital importance in pro- 
moting the sale of chairs. “One 
of the first remarks the prospect 
is apt to make,” said Mr. Myers, 
“is that he has never heard of this 
chair, doesn’t know anything 
about it. 

“We lay the book down before 
him, open to the testimonial pages, 
and skim through some names. 
Invariably, he remarks, ‘I didn’t 
know Jones had one of these!’ 
and his confidence in the mer- 
chandise is assured.” 

The salesbook with material ad- 
vancing the cause these chairs has 
become one of the most effective 
tools he has ever used, according 


Techniques Applied With 
Success by Myers Office Fur- 
niture Company, Kansas City, 


Missouri 


By DWIGHT ABBOTT 
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to Mr. Myers. In a transparent 
folder inside the book is a series 
of letters which brought a sale of 
a chair to a missionary customer 
ii Coquilhatville, Belgian Congo. 
Negotiations for the sale were be- 
gun on a “tip” from a local cus- 
tomer; the sale, finally made, 
brought a congratulatory testimo- 
nial letter, and “opened one of the 
most interesting correspondences 
of a life time,” said Mr. Myers. 

“People like to know who else 
has bought,” he insists. The tes- 
timonials, or signatures, were 
asked for over a long period; but 
the time came when any in addi- 
tion to what had been obtained 
were unnecessary. 

The Myers Office Furniture 
Company also has found use of 
photographs a highly satisfactory 
and, in fact, almost a necessary 
method of promoting sales. A few 
years back, the firm began making 
pictures of installations; some of 
these were enlarged, framed, and 


hung in the beautiful show room 
Others were put into a sales 
album; the picture album is used 
from time to time. The most im- 
pertant result of the move has 
been to establish authenticity of 
many beautiful installations in its 
section, as having been made by 
the Myers firm, and thus to avoid 
any misinformation that might be 
going the rounds. But the album 
is also important in making use of 
testimonial psychology in selling. 

Having adhered rigidly to the 
marketing of office furniture alone 

and that in the quality class— 
Mr. Myers “wouldn’t try to sell 
anything else.” Sales psychology 
in the two different departments, 
office supplies and office furniture, 
is totally different. 

Though his store has no show 
window at its location, this is not 
greatly missed. In fact, it helps to 
build a sale in that the customer 
must be brought into the store. 

The Myers policy of “not being 
afraid to buy” has been account- 
able in a large degree for the 
growth of this firm during the 
twenty-five years it has been in 
business, Mr. Myers believes. 

The policy is well exemplified by 
the purchase, once, of eighty club 
chairs in the luxury class, fifty- 
four of which were sold in a short 
time. “They proved extremely use- 
ful in building sales in other office 
furnishings. The best way to sell 
them was to get the customer to 
sit down in them for a very pleas- 
ant demonstration.” 











Your Own Office Can Be One of 
Your Best Merchandisers 


: not very probable that 
many, if indeed, any, office appli- 
ance dealer considers the possi- 
bility that his own private office, 
where he perspires and perhaps 
cusses, might be one of his best 
selling arguments. 

That, however, has been the ex- 
perience of E. M. Stewart, head 
of the Stewart Office Supply Com- 
pany, Dallas, Texas. 

Mr. Stewart has sold four office 
suites directly in consequence of 
his own office having been viewed 
by prospects. The desks alone in 
these sales were priced at an av- 
erage of $400. How many other 
sales might directly be traced to 
the office he uses is a matter of 
conjecture. 

The taking of a place on the 
“sales staff” of his own office was 
a result of the desire of Mr. 
Stewart to have it so placed that 
he could easily and conveniently 
go out onto the floor at any time, 


A PRIVATE OFFICE AND A MODEL 
OFFICE THAT IMPRESS CUSTOMERS. 
—Above is the office of E. M. Stewart. 
It stands next to one of the display 
booths which is virtually identical in 
size and equipment shown. Mr. Stew- 
art has found that the proximity of his 
own office to the display booth has sold 
many office furniture ensembles. Below 
is one of the display booths. It shows 
how Mr. Stewart refrains from use of 
desk accoutrements which might result 
in injury to the finish of costly equip- 
ment. In all of his displays this policy 
is followed. His own office furnishes 
the complete office setup for viewing 
by interested prospects. In each of 
these booths, including that used for 
his office, Mr. Stewart has provided 
special ceiling lamps of high power 
which show the furniture to advantage. 


By J. D. MUELLER 


obviating the necessity of de- 
scending a staircase. 

“I’m in and out from the floor. 
I may work for ten minutes or 
five; and I may get in forty-five. 
I am simply in and out—get it 
done as best I can,” he explains 

“TIT wanted arrangements where- 
by I could individualize suites as 
I wished. With that in mind, I 
had those alcove-like spaces built.” 
(These are three in number, and 
extend along approximately two 
thirds of the wall, back to the 
rear of the store.”’) 

“Each of these is large enough 
to permit display. I took the last 
one for myself.” 


The fact that his “private of- 
fice” was little different from the 
display spaces, the difference 
chiefly being that his desk fre- 
quently was littered with papers 
requiring attention, and waste 
basket piled high with discarded 
matter, might seem to be a detri- 
ment rather than otherwise. 

The fact has been, however, 
that the presence of the papers, 
and the evidence of work seem to 
have proven decidedly valuable 
properties; to have made the last 
“display” a decidedly convincing 
one. 

Mr. Stewart laughed as he re- 
called it. 

“IT sold four sets which are just 
about the same thing as I have 
back there to men who saw my 
working ‘tools. They looked over 
the rest; but bought what they 
saw I was using myself.” 
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SHAW-WALKER INSTALLATIONS.—Choice of Shaw-Walker 
equipment for all its office equipment requirements, produces 
the uniform appearance shown in the top picture, which is of 
the National Liberty Insurance Company broker's office in 
Boston. Skyscraper desks are mahogany grained finish. The 
installation was made by the Shaw-Walker office planning 
service of Boston. Pictured below is the private office of At- 
torney Ralph N. Ingalls, Portland, Me. The four Fire-Files re- 
place a vault that occupied a corner of the room. Uniform 
appearance, added table space and easier access to the records 
are the benefits. The Hall-Martin Company, exclusive Shaw- 
Walker dealer, executed this complete remodeling. 


SIKES FURNITURE IN SERVICE.—At the top is the children’s 
room of the Lockport Library, Lockport, N. Y., notable for its 
intimate Early American atmosphere. It is furnished with har- 
monizing Sikes chairs, in their distinctive butterscotch maple 
finish. Below is the president's office in the Chesapeake Tele- 
phone Company building, Baltimore, Md. Much of its character 
is due to the “Century” executive office group, made by The 
Sikes Company, Inc., Buffalo, N. Y., and furnished by James T. 
Vernay & Sons Company, Baltimore, Md. All the commercial 
chairs in six new and large public building projects in Texas, 
including the Houston City Hall, have also been supplied by 
The Sikes Company. 
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COMPLETE AND UNUSUAL AUTOMATIC INSTALLATION in 
the offices of McNutt Brothers, well known contractors of 
Eugene, Oregon. Illustration at top shows the executive office 
while the lower view shows the adjoining estimating and 
clerical office. Equipment furnished includes Automatic execu- 
tive and typewriter desks, counter high expanding and com- 
pressing cap files, card files and cupboard with continuous 
linoleum counter top. Automatic sliding desks trays and desk 
high waste basket complete the arrangement of equipment 
which is olive green finish and harmonizes beautifully with 
the specially decorated interior. Installation was made by 
Rubenstein Furniture Company of Eugene. 
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“Y AND E” DESKS IN UTILITY COMPANY.—The Peterson 
Lithograph & Printing Company, Omaha, Neb., agents for the 
Yawman and Erbe Manufacturing Company in that city, re- 
cently installed the new “Y and E” Styled Associate desks in 
the offices of the Metropolitan Utilities District, Omaha. The 
desks were furnished in grained walnut with tan linoleum 
tops. Matching chairs were also furnished. These desks were 
installed on the ground floor and serve as strikingly modern 
contact point for establishing new accounts. 
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EDITORIAL 


Industry Sales Increase 


S@WITH the fall season approaching next 
month, the recent reports on various lines of 
business showing continued improvement as 
compared to a year ago are most heartening. 
New 1939 peaks have been reached in several 
industries, some enterprises setting sales records. 

Retail trade of all kinds, according to Dun & 
Bradstreet, has remained 7 to 12 per cent above 
the 1938 level. 

Poor’s Surveys of the office equipment indus- 
try show comparable gains in this field, and pre- 
sent a favorable outlook for the balance of the 
year. “For the full year, a 15 per cent sales gain 
may be expected” by manufacturers of office 
appliances, said the report issued July 7. 
“Through operating economies effected last 
year, profit margins are wider. Hence, an even 
better showing will be made by net earnings.” 


On the improving domestic sales of office ma- 
chines, the report said, ‘““Because of quickened 
commercial and industrial activity outlined for 
coming months, demand for standard type- 
writers should continue the expansion shown for 
the initial four 1939 months. Exploitation of 
the portable typewriter field, meanwhile, should 
prove more and more profitable. 

“Although indicated sales of cash registers, 
adding machines, and calculating machines dur- 
ing the initial four months of 1939 were below 
levels for the corresponding months in 1938, 
they have recently given signs of strengthening. 
With consumer purchasing power expected to 
maintain the present uptrend in retail sales, 
demand should soon exceed that of last year.” 


While the report did not cover all types of 
office furniture, it indicated a considerable in- 
crease in sales of steel equipment. ‘‘As compared 
with corresponding 1938 volume, new orders for 
steel office furniture in May, 1939, were the best 
reported so far this year. Registering a 38 per 
cent gain, they were slightly in excess of ship- 
ments, with the result that unfilled orders rose 
to a point nominally over that of a year earlier. 
In the steel shelving division, likewise, bookings 
were larger than shipments. Here, unfilled or- 
ders rose to the best level since the fall of 1937. 
As for steel lockers, the situation was similar; 
unfilled orders on May 31, 1939, were more than 
75 per cent ahead of the year-earlier volume. All 
divisions in the steel equipment field are ex- 
pected to show continued growth in demand 
during the near term.” 


Concerning the government investigation of 
the typewriter business, to which reference was 


made in these columns last month, Poor’s Sur- 
veys included the following opinion: 

“Accused of making simultaneous and uni- 
form price advances and allowing like turn-in 
values for used typewriters of the same age, the 
four dominant manufacturers of typewriters are 
being subjected to a grand jury investigation 
into the industry’s distribution and sales pol- 
icies. Although disturbing, the inquiry is not 
expected to result in any serious disruption of 
present merchandising methods. In the final 
analysis, it probably will be found that present 
trade practices are but a natural evolution of 
efficient mass production and distribution prin- 
ciples.”’ 

Unsettled conditions abroad have caused ex- 
ports of office appliances to drop 5 per cent be- 
low the first four months of last year. 


—_o—-- 


MEN are never so likely to settle a question rightly 
as when they discuss it freely—Macaulay. 


_—_—_~eom- 


N.S.A. Convention Next Month 
4 BOSTON will be the scene of the 34th An- 
nual Convention of the National Stationers 
Association, September 18, 19, 20 and 21. Every 
stationer able should plan to attend. The largest 
assembly of dealers in history is expected. 

An outstanding program is being arranged by 
hard-working committees enspirited by New 
England’s famed hospitality. Features which 
proved so successful in Chicago will be incorp- 
orated in the schedule, with others added to 
make the convention profitable to even those 
who come the farthest distance. 

In the big exposition visitors will not only 
view displays of leading lines, but many manu- 
facturers will present first showings of new 
products. 

The contacts and ideas obtained at the con- 
vention and exposition, when applied to one’s 
own business, may pay the expense of the Boston 
trip many times over. 

Then, the journey will afford opportunity for 
visiting places of interest about Boston and else- 
where in the East, including the New York 
World’s Fair. Stationers’ Day at the fair, on 
Monday, September 25, will be a great climax to 
this year’s N.S.A. convention. 


IN any emergency in life there is nothing so strong 
and safe as the simple truth.—Charles Dickens. 


—_-- + 


The School Supply Business 
& THE material in this issue on business 
training and the sale of school supplies and 
equipment, manufactured by the office equip- 
ment industry, will be interesting to both pro- 
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ducers and distributors. 


The importance of 


modern office utilities in the world of business 
is reflected in their wide use in high schools and 
universities. Once training on these things was 
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them were and are many of high rank. The 
development of business educational courses, 
and the students’ use of these utilities has given 
rise to a significant volume of business for the 


confined to the “Business Colleges”, and among 


industry. 


Lest We Forget 


Grm reminders of the late World War meet us in our daily life but 
sometimes it appears we are not fully conscious of the consequences of 
that war. It cannot be denied that, basically, most of the world’s prob- 
lems are attributable to that great conflict. 

There has been no really sound sustained recovery since the war. For 
a time after peace had been declared, it appeared the world might be 
making progress, but the trade recovery that occurred resulted from 
unsound credit. Europe borrowed heavily in those years. Today Europe 
is still owing heavily and in many instances defaulting on its credit 
obligation. 

In the twenties, we seemed to prosper in this country. But that 
recovery was largely based upon unsound domestic credit inflation. 

The serious consequences of the past world conflict include a break- 
down of sound monetary policies, an almost total absence of a reliable 
international medium of exchange, faulty distribution of gold, resort to 
barter practices and expedient bilateral pacts, as well as an unsound 
moral attitude towards debt. Little wonder the world is in an economic 
maelstrom. 

Add to these world-wide problems certain unsound domestic policies 
and you have the serious situation that now confronts us. 

If we kept ever before us the fact that a conflict such as the World 
War destroyed values which it will take perhaps half a century of work 
to recreate, produced mental and moral shocks which only time can 
cure, our approach to a contemporary recovery might be more realistic. 
We might think less of magical, rabbit-out-of-the-hat ways of recovery, 
more of the previously tried and proven means, realizing that our fall 
from the pre-war prosperity levels was not due to an economic system 
that withstood the test of the years, but rather to the fact that no eco- 
nomic program can withstand a conflict so destructive as the late 
World War. 


Henry H. Heimann, Executive Manager, National Association Credit Men 
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HURLBUT SMITH HONORED BY 
FORTY-PLUS CLUB 
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the talk of the town for the other 
eleven months. 

Ten years ago Edward L. Little 
sales manager of the Wabash organ 
ization, hit upon a plan of holding 


party would be an annual aftair a 


long as the Little's garden and lawn 
was given a fair break. 

So it was that last month Ed and 
atter all combed and 
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Robert Kinerk, refreshments 
served and the happy youngsters 
wearing carnival paper hats donated 
for the occasion by Andy Maish of 


the Dennison Manufacturing Com 


were 


Gyp re 
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an ice cream and cake party for brusneqd and 
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the pany, Framingham, Mass., consumed 





WABASH YOUNGSTERS ATTEND ED LITTLE’S PARTY FOR “GYP” 


Ed. Little holds Gyp for picture while the kids gather 
around to wish the pup a happy fifteenth birthday. 
(Upper and lower center) The big crowd of boys and 


in honor of the Thing in p< 


Wabash youngsters 


girls, in their carnival hats, having the time of their 
lives on the Little lawn. (Right) American Legionaire 
Eugene M. Weesner presents an American Flag. 
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“The Importance of Foreign Trade” 


Under the above title, John A. Zellers, 
vice-president of Remington Rand, Inc., 
delivered an address at the Buffalo 
Rotary Club luncheon meeting on Thurs- 
day, May 25. The meeting was sponsored 
jointly by the Rotary Club, the Buffalo 
Foreign Trade Association and the Buf- 
falo Chamber of Commerce. It was part 
of the nation-wide observance of Foreign 
Trade Week. 


Mr. Zellers introduced and developed 
the subject in a scholarly manner. He 
traced the history of foreign trade from 
its beginning in 1453, when Mohammed 
II conquered Byzantium and “closed the 
area surrounding the Dardanelles to 
overland trade between Europe and Asia 

. Which led the nations of Europe... 
to look for new routes to the East,” up to the con- 
temporary recession in international commerce. He 
referred to the discovery of America, the rise of 
Spanish foreign power, the expansion of England’s 
colonial empire, and the general flourish of the United 
States’ foreign trade until the Civil War temporarily 
halted our advance. Following that great conflict, the 
idea was suggested of imposing duties upon imports 
as a means of paying the Federal debt left by the War, 


without levying a direct tax upon the people. The 
plan was adopted. Conditions were favorable. As our 


country expanded Westward, our foreign commerce 
grew, and our foreign debts were liquidated. 

Following the World War, Mr. Zellers pointed out, 
other nations adopted the idea of protective tariffs and 
our international commerce declined. In 1929 our 


tariffs were raised again for the purpose of protecting 





JOHN A. ZELLERS 


home industries. One of the results was 
a flare of hostility toward us in some 
countries. 

Mr. Zellers reminded his listeners of 
the important fact that the only way in 
which people in countries abroad can 
pay for our goods is either with gold (ap- 
proximately two-thirds of the current 
supply of gold in the world is now in the 
United States), with other goods, or with 
credits in dollars accumulated in the sale 
of their goods to us. If other countries 
are deprived of the means to purchase, 
we cannot expect to build a large foreign 
trade. 

Referring to his long experience in the 
typewriter industry, Mr. Zellers said, 
“Since 1913 there has been no tariff 
on typewriters. In that year, as a part of the tariff 
reduction era, typewriters, which were alleged to be 
made by a trust, as were sewing machines, agri- 
cultural machines and shoe machines, were put on the 
free list by Congress. Nothing happened in conse- 
quence. No prices were reduced, showing that the 
prices must have been fair. Practically none of these 
products have come from abroad, although agricultural 
implements are made abroad, as are sewing machines 
and typewriters extensively.” 

Among his concluding remarks, Mr. Zellers expressed 
approval of the reciprocal trade treaties negotiated 
by Secretary of State Cordell Hull. “They are moving 
us in the right direction,” he said, “but they are slow. 
It is ten years since the last Tariff Act was passed, and 
it has been a time of great suffering. We haven't 
found the cure yet, but it does lie in that direction.” 





NEW MACHINES AND DEVICES | 





SMITH-CORONA ANNOUNCES DUPLI-WRITER 

L. C. Smith & Corona Typewriters Inc, Syracuse, 
N. Y., has announced the new L. C. Smith Dupli-writer. 
The purpose of this two-ribbon typewriter is to write 
master sheets for use on spirit and gelatin type 
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THE DUPLI-WRITER 


duplicating machines. It is also specially recommended 
for typing copy which is to be reproduced by photolith 
and similar photographic duplicating processes. 

The Dupli-writer is equipped with a fabric ribbon 
and a carbon paper ribbon. It uses a carbon paper 
ribbon 9/16 inches wide and 200 feet long. The rib- 
bons operate independently and can be used separately 
or in conjunction. 

The carbon ribbon fits diagonally across the platen 
so that as many as four complete writing lines are 
obtained from the ribbon’s width without rewinding 
or rethreading. 

—-><- 
STANDARD ANNOUNCES DELUXE AUTOMATIC 
FEED 

The Standard Mailing Machines Company, Everett, 
Mass., has announced a new Deluxe automatic feed 
for Standard fluid process duplicators, designed to 





STANDARD’S DE LUXE AUTOMATIC FEED 


hold 500 sheets (one ream) of standard copy paper 

Embodying all of the salient features of the regular 
Standard simplified automatic feed, the new device 
also offers greater paper capacity plus an increased 





positive action. Seated in a special feeding tray the 
full ream of paper is set at the position for maximum 
feeding efficiency and this same level is automatically 
maintained throughout the run of copies by means of 
a self-raising platform which is automatically raised 
the thickness of one sheet of copy paper. A sponge 
rubber friction pad helps retard the paper stack, act- 
ing in conjunction with the stripper head to positively 
insure the feeding of one sheet at a time. 

Available as optional equipment on all Master Model 
Standard fluid process duplicators, the Deluxe feed 
has a black crinkle finish to match exterior of dupli- 
cator and cabinet, and all metal parts are chromium 
plated. 

>? - 
OLD TOWN’S “SABLE” CARBON PAPER 

The Old Town Ribbon & Carbon Company, Brooklyn, 
N. Y., last month announced a new addition to its line 
of fine carbon papers called the Old Town Sable. The 
tissue is genuine rag and is coated by exclusive, scien- 
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Clean Carbon Paper 
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THE “SABLE” CARBON PAPER 


tifically-advanced process which provides a brilliant 
lustre and sharpness with a durability that is outstand- 
ing. The back of each sheet is imprinted with an 
overall streamline design which adds considerably to 
the appearance of the paper. Old Town Sable is made 
in a complete line of five weights and three finishes 
in each weight for every commercial purpose. 
*—- 

FULTON’S “IN-A-TRAY” OFFICE PRINTING SET 

To facilitate the work of setting up rubber stamps 
in the office and to eliminate the hazard of lost type, 
The Fulton Specialty Company, 200 Fifth avenue, New 
York, N. Y., has recently made two original and help- 
ful improvements in the packing of its De Luxe Office 
Printing Outfits Nos. 0, 1, 2 and 3. 

The rubber type, stamp pad and type holder are 
now separately contained in a novel “In-A-Tray” shelf 
which may be lifted entirely out of the box. Under- 
neath is the type case—an important addition which 








64 


facilitates quick and easy redistribution of type when- 
ever the wording of a stamp is to be changed and 
eliminates the previous necessity for the user to put 
the type back into grooves. 

The list prices of the new sets equipped with the 
“In-A-Tray” feature are $1.25, $1.50, $2.00 and $2.50 
for the Nos. 0, 1, 2 and 3 models respectively. 

—_——_*—=>-e—_ -—__—__ 
U. S. LINE OF FOAM SPONGE CUSHIONS 
ANNOUNCED 

The United States Rubber Company, Foam Sponge 
Division, 407 North Main street, Mishawaka, Ind., has 
recently announced a new line of “U.S.” Royal foam 
sponge cushions which contains numbers for prac- 
tically every type of office seating. 

In making its announcement the company describes 
the product as follows: “Pure milk of rubber trees, 
whipped into foam with air, then molded by the U. S. 
rubber process that assures permanence.” The rubber 
is actually made up of millions of inter-connecting 
air cells which allow free ventilation. 

Because the Royal foam sponge is sag-proof it offers 
a maximum of comfort for the user in connection 
with any type of chair seat or back. In addition 
other important features claimed for it are longer 
life, no replacement or maintenance expense, greater 
comfort, lower trimming cost, absolute uniformity in 
size, shape and action, and added leg room. 

It is said that the foam sponge cushion conforms 
gently to the shape of the body of the user with gentle, 





LEFT.—Magnified view of the foam sponge texture. Right: The 
foam sponge rubber modeled in cushion form. 


equal pressure at every point. Irregularities such as 
buttons, buckles, etc., are absorbed by the soft yield- 
ing surface. 

Advertising literature issued by the company con- 
tains some excellent illustrations and descriptions of 
office chairs of various types in which the U. S. Royal 
foam sponge was used with complete success in the 
cushions, armrests and backrests. Other illustrations 
and the diagrams illustrate how every movement of a 
person using the chair forces a ventilating action of 
air through the foam sponge. 


—— 
SPIRITFORM “NO SQUEEZE” DUPLICATOR 
PROCESS 


The Spiritform Company, 200 North Jefferson street, 
Chicago, has recently announced a new process of 
printing duplicating masters known as the No Squeeze. 
The company specializes in printing Hectograph mas- 
ters for gelatin duplicating and Carbon masters for 
liquid duplicating. 

The No Squeeze process, according to the manufac- 
turers, creates a greater deposit of ink and carbon 
on the surface of the master sheet, resulting in 
more and brighter copies from each master. In addi- 
tion, it is said, the firm can now guarantee all 
Spiritform masters for a period of one year instead 
of the previous limit of six months. The new process 
also helps reduce the cost due to the additional speed 
which is now possible. 

The company welcomes the opportunity to submit 
samples and quote prices. 
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UNITED BUSINESS MACHINES ANNOUNCES 
PERFECTED DUPLICATOR 

The United Business Machines, Inc., 515 South 
Laflin street, Chicago, last month announced the per- 
fection of its new Direct Process (liquid or spirit 
type) duplicator by the inclusion of the newly- 
developed United type of roller moistening. 

The United is now made in five models, Model A, 
hand feed at $125; Model B, automatic feed, at $150; 





THE PERFECTED UNITED DUPLICATOR 


Model C, hand feed, at $89.50 and Model D, automatic 
feed, at $99.50. These four models are for the school 
or smaller office where a working margin is not a 
handicap. All of these models print on paper from 
card size to 9x14 inches. A fifth model, for offices 
using larger forms is the Model M printing on paper 
up to 14x18 and listing at $295. 

In addition to roller moistening the United features 
copies delivered in the receiving tray face up, fluid 
stored in the cylinder with controlled gravity fluid 
feed, visible fluid level in the cylinder, positive master 
clamp, positive pressure control with instant release 
and a sliding center of pressure for forms of various 
widths. All models are finished in a silver grey baked 
crinkle finish, are of sturdy construction and feature 
bronze and ball bearings. 


*—- — 
EFFICIENCY’S NEW TYPEWRITER DESK 
The Efficiency Equipment Company, 360-66 West 
Superior street, Chicago, has recently introduced to 
the trade a new smooth-top typewriter desk of elec- 


trically-welded steel construction. 
Sturdily constructed for long use the desk is equipped 





EFFICIENCY TYPEWRITER DESK 


with built-in utility compartment and stationery rack 
with plenty of room for stationery, carbons, envelopes, 
etc. Dimensions are 24 inches long, 26% inches high 
and 32 inches long. Outside finish is oven baked hard 
krinkle in green with walnut or mahogany optional 
at a slightly higher cost. 





AUGUST 1939 


SWIFT’S PORTABLE ADDING MACHINE 

Ending almost five years of experimentation and 
research, a new portable, full-capacity adding ma- 
chine, made to sell for $59, will be ready for delivery 
on October 15 by the Swift Business Machines Cor- 
poration, 150 Broadway, New York City. 

Weighing five and one-half pounds, the machine has 
an adding capacity up to $9,999,999.99, multiplication, 
non-print and correction Keys, visible dials to show 
the progress of the work, totals and sub-totals that 
print in red with symbols, pica-size type, standard- 
size paper and a two-color ribbon. Making for ease 
of operation are the short, easy wrist movements re- 
quired for the machine’s operation. 

A simplified ten-key keyboard with standard size 
keys properly spaced, assures rapid touch operation 
enabling the operator to keep eyes and mind on the 
work instead of on the machine, an important factor 
in maintaining accuracy. Because only one-third of 
parts usually used in a device of this type are in- 
cluded in the manufacture of the Swift machine the 





THE SWIFT PORTABLE ADDING MACHINE 


makers have been able to use materials of heavier 
gauge, thus providing long and trouble-free service. 

Modern in design as well as in mechanical specifi- 
cations, the machine presents a smart, streamlined 
appearance. The rugged, iightweight case is molded 
of a specially-developed plastic combining beauty and 
sturdiness. 

*—-« 
A. W. FABER’S “ERASERSTIK” 

A. W. Faber, Inc., Newark, N. J., announces the 
newest addition to its comprehensive line of erasers 

-the A. W. Faber All-Service Eraserstik, a wood-en- 
cased eraser in the form of a pencil which erases ink, 
pencil or typewriter with equal facility. Sharpened 
like a pencil, it may be pointed with either pocket or 
mechanical sharpener or penknife. The manufacturer 
points out that when the eraser becomes soiled through 
lack of use it takes only a few seconds to give Eraser- 
stik a fresh, clean point. The wood is beautifully 
polished white, with blue imprint and gilt tip. The 
handy, practical shape is particularly popular with 
secretaries and stenographers. It retails for five cents 


NEW RING BINDER BY STEIN BROS. 


The Stein Bros. Manufacturing Company, 231 South 
Green street, Chicago, has announced a new, popular- 
priced ring binder which is featured by an extra 
pocket making it ideal for students. Listed under 





STEIN BROS.’ NEW RING BINDER 


No. 7445 and available in black and brown walrus 
grain cowhide, the binder is equipped with zipper 
pockets and booster metals. It is made in three rings 
for 11x814-inch paper filler and two rings for 101x8- 
inch paper 
—- © 
FICKS REED’S TOPSFIELD TABLE 

Designed to be used with a chair or at the bedside 
and at practically any desired angle, a new table, 
named the Topsfield, has been placed on the market 
by the Ficks Reed Company, 385 Madison avenue, 
New York City, and 424 Findlay street, Cincinnati, 
Ohio. 

By means of a unique spring device in the frame 
the height of the table can be raised or lowered at 





THE TOPSFIELD TABLE 


will while the top may be adjusted to any comfortable 
angle. The table is furnished in a green, white or 
yellow baked enamel base with maple top or with a 
statuary bronze base and walnut or mahogany top. 

The construction makes the table equally useful for 





THE ERASERSTIK 
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reading or invalid uses as well as a typewriter or 
office machine stand. It is shipped knocked down, is 


easily assembled and weighs approximately twenty 
pounds. 
o— ee 
TWO NEW MARKWELL STAPLERS 
The Markwell Manufacturing Company, Inc., 200 


Hudson street, New York City, has recently announced 
two new stapling machines to be known as the Staple- 
Span and the Staple-Dreadnaught. 

As the name implies, the Staple-Span is a long 
reach stapler having a stapling depth of twelve 
inches. It incorporates the Staple-Master construction 
and is especially designed to use quarter, five-six- 
teenths and three-eighth inch leg staples. Capable 
of being used for both permanent stapling and pinning, 
the machine is of steel throughout with all working 
parts covered as a protection against dust and other 
foreign materials. 

Built for heavier duty, the Staple-Dreadnaught is 
made in two models, the RFL1 and the RW1. The 
former uses wire staples of the sizes given above while 
the RW1 uses heavier gauge flat wire staples with 
three-sixteenths, five-sixteenths and three-eighth inch 





THE STAPLE-SPAN 





THE STAPLE-DREADNAUGHT 





legs. This model is especially equipped with a lever at- 
tachment affording “finger touch” action when being 
operated. 
—<—- ¢ 
LEE CO. ANNOUNCES NEW DUPLICATOR SUPPLY 
LINES 

The Lee Products Company, 2028 Milwaukee avenue, 
Chicago, announces a new complete line of duplicat- 
ing supplies for use with any make of liquid or spirit 
type duplicator. 

Many months of research have enabled them to 
present a super-line of spirit carbon paper, duplicat- 
ing fluid, master and copy papers, also several other 
items necessary to produce good copy and extra long 
runs. 

Through direct factory connections, they are in a 
position to furnish these products in attractive pack- 
ages and at reasonable prices. 

Several cooperative plans are also being presented to 
the dealer, such as individual imprints on packages 
sales assistance, etc. 

A special department has also been created to solve 
any duplicating problems that dealers may have from 
time to time. Any and all inquiries are invited 
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THE HARTSEL COPYHOLDER 
A new type of copyholder for typists which is a 
receptacle and carrying case for note book and pencil, 
yet is small enough to be carried in a pocket or hand- 
bag, has recently been designed by Mrs. Gladys S 
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Hartsel, Lincoln School of Commerce, Lincoln, Neb- 
raska. 

Named the “Hartsel’, the copyholder stresses the 
following features: 1. Adjusts instantly to any read- 


ing position desired by the user. 2. Holds a book, letter- 








THE HARTSEL COPYHOLDER (TOP) IN CLOSED POSITION 
AND (LOWER) OPEN FOR OPERATION. 


size paper or stenographer’s note book. 3. Folds when 
not in use. 4. Includes a rubber paper roller which 
may be used as a line-at-a-time for turning pages 
of notebook or other copy. When open the device 
measures 634x914x75s, and when closed is only one- 
half inch in height. 

The patent rights on the Hartsel copyholder are 
for sale and Mrs. Hartsel is interested in contacting a 
manufacturer in regard to taking the device on a 
royalty basis or buying it outright. 

*—- © ~~~ 
NEW RECEPTION CHAIR BY INTERSTATE METAL 

A new chrome tubular chair, well-upholstered and 
built along modernistic lines has been announced by 
The Interstate Metal Products Company, Inc, 4401- 
4451 Ogden avenue, Chicago. 

The chair, illustrated here, is the No. 800, made 
of one-inch tubing with a leatherette upholstered seat 








INTERSTATE’S No. 800 CHAIR 


and back. It is comfortably constructed and attractive 
enough for the home, reception room or office. Under- 
slung construction prevents sagging and adds to com- 
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fort. Dimensions are: seat, 16x18; back, 1112, and seat 
height from floor, 18 inches. It is available in red, 
green, blue, black or ivory. 

The No. 800 chair is a companion piece to two other 
items—another and similar chair listed as the No. 900, 
and a handsome settee, listed as the No. 1200. 


— 


NEW “STEELCASE” FILE COMPRESSOR 


The Metal Office Furniture Company, Grand Rapids, 
Mich., has recently placed on the market a new and 
patented filing cabinet compressor incorporated in 
its line of Steelcase files. 

The compressor, which is the result of many months 
of experimentation and research, is noted for its ease 
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STEEL CASE FILE COMPRESSOR IN ACTION.—(left) Locked 

rigidly in place. (Center) Unlocked and easily moved in its 

drawer-side channels. (Right) Permits entire drawer to be 
used for contents. 


of operation. It slides back and forth in channels 
formed in the drawer sides. After the user places the 
compressor where wanted a slight upward push on 
the control lever positively locks it. A slight down- 
ward pressure on the lever instantly releases the 
compressor which, because it takes up less than one- 
half inch of space, permits drawers being loaded to 
their full capacity. 

Further particulars and illustrated literature 
be furnished by the company on request 


will 
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“DIRECTOTAL” MACHINE AND ACCOUNTING 
Under the name “Directotal,” a machine has been 
developed which permits collection and summation of 
figures direct from original entries. The machine is 
described as being capable of handling a large variety 
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FORM FOR “DIRECTOTAL” ACCOUNTING SYSTEM 


of forms in several sizes, the number of columns being 
limited only by the width of the form 

Once forms are placed in the machine no further 
effort than a turn of the wrist is required to bring the 
next column into place. A full sized machine will take 
a form up to 17! inches deep by 21 inches wide and 
down to forms one-half, one-third and one-quarter 
as deep and as narrow or as wide as desired, up to 
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21 inches. The number of forms accommodated at one 
time is 30, 60, 90, 120, according as the banking is 
Single, double, treble or quadruple. An automatic index 
Shows the line being added and prevents the wrong 
line being picked up on the other banked forms, so 
that the T square drops to the same line on the next 
bank, etc. The final total is recorded on the last form 
of the last bank, the summation sheet. 

The largest sheet will take care of 1,176 amounts. 
However, by the use of a form supplementary to the 
original, the number of classified items that can be 
taken care of is 1,176 squared, or 1,382,969, or any- 
where between. This should provide allowance for 
any possible expansion. 

A form that is used by a successful national seed 
house measures 10% inches by 10 feet. It is the third 
copy of a check voucher and takes care of around 300 
accounts, with a safety factor of 40. 

The large illustration herewith merely shows the 
arrangement of slots through which forms operate. 
The edges of the forms, which have holes punched in 
them, are dropped in these slots and on each side of 
the strips they work over. A button is then pushed, 
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DIAGRAM OF TOP OF “DIRECTOTAL” MACHINE.— 
The long arm extending from the lower left corner toward 
the right is the T square which facilitates lining up fig- 
ures on the various forms. Rising vertically from the T 
square are slots into which the edges of forms are 
dropped, leaving only a few columns exposed. The 
machine is so designed that when similar columns are 
exposed all can be moved from side to side simul- 
taneously. 


fastening all one set of edges. Pushing another button 
fastens the other edges. A few turns brings number 
one column (or preferably the last column) into place. 
The two separate mechanisms (one to operate each 
edge, up or down) are now thrown into, or combined, 
as one, so that perfect alignment and synchronism is 
assured and manipulation of the machine with one 
hand is possible. A slight turn of the wrist and the 
next column is brought into place. If, for any reason, 
it is desired to remove one or more forms, it can be 
done and later replaced, without disturbing the others. 
When a set of forms has all been listed, one edge will 
be at the top. To release the forms all that is necessary 
is to throw the combined mechanism back into sep- 
arate units, bring up the other edge, release all left 
edges simultaneously by pressing one button and like- 
wise the other edges by pushing another button. 
The smaller illustration shows the usual arrange- 
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ment of forms, on the reverse or distribution side, and 
also the punched holes through which pins pass and 
insure proper alignment before being clipped. 

The designer of the machine described above is also 
the designer of a system of industrial accounting which 
is particularly adaptable where distribution from orig- 
inal entries is possible. 

The name and address of the holder of the patents 
covering the “Directotal” machine will be furnished 
on request. 

*—-¢ 


TWO NEW PARROT FASTENERS 
The Parrot Speed Fastener Corporation, 37-18 North- 
ern boulevard, Long Island City, N. Y., has recently 
announced two new long-reach stapling machines fea- 
turing the wide open Swingline mechanism and a spe- 
cial “double-arm” arrangement which completely 





THE 4-12 SPEED FASTENER 


eliminates vibration or “bounce” at the head. The No 
3-8 is a No. 3 Swingline body unit mounted on a steel 
base with 814-inch throat depth. No. 4-12 is a No. 4 
Swingline body unit with the same type base and 
having a throat depth of 12'% inches. Bases of both 
are attractively dressed in black crackle enamel and 
have holes for rigid attachment to table. 


—- 


NATIONAL OFFERS NEW RING BINDER 
The National Brief Case Manufacturing Company 
has announced new student’s ring binder contains sev- 
eral new features outstanding for those engaged in 
school work. The binder has three large rings to 
accommodate standard paper and zippers on three 
sides. There is a horizontal pocket inside and two 
vertical inside pockets, one with a zipper. The interior 
is trimmed with leatherette. Further details will be 
furnished on request to the company at 512 South 
Peoria street, Chicago, III. 
<>< 

PROCESSED NEGATIVE HECTOGRAPH MASTERS 
Processed negative hectograph masters, made by 
Manifold Supplies Company, 188-190 Third avenue, 
Brooklyn, N. Y., some details of which were presented 
in a previous issue, provide a method of reproducing 
ruled and printed forms such as factory orders, an- 
alysis sheets and other reports complete with the 
necessary figures and data filled in, eliminating ex- 


pense of printing the forms and insuring perfect 
registration. They are of the ink process and do 
not require a sheet of hectograph carbon for every 


master. The manufacturers state they are the only 
type of masters which can be used in connection with 
a Hektowriter machine using hectograph carbon paper 
ribbons. Perfect register of impression on front and 
back of the master facilitates the work of the typist 
By sending copy of form to be reproduced to the 
manufacturers and indicating frequency of use, all 
information will be supplied. 
*—-¢ 

NEW ATTACHMENT FOR TOUGH EDGE BINDER 

A simple attachment for the Tough Edge Binder 
now makes it possible to apply adhesive tapes to one 
side only of documents, charts, blueprints, book 
jackets, fillers for ring binders, index cards, time 
tables, legal documents, maps, etc., has lately been 
announced by the Vertex Company, 5-7 Great Jones 
street, New York, N. Y. The attachment can be 
fastened to standard machines previously purchased. 

The binding of an edge can now be performed in 
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by folding the tape over the edge 
along one side of the document. 


two different ways; 
or by applying it 


Both ways give a lifelong protection against wear 
and tear and both operations may be performed 
simultaneously or consecutively. Additional details 
of the device, which was designed primarily for 


use in offices, drafting room, etc., may be obtained 
directly from the company. 
oo -—- 

WOLBER’S NEW DUPLICATOR SUPPLIES LINE 

The Wolber Duplicator & Supply Company, 1201 
Cortland street, Chicago, has announced a new and 
complete line of gelatine duplicator supplies which is 
to be known under the name of the Wolber Master 
line and which will include gelatin rolls, films, Hecto- 
graph carbons, inks, ribbons, pencils and other re- 
lated products. 

The gelatin rolls, according to the company, will 
produce uniformly bright copies and will give long 
service. They contain a heavy gelatin coating, with 
tough fiber backing which will not tear or rot and 
are mounted on spindles for various makes of du- 
plicators. Available in white or amber the rolls may 
be transferred to the user’s own spindles if desired 
or narrow width rolls may be used on longer spindles 
for wider duplicators. All rolls are 17% feet in length. 

Dealers are invited to write for a new catalogue 
which fully describes the entire line. 

——_—__—0—>—@-—______ 

THE REDI-RECORD SHIFT VISIBLE ANNOUNCED 

Designed for those who desire visible equipment in 
loose leaf form suitable for desk work or as a portable 
unit, a new device, named the Shiftline, has been placed 
on the market by the Redi-Record Company, 16 East 
Thirty-third street, New York, N. Y. 

The Redi-Record Shift-Visible (Shiftline) is de- 
scribed in company literature as a simple-shifting, 


portable, visible, loose leaf record keeping system de- 
signed for efficiency and economy. It 


is a time-saver 











THE REDI-RECORD VISIBLE (SHIFTLINE) READY FOR USE 


in the keeping of all types of records and its out- 
standing feature is a method of shifting cards which 
lock themselves upon each other all ready for posting 
or reference. The device is entirely without me- 
chanical contrivances or metal parts and is put up in 
a loose leaf binder so that whole panels may be shifted 
about if necessary. 
Shiftline is regularly 
4x6 and 5x8 inches 


stocked to hold card sizes 3x5, 
and is available in four stock 
capacities, 80, 160, 240, 360 cards. If half-tabbed cards 
are used these capacities are doubled. Horizontal ruled, 
unruled, straight-cut and half-tabbed cards are avail- 
able. Illustrated literature and price lists are avail- 
able on request to the company’s home offices 
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AMES’ “AMESCORK” PLATEN 

The Ames Supply Company, 564 West Randolph 
street, Chicago, has recently designed and manufac- 
-ured a cork textured platen which has been named the 
Amescork and is equally adaptable to stencil or general 
duty. According to the manufacturers the Amescork 
is the result of more than twenty months of experi- 
mentation and test. Among the special features 
claimed for it are: 1. Fifty per cent less noise; 2. Better 
paper feed: 3. Improved appearance of both typing 
and stencils, and 4. Moderately priced. Those desiring 
it may receive same-day delivery on their old platens 
re-covered with Amescork. 

- 92 
KAHN’S WEAREVER “CHECK” PENCIL 

David Kahn, Inc., North Bergen, N. J., has recently 
announced a new Wearever “check” pencil which is 
listed as the No. 345. Retailing for twenty-five cents 
the pencil is designed in a popular check pattern 
and is available in a choice of three colors, black, 
red or green. 

The barrel of the pencil is transparent to reveal 
the lead supply, which is over fifty-two inches. Both 
tip and clip are nickel-plated for long wear and a 
large eraser is concealed under the black cap. 
<_><- -— 

MENGELSOHN IS N. Y. VISITOR 

M. H. Mendelsohn, managing director of J. Maddison 
& Co., 90 Fox street, Johannesburg, South Africa, 
paid an extended visit to New York during June and 
July. He spent several very busy weeks contacting 
manufacturers in this field and succeeded in obtaining 
many fine agencies to add to the imposing list of 
those the company has. 

A very enterprising, interesting and industrious in- 
dividual is Mr. Mendelsohn, whom we saw all too 
infrequently during his stay here. Hustling about the 
big town, making every minute of every day count, 
this chap is a human dynamo. 

Leaving New York on July 19 on the Queen Mary, 
Mr. Mendelsohn hastened to London to perfect his 
plans for operation of the British Fount-O-Ink writ- 
ing instruments, which he will make for the British 
Empire under license. American manufacturers who 
desire to get in touch with Mr. Mendelsohn can 
address him in care of S. M. Hyman, 8 Saint Martins 
Place, Trafalgar Square, London W. C. 2, England, 
until about the middle of August. 
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The Guest Book 


A. H. Cohen, managing director, Woodstock Type- 
writer Company, Ltd., London, looked in upon us on 
June 28. In Chicago for three days only. Spending but 
two weeks on this side. It seems a short time for so 
long a trip, but last year Mr. Cohen made the voyage 
for a stay of less than a week, spending but one day 
in Chicago. Woodstock headquarters in London have 
recently moved to 126 Queen Victoria street. 


Eberhard Faber, president, Eberhard Faber Pencil 
Company, Brooklyn, N. Y., radiating good cheer, looked 
in upon us on July 13th. With Mrs. Faber in Chicago 
for two days en route to the west. The chief reason 
for the stopover being, we opine, to see one of his 
favorite nieces and make acquaintance of her baby. 
From the altogether too short visit we gathered that 
the trip west is another link of a chain of celebra- 
tions which started in Pinehurst, N. C. on March 14, 
when a number of friends gathered to celebrate Mr. 
Faber’s eightieth birthday. Back in New York in 
early spring trade lunch clubs and trade golf groups 
impressed their good will upon him, and a meeting of 
the National Whist Club at Springfield, Mass., injected 
a birthday note at one of the dinners. At the start 
of summer the Tin Whistle Club, a group of the 
Pinehurst hotel guests, held a reunion in Maine and 
repeated some of the Pinehurst celebration gaieties. 
Leaving Chicago July 13th there was to be a stop of 
a week in the Colorado Rockies, for a meeting with 
friends; thence to San Francisco for a view of the 
fair and to tarry here and there along the Coast. 
Affixing his signature on the Guest Book, Mr. Faber 
added his stimulating maxim—‘“Don’t worry—don’t 
hurry.” A principle reflected in his buoyant spirits 
indicating a joyous afternoon of life. 


Mr. and Mrs. M. Davidson of the Perfect Rubber 
Seat Cushion Company, Philadelphia, Penna., signed 
The Guest Book July 17. Combining business and 
pleasure, they were on a circle tour which included 
Toronto before turning west. While in Chicago they 
found time to visit their middle west representative 
and call upon a number of the office supply dealers. 





NEW FACTORY OF ANDERSON-HICKEY COMPANY, GENEVA, ILL., FROM THE AIR.—With 


manufacturing space of approximately 50,000 square feet as compared to approximately 
20,000 square feet in its former location, the Anderson-Hickey Company is now equipped with 
facilities for a considerably larger production of its filing cabinet lines. Occupancy of the 
new plant was taken on June 19. New, modern production equipment had already been 
installed. Being located entirely on the ground floor permits use of a conveyor system for 
handling both incoming and outgoing equipment. Situation on a railroad siding also contrib- 
utes to excellent shipping facilities. The grounds around the building are being landscaped 
and the factory office has been remodeled and air-conditioned. Dealers are invited to drop 
in for a visit when in the vicinity of Geneva. 
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MEETINGS—CONVENTIONS— DINNERS 





Nichols Survey Told 


at S.W.A. Meeting 


Noted Business Analyst and Surveyor Tells Wholesale 


Stationers Convention Troubles of Industry as Disclosed 


by His Investigation 


A KEYNOTE of the recent wholesale Stationers 
Convention, held in St. Louis, Mo., in June was a re- 
port of a survey of the wholesale stationery business 
made by F. J. Nichols of the F. J. Nichols Company, 
Dayton, O. 

Highlights of the report, which was not available 
in complete form when the July issue went to press, 
are presented here: 

1. Lack of sufficient sales volume to produce sat- 
isfactory profits is a general complaint. The fact 
that there is not enough wholesale distribution left 
to the wholesalers so that they can get sufficient 
volume of business to purchase, warehouse and sell 
economically is due to increase in chain store dis- 
tribution and manufacturer’s direct selling. The 
wholesaler as a result, in most cases, turns to selling 
direct to consumers in competition with retail outlets 





and, in many cases, have entered the manufacturing 
field. 

2. That both manufacturers and wholesalers com- 
pete with retailers for large consumer orders is gen- 
erally conceded. This is said to be justified, according 
to the survey, on the ground that the average retailer 
in the small district outside of the large areas is not 
equipped to sell a large consumer. It was also charged 
that wholesalers must turn to large consumers for 
volume because manufacturers extend additional 
prices to the large retailers who give wholesalers 
very little or no support. 

3. While selling consumers themselves, wholesalers 
are unanimous in condemning sales by manufacturers 
to consumers. In this connection wholesalers charge 
manufacturers with having no definite policy on this 
phase of selling but manufacturers counter with the 





VISITORS, DELEGATES AND LADIES AT THE WHOLESALE STATIONERS CONVENTION AT ST. LOUIS, MO. 


This picture appeared in the July issue but was wrongly captioned 
through an error in numbering. 


l. Front row: George E. Dyson, ng | & Volger. Inc.; Mrs. Dyson; 

W. G. Whittemore, American News Company, Inc. Rear row: Ben 

Josephson omg arg | Company; J. J. McDonough. 
e 


Josephson, 
ffley; Henry Bowman, Amer- 


Plymouth Rubber Company; H. S. 
ican Pencil Company. 

2. Julius Kahn. David Kahn. Inc.; Charles Underwood, Fulton Specialty 
Company; C. C. Shee, Oakville Company; Mrs. Harold Whittemore; 
Bill Goldberg. David Kahn, Inc. Lou Tavernier. Fulton Specialty 
Company. 

3. W. L. Mezger. C. C. McClurg & Company; Gil Dure, U. S. Playing 
Card Company; J. P. Moriarty. E. Morrison Paper Company; Sam 
Walker, B..F. Goodrich Company. 

4. Albert Duban, Blackwell-Wielandy Company. attending horse and 
surrey. General Manager Harold Whittemore and several other New 
York visitors and Paul Wielandy rode in the surrey from the Union 
station to the Chase hotel, a distance of several miles. 

5. George E. Dyson, Mittag & Volger. Inc., and Mrs. Dyson, members 
of the Hillbilly reception committee. 

6. Harry Heyman, Eagle Pencil Company: W. G. Whittemore, American 
News Company: Leo Solinger, Eagle Pencil Company: John R. 
Davies. Moore Push Pin Company; C. B. Hohmann, M. Hohner Har- 
monica Company. 


8. Dave Koeller, new president. W.S.A.; Herbert Held, general chair- 
man, convention committees; Paul J. Wielandy. former president, 
W.S.A., all three with Blackwell-Wielandy Company; M. G. Pierpont,. 
Loewy Drug Company. Inc., retiring president; Harry Yager, member 
of golf committee. 


9. Jim Bradley, Charles M. Higgins & Company; Fred Pitt, Wilson- 
Jones Company; Izzy Voda, Wallace Pencil Company; Harry Chand- 
ler, Adams. Cushing & Foster, Inc.; Abe Keller, Wilson-Jones Com- 
pany; Gene Mitchell, manufacturers’ representative. 


10. E. C. Vevier, Loose Leaf Metals Company; Carlyle Feldman, Feldco 
Systems; E. A. Koelling. Loose Leaf Metals Company. 


ll. Standing: S. Terstegge. R. T. Gemmell, H. J. MacNeill, Binney & 
Smith Company; H. L. Chandler, Adams, Cushing & Foster, Inc.; 
E. T. MacIntyre, Defiance Sales Corporation. Seated: J. P. Moriarty, 
E. Morrison Paper Company; Arthur Osborn, Osborn Paper Com- 


pany. 


12. George Griffith, Noesting Pin Ticket Company; Bob Sainberg. Sain- 
berg & Company; Lou Tavernier, Fulton Specialty Company; Rube 
Baxter, manufacturers’ representative; Harold Whittemore, secretary. 
W.S.A.; R. N. Vail. Vail Manufacturing Company; M. G. Pierpont. 
Loewy Drug Company, Inc., Baltimore. 
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suggestion that if wholesalers are content to let the 
retailer have his legitimate business from consumers, 
large and small, they will find it easier to sell retailers, 
large or small. 

4. Manufacturers also sell to retailers. The whole- 
saler says: “One of the evils that the wholesaler 
has to contend with is what might be termed dual sell- 
ing whereby manufacturers secure economy in produc- 
tion through volume operations with wholesalers and 
then use these economies to undermine the whole- 
saler’s business by selling the wholesaler’s customers.” 
To which a manufacturer replies: “The average re- 
tailer believes profits are made by buying large quan- 
tities at maximum discounts rather than in selling 
merchandise. He does not want to buy from a whole- 
saler who actually competes with him, is in position 
to undersell him and frequently does.” 

5. Problems of presentation. The wholesaler cannot 
stock complete lines of various manufacturers 
so he picks out the best sellers and calls it square. 
Thus the manufacturer is obliged to send out men all 
over the country to solicit orders direct. To this a 
manufacturer charges that “many large distributors 
fail to carry adequate stocks, necessitating a large 
number of drop shipments on which they get their full 
mark-up although they are a source of great expense 
to the manufacturer.” In this connection some manu- 
facturers and wholesalers agree that wholesalers 
should shorten their lines, buy in larger quantities 
from fewer manufacturers and represent those manu- 
facturers to their trade. 


6. Loose credit and collections. Many wholesalers 
are too loose with credit and collections. A case in 
point cited an instance to show that when a dealer 
with difficult credit cannot buy from a wholesaler 
any more he turns to and obtains credit from the 
manufacturer. 

7. Better selling by wholesale salesmen seriously 
needed. A manufacturer says: “Because of the great 
variety of items in the line few wholesale salesmen 
have much knowledge of any of them. They seldom 
have meetings with manufacturers’ representatives 
and then only on the initiative of the manufacturer 
who spends thousands of dollars to educate their 
salesmen.” 

8. Many wholesalers “fall for’ the numerous so- 
called “deals” put out by various manufacturers 
whereby the wholesaler’s salesmen get prizes for sell- 
ing a certain volume of goods. This is described as 
a bad practice in the survey on the ground that as a 
result too many salesmen are inclined to push the sale 
of the commodity on which they can get a prize 





CHICKEN WIRE SEPARATES LOSERS AND WINNER 
POVERTY” 
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irrespective of the true merits of the merchandise. 


9. “The principal problems in your stationery busi- 
ness seem to be due to a wild scramble for orders 
in which manufacturers, wholesalers and retailers 
fight for the large consumer orders and in which 
both manufacturers and wholesalers fight for the 
larger retail orders. As to what solutions are avail- 
able, there seem to be general feelings of bewilder- 
ment or hopelessness as expressed in wholesaler’s 
letters. 

10. The place, value and function of the whole- 
saler. The wholesaler’s position is a key one. He 
creates a market by assembling a large variety of 
merchandise and giving service to the trade. Among 
these various phases of service are selling function, 
credit, warehouse, educational and anticipatory buy- 
ing, the latter enabling the manufacturer to equalize 
his manufacturing runs and stabilize his labor require- 
ments. 

11. The most effective way to put the wholesaler 
back in the business of wholesaling would be a dis- 
crimination on the part of the manufacturer based 
on the functions he expects and is entitled to from 
the wholesaler. 
o—=e #8 }— 


SMITH-CORONA N. Y. BRANCH STAGES CLEVER 
SALES CONTEST LUNCHEON 


The New York branch of L. C. Smith & Corona Type- 
writers Inc, last month climaxed a three-months’ sales 
contest by staging a clever and unique “Affluence and 
Poverty” luncheon at the Beverly hotel. 

The event was held on June 5 and the guests were 
salesmen of two opposing teams captained by W. L. 
Groom and George Savo, leaders of the losing and 
winning team respectively. While the score between 
the two teams varied during the ninety days of the 
contest, only a difference of nine per cent separated 
them at the finish. 

When the two captains and their men sat down on 
separate sides of the table they found the teams sep- 
arated by a strong barrier of chicken wire. The use- 
fulness of this was seen when the winners of the con- 
test were served an excellent luncheon with all the 
trimmings, and the losers were given a plain feed of 
ham and beans sans all trimmings. The wire fence 
precluded any idea (had one been harbored) of high- 
jacking. 

H. S. Yaffa, manager of the branch, sat at the head 
of the table too far away for the camera to record 
which of the two meals he was served. 





S IN SMITH-CORONA N. 
LUNCHEON 
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UTILITY’S THIRD ANNUAL PICNIC 

Attended by beautiful weather and ideal picnic 
conditions, the Utility Social and Athletic Association, 
composed of employees of the Utility Supply Company, 
Chicago, held its third annual picnic at Opatrny’s 
Grove, Fox River Grove, Ill., Saturday, July 1. Ar- 
rivals began at about ten o’clock in the morning. By 
train, bus and private cars, the picnickers were trans- 
ported to the scene of activity where they prepared 
themselves for a full day of enjoyment. 


After lunch, an intra-company ball game was staged. 
Hecktman’s Terrors downed Wolf’s Wonders to the 
tune of 13 to 8. During the game, “Chattering’” Sam 
Sapoci broadcasted the plays, and mis-plays over the 
public address system especially setup for the picnic. 
The races of various sorts for children and those adults 
who still believed themselves to be young and spry 
were held right after the game. Eleven events were 
included in the program and nearly everyone of the 
three hundred present was cajoled into participating. 

The surprise of the afternoon’s activities was the 
winning of a ball game by the manufacturers’ repre- 
sentatives. They played with such skill against the 
team composed of Utility Supply Company employees 
that they won the game with a score of 13 to 11. 

At five-thirty, the crowd assembled in the dance 
pavilion for the drawing of prizes. All the children 
were made happy with special gifts and a number of 
adults, something like fifty or sixty, were awarded 
valuable prizes. All during the day, liquid refresh- 
ments, ice cream, etc., were served without charge at 
the refreshment stand. From seven o’clock on, dancing 
was enjoyed to the music of Curly Williams and his 
Southern Swingsters. 

That the picnic was a success was generally agreed. 
Credit for the success must be given to M. Brody, 
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president of the Utility Social and Athletic Association 
and the committee in charge of picnic arrangements, 
R. K. Ward, W. Schuster, W. 


who were as follows: 
Nagerson, L. Jirout, W. Saunders, F. Giuntini, W. 


U’Sellus, N. Marcus, R. Leavitt, O. Tischer, J. Kaufman, 
M. Salzman, S. Sapoci and M. Joyce. 


°—-¢ — 


NON-STOP TYPING RACE TO FEATURE CANADIAN 
NATIONAL EXHIBITION 

A sixteen-day non-stop international typewriting 
contest between an American and a Canadian team is 
to be one of the interesting features of the Sixty-first 
Canadian National Exhibition at Toronto. The big 
show opens on Friday, August 25, and closes on Sat- 
urday, September 9. 

Both teams will be composed of stenographers and 
typists chosen one each from widely scattered cities. 
Each city’s choice will be made by an elimination con- 
test to be held prior to August 10, open to all typists 
regardless of sex, age, race or color. 

Competing in two day-and-night relays, each on a 
single machine and relieving one another in endless 
succession at the keyboard, the operators will type 
one hour each morning and afternoon, the hour’s 
typing being broken into four quarter-hours with 
fifteen minute rests between. 

American entries will be chosen from Akron, Cin- 
cinnati, Cleveland, Columbus, Denver, Evansville, 
Houston, Knoxville, Memphis, San Diego, San Francisco 
and Washington, D. C. Canadian contestants will be 
picked from Calgary, Edmonton, Halifax, Hamilton, 
London, Ont.; Montreal, Ottawa, Regina, St. John, 
N. B.; Toronto, Vancouver and Winnipeg. 

The event will last through the entire length of the 
business show. 





UTILITY SUPPLY EMPLOYEES AND FRIENDS AT THIRD ANNUAL PICNIC 


1. M. E. Wolf, president, Utility Supply Co.; Mrs. Wolf; H. Hecktman; 
Mrs. Hecktman. 

. Bill Smith, Ace Fastener Corp. 

. Mr. and Mrs. W. B. Elson. 

. Tom Valleau, George E. Fox & Co.; John Bond, Utility Supply Co.; 
Mrs. Bond; Len Rose. National Blank Book Co. 

5. “Chattering’’ Sam Sapoci broadcasting the baseball games with a 
professional touch from behind the home base screen. 


m WM 


6. Intra-company ball game with M. E. Wolf pitching. 

7. P. H. Brohm, Eagle Pencil Co.; William Nagerson, Utility Supply Co.» 
A. M. Oppenheimer, Consolidated Ribbon & Carbon Co.; M. E. Wolf, 
Utility Supply Co.; Gordon Kickels, Globe-Wernicke Co.; Harry 
Sturdevant, Ace Fastener Corp.; Bill Lipner, Koh-I-Noor Pencil Co.: 
M. C. Morris, Swift & Co.; Charles Mueller, Joseph Dixon Crucible Co. 

8. Potato sack race in which manufacturers’ representatives and Utility 
employees contested for the honor of rolling down to the finish line. 
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SMITH-CORONA EMPLOYES HOLD ANNUAL 
FIELD DAY 

The annual field day of L. C. Smith & Corona Type- 
writers Inc, was held Saturday, June 17, at Energetic 
Park, Owasco Lake. The outing included the employes 
of the four plants at Syracuse, Groton, Cortland and 
Geneva, N. Y., with their families and friends. It was 
estimated that there were about 5000 people in attend- 
ance during the day. 

The events started in the forenoon with prizes for 
the auto secret time runs. These were followed by 
quoit pitching contests, 100-yard dash for men, a show 
race for boys, a 50-yard dash for girls eighteen or 
under, and several other contests. 

At 1:30 President H. W. Smith presented the service 
tokens indicating the number of years of service to 
the company. 

Music was furnished by the Groton High School 
Band under Director N. Mayer. The arrangement com- 
mittee consisted of M. W. Armstrong, Syracuse; O. 
Dykeman, Groton; J. Owens, Cortland. 

The general committee was as follows: A. Ginkel, G. 
Stanley, H. Eggleston, R. Armstrong, R. Sheldon, M. 
Gifford, D. Smith, F. Hosely, J. McGinnis, R. Bishop. 
> — 

CANADIAN MANUFACTURERS ENJOY GOLF 
OUTING 

Despite an in-the-shade temperature reading of 97 
and a sun which almost curled the grass of the fair- 
ways a large turnout of the membership was on hand 
on July 7 for a golf outing of the Canadian Business 
Equipment Manufacturers Association held at the 
Uplands Golf and Country Club, ten miles north of 
Toronto. 

Play started about 2 o’clock and in spite of the 
heat there was keen competition, the players being 
spurred on by thoughts of a number of fine prizes put 
up by some of the members. Eighteen holes were 
played with a short stop at the nineteenth and then 
a generous dinner to which everyone did full justice. 

Following the meal prizes were awarded to the fol- 
lowing: low gross, A. T. Hunt, D. Gestetner Canada, 
Ltd.; low net, Roy Craig, National Cash Register Com- 
pany; worst hole of the day, Al. Webb, Postage Meter 
Company. 

Joseph McDowell of Friden fame and president of 
the association, during the dinner gave an interesting 
talk on early Roman activities in Great Britain, while 
Secretary F. G. McGinn, who arranged the golf outing, 
was enthusiastically congratulated on the fine manner 
in which he handled the event 

SS I 

TWIN CITY STATIONERS SET FOR OUTING 

The annual Twin City Stationers golf tournament 
will be held on Thursday, August 24, at Charley Regan’s 


THE HAPPY CROWD AT THE L. C. SMITH-CORONA PICNIC AND OUTING AT OWASCO LAKE ON JUNE 17 
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home club, Southview, in South Saint Paul. In the 
event of a severe rain this event will be postponed 
until Friday, August 25. 

The committee in charge is composed of Karl Kiesel, 
chairman, assisted by Ed Cooper, Dan MacDougall 
and Herb Morgan. Roy Clarke, unless he changes his 
mind and decides to play (as he has threatened to 
do on so many occasions), will as usual have charge 
of the first tee to see that the dealers don’t try to get 
away with entering some of our better known pros, 
as legitimate dealers. 

A large assortment of prizes, good, bad and indif- 
ferent, have been selected by the committee to be 
awarded to those fortunate or unlucky enough to be 
chosen as winners in various events. 

It is understood that Bill Weber is going to have 
some competition this year if he dares to compete 
with such sterling opponents as H. Edward (Lighthorse 
Harry) Cooper, Stanislaus Griebel, Casa Fleet and Herb 
Morgan in the “Best Dressed Golfer Contest.” It 
seems that last year Bill was aided by Karl Castle 
and Bill Smith in a special shopping tour, preceding 
the contest, which accounts for the fact that Bill won 
hands down last year. A special effort is being made 
by the committee to get Art Walker to act as a judge 
in this contest to insure a fair awarding of this prize, 
as it has been intimated that Bill Smith influenced the 
verdict of the judges in last year’s contest. 

Claude Fleet will also have plenty of opposition at 
the Big Water Hole in this year’s event, as one of the 
better known dealers is said to have equalled Claude’s 
record by driving eleven balls into the lake. No, it 
wasn’t Bob Roberts or Bob Davies. Plenty of boys 
in bathing suits and men in hip boots will be available 
to rescue Dan MacDougall in the event he should hap- 
pen to lose his ball at this hole. 

Ed Conlon, the Omaha Divot Digger, has promised 
to be there and a large delegation from Chicago way 
is expected to attend. 

Al Sundberg, the Duluth Demon, will be there with 
his usual late seventy or low eighties score. Ken Chase, 
last year’s winner, and the reason for the travelers 
winning the cup (for the first and only time) has 
been at it hard and heavy hoping to repeat his last 
year’s performance. Charley Regan of the dealers is 
also working hard and promises to give Ken a tough 
game. Ed Hansen, the Putting Champion, is again 
challenging the world including Art Bergstrom, the 
Sioux City Shooter, who gave him such a stiff contest 
three years ago 

Clarence Benson, Bloomington District Champion, 
will have plenty of competition in the event that Clif 
Talty decides to take up the game again this year. 

The nineteenth hole will be in capable hands as 
always, and following the dinner, the card room will 
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be available for those who desire a bit of indoor pas- 
time. Art Grayston, Ed Hansen, Bob Davies, Clif 
Talty, Karl Castle and Elmer Krumweide will form a 
line on the right. 
a 
CANADIAN CONVENTION TO HEAR FEATURE 
SPEAKER 

Frederick J. Nichols, of Dayton, Ohio, is to appear 
on the program of the third annual All-Stationers 
convention scheduled to be held in Toronto in October. 
The speaking assignments are allotted to Mr. Nichols 
at general sessions on the Monday evening, October 2, 
and Tuesday afternoon, October 3. 

Early this year Mr. Nichols made a special study 
of the wholesale stationery business in the United 
States. The results of his survey were reported to 
the Wholesale Stationers Association convention at 
St. Louis, Mo., in June. It is felt that his findings 
will parallel conditions in Canada thereby making 
his address of profound interest to the Canadian 
dealer and manufacturer. 

Meanwhile reservations for the Manufacturers Ex- 
hibition continue to pour in and early indications 
are for a record-breaking exposition. 

The convention will be a three-day meeting opening 
on October 2 at the Royal York hotel. 


_— 6 ete — 
NEW PENN-MAR-VA PUBLICITY COMMITTEE 
APPOINTED 


The Penn-Mar-Va Travelers Club has recently ap- 
pointed a new publicity committee composed of the 
following members: Ben Wachtel, chairman, Ben 
Franklin hotel, Philadelphia; J. Kip Edwards, 233 
Woodward building, Washington, D. C.; M. H. Jackson, 
88 High street, Sharon Hill, Pa.; John B. Dwyer, 414 
Mill road, Brookline, Upper Darby, Pa., and Charles 
H. Everly, Orricr APPLIANCES, 100 East Forty-second 
street, New York City. 

—=- — 
GUNN COMPANY IS HOST TO OFFICE EQUIPMENT 
COMPANY STAFF 

Officials of the Gunn Furniture Company, headed by 
President F. M. Deane were hosts on July 15 and 16 to 
the staff of the Office Equipment Company, Chicago, 
at Grand Rapids, Mich. 

The Chicago crowd, headed by President A. R. Jones, 
journeyed to Grand Rapids tor the two-day sales con- 
vention and sight-seeing tour. Upon their arrival the 
visitors were met by President Deane and were 
escorted on a lengthy tour of the plant and inspected 
several new numbers under construction. 

Mr. Deane and his aides had prepared a splendid 
program of entertainment for his guests. In the eve- 
ning they were taken to dinner at a large hotel and 
the following day automobiles transported the entire 
crowd to Hess Lake in northern Michigan where fish- 
ing and many other sports were the order of the day. 
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INTERNATIONAL SCHOOL CONTEST CREATES 
NEW RECORDS AT N. Y. WORLD’S FAIR 
With at least five new records made and a record- 
breaking attendance established, the seventh annual 
International Commercial Schools contest was held on 
June 27 and 28 at the New York World’s Fair. The 





FLOYD SWINK, ELMHURST, ILL.—This young man 

is shown beside his Underwood machine with 

which he won honors at the typing contest at the 

New York World's Fair. He also took third place 

in the novice typing event and won a special prize 
for proficiency in letter style. 


event was, as in previous years staged under the super- 
vision of Contest Manager W. C. Maxwell of the Hins- 
dale High school, Hinsdale, IIl. 


Heading those contestants who outclassed their com- 
petitors and took home coveted prizes as their rewards 





MiSS MARJORIE EISENEGGER, CLEVELAND, 
OHIO, WORLD’S RECORD HOLDER AND CHAM- 
PION OF THE 1939 INTERNATIONAL COMMER- 
CIAL SCHOOLS SPECIAL DICTATING MACHINE 
TRANSCRIPTION CONTEST.— Miss Eisenegger 
wrote 101 net words per minute on an International 
all-electric writing machine to win the t.tle. She 
is employed by the Diesel Engine division of 
General Motors Corporation. 


were Floyd Swink, York High school, Elmhurst, I1., 
and Marjorie Eisenegger, of Cleveland, Ohio. Young 
Swink, in the high school typing contest, typed for 
fifteen minutes with a net of 107 words a minute to 





CHICAGO VISITORS AND THEIR HOSTS AT GUNN FURNITURE COMPANY PARTY 


Unless otherwise indicated those pictured above are 
from the Office Equipment Company, Chicago. (Left) 
at the lake: S. A. Williams; S. J. Rohman; Ben Field. 
Gunn Furniture Company; T. E. Lidy; George A. Colton: 
A. R. Jones; W. C. Graham, O. N. Spersrud. (Center) 
A. R. Jones, president, Office Equipment Company. 


(Right) arrival at the plant: Jack Graff, Gunn Furniture 
Company; George A. Colton; S. J. Rohman; W. C. 
Graham; O. N. Spersrud. Seated: Ben Field, Gunn 
Furniture Company; S. A. Williams; H. H. Hasenfang; 
F. M. Deane, president, Gunn Furniture Company. 
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MEMBERS OF THE CHICAGO BRANCH OF THE SMITH-CORONA FAMILY ENJOYING ANNUAL OUTING. 


1. Mr. & Mrs. A. H. Foxcroft, Bonnie Foxcroft, Mr. & Mrs. R. F. 


Seymour. 
2. Edward S. Sorquist. Jerry Macatee, both 30 year men; A. H. Fox- 


croft, Chicago manager; A. B. Le Fleur. 

3. Seated, Mrs. Hazel Laitiskow. W. Metz. Standing. Mrs. Robert Ohn, 
Robert Ohn, Joe Johnson, Jean Sokol, George Gunnison, Eddie Johnson 
who started in typewriters with Wagner Typewriter Co., now Under- 


wood, 39 years ago. 
4. Helen Stopper. Hazel Benson, ready for a game o% golf. 
5. J. F. Macatee at wheel of Ford truck he drove from Aurora. His 


win that event. He also won first place in a special 
ten-minute test classified as “proficiency in letter 
style’ and took third place in the novice typist test, 
using an Underwood machine. 

Miss Eisenegger gave her rivals something to shoot 
at when she established a rate of 101 in the special 
transcribing machine class using an International all- 
electric writing machine. 

Those who established new records in the various 
events were as follows: 

Miss Eleanor Fulton, Henager Business College, Salt 
Lake City, broke the business college record by tran- 
scribing at the rate of 66 words per minute. Miss 
Fulton also made a new record of 93 words a minute 
in the dictating machine event, and took the previous 
107 word typing record by writing 111 words a minute, 
using a Woodstock machine. 

In the novice dictating event the old record of 68 
words was broken by Miss Elaine Richards, also of 
Henager Business College, with 80 words a minute on 
a Woodstock. 

Miss Gloria Glissmeyer, Henager Business College, 
set a new record in the novice typing contest with a 
score of 97 words a minute, on a Woodstock. 

—-> 

PITTSBURGH STATIONERS OUTING DATE SET 

September 11 is the date, and the Wildwood Country 
Club the place of the annual outing and golf tourna- 
ment of the Pittsburgh Stationers Club, according to 
an announcement last month of Secretary A. R. Hunt- 
zinger. 


assengers are Lyman Macatee (his son), Miss Irene Johnson, Eddie 


| ec 
K. W. Bornhoft. Mrs. Bornhoft, Richard Racana, Mrs. McClellan. 


K. B. McClellan, Mrs. Greene. S. J. Greene. 

7. June Coughlin, Mardo Staaf, George Gerber, Mrs. Gerber. 

8. Standing, Edward Witt, Ted Witt (son), Mrs. Wm. Metz, Clarence 
Metz, Mrs. Rudy Degner, Rudy Degner, Marion Danhoffer. Seated. Wm. 
Metz, Joy Degner, Walter Gofron, Irene Johnson, Wilbert Metz. Elaine 


Danhoffer, Mrs. Marion Danhoffer. 
9. Edward Witt. James Berendsen, Tex Durand, Geo. Gerber, Walter 


Gofron, Ernie Bomicino, Henry Klein. 


CHICAGO L. C. SMITH OFFICE FROLICS AT 
VILLA OLIVIA 

Employes of the Chicago office of L. C. Smith & 
Corona Typewriters Inc, met at Villa Olivia, near 
Elgin, Ill., on July 8 for their annual picnic. 

In the morning most of the men played golf. Others 
were occupied by various diversions such as swimming, 
baseball and other sports. The big event of the day 
came after lunch. It was a ball game between the 
service and sales departments. The former winning by 
the impressive score of 25 to 16. 

It is customary to award service pins at these annual 
gatherings. Fifteen year pins were awarded to Roger 
Anderson, service man; H. W. Bornhoft, salesman, and 
L. C. Murray, service man in Aurora. 

Twenty year service pins were awarded to Irene 
Johnson, office employe; R. Degener, service super- 
visor, and J. Johnson, assistant service supervisor. 

Thirty year service tokens went to J. F. Macatee, 
Aurora manager, and E. Sorquist, service man. 

—-> 
MILWAUKEE DEALERS ENJOY OUTING 

June 24 was the date and Big Bend, Wis., the place 
when a record crowd of men, women and children 
turned out for the annual outing and picnic of the 
Milwaukee Typewriter Dealers Association. 


{ Meetings & Dinners Section ] 
Continued on Page 91 
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Representatives of office equipment concerns abroad, visiting the United States, are cordially invited to make the offices 

of this journal their headquarters. The staff at the main office, 20 North Wacker Drive, Chicago and the staff at 

the branch in charge of C. H. Everly at 418 Pershing Square Bldg., Pershing Square, 42nd St. and Park Ave., New 

Vork, will be happy to be of any possible service. While the facilities at New Vork are not so many as at Chicago, 
there will be found the same desire to serve. 


LONDON NOTES AND NEWS 
By Mr. Vincent Jackson 


United States manufacturers traveling to London are cordially invited to call 
upon Vincent Jackson at 22 St. Andrews street, London EC4. Mr. Jackson’s 


contacts with the trade and its organizations afford him information valuable to 
those desiring to cultivate the British market 


London, July 7, 1939 agreed that representatives are a very important link 
700d news first! between the manufacturer and the retailer and that 
The export and import figures for British Trade in nobody thinks of reducing their staff. 
May (the latest returns available at time of writing) There was also another interesting discussion on 
show considerable improvement over this time last year 
and are the highest for any month of this year. 

Again, unemployment figures are down and are, in 
fact, equal to those of the boom period in 1927. 

Enquiries among business houses of varying trades 
also bring many cheery replies. An old established 
forwarding and shipping agency reported “The best 
first six months of the year we've ever had.”’ A well- 
known firm of printers and stationers have had to 
bring some of their employes in on Saturdays—which 
means overtime instead of normal five-day week. A 
recent item in a financial paper stated that a certain 
well-known manufacturer of office telephones had 
just completed their year with a 100 per cent increase 
in sales! 

“The Trend to Dictaphone Marches on’’—so reads 
the Dictaphone slogan. Mr. William Dixon, director 

















of The Dictaphone Co., Ltd., London, reports a further L. D. SPICER 

sale of over one hundred machines to John Dickinson Ota 

& Co., Ltd., envelope and stationery manufacturers Mr. Spicer, Spicers, Ltd., London, is the 

employing about 10,000 people and several hundred new president of the Stationers Asso- 
ciation of Great Britain and Ireland. 


Dictaphones. — 
So there are some fine bright patches in a some- 
what troubled sky. And that they will spread until “Portable Typewriters,” promoted by Mr. N. W. R. 
the sun shines strongly is the fervent wish of everyone. Mawle of British Typewriters, Ltd. Mr. W. G. Gledhill, 
* * * : aaa . . . 
chairman of the Office Appliance Trades Association, 
The Stationers’ Association of Great Britain & Ire- and Mr. Fred Barlow, president of the Typewriter 


land has recently held its 34th annual convention at Trades Federation, were among the guests, while Mr. 
C. H. Shelton Cox, director of Percy Jones (Twinlock) 


Birmingham. The new president is Mr. Lancelot D 

Spicer. A very full program of social and official meet- Ltd., a past president of the Stationers’ Association and 
ings occupied the time of the delegates over a long ‘rice-chairman of the Office Appliance Trades Associa- 
weekend. At one of these meetings there was a useful tion, took the chair at meetings. 

discussion on “The Commercial Traveller—Is He The annual banquet and dance, which was included 
Needed and Can the Number of Travellers Be Limited?” in the convention arrangements, was a particularly 
It seems unnecessary to add that it was generally happy and well attended affair 
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RECEPTION ROOM OF HEAD OF- 
FICES OF ELLAMS DUPLICATOR 
COMPANY, LTD., LONDON. 


An interesting article appears 
in a recent issue of a trade mag- 
azine called “The Store.” It deals 
with “The Young Persons’ (Em- 
ployment) Act 1939” which came 
into force on January 1, 1939. By 
this act thousands of young peo- 
ple will have considerably short- 
ened hours. The big stores em- 
ploy a deal of young folk, partic- 
ularly outside central London. 
This, coupled with a gradual de- 
cline in the number of youths 
available for jobs, will present 
problems. “An investigation from 
the store manager’s point of view” 
(says “The Store”), will show that 
the only remedy is the substitu- 
tion of junior employees by an 
efficient mechanized system of 
cash and stock control.” 

The article in question, inci- 
dentally, points out that the problem of declining pop- 
ulation is known to actuaries but to few others and 
that it is a serious problem with far reaching effects 
on all industries. It quotes “The Times” as saying in 
a leading article on the subject ‘ . most economists 
have preferred the study of gold to the study of life!” 

»* + * 

As already reported, The Office Appliance Trades 
Association is holding a London Business Efficiency 
Exhibition at Olympia in September of this year. The 
organizing committee is fortunate in securing Lord 
Nuffield as opener. Lord Nuffield is not only well-known 
as the head of the Morris Motor Group (and there- 
fore large users of office machines), but as a great 
philanthropist. 


A number of magazines are to hand this month. 
The Powers-Samas Magazine arrived, as_ usual, 
promptly, containing its feature of describing a typical 
installation followed by a technical description of the 
Powers automatic key punch. 

Then there is another issue of the Comptometer 
News which, by the way, has a circulation of twenty- 
five thousand. Like its previous issues, it is well printed, 
contains numerous photographs which will make the 
magazine of special personal interest to the large 
Comvtometer Family. 








There is another issue of Ellams News Revue to hand, 
and one cannot help once more remarking on the 
excellent layout, typesetting and printing of this half- 
yearly publication.—VEJ 

*—- -- 
NORWEGIAN ASSOCIATION CELEBRATES 
TENTH ANNIVERSARY 


A spirited and enthusiastic three-day meeting and 
a record-breaking crowd in attendance at the annual 
banquet marked the tenth anniversary of the Nor- 
wegian Stationers Association, held at Oslo in June. 

The celebration opened on June 3 with a visit of the 
delegates to the factory of Emil Moestue A/S, where 
executives of the organization lead the visitors through 
the entire plant, showing them the actual manufac- 
ture of calendars, pamphlets, stamps and other im- 
portant stationery items made by the firm. In the 
evening the company was host to the visitors and their 
ladies at a dinner. 

The second day was devoted to business sessions at 
which the delegates held discussions on events of this 
year and went into detail on the buying program for 
1940. In the afternoon the ladies were invited to visit 
the bird enclosures in the garden of G. A. Gjessing 


Other Lands Section 


Continued on Page 116 
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TENTH ANNIVERSARY BANQUET OF THE NORWEGIAN STATIONERS ASSOCIATION AT OSLO 
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GLIMPSES OF NEW HOME OF DOWNS-RANDOLPH COMPANY, TULSA, OKLA. 


Top row, left to right: Fred Downs, president; Edgar D. Ran- 
dolph, vice-president; Eugene H. Downs, secretary and 


treasurer. 
Middle row, left to right: Entrance hall to sales room and 
general offices; entrance to general offices; section of stationery 


DOWNS-RANDOLPH IN NEW TULSA HOME 

Another milestone in the career of the Downs- 
Randolph Company, commercial stationery and furni- 
ture house of Tulsa, Okla., was reached last month 


when the firm moved into new quarters at 14-20 
East Seventh street. 
Coincident with entry into the new building the 


company opened several new departments which make 
it one of the best-equipped and most complete office 
outfitting establishments in the state. Included among 
these was an A. B. Dick Mimeograph department, and 
a large school supply and equipment department. 
The history of the company during its fifteen years 
of existence is one of steady and prosperous growth. 
Launched in September, 1924, the firm’s beginning 
was modest and the organization was housed in a 


and furniture departments. A large stock is carried. 

Bottom row, left to right: Section of Mimeograph duplicator 
department and stationery department; display portion of 
Mimeograph department; school supply and equipment de- 
partment. 


small store at 22 East Second street. Five years later 
a move became necessary and the company went to 
110 East Fifth street. In 1934 additional space became 
a necessity and premises at 515 South Boston street 
were taken. 

The new home provides ample space for every de- 
partment, storage, shipping and receiving all being 
on one floor level. There are also four large display 
windows. 

<-> 

O'CONNOR, RECOVERED, RETURNS TO WORK 

J. F. O'Connor, Pacific Carbon & Ribbon Manufac- 
turing Company, and president of the Carbon & Rib- 
bon Dealers Association of Northern California, has 
fully recovered from a long illness and returned to 
his desk late in July 





ALU'GUST, 


HORDER TEACHES PAPER MANUFAC- 
TURE.—Horder'’s, Inc., Chicago, recently 
gave Chicagoans an interesting and edu- 
cational lesson on the manufacture of 
paper by featuring in the windows of 
their various Loop stores the display 
shown here. Starting on the left with an 
original tree the various exhibits took the 
onlooker through the processes of mak- 
ing paper from wood, while on the right 
hand side of the window was shown the 
development of fine papers from rags. 
The display, for the loan of which Hor- 
der's received numerous requests from 
educational institutions, was tied-in with 
a large and varied showing of various 
bond papers inside the stores. 


LOCOMOTIVE MADE ENTIRELY OF 
STATIONERY ITEMS.—tThis display re- 
cently shown by the Book Store, Morgan- 
town, N. C., was made entirely of items 
from stock. The locomotive boiler is a 
desk-high composition waste basket with 
pins holding steam pipes (a line of post 
sections and a ruler). Rubber band boxes 
held by staplers, made the cab with a 
cover of blotting paper. Ink cubes made 
the coal, while other parts may be recog- 
nized as a pencil sharpener, ashtray, 
paper rolls, etc. The signal post was 
made of a ruler, black cardboard and 
green, yellow and red receptacles for 
envelope moisteners. 
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MASHEK PRODUCTS IN ADAMS’ WIN- 
DOW.—S. G. Adams Company, St. 
Louis, Mo., has one of the most popular 
and attractive stationery and office 
equipment stores in the Middle West. 
Outstanding in aggressive methods of 
merchandising the company’s windows 
demonstrate what can be done in 
artistic displays to attract attention and 
arouse consumer interest. This display 
of leather brief cases, zip-cases and 
ring binders, featured the Mashek line 
of cases manufactured by Frank 
Mashek & Company, Chicago. 
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SMITH-CORONA PROMOTES VAN CLEEF 
At a recent meeting of the Board of Directors of 
L. C. Smith & Corona Typewriters Inc, Duncan K. 
Van Cleef was elected to the office of comptroller, 
vacated by Harry W. Davies on the assumption of his 


[ 





D. K. VAN CLEEF 


new duties as president of the Syracuse Trust Com- 
pany. 

Mr. Van Cleef entered the employ of this company 
in March, 1931, and for the past seven years has held 
the position of assistant comptroller. Previously he 
held responsible positions with several large corpora- 
tions. 

He is a graduate of New York University and a 
C. P. A. of the State of New York. 

peed 
YORK SAFE & LOCK DAY AT N. Y. FAIR AUGUST 12 

On Saturday, August 12, the birthday of S. Forry 
Laucks, president of the York Safe & Lock Company, 
York, Penna., close to 1,000 York home office and fac- 
tory employes will journey by special train to the New 
York World’s Fair to celebrate York Safe & Lock Com- 
pany Day at the great exposition. Among the many 
things the celebrants expect to do in New York and 
at the fair, there will be one point of special visitation 
—the exhibit of York safes, vault doors and burglar 
proof chests on the fair grounds. Doubtless the visitors 
will carry back with them many happy memories of 
the occasion, which will serve the multiple purpose 
of giving joy to the participants, recognition to the 
York Safe & Lock Company, and honor to the firm’s 
chief executive, S. Forry Laucks. 


JIM WARD TAKES CHARGE OF TYPEWRITER 
DEPARTMENT FOR RELIABLE 


Late in June, James P. Ward, Sr., joined the staff 
of the Reliable Typewriter & Adding Machine Cor- 
poration, Chicago, as manager of the typewriter de- 
partment. Within two weeks a letter, signed by 
J. Arthur Lyons, president of Reliable, was sent out 
to the trade announcing the appointment of Jim 
Ward and listing a number of “Jim Ward’s Special 
Rebuilts.”. Orders came in with agreeable celerity, 
and many of them were accompanied by personal 
notes to Jim expressing high regard and joy over his 
return to the rebuilt typewriter business. 

Mr. Ward's efforts will be devoted primarily to the 
sales of typewriters, but he will also assist S. E. 
Durand in the merchandising of other office machines. 
With his fine skill as a salesman, his knowledge of 
business management and his wide personal acquaint- 
ance with dealers throughout the industry, Jim Ward 
takes to his new work ideal qualifications. 

Back in 1914 Mr. Ward became affiliated with the 
rebuilt typewriter business as sales manager of the 





JAMES P. WARD 


Typewriter Emporium, Chicago, which became the 
Shipman-Ward Manufacturing Company in Septem- 
ber, 1921. In 1927 he purchased the Shipman interests 
and became president of the company. About a year 
ago the Ward family holdings were sold and Jim with- 
drew to become vice-president of the Cruver Manufac- 
turing Company, Chicago. His return to the industry 
in which he has spent most of his business career is 
hailed with approval by a wide circle of friends in 
the field. 





f 





AUGUST, 1939 


81 





meet the man 
who really needs Mimeograph supplies 


















Another basic areas ne 
story to your ee 
this month in nation 
Read it, tell 


Not the person who prepares the stencils 
(although she needs them too)... 









magazine § « , 
it, sell it 
: A. Be Dick Company 


Chicago 


Not the duplicator operator 
(although he needs them too)... 





Not the purchasing agent 
(although he realizes their economy)... 


HE’S THE MAN-WITH-AN-IDEA- 


The man who really needs Mimeo- 
graph supplies is the creator of an 
idea. He wants his brain-child read 
and respected. He wants it to get to 
somebody’s brain instead of some- 
body’s wastebasket. He wants that 
idea dressed neatly, legibly, crisply. 


Mimeograph supplies actually represent 
only 20 per cent of the total cost of a 
duplicating job. Yet oftentimes quality 
supplies make the difference between an 
Idea Hit and an Idea Flop. 

That’s why so many Big Idea men to- 
day are following their ideas through to 







MIMEOGRAPH TRIO 


Mimeograph stencil sheet, 
takes down the idea you give it, 


see that they are not smothered by care- 
less corner-cutting in execution and pro- 
duction. 

Voral for Men-with-the-Idea: Don’t be cleanly and clearly. Mimeograph 
ink, flows through the stencil to put 

your ideas on paper. Mimeograph 

duplicator, that holds paper, spins 

stencil, distributes ink and rolls out 

the copies—sturdy and strong it stands, 





penny-wise and idea-foolish. Don’t ruin 
a $100 idea for a couple of cents. A. B. 
Dick COMPANY, CHICAGC, 











Distributors in all the lead- 


ing cities. Let them help you 
uith your duplicating needs. 
They're listed in your tele- 
phone book, under “‘Mimeo- 
graph.” 
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MIMEOGRAPH ts THe TRADE MARK OF A. B. DICK COMPANY, CHICAGO. REGISTERED IN THE U. 8, PATENT OFFICE 
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LENDING LIBRARY USES ASCO EQUIPMENT 

When the Asherman Library of New York City, 
branched out and added a downtown location, the 
important factor that had to be taken into considera- 
tion was the square foot rental that would necessarily 
have to be paid for a choice location. The rental 
figure was significant because of the extremely small 
unit price on the greeting cards, social stationery, 
circulating library and new books that constitute the 
merchandise and service they have to sell. The accom- 
panying photograph shows how efficiently they coped 
with the situation. Every square inch of space was 
utilized to its utmost value and the result was a 
Strikingly attractive store interior. 

The entrance door is located centrally between two 
windows. As the customer enters the store he sees 
an attractive arrangement of greeting cards for all 
occasions in Asco steel open display racks, atop of 
which are classification signs for birthday, gradua- 
tion, anniversary, etc. These standard stock steel 
racks, two and one-half feet wide, are placed atop a 
row of built-in wooden drawers which contain the 
overstock. Also, on the top shelf, illustrated, is a 
giant facsimile of an open book upon which are hung 
removable signs listing in the order of their respec- 
tive weekly standing the ten best sellers of fiction 
and the ten best sellers of general interest. 

The rear of the store consists of built-in book 
Shelves and a glass display case in which social 
stationery, playing cards, etc. are stored. The counter 
consists of two Asco Metropolitan five-drawer filing 
uprights (each drawer accommodating two rows of 
greeting cards) a linoleum covered brass bound steel 
top and filler plate. On this counter are mounted two 
attractive pen displays and a small but efficient cash 
register which breaks down the sales analysis into 
greeting card sales, rentals (deposit and payments), 
new book sales (fiction and general), and paid out. 
The left or south wall contains the books of the lend- 
ing library and the additional books for sale (reprints) 

Besides the general stock of greeting cards, social 
Stationery, fiction and non-fiction, the Asherman 
Library carries and sells gift wrappers, portable type- 
writers and party favors. 

?— 


HORDER’S GENERAL OFFICES HELD UP 


As this issue was being put to press on Thursday, 
July 27, news came of a daylight robbery in the gen- 
eral offices of Horder’s, Inc., Chicago. Five armed men 
wearing masks took the elevator to the seventh floor 
of the Horder building, forced employes to remain at 
their desks, seized a money sack containing cash and 
checks totaling $4,500, and fled via the fire escape. 
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LOOKING TOWARD THE REAR IN THE 
NEW DOWNTOWN BRANCH OF THE 
ASHERMAN LENDING LIBRARY, NEW 
YORK, N. Y.—The greeting card racks 
at the right and the countex heigh' files 
were supplied by the Art Steel Com- 
pany. The color scheme throughout is 
black trimmed with Chinese red. 


FOR DITTO 


HENDERSON TO HANDLE SALES 
K. M. Henderson, for the past eleven years vice- 
president of Ditto, Inc., Chicago, last month was 


appointed general sales manager to succeed the late 
Arthur Westphal, whose passing is reported elsewhere 
in this issue. 

Mr. Henderson, 
of the well-known 


who will retain the vice-presidency 
duplicator company, takes his 





K. M. HENDERSON 


additional duties well qualified for the task, having 
occupied many responsible positions during his twenty 
years with Ditto. 

Starting as a sales correspondent he quite early 
demonstrated an ability beyond the usual. To this 
was coupled a genuine liking for the industry plus an 
exceptional capacity for work. In rapid order he was 
appointed supply sales manager, production manager, 
secretary, treasurer and, eleven years ago, vice- 
president. In 1933 he was named vice-president in 
charge of sales. It is characteristic of his ability 
that he will continue all of his present duties when 
he takes under his wing Ditto’s promotion and selling. 





ERR UGE VS rLEAS € 


ERROR IN REFERENCE TO STATUS OF J. ARTHUR 
JOHNSON 

In announcing Postindex promotions last month, J. 

Arthur Johnson was referred to as in full charge of 

Postindex Division of the Art Metal Construction Com- 

pany. Mr. Johnson’s appointment is manager of agency 
sales in the Postindex Division. 
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For writing master sheets for use on 


spirit and gelatin type duplicating machines 


L C SMITH Dupli-writer 


Equipped with FABRIC RIBBONS 
(Record Inked, Hectograph Inked, or 
Record and Hectograph Inked) and with 
CARBON PAPER RIBBONS (Spirit 
Duplicator Inked, Hectograph Inked, or 
Record Inked). Uses carbon paper ribbon 
91/16” wide and 200 feet long. Ribbons 
operate independently ...can be used 
separately or in conjunction. 
Economical... the secret of the Dupli 
writer's economy lies in its distinctive 


A remarkable L C SMITH innovation... a two-ribbon typewriter 


carbon ribbon feed. The carbon ribbon 
feeds diagonally across the platen so that 
as many as four complete writing lines 
are obtained from the ribbon’s width, 
without rewinding or rethreading. 

Faster, easier, cleaner... produces bet- 
ter work and is a joy to operate! 

The finest machine available for typing 
spirit and gelatin duplicator master sheets. 

Excellent for Photolith and similar 
photographic duplicating processes. 
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THE ‘‘UNSEEN SIXTH DRAWER? 
COMES FROM HERE 


THE 
28” 
RIGI 
FRON 





The drawer of a standard 28-inch depth ri 
front filing cabinet has an approximate insj 
depth of 26 inches. At least four inches, h 
ever, are required for working space. 
leaves an average of only 22 inches of actug 


workable Filing Capacity. 





In contrast, the Super-Filer drawer has all 
its 26'2 inches of inside depth available a 
usable for convenient Filing Capacity becau 
the required working space is provided m 
chanically ... ADDED each time the drawer 
opened. This extra 42 inches of Filing Capaci 
for the Super-Filer drawer totals up to 22 TH 


inches for the five drawers of the Five-Draw 


whee as » 


Super-Filer and provides the equivalent Filir 


Capacity of an extra drawer. ..the ‘‘Unseen Sixth 


NOT ONE EXTRA 
DRAWER ONLY, BUT THE 
EQUIVALENT OF TWO 


SUPER-FILER ive * 


VISIBILITY, ACCESSIBILIT 
and COMPRESSION withor*—* 


The SU 


SACRIFICING CAPACIT ii, ¢ 


is the le 


AVERAGE EYE-LEVEI 
OF FILE GIRL 61” 
GUIDE TAB HEIGHT 85 
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AVERAGE EYE-LEVEL 
OF FILE GIRL 61” 
GUIDE TAB HEIGHT 55” 
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FIVE DRAWER 
SUPER- FILER 














The Super-Filer Five is only 57 inches “ 


high less than a hand-width higher 
than the Four-Drawer file. The eye- 
level of the average file girl is approxi- 
mately sixty-one inches four inches 
above the top of the Super-Filer Five 
and six inches above the guide tabs 
of the top drawer. The Swing Front 
offers no obstruction to vision. Thus 
all tabs and folders are clearly visible 
and letters can even be read in the 
top drawer without removal 

Since the normal method of filing 
in the Super-Filer is over the drawer 
side into the V-spread opening, tulders 
filed in the top drawer need he lifted 
no higher than for the four d:awer 
rigid front file 

For these reasons and the fact that 
there is no compressor to release and 
adjust, filing is actually more easily 
done in the top drawer of the Super 
Filer Five than in the top drawer of a 
standard four-drawer rigid front file 
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The SUPER-FILER Five is the most economical purchase of Filing Space... 


me 
Filing Convenience. . 


. Filing Satisfaction. On the basis of 


Capacity alone, it 


is the least expensive. Yet, your customer benefits enormously by the many 
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uper-Filer advantages which no other 4-Drawer or 5-Drawer File can match 
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Just Open 
the Drawer 


Increases 


Speed Improves A 

curacy Sontents held back me 
chanically at natural Reading and 
Handling Angle ready for Instant 
Reference 


¢ 


Just Close 
the Drawer 






Makes neglect of Safe Record Com 
pression impossible. Capacity is 
increased by flattening creased 
gopene and bulky contents. Fire 

azard is reduced Time Saved 
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EYLAR ENDS FIFTY YEARS IN 
RETIREMENT 


Ending fifty years in the industry and a long period 
with the Underwood Elliott Fisher Company and its 
preceding organizations, Matthew S. Eylar, vice presi- 
dent of UEF retired on June 30. He will, however, 
retain the title of honorary vice-president. 

Mr. Eylar’s retirement, which was announced by 
President Philip D. Wagoner, was the fulfillment of 





M. S. EYLAR 


a plan decided upon many years ago when he came 
to a decision to drop his burdens of the business 
world upon reaching the age of three score and ten. 
That milestone was reached last June and Mr. Eylar 
kept the promise he made to himself, and will devote 
his time entirely to personal interests. 

A full report of Mr. Eylar’s career appeared in the 
January (1939) issue of OFFICE APPLIANCES in con- 
nection with a lengthy story concerning the celebra- 
tion of his fifty years in the typewriter field. 

The interesting story told of his setting out from 
Atchison, Kans. to Kansas City, Mo., in search of 
a job and there becoming a traveler for a lawyer who 
conducted the local agency for the Caligraph as a 
sideline. This was a good job and lucrative until, 
some time later, the young salesman’s ambition and 
persistency came to the attention of a man well 
acquainted with L. C. Smith who had just produced 
the Smith-Premier. Through the kind offices of the 
friend Mr. Eylar was given the Kansas City agency 
for the Smith-Premier machine and, resigning from 
Caligraph, went into business for himself. 

The story details how he switched to the Elliott & 
Hatch Company, forerunner of the Elliott-Fisher Com- 
pany and the Underwood Elliott Fisher Company, 
later to return to the L. C. Smith organization as 
representative in London, England for a number of 
years, and then back to UEF. 

*—> 
HOECKEL’S IN FIFTIETH YEAR 

With a capital record of service to its city and cus- 
tomers for a half-century, the C. F. Hoeckel Blank 
Book & Lithographing Company, 1635 California street, 
Denver, Colo., recently celebrated its fiftieth year in 
business. 

In 1889 C. F. Hoeckel borrowed $500 on a note guar- 
anteed by David Moffat, famous in Colorado history, 
with which to open a business destined to develop into 
the large establishment of today. For ten years the 
young man operated a bookbinding and ruling room 
and then moved to 1714-16 Lawrence street where he 
added a printing plant and a stock of office supplies. 

By dint of hard work and quality service the firm 
prospered from the first, moving into larger quarters 
and extending its activities until, in 1900, it was in- 
corporated under the name of the F. C. Hoeckel Blank 
Book Company, lithographing being added eight years 
later. 

The company is now housed in the NBC building at 
the above address with departments on five floors 





and fully half the building housing Hoeckel activities. 
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The present officers are Frank J. Dunst, president, and 
F. W. Barthel, secretary. Mr. Dunst became asso- 
ciated with the organization in 1900, was appointed 
secretary in 1916, vice-president in 1926 and president 
in 1932. Mr. Barthel joined the company in 1902 and 
was appointed secretary in 1932. 

—>-—_____ 


CAHILL LEAVES AUTOPOINT FOR NEW FIELD 


C. N. Cahill, for many years general manager and 
director of sales of the Autopoint Company, Chicago, 
has just resigned to become president and general 
manager of the Chicago Venetian Blind Company, 
Chicago, world’s largest exclusive manufacturer of 
venetian blinds. This company is the only manufac- 
turer of Alumilited aluminum venetian blinds in the 
United States and also manufactures a complete line 
of all other types and grades of venetian blinds. 

In addition to the successes obtained for Autopoint 
Company, Mr. Cahill is recommended to his new con- 
nection by the quality of his services rendered to sev- 
eral nationally known organizations. Prior to joining 
Autopoint, he was associated in various capacities with 
the International Shoe Company of St. Louis, Sherwin- 
Williams Company of Cleveland, Goodyear Tire and 
Rubber Company of Akron, and as general manager 
of a chain of retail stores in the eastern part of the 
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C. N. CAHILL 


United States. He also served as management counsel 
to several other firms. 

While his plans for the direction of the Chicago 
Venetian Blind Company are still in a formative state, 
Mr. Cahill advises that these will call for aggressive 
action and the institution of advanced selling proce- 
dure based on fact-data obtained through modern 
sales field investigation and research. 

In Chicago, Mr. Cahill is a prominent member of the 
Rotary Club, vice-chairman of the Chicago City Man- 
ager Committee, a member of the board of governors of 
the City Club, a charter member of the National Fed- 
eration of Sales Executives, a member of the Chicago 
Association of Commerce, American Legion, and other 
business and social organizations. 

—- 


GLENDENING JOINS HARTER CORPORATION 


Taking with him an experience of many years in 
publicity, newspaper and magazine work, G. S. Glen- 
dening has recently joined the Harter Corporation, 
Sturgis, Mich., where he will engage in sales promotion 
and work connected with the distribution of Harter 
seating equipment. 

A native Hoosier by birth, Mr. Glendening worked 
for some time in the editorial department of the In- 
dianapolis (Ind.) News. For the past twenty years he 
has resided in New York where for a major portion of 
that time he was connected with the Hearst magazines. 

A newcomer in the field Mr. Glendening possessed a 
pleasing personality and will make many friends in 
the industry both for himself and for the Harter organ- 


ization. 





















Sell Beauty As 
Well As Utility 


One of the prideful items in our line is desk letter 
trays. Made of wood that is thoroughly seasoned; 
corners that are locked and glued to withstand long 
usage; three-ply veneered bottoms that are grooved 
into the sides—they won’t warp or split. Your 
customers will select Weis letter trays when com- 


























pared with others. 
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If you will demonstrate to your 
customers the advantages of our 
Duo-Topped Filing Folders, you 
will find them easy to sell; your 
customers will like them better 
than single top folders and you 
will make more money per thou- 
sand. Get our salesmen’s sample 


sets for demonstrating purposes. 
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If your salesman would carry 
one of our CELL-U-SEAL 
sample sets and show your cus- 
tomers the advantages of CELL- 
U-SEALING you will sell fewer 
plain guides but more that are 
CELL-U-SEALED and make 


more money per individual sale. 
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Now You Can 
Endividualize Your Card 








Index Business 


Too long a story to tell here—but if you will 
write us and say you’re interested you will receive 
information regarding an innovation that will 


stabalize your card index business. 
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Meetings & Dinners Section 
Continued trom Page 75 
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Headed by General Chairman E. W. Doepke and | 


President J. O. Waedekin, the gang arrived early in 


the day prepared for the many festivities and sports | 


arranged for them. There was a tug o’ war in which 





TYPEWRITER FOLK AT MILWAUKEE IN PICNIC POSES 
1. Left to right: J. O. Waedekin, Erwin W. Doepke, J. Mercurio, R. R. 
Kuehnl, T. J. Terwelp. committee in charge of picnic. 
Swimming at Hygeia Spring Park, Big Bend, Wis. 
. The kiddies lining up for their Cracker Jack. Adults in charge. left to 
right: Roy Kuehn! and Ted Terwelp. 
. Baseball game in progress. 
Resting and talking. 
Conversing before the “Bar’’ are Stanley Stemp. Madison, Wisc. and 
H. Jones. who neglected to face the camera. 


Dn wr 


the service men vanquished the salesmen. This victory 
was drastically sweetened later in the day when the 
service men again trimmed the salesmen in two 
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THREE 
WAY Suan 


Reproduce your FORM and 
FILL-IN in one run! 





SA 


..on printing 


1,000 of these "Masters" 
will save you AT LEAST 
75,000 printed forms! 





-.on spoilage 

Absolute registration — 

NO DISCARD! 
Just fill-in on typewriter as 
usual— 

i- €FFrors insert in duplicator drum 


Every figure 
clear, legible 
—POSITIVE! 





—and RUN 









FOR ANY SPIRIT DUPLICATING MACHINE 


For Information and Demonstration, write: 


MANIFOLD SUPPLIES COMPANY 


Manufacturers of PANAMA and BEAVER 


HECTOGRAPH CARBON PAPERS 


188 THIRD AVENUE * BROOKLYN, N. Y. 
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Prepare Right Now for 
Profitable Fall Business 


Investigate the profit possi- 
bilities of the PREMIER and 
MONARCH lines. 

From every angle—Profit, 
Service, Customer Satisfac- 
tion—these machines lead 
the field. 

There’s the “PREMIER” 
Factory Rebuilt Remingtons 
—the Noiseless No. 6 and 
No. 10—the Standard 12’s 
and 16’s ... rebuilt at the 
original factory—you can 
sell °em and forget ’em as far 
as service headaches are con- 
cerned, 

A-N-D the MONARCH 
Portable ADDING MA. 
CHINES, two popular priced models available 
to dealers on a liberal franchise basis. Sell 
these remarkable and 
efficient adders, 
they’re just right for 
your trade. 

Not forgetting the 
MONARCH Portable 
line of typewriters 
that include a model 
for every purse. 
They’re an ideal deal- 
er line, guaranteed to 
fill the portable needs 
of beginner and veteran. 

Here’s a tip . . . Feature Premier and Re- 
conditioned Remington Typewriters plus the 
Monarch lines. Be ready for the Fall Harvest 
of Better Business for you. 





MONARCH 
ADDING 
MACHINE 





AMERICAN WRITING MACHINE CO. 


115-117 Worth St., New York 
EST. 1880 
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spirited baseball games with scores of 17-8 and 10-7. 

A fine program of entertainment had been worked 
out for the merrymakers in which they were given 
an opportunity to win a number of prizes donated for 
the occasion by several manufacturers in the industry. 
Among the firms which gave prizes were American 
Writing Machine Company, Ed Jones, L. C. Smith & 
Corona Typewriters Inc; Janett Duplicator & Ink Com- 
pany, Schenley Distributors, Ames Supply Company, 
Shipman-Ward Manufacturing Company, John C. 
Becker Company, I. Mercurio, H. Sauer Company, 
Grady Parking Station, S. J. Olson Company, L. M. 
Bickett Company, Typewriter & Adding Machine Ex- 
change, Carter’s Ink Company, Badger Sandwich Shop, 
Sengbusch Self-Closing Inkstand Company, Reming- 
ton Rand, Inc, and the Wilson-Jones Company. 

When the last swimmer had emerged from the 
water and the last prize-winner proudly displayed his 
award it was a tired but happy crowd that wended 
its way back to Milwaukee to wait for the next annual 
event of the association. 

CHICAGO OFFICE APPLIANCE MANAGERS TRY 

TAM O’SHANTER AGAIN 

July 14 was the date of a gathering of the Office 
Appliance Managers Association of Chicago at Tam 
O’Shanter Country Club, near Niles. Although the 
association has met there on several occasions during 
recent years, this proved to be the first time the 
course was not partially flooded or wet from a long, 
steady rain. 

Among those who participated was A. H. Foxcroft, 
Chicago manager for L. C. Smith & Corona Typewrit- 
ers Inc, who missed the preceding outing due to his 
absence abroad. He visited seven countries and spent 
some time with his brother George, who is manager 
for the same company in London. He had with him 
an attractive souvenir of a golf outing of the London 
organization in which he participated. It was entirely 
photographic, the pictures being taken during the 
game. 

Vice-President James T. Stewart presided, the presi- 
dent, E. L. Corey of International Business Machines 
Corporation, having been transferred to Washington 
two weeks earlier, from which point he will handle 
United States government work exclusively. 

San itech 


GLOBE-WERNICKE SCHOOL’S OUT! 

Forty-one executives and foremen of the Globe- 
Wernicke Co., who completed a vocational training 
course in conference leadership and shop management 
under the supervision of the Ohio Department of 
Vocational training were awarded diplomas at a din- 
ner held June 27. 

H. S. Jones, production engineer at the company’s 
plant in Cincinnati, conducted the first semester of 
sixteen weeks training in shop management, and Dr. 
R. L. Jacobs, professor of teachers’ training, Univer- 
sity of Cincinnati, was in charge of the second semester 
covering conference leadership. The graduates re- 
ceived one credit in state vocational training and one 
from the University of Cincinnati, division of voca- 
tional training. 

At the dinner held in connection with the exer- 
cises J. S. (Jerry) Sprott, president of The Globe- 
Wernicke Co., congratulated the men who completed 


the course and paid tribute to the group. 
sconiinerngsiliiaitiains 





TORONTO STATIONERS OPEN GOLF SEASON 

On Monday afternoon, June 26, the St. Andrews 
Golf Club, Toronto, was the scene of the first Sta- 
tioners’ Tournament of the season. It was a grand 
day, sunny and bright, and there was just enough 
breeze to keep things comfortable. The splendid 
weather probably accounted for the fine turnout of 
players. Some thirty-eight golfed and there were 
forty-odd for dinner. 

A very enjoyable feature of the evening was the 
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ANEW =N 
AND BETTER a 


COMPRESSOR | 


Show and demonstrate to your file “lookers,”’ the new patented 
Steelcase compressor and you will surely start a buying impulse 
ending in cash register activity. When they see how easily this new 
compressor slides back and forth in channels formed in the drawer sides 

... how positively it locks and releases ... how far superior it is to any other 
compressor they ever saw, then, what is a selling point for you, becomes a buying 
point for them. Steelcase Filing Cabinets with this new compressor plus their many 





other superior operating features, make a selling combination untouched in the office 
furniture field. The detailed facts about this new file compressor are surely worth having. 


(Chrome Hard Wa re: Steelcase files now come equipped with beautiful soft satin 


chrome finish hardware at no extra cost. You will admire this new strikingly beautiful hardware . . . and so 
will your customers. Drop us a line for the full story of Steelcase Filing Cabinets, the new patented Steelcase 
compressor, the steel ball progressive suspension and the host of other proved features. Do this today! 


METAL OFFICE FURNITURE CO., GRAND RAPIDS, MICHIGAN 
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RELEASED! LOADED! 

























































The material used in this platen is an amalgam 
which many dealers consider superior either to 
rubber or cork. It has unusual surface adhe- 
sion, reduces noise by 50% and improves 
appearance. Many users claim “Amescork” is 
the best platen ever, for stencil cutting. 


Write us today for complete details and prices 
on this new “Amescork” platen. New items, 


while they are NEW, sell quickly. 


AMES SUPPLY COMPANY 


Manufacturers and Distributors of Typewriter and 
Adding Machine parts, tools, equipment, platens, 
ribbons, carbons, and supplies. 


Home Office: 
564 West Randolph Street 
Chicago, Illinois 
Telephone Franklin 1946 


Foreign Offices and Branches: 


ENGLAND, Longs, Lid., 80 Queen Street 
London, E. C. 4., England 
Tel.—City 1621 


MEXICO—L. Gomez, Jesus Carranza No. 28 
Mexico City, D. F. Mexico 
Tel.—Eric 6-67-46 


Branches 


ATLANTA 11 Pryor Street 
Tel.—Walnut 2443 


DALLAS— 206 Lane Street 
Tel.—2-8894 


NEW YORK CITY—37 Murray Street 
Tel.—Barclay 7-2191 


SAN FRANCISCO—583 Market Street 
Tel.—Garfield 1264 


Offices and Agents 


Beston—Ames Supply Agency Minneapolis—Precision Platen Co. 


136 Federal Street 126 South Third Street 

Tel.—Hubbard 6895 Tel.—B.R. 6482 
Cincinnati—Peter Paul Service New Orleans—Peter Paul Mech. Ser 

808 Main Street 509 St. Charles Street 


Tel.—Magnolia 1205 


Philadelphia—Liberty Typewriter Co 
132 Seuth tith St. 


Tel.—Parkway 0866 
Cleveland—Typewriter & Supply Co. 


1006 Superior Ave., N. E Tel.—KIN. 0417 
Tel.—Main 0136 
Denver—J. 8S. Stahl & Co. Pittsburgh—Standard Typewriter Co 


129 Fifth Avenue 


$26 Seventeenth St. 
SS Geventecnth © Tel.—Atlantic 0342 


Tel.—Main 1024 


Detroit—Jobr J. Mooney Co. St. Louis—Fleteher Typewriter Co 
169 W. Jefferson Street 806 Pine Street 
Tel. —Cherry 0355 Tel.—Main 0843 


indianapolis—King Typewriter Exch. seatti Seattle Platen Mfg. Co 
207 Massachusetts Ave. 9! Spring Street 
Tel.—Lincoin 9470 Tel.—E.L. 1576 


LosAngeles—W inder’s Platen Serv.Co. washington—General Typewriter Co 
524 S. Spring Street D.C 806 F. Street, N. W. 
Tel.—Michigan 0259 Tel.—NA. 2249 













OFFICE APPLIANCES 


visit of Harold Diggon of Diggon Hibben, Ltd., Vic- 
toria, B. C. In response to the rousing welcome 
accorded Mr. Diggon, he made a short and witty talk. 


The generosity of stationers and friends of sta- 
tioners made possible a very acceptable group of prizes 
for this tournament. The winners were: Ross Helwig, 
Grand & Toy, Ltd.; Jim McCaa, National Stationers, 
Ltd.; Jack Hill, Canadian Pad & Paper Co., Ltd.; 
Jim Corcoran, National Stationers, Ltd.; M. C. Char- 
ters, M. C. Charters & Co.; Bob Cranston, The Brown 
Bros., Ltd.; Jack Keachie, Grand & Toy, Ltd.; Harry 
Muir, Canadian Pad & Paper Co.; Jim Luckett, The 
Luckett Loose Leaf, Ltd.; Ed. White, The Greetings 
Co.; Bill Dolan, Office Specialty Mfg. Co., Ltd.; Bill 
Fenton, National Stationers, Ltd.; F. Colbert, Grand 
& Toy, Ltd.; Bill Gibson, Grand & Toy, Ltd.; John 
Taylor, W. J. Gage & Co., Ltd.; Andy Andrews, The 
Dennison Mfg. Co. of Canada, Ltd.; Phil. Howes, 
Howard Smith Paper Mills, Ltd.; Hoyt Thompson, 
Rolland Paper Co., Ltd.; Don Cranston, Grand & Toy, 
Ltd.; F. W. Barrett, F. W. Barrett & Co.; Jeff Preston, 
Preston Noelting, Ltd. and Walter Crassweller, Domin- 
ion Office Supply Co. 

It was great to see how F. W. Barrett enjoyed the 
afternoon. Although totally blind, he played the 
eighteen holes and also stayed for the dinner. 


———= > —_—_ 


N. Y¥. GOLFERS CUP STANDING 


With the season about half over and the next meet- 
ing scheduled for August 8 at Winged Foot Country 
Club, the standing for points on the season’s cups 
of the New York Stationers Golf Association are as 
follows: 

Class A: L. H. Tavernier, 10.50; R. J. Urmston, 
10.50: A. L. Ficks, 10; R. A. Weissenborn, 8; R. B. 
Sainberg, 5; N. Kremer, 5; W. E. Evans, 2.13-2/3; 
D. A. Davies, 2.50; J. L. Anderson, 2; J. K. Clark, 2; 
R. A. Kennedy, .66-2/3; T. R. Rudel, .66-2/3. 

Class B: F. B. Leedom, 7.50; E. G. Geehring, 5.66-2/3; 
G. W. Fairchild, 5.50; J. Petchesky, 5.50; E. F. Doo- 
ley, 5; M. A. Dreyer, 5; I. M. Levy, 5; M. Lowen- 
stein, 5; H. W. Bowman, 2.50; L. J. Messina, 2.50; 
W. G. Whittemore, 2.50; H. Yager, 2.50; S. Kahn, 2.50; 
H. Price, 2; Harry Levy, .66-2/3; P. Elias, .66-2/3. 

The remaining games and their places are: August 
8, Winged Foot; August 22, Hackensack; September 12, 
Westchester; October 3, Mountain Ridge; October 17, 
Richmond County. 

—>- —__— 


A. M. A. CONFERENCE SET FOR OCTOBER 25-26 


The annual office management conference of the 
American Management Association will be held Octo- 
ber 25 and 26 at the Hotel Pennsylvania, New York 
City. The sessions, which will bring together one of 
the country’s largest groups of office executives, will 
discuss a number of topics bearing on six major divi- 
sions of office operations including general organ- 
ization, personnel, control of work and pay, routines, 
systems and methods, equipment and supplies, and 
facilities. 

m —_ 


NO. CALIF. DEALERS ARRANGE SPEAKER 
PROGRAM 


At a recent meeting of the Carbon & Ribbon Deal- 
ers Association of Northern California, held in San 
Francisco, W. G. Huston, Mittag & Volger, Inc., and 
J. F. O’Connor, president, Pacific Carbon & Ribbon 
Manufacturing Company, were selected to form a pro- 
gram committee and arrange for speakers to appear 
at each meeting. 

According to the plan the committee will appoint a 
member of the association who will be obliged to 
obtain a speaker and, failing to do so, will be re- 
quired himself to address the meeting on a subject 
of general interest. George Semonson and Dave 
Scoville were selected to act as alternates. 








ae renee 


eee ei craedneee cence anaes 











cengctene Sem 





AUTGUS1 1939 


95 


ONE OF THE GRANDEST “BUYS” IN THE MARKET 





MODEL D-40X EXTENSION MACHINE ... $4.50 


“OLD FAITHFUL” 





Plier $4.5¢ 


A rugged, powerful Stapling Machine with 4 to 1 
leverage. Will fasten all materials that the staple will 
penetrate without bending. Particularly designed for 
production work and hard usage, but can be used for 
any stapling operation within its capacity. Delivers a 
strong sharpened staple and clinches it securely even 
in light material. Safety Lever and Ejector Bar make it 
clog-proof so that it will give constant production. Easily 
and quickly loaded with NEVA-CLOG A-1000 or L-1000 
Staples. Guaranteed. 


7. OR advertisers—printers—social organizations this ma- 
chine is recommended, as it is a remarkably useful 
device for making booklets, stitching dummy catalogs, 
securing proofs in rotation, binding mimeographed bulle- 
tins, and many other similar operations, as well as general 
fastening work. 

Also proficient for sealing and fastening bakery goods— 
confections—potato chips—salted peanuts, ete., to cards, 
as well as fastening other merchandise such as small tools 
and devices to displays. 

The Model D-40X consists of body and head mounted 
on reinforced extension arm attached to hardwood base, 
and includes all of the mechanical improvements in- 
cluded in other Neva-Clog machines. The reinforced 
spring arm assures accurate alignment in stapling. This 
machine delivers a well clinched staple at any distance 
from edge of material up to 12 inches. 

The base is natural finished maple and the machine has 
a gauge which may be set at any desired position for 


locating staple. Can be loaded quickly and easily. 


rx i \ ui¢ ta Popular Price 


NEVA<LOG PRODUCTS, Inc. 


BRIDGEPORT, CONN. 
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Dealers with an 


PROFITS OF 


Are Swinging to 


THAT IS 





BE SURE TO SEE 


AT THE N. S. A. CONVENTION 


[tll pay you to make a note of this: BOOTH Number 9 


vention, Statler Hotel, Boston, Massachusetts, Sept. 18 


interesting display—presentation of many cust 


at the A-S-E Aurora exhibit. 


If you're interested in profit-building facts, you won't want to miss it. 
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WATCH THE LINE 


‘““MOVING-UP FAST’’ 


Trends, as significant as some of those portrayed in the 
“World of Tomorrow,” have been recognized by hundreds 


of aggressive office appliance dealers. 


They have foreseen the big swing to the A-S-E line and 
have taken full advantage of its present sales and profit 
opportunities. But even more important, they are pro- 
tecting their interests for the immediate as well as more 


distant future’ by selling the line that is “moving up fast.” 


You, too, can increase your sales profitably —protect your 


future interest—and “back a winner” with the A-S-E 
line. It’s easier to sell it than sell against it. Don’t 
overlook this business-building opportunity. Mail the 


coupon today ‘ 


THE 4 AURORA EXHIBIT 


BOOTH Nog } 


es 





>) 










N. 


>. A. 


( ‘on- 


21 


an unusually 





ymer convincing features 





STEEL-EQUIP 


608 JOHN STREET 
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§ r i L F $ It doesn’t take an expert to see the extra 


values in A-S-E Files. Your customers and prospects can easily recog- 
nize them. A-S-E Balanced Design Filing Equipment gives you 58 sales- 
producing features—there is no one feature you must sell to cover up the 
defects of other parts. 
In the four full A-S-E Aurora lines there are 
sizes, types, arrangements and prices to meet 


the requirements of all your customers. 


Here's one of the fastest moving products made 
available to dealers. A few telephone and personal 
calls in your locality will start the ball rolling. 

Almost every business organization in your terri- 
tory needs them for keeping permanent and long- 
time records, safely and economically.  A-S- E 
Dead Storage Files are made in sizes to fit any 
form—cost less than cardboard boxes and shelv- 
ing-—and save storage space. First sales are easy 





repeat business is assured. 


4S STORAGE AND WARDROBE CABINETS 


These steady, year around, sales producers have helped hundreds of 
deale rs remove the dips in their profit curves and keep them going up. 
The 5 7 mode ‘ls in the two complete lines meet virtually every need. The 
sale ‘Ene for customers who demand De Luxe Cabinets. The Popular 
line for those who insist on maximum value at lowest possible cost. 


a p F S K S Now! Two full lines of A-S-E Aurora 


desks and tables. built in all popular sizes. The new DIPLOMAT line is 
of strikingly modern design, available in Olive Green, Light Tan, Gun- 
metal or Black. Slight additional charge for Walnut, Mahogany or 
Bleached Walnut. Tops of black linoleum. Pontoon bases, black trim. 
med with satin finish, stainless steel bands. The STANDARD line is of 
attractive conventional design. The sturdy construction and special 
finish of all A-S-E Aurora Desks and Tables give them unusual salability. 


MAIL THIS COUPON TODAY! Jiipuuuaam 


608 John St Aurora, 











Mail complete information about 

s 4-S-F Aurora Files D-S 

Files Cabinets Desks and 
COMPA a 
Name 


AURORA, ILLINOIS idiieen 


(uty State 
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JASPER CHAIRS 


occupy the Kal of olearning 
in the FOREMOST SCHOOLS! 








Correct Posture School Chairs 


JASPER CHAIR CO. school chairs in- 
clude seating equipment for schools, 
libraries, colleges and universities, 
scientifically constructed for comfort 
and lasting service. The use of first- 
quality materials and unique metal 
corner bracing give exceptional 
strength and fine appearance. Many 
types are illustrated in our school 
chair catalog. 


JASPER CHAIR COMPANY 


JASPER, INDIANA 
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D. B. MORROW 


David Blair Morrow, since 1933 an executive of The 
Globe-Wernicke Co., Cincinnati, Ohio, died in his 
home in that city on July 22. He was forty-seven 
years of age and had been ill for a considerable time. 

Born in Dalton, Ohio, Mr. Morrow began his busi- 
ness career with the United States Steel Corporation 
in Gary, Ind. Later he transferred his activities to 
the Briar Hill Steel Corporation, Girard, Ohio, and 








THE LATE D. B. MORROW 


still later became assistant to the president of The 
General Fireproofing Company, Youngstown. For six 
years he was comptroller of The Berger Manufacturing 
Company, Canton. 

Joining Globe-Wernicke six years ago as vice-presi- 
dent and secretary he displayed an unusual ability 
and two years later was appointed to the position he 
held at the time of his death. 

Mr. Morrow was a vice-president of the Cincinnati 
chapter, National Office Management Association, and 
a member of the National Association of Cost Ac- 
countants. He was widely known in both the steel 
and office equipment industries and was noted for his 
fairness, unfailing courtesy and loyalty to friends 

Surviving are the widow, Mrs. Cora Morrow; two 
sons, David, Jr., and Shirley; two daughters, Jayne 
and Betty, and a brother, Ralph Morrow, Flint, Mich. 

Funeral services were held July 25 with burial in 


Cincinnati. 
+ - | 


S. H. McELFATRICK 


Ill since last Autumn, Samuel H. McElfatrick, forty- 
nine years old, and prominent in the stationery and 
office supply business of Seattle for a number of years 
by virtue of his position as secretary of McElfatrick’s 
H. & M. Ribbon & Carbon Company, passed away on 
July 11 at his home, 5706 Admiral Way, West Seattle. 

He was taken ill in October last and had been in 
poor health since that time. His passing occasioned 
a sheaf of telegraphic condolences and expressions 
of sympathy sent to his brother, William E. McEl- 
fatrick, who is president of the office supply house 
which he established in Seattle a full quarter century 
ago. These messages of sympathy were wired by 
business connections and friends in the East as soon 
as notice had been sent. 

Mr. McElfatrick had not only been active in the 
typewriter and office supply field, but was a member 
of Rotary and had previously been active in the 
Young Men’s Business Club of Seattle, where he leaves 
a wealth of friends. Born in Iowa in 1890, he had 
resided in Seattle for the past thirty years. 

High in the Masonic order, funeral services were 
conducted by Arcana Lodge 87 of the Free & Accepted 
Masons, with entombment in Acadia Mausoleum. He 
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The answer 


TO A GREAT DEMAND! 


The way orders are coming in... 
proves to us that we're meeting the 
demands of the trade. 


Texcel is "just what you have been 


MOISTENING 


REQUIRED waiting for."' This clear transparent, 


ADHERES INSTANTLY strong adhesive tape sticks tight 


TRANSPARENT , | without moistening. 


MADE IN U.S.A Its many uses in industries, offices, 
INDUSTRIAL TAPE 


CORPORATION stores and homes have made Texcel 
RUNSWICK,N " . . 

ST Oe ee a "best-seller," which means rapid 

turnover and constant repeat profits 


for you. 


Complete range of the popular sizes. 


1296 Inch Lengths 
in Metal Containers. 





Write for samples and prices. 


FEATURE THE COUNTER DISPLAY BOXES 


Smaller size holds 24 ten cent rolls. Larger size holds 12 twenty-five cent rolls 







with individual cutters. 





TEXCEL DISPENSERS 
are making a hit? 


This sturdily constructed attractive dispenser is a convenient 
and rapid means of unwinding and cutting off the desired 
length of Texcel Tape. 


No. | for Commercial Use (Holds 2592” rolls). 
No. 2 for Office Use (Holds 1296” and 792” rolls). 











INDUSTRIAL TAPE CORPORATION 





CHICAGO, ILL. . NEW BRUNSWICK, N. J. > SAN FRANCISCO, CAL. 
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PRODUCTS 


STEEL LETTER TRAYS 





STEEL PERSONAL FILES 








A complete line of 300 fasf moving 
steel office supply items. 





COLE STEEL EQUIPMENT CO., INC. 


DIVISION OF PRONTO FILE CORP. 
349 BROADWAY NEW YORK 
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was a member of Arcana Lodge, Royal Arch Masons. 

A fine friendliness characterized his life and career 
in his chosen business. He had set a high standard of 
excellence in this field and painstakingly gave close 
attention to all details in connection with the secre- 
taryship of the large office supply house. 

Besides his brother, he leaves a widow, Alma, of 
Seattle; a daughter, Mrs. Katherine Freeman, of Los 
Angeles, and two sons, W. E., who is connected with 
the firm, and S. J. McElfatrick, of Seattle—CML 

+ | 


ARTHUR WESTPHAL 


Stricken with appendicitis while vacationing at Da- 
mariscatto, Maine, Arthur Westphal, for the past two 
years general sales manager of Ditto, Inc, Chicago, 
died July 4 after an emergency operation. He was 
forty-five years old. 

A graduate of Trinity College, Hartford, Conn., Mr. 
Westphal helped himself through school by holding 
positions that mark the end of ambition for many 
another. While in school he was a buyer for William 
Filenes’ Sons Company, Boston, and assistant to the 
president of Sage-Allen Company, Hartford. 

When the War came he joined and went overseas, 
was decorated with the Distinguished Service Cross, 
and honorably discharged with the rank of captain. 

For fourteen years he was general manager of Butler 

















THE LATE ARTHUR 
WESTPHAL 


Brothers, Chicago, in charge of all operations. Later, 
he held a similar position as general manager of 
Marshall Field & Company, wholesale, and immediately 
before joining Ditto managed the extensive Marshall 
Field real estate operations. 

A magnetic personality, his excellent business sense 
coupled with vision, the far-seeing plans he had for 
Ditto had already begun to mature. His passing is 
deeply regretted. 

+t  & 


J. F. SOBY 


John F. Soby, instructor in the New York Type- 
writer Division of Remington Rand, Inc., and one of 
the veterans of the organization, died June 26. He 
had been associated with Remington for the past 
fifty-seven years. 

He joined the company in 1882 when Walter Earle, 
manager of the Philadelphia office, gave him a job. It 
was a job not far removed from actual typewriters 
for the boy was obliged to be office boy, shipping 
clerk, bookkeeper, salesman and assistant manager. 

In 1902 Mr. Soby was appointed manager of the 
Philadelphia office and took a major part in the 
development of the firm from a small local industry 
to a world-wide organization. Following this he was 
connected with the general sales offices for a brief 
period and then resigned only to return to the Rem- 
ington fold in 1909 as manager of the Pittsburgh 
branch. 

He resigned again and tried out several fields of 











“—T1 CO 
a Te. 


MI 
L I 
B | 





ELI 








ATALOG 
656 


PAGES 


a 
Wx a 
| 


Ta us 


ACTUAL SIZE 
OF DF CATALOG 


a illustrated catalog, price list All merchandise of our manufacture 
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endeavor some of which were closely associated with 
the office equipment and supply field. He once more 
joined the company—in 1923—and had been con- 
tinually with the New York office up to the time 
of his death. 

In a recent issue of the Remington Broadcaster it 
was said of Mr. Soby: 

“Mr. Soby’s ability as an instructor has been of 
great value to the New York Typewriter Division. To 
a large extent the Metrem salesmen of the present 
day received their first training, their first appre- 
ciation of the high quality of Remington products 
and Remington methods from his teaching. His en- 
thusiasm and earnestness were outstanding aspects of 








You can bank on 


TRANSFILE 


STEEL REINFORCED THE LATE JOHN F. SOBY 
(From an old portrait) 
CORRUGATED BOARD 
his character as were his kindliness and fairness of 


[- | | 7 S disposition. His passing is mourned not only by his 
> associates in the New York office, but by the many 

e - ow friends in the industry who held him in affectionate 

regard.” 

For every kind of record storing or filing +; + + 

job around the office, factory, institution 

or home, TRANSFILE Files give a satisfac- 

tory performance at a very reasonable in- 

vestment. You can bank on TRANSFILE 

Files to please every customer. 
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And one sale leads to another. There 
are so many jobs around the average 
office that a TRANSFILE File will do with 
100°, efficiency that your customers 
soon come back for more. 


In 4 styles and 13 sizes, there is a 
TRANSFILE File for every purse and pur- 
pose. Start selling TRANSFILE Files today 


aeareeany Sey. THE LATE GEORGE PUTNAM METCALF WHOSE PASSING 
WAS REPORTED IN THE JULY ISSUE AT WHICH TIME THIS 
GUIDE SYSTEM & SUPPLY CO. PORTRAIT WAS NO'k AVAILABLE.—Mr. Metcalf, vice-pres- 


ident and treasurer of The Carter’s Ink Company, was stricken 

335 CANAL ST. NEW YORK, N. Y. with a heart attack in the Phillips House, Boston, on June 10. 

Among those who survive him is a son, Richard C. Metcalf, who 

has been associated with Carter's in Chicago and Boston for 
over six years. 





F. K. GORDON a 

Fred K. Gordon, who was for many years manager 
of the Spokane, Wash., plant of the Sunset-McKee 
Sales Book Company and later was associated with 
this company in Portland, Ore., died in the latter city 
Deluxe TRANSFILE recently. He had been with John W. Graham & Com- 
pany in Spokane for two years and later joined the 
Sunset-McKee Sales Book organization in 1911. He 
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merchandise display and stock cabinet 0 fit y 
selling job — and help increase sales in your | iplic 


customers a striking assortment of all ki f duplic 
—and remind them of many items they 16 ee 
can supply. 


Th The convenient stock cabinet in the 
e plenty of space for a large and handy 
- of duplicator supplies. At the top” 


for circulars and other advertising ma 
Then there are six sections for 
range of small items. And at | 


bottom are two large cc 
for inks and stencils. 
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Yes Own 


Pulpit i in @ prominent spot in your | Serm Of 
ind it will preach its own sermon—and 
ice extra sales, and extra profits in a sur- 
ng manner. | 


e Pulpit does a two-fold job of point-of-sale adver- 
‘and point-of-sale selling. !t displays merchandise, 
se, stimulates buying, and facilitates selling. 
y it will help increase your sales and profits—quickly. 


Pulpit will make a handsome addition to your store equipment. ; 
xpertly constructed of real gum wood and finished in natural wood 
e ete is glass inclosed and illuminated by Lumaline frosted 
cag are easil removed foe. insertic mn of new pispleys 
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A SPECIA L 0 F F E R F 0 R Y 0 u! SPEED-O-PRINT CORPORATION 


Take advantage of this special offer to 153 N. MICHIGAN AVE. CHICAGO, ILL. 


Gentlemen: Please send me full details 
secure this beautiful display and storage shah hei f eon soewe @ PULITT ville 
cabinet free of charge for your duplicating out charge. 
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SPEED-O-PRINT CORPORATION x 


City 
153 NORTH MICHIGAN AVE. CHICAGO, ILL. State 





| 





OFFICE APPLIANCES 


MAKE NO CHANGE, 

INSTALL NO NEW FOUNTAIN PEN | 
EQUIPMENT, | 

UNTIL YOU INVESTIGATE! 
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Sheaffer has a new fountain pen 
selling plan--a tested and proven 
method so amazingly effective 
that it revises all former ideas of 
volume and profit possibilities in 
this field. 


DEALERS BY SCORES AND HUN- 

DREDS across the nation already 

have gone over to the newand more 

profitable method! Set your sights 

high! DON’T TIE YOURSELF to any 

new equipment which is designed 

around the sales and profit ideas | 
of yesterday! Get the Sheaffer | 
plan first! ...W.A. Sheaffer Pen | 
Company, Fort Madison, lowa. 


SHEAFFER'S 


THERE IS ONLY ONE LIFETIME’ FEATHERTOUCH’ PEN—SHEAFFER’S 
THE WHITE DOT IDENTIFIES IT! 
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went to Spokane from Butte Mont. Mr. Gordon was 
prominent in civic as well as stationery circles in 
Spokane for a number of years before going to Port- 
land, where he achieved new successes in stationery 
fields. Surviving are his widow in Portland, his son, 
Dr. Richard B. Gordon, of Madison, Wis., a daughter, 
Mrs. Fred Bryant of Portland, Ore., and four grand- 
children.—CML 
+ - |; 


C. E. LUCE 

Clarence E. Luce, owner and operator of the Water- 
town Typewriter Company, Watertown, N. Y., died July 
18, four hours after he was stricken while asleep in 
his home. He was fifty-seven years of age. 

Mr. Luce had been in poor health for many years, 
both of his legs having been amputated due to his ill- 
ness. Despite this severe handicap he worked as 
usual, and had been at his desk the day before his 
death. 

During his early career he worked for the Under- 
wood Typewriter Company as a mechanic, resigning 
later to become one of the first employes of the Royal 
Typewriter Company where he was appointed a fore- 
man because of his ability as an expert typewriter 
mechanic. In 1914 Mr. Luce went to Toronto where 
he took charge of the repair shop of a Royal dealer, 
remaining there until 1924 when he joined the C. R. 
Allen Company, office supply firm in Watertown. In 
1929 he purchased the firm of which he was head at 
the time of his death. 

Mr. Luce is survived by his widow, Mrs. Alvina Luce, 
and two children, Mrs. Henry G. Thomas and Mrs. 
Henry Kabel. 

+t + - 
ROY O. MATTHEWS 

At the age of forty-five, death came to Roy O. 
(Matty) Matthews, Fort Smith, Ark., who retired from 
active participation in the typewriter industry about 
two years ago because of ill health. Mr. Matthews 
passed away on Saturday afternoon, July 15. 

Before his retirement, Mr. Matthews had been man- 
ager of the Royal Typewriter Company branch in Fort 
Smith for several years. He was a resident of the 
city for eighteen years. Earlier in his career he 
lived in El Paso, Texas, and Mobile, Ala., where he 
was connected with the Underwood Typewriter Com- 


pany. 
+ + + 
R. E. CARTAN 


Robert E. Cartan, fifty, rubber stamp manufacturer 
and former city electrician for seven years, died 
from a heart attack June 18 at his home, 1913 Hill 
Crest, Fort Worth, Texas. He was a native of Ten- 
nessee. Mr. Cartan’s father, the late John J. Cartan, 
organized the Ritchie-Cartan-Turner Company and 
upon his death, fifteen years ago, the son took over the 
management. Mr. Cartan is survived by his widow, 
a daughter and a sister—CG 

- + + 
J. K. SPEER 

John K. Speer, well-known typewriter salesman for 
Remington Rand, Inc., died late last month at the 
Memorial hospital, Morristown, N. J., following a short 
illness. He was thirty-eight years of age. 

Mr. Speer, who lived in Madison, N. J., entered the 
employ of Remington Rand after attending Amherst 
college. He was a member of the Psi Upsilon and the 
Amherst Club of New York. 

Surviving are his widow, Mrs. Grace Holihan Speer; 
a son, John K. Jr.; his parents, Mr. and Mrs. William 
Speer, and a sister, Mrs. Charles Seydel. 

+t - | 
JOHN SAUL 

John Saul, widely-known educationalist, author and 
editor and for nearly twenty years editor-in-chief for 
the W. J. Gage Company, publishers of business and 
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URPHY GHAI 


FOR THE 
OFFICE 





No. 7287 


For the busy business man who rides all day 
in a swivel chair, here’s the last word in com- 
fort. Made of Pecan for extra strength, and 
finished in Walnut. Designed to make office 
working days a constant pleasure. You can’t 
go wrong with a Murphy Chair. 






FOR THE 
SCHOOL 


No. 9084 


A scientifically correct and completely com- 
fortable school chair. Constructed of well 
seasoned Oak with Hard Maple arm. De- 
signed to conform to body carriage and place- 
ment. See catalog No. 67 for other school 
chairs. 


MURPHY CHAIR COMPANY 


INCORPORATED 


OWENSBORO, KENTUCKY 
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DO SALES INCREASE FOR COLUMBIA DEALERS 





DO DEALERS STAY WITH COLUMBIA 





HANAHAN & COMPANY 
> - STATIQNERS - ENGRA S 
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Shanahan & Company have been break- 





ing sales records for years! 


* This is the sort of performance record 

SHANAHAN’S is another “veteran” that dealers are really interested in—sub- 
Columbia account. Shanahan’s long ago stantial ribbon and carbon profits year in 
recognized the fact that Columbia “had and year out. And growing sales volume. 
something.” And Shanahan’s have used ® Can you build your ribbon and carbon 
it ever since to increase their ribbon and business the Columbia way? The answer 


carbon business. Year after year! is “Yes.” Write us. 


COLUMBIA RIBBON & CARBON MANUFACTURING CO., Ine. 
Main Office and Factory: Glen Cove, L. L., N.Y. 


New York: 305-313 East 45th St. Kansas City, Mo.: Dwight Bldg. 
FACTORIES: MILAN, ITALY; LONDON, ENGLAND; SYDNEY, AUSTRALIA 


COLUMBIA 


TYPEWRITER RIBBONS & CARBON PAPERS 
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other text books, died recently at his home in Toronto, | 


Canada. He was in his seventieth year and was well 
known throughout the industry.—SJL 


+ P + 
S. B. ELFORD 


Stephen B. Elford, for many years connected with 
H. B. Hosmer, Inc., 118 Duane street, New York, N. Y.., 
died July 17 at his home, 79 Baldwin avenue, L. I. 
Well-known in the industry Mr. Hosmer was also 
prominently identified with fraternal activities being 
past master of Massapequa lodge, F. & A. M. Fol- 
lowing funeral services, interment was at Greenfield 
cemetery, Hampstead, L. I. 


T + + 
MRS. CATHERINE AMANDA HOBSON 


On Thursday night, July 13. Mrs. Catherine Amanda 
Hobson, mother of J. B. Hobson, Remington Rand 
branch manager in Fort Smith, Ark., died from the 
effects of a fall in her home eleven days previously. 
Mrs. Hobson was ninety-nine years old at the time 
of her death. 

+ i 
H. A. STRUCK 

Henry A. Struck, fifty four years of age and pro- 
prietor of the Struck Equipment & Supply Corpora- 
tion, 160 North LaSalle street, Chicago, died following 
a heart attack in a Chicago hospital on July 20. Mr. 
Struck, who represented the De Luxe Metal Office 


Furniture Company, Warren, Pa., and the Durabilt | 


Steel Locker Company, Aurora, Ill., and had been 
in business since 1930, is survived by his widow, Mrs 
Helen Struck; two sons, Harold and Ralph, and a 
daughter, Mrs. Edith Hazleton, of Los Angeles. Fu- 
neral services were held July 22 with burial at Eden 


cemetery. 
+t i & 
MRS. BESSIE WUEST 
Mrs. Bessie Wuest, wife of Rolli Wuest of the Weis 
Manufacturing Company, Monroe, Mich., died June 25 
after a long illness. Funeral services were conducted 
June 26, with burial at Monroe.—AK 
(nicciecslgiiltdiicsaesinin 
CHANGES IN IBM STAFF AT CHICAGO 
Late in June, several changes were made in the 
organization set-up of the International Business Ma- 
chines Corporation at Chicago. 
Gordon Packard, an outstanding IBM executive, was 
transferred from the office of district manager on the 
Pacific Coast to the position of manager of Division 3 


with headquarters in Chicago. L. B. O’Loughlin, man- | 


ager of District No. 4 for the Electric Accounting 
Machine Division of the company since October, 1935, 
was made special representative for Sales Division No. 
3, with headquarters in Chicago. Another man ap- 
pointed special representative operating out of Chi- 
cago is L. P. Pennell, formerly district manager for 


the Midwest District of the International Time Re- | 
cording Division. J. J. Kenney leaves the Chicago | 


area to take up work as special representative for 
Sales Division No. 1 with headquarters in New York 
City. 

E. H. Corey, manager of the Electric Accounting 
Machines Division in Chicago since December, 1935, 


and holder of the domestic record for IBM Hundred | 


Percent Club memberships, has been appointed spe- 
cial representative to Washington, D. C., in charge of 
Army and Navy business. Mr. Corey joined the IBM 
staff as a salesman of the Electric Accounting Ma- 
chine Division in Chicago in October, 1923. That he 
is a fine producer, his record proves. 

Succeeding Mr. Corey as Chicago manager of the 
Electric Accounting Machine Division is C. H. Cook. 
Before his promotion he was manager of the division 
in Newark, N. J. G. P. Lovell, formerly manager at 
Syracuse, N. Y., has been appointed an assistant to 
Mr. Cook. 





An Old House 
WITH A NEW LINE 


THE NAME SLOANE needs no sales talk to put it across 
to your customers. For many years, Sloane has stood 
for quality furniture. 

NOW, AFTER BUILDING only fine executive furniture 
to order, Sloane presents a group of twelve stock 
executive suites. On them has been lavished the same 
authentic designing, the same top workmanship and 
quality. A wide range of designs affords a selection 
for every taste and pocketbook. And because Sloane 
has such great resources...delivery on any of the 
suites can be made promptly from stock. 

ALL SLOANE’S stock office suites are made by Sloane, 
under the strictest supervision...with Permo-Weld 
panels proofed against climate, age and checking. 
WRITE FOR DETAILS about handling the Sloane line in 
your market. Send for our literature and prices. 
Illustrated: Sloane’s Queen Anne executive suite, in 
mellowed walnut. Desk, $360 ; telephone cabinet, $84 ; 
costumer, $36; swivel chair, $105; armchair, $97. 


All prices list, subject to a liberal dealer discount. 


Wholesale Office Furniture Division 


wsi Sloane 


575 FIFTH AVENUE - NEW YORE 
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Mr. Jones is a Midwest ribbon & carbon Spe- 
cialist. For years he represented an old line 
house, enjoyed a fine business. Then one day 
—bang!—there were fireworks and Mr. Jones 
severed his connections. Here he was with many 
active customers whom he had so thoroughly 
"sold" on the superiority of his line that now 
it seemed like suicide to attempt to sell them 
on another line. Do you wonder he tore his 
hair? Ruin stared him in the face. 

With fear and trepidation he contacted us. Would 
our line stand up in comparison with the one he had 
been selling? How about quality, life, performance, 
non-curl, sharpness of impression, durability? 

We said, "Mr. Jones we are not going to make a 
single claim. Just take this sample kit and let your 
customers judge for themselves.’ He did and they did. 
Hardboiled P A's tested, compared and bought! They 
are still buying. He lost not a customer, gained 
many new ones—and, he told us confidentially—he 
has been making more money than he ever had before. 
Does this sort of setup fit YOU? Would you like to 
work with a manufacturer who has a strict trade policy 
never competes against you? A letter or call will bring 
you full information, samples and prices. It may be 
the most important step in your business career. Write 
today. "A Trial a Day’ 

is the formula for 
PEERLESS TUCHTYPE KEYBOARD 
Summer slump? Think nothing of it. Get your salesmen 
working on PEERLESS TUCHTYPE KEYBOARD for cold 
cash on hot days. Write for amazing sales records of 
Dealers in Los Angeles, Phoenix, Chicago, etc. 


PEERLESS KEY-IMPERIAL MFG. CO., INC. 


General Office & Factory: 409 Mulberry St., Newark, N. J. 
THE KEY MEN OF AMERICA.Manufacturers with the dealers’ viewpoint 









s Tuchtype Keyboards 


gs, all sizes * Rubber Cushion Feet « 


$ specifications * Rubber Typewriter Pads Imperial kibbons 
ription and for every purpose * Carbon Rolls for all uses 










We make Peerless Rubber Keys for all Office Keyboard Machines © Peeries. 


for all Office Keyboard Machines © Rubber Twirler Rin 


Molded Rubber Goods to customer’ 
and Carbon Paper of every desc 





BRANCHES: . 
New York City, 321 Broadway Chicago, 19 South Wells St 
Detroit, 803 American Radiator Building Los Angeles, 827 S. Main St 
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| HUTCHINSON ADDS LITHOGRAPHING PLANT 


| Marking another step in its impressive growth 
| luring sixty-six years of useful service to its com- 
munity, the Hutchinson Office Supply & Printing 
Company, Hutchinson, Kansas, has recently added a 
new and complete lithographing plant to its large 
establishment. 

Placed in operation under the direction of experts 
the new equipment is of the latest design with every 
nodern plan included in planning and installation. 
C. W. Burden, who is in charge of the art department, 
is an able artist with a wealth of commercial experi- 
|} ence and knowledge of printing at his command. 
| Actual operation will be under the supervision of 
V. E. Keller, for many years plant superintendent of 
the company’s printing department, and head of the 
ruling and bookbinding department. 
| The addition of lithography makes the company an 
| all-inclusive source of office requirements. The lines 
handled include typewriters, adding machines, dupli- 
cating machines, systems, furniture and the entire 
range of utilities embraced in the term stationery. 
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ANDERSON-STROMBERG 

Phil M. Anderson, well-known stationery and office 
equipment dealer and president of the Kansas Book 
Dealers Association, on May 20 was married to Miss 
Mary C. Stromberg at Newton, Kansas. The ceremony 
was performed by Msgr. Pompeney and immediately 
afterwards the happy couple left for an extended 
motor trip North, following which they were at 
home at 420 West Broadway. Both Mr. and Mrs. 
Anderson have been connected with the book store 
for the past twenty years, the former as owner and 
manager and the latter as buyer and secretary. 

—- 
THURSTON-HECKETHORN 

Cecil Thurston, salesman with the Standard Office 
Supply Company, 315 North Broadway, Oklahoma City, 
and Miss Dorothy Heckethorn, of Ardmore, Okla., were 
married at the former city on June 17. Mrs. Thurston 
attended schools in Ardmore, St. Gregory’s college, 
Shawnee, Okla., and Lindenwood college, St. Charles, 
Mo. Mr. Thurston, who formerly lived at Ardmore, 
attended the University of Oklahoma and Oklahoma 
A. and M. college.—EVH 

*—- © 
PERKINS-SWANSON 

Congratulations are in order for William R. Perkins, 
vice-president of the Perkins Brothers Company, Sioux 
City, who was married on June 28 to Miss Alice M. 
Swanson, daughter of Mr. and Mrs. Charles H. Swan- 
son, 1711 Court street, Sioux City. Following the cere- 
mony the couple left for an extended trip throughout 
the North. 





°—-- 
HOUSE-MORRISON 
Miss Lucille Morrison, secretary of the Indianapolis 
Office Furniture Company, Indianapolis, and one of 
the most popular members of the industry, on June 24 
was married to George C. House. Following the cere- 
mony Mr. and Mrs. House left for a motor tour to 
New York and Canada and upon their return were 
at home at 1227 Park avenue. 
*—> 


MATHES-HALLIGAY 
Miss J. E. Halligay of the H. Halligay Stationery 
Company, 2757 Mission street, San Francisco, recently 
became the bride of Eugene Mathes. The ceremony 
took place at the home of the bride’s brother in Wal 
nut Creek. After a honeymoon the couple will make 
their home in San Francisco.—SS 
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4 ‘ \ Here are the business instruments you’ve 
5 4 AN been waiting for. a complete line starting 
‘ i * with a desk that’s breath taking in beauty 
‘es 4 ON and breaking with precedent. No detail has 











been overlooked in designing this sym- 
phony in modern office equipment. You'll 
be thrilled with its completely work organ- 
ized principles. |.jamazed at how fast it 
sells! Look for full details in our Septem- 
ber advertisement jin this publication. 
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GET THESE SALES HELPS DIXON RITE - RITE TH [ hi N E H LEAD 


In Time For School Opening 
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Giant Window Window Streamers 
Display Card America’s first and most popular 49¢ pencil with the new 
Envelope Stuffers Newspaper Mats THINNER lead swings into a national sales drive for dealers 
Blond Mahogany Showcase Tray this fa!! with ads in Collier's and Liberty p'us double cards in 
39°/, thinner, stays fine 


streetcars and buses. Threadline is 

pointed, has full strength. The public will want it when they 

read the ads. Make your store the focal point of this big 
! 


ASK YOUR DIXON or RITE-RITE MAN 
drive. Send for the free display materia! now. 


OR WRITE TO: 


of JOSEPH DIXON CRUCIBLE CO 
a D 


. Subsidiary 
R T F - R | T F M F C 0 C K | C A G 0 Exclusive Canadian Distributors: DIXON PENCIL 
. a | CO. OF CANADA. Ltd... Newmarket, Ontario 
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Seen and Heard 


in Southern California 


By Hobart W. Martin 
814 Highland avenue, Manhattan Beach 


Mo. people think of California as a land of gold 
mines, big trees and oranges, whereas there are heavily 
forested districts where the big trees do not grow; 
mines that seek no gold, and oranges the like of which 
Californians seldom see, because the biggest and the 
best are shipped to eastern markets. 

The ocean abounds with fish of almost every kind 
that have their habitat in salt water, and fishing is 
an important industry along Pacific shores. 

Few people realize the size of California nor the 
extent and variety of its resources. It has been said 
that at a pinch the state could support the nation. 

Wrong Number—Our Mistake —There was an error 
in this department last month, much to our regret. 
Near the bottom of page 108 an item appeared to the 
effect that Paul S. Weintraub has opened a stationery 
and printing establishment known as the Peerless Sta- 
tioners. The address was given as 516 South Spring 
street, whereas it should have been 816 South Spring 
street—a considerable difference on a warm day. We 
tender our apologies. 

Saxon Products Takes New Location.—The Saxon 
Paper Products Company announces its removal from 
337 East Third street, Los Angeles, to larger premises 
at 1417 Santee street. The company carries a large va- 
riety of paper products. 

Fenns Visit Brother in L. A.—Nelson Fenn, wife and 
mother, Mrs. Susan Fenn, recently spent some time 
in Los Angeles visiting Mr. Fenn’s brother, Floyd 
Fenn of the California Desk Company. Nelson Fenn 
has been connected for many years with the Tell City 
Chair Company, Tell City, Indiana. They spent a 
month visiting points of interest on the Coast. 

- > - 

Colorado Springs Stationer Visits California.—Wil- 
liam Mason, Jr., president of the Out West Printing 
and Stationery Company, Colorado Springs, Colorado, 
recently motored to the Coast. After spending a few 
days in Los Angeles he joined Harry Homer of Ester- 
brook and together the two paid a visit to the San 
Francisco fair. 

Effective Window Display.—The south window of the 
Stationers Corporation, Los Angeles, is effectively deco- 
rated. It contains a Shelbyville desk, three different 
high-grade chairs, an arm chair, seven different office 
furniture pieces and a number of stationery items. 
Hans Andrea made the displays. 

Homer and Aids to Go to Convention.—Harry Homer 
of the Esterbrook Pen Manufacturing Company, ac- 
companied by his aids, Messrs. Dennison and Silman, 
will go to the Esterbrook sales convention at Camden, 
N. J., and will afterwards visit the New York fair. 


a > . 

Up-to-Date Pen Display.—The Stationers Corporation 
has a new set up of Parker pen goods—one of the 
handsomest pen cases and counters your correspondent 
has ever seen. In the bottom of the U-shaped case are 
desk sets and other fancy lines 

> * . 

C. H. Mauerhan Passes.—Charles H. Mauerhan, 

prominent for years in the office furniture business 
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Your Customers Will Buy 
This New File on Sight 


The smartest and most useful file for keeping 
current papers available for immediate reference. 


Made in black imitation leather cover with 
attractive green celluloid tabs. A list of printed 
headings and blank inserts furnished with 
each file. 


No. C-8 has 8 1-1/2-inch tabs 
No. C. 12 has 12 1-1 /8-inch tabs 


oo your iid in now / 





QUALITY PARK 
ENVELOPE CO. 


11-116 Merchandise Mart 
CHICAGO 


Factory at St. Paul 
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is not enough! 


Too many of your customers feel of a seat 
cushion to see if it is soft. Sure an ordinary 
cushion is soft to the touch—but when the 
weight of the body is placed upon it, it com- 
presses into a solid mass offering no comfort 


whatever! 


But, now, have them actually sit on a Bickett 
Respirator cushion. Let them feel the equal- 
ized support that it gives them! Then point 
out the holes of the patented construction— 
show them how this cushion actually 
breathes to give them cooling comfort. Then 
you will have a satisfied customer—one 
who comes back to you when he thinks of 
office supplies. 


Fill in and mail the coupon below. It will 
bring you information about the Bickett 
“Comfort Plus” line of Respirator Cushions, 
Spine-Protex Respirator Cushions, Chair 
Back Pads, and other rubber office special- 


ties. 


L. M. BIChKETT COMPANY 


Dept. A-8 © Watertown, Wis. 
[] Send complete information on Bickett 
Respirator Cushions. 


[] Send information on the complete 
Bickett line. 


Name 


By 


Address 


LOY) } 
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of the West, died suddenly on June 17. He was forty- 
nine years of age, and leaves surviving his widow and 
a daughter. 

Mr. Mauerhan spent his early years in Sacramento, 
California. At one time he represented the Safe-Cabi- 
net Company in Texas and later became manager of 
the safe department of the Safe-Cabinet Company in 
Los Angeles for several years. 

He was associated with the Southern California 
Safe Company for about three years, leaving recently 
to start his own business. 

Mr. Mauerhan was recognized as one of the best 
informed salesmen in the United States on safes and 
kindred equipment, and enjoyed the affection and 
esteem of a wide circle of friends. 

* * « 

Frank Hughes Visits Coast.—Frank W. Hughes, sales 
manager of the Automatic Pencil Sharpener Com- 
pany, recently covered the western territory. He was 
accompanied by R. D. Bulkley, the company’s Los 
Angeles representative. 

- +. * 

Golden Staters Dine.—Members of the Golden State 
Travelers Club partook of a luncheon at the Rosslyn 
hotel, Los Angeles, on Monday, July 10. Those present 
included: 

Ernie Daniels, The Wahl Company, president; Blake 
Lockard, secretary; Willis Palmer, Boorum & Pease 
Company; Guy Denison, Esterbrook Pen Company; 
George Morgan, manufacturers’ representative; James 
Anderson, Wilson-Jones Company; Larry Wood, Scripto 
Manufacturing Company; Watkyn Starr, Stationers 
Loose Leaf Company; Phil Van Culin, Standard Diary 
Company; James Montgomery, Charles M. Higgins & 
Company, Inc., Joseph Hale, manufacturers’ representa- 
tive, and Carl Grimes, Grimes-Stassforth Stationery 
Company, guest. 

» * +. 

Golden State Travelers Play Golf.—Recently there 
came forth from the office of Secretary Lockard the 
following announcement of a golf game to be played 
on July 14 at the Brentwood Country Club. The an- 
nouncement was somewhat facetious in wording and 
form. Here it is in wording and form: 

“IF there are any Travelers who are not out of the 
city or on vacation when July 14th rolls around, you 
might run out to Brentwood Golf Club around noon 
and mebbe we can play a little golf. 

“For those who like to hang around in the evening, 
a nice steak supper has been arranged for, and per- 
haps later in the evening we might play a few hands 
of Old Maid or something.” The game was played. 

* + > 

Steward Takes Another Medal.—In the annual sum- 
mer bowling contests Ray Steward of the Schwabacher- 
Frey Company made the high score of 1,082 for six 
games. For this he received another gold medal and 
has his name placed in the annual finals. 

* al * 

Gifford Opens Offices.—A. S. Gifford, Jr., manufac- 
turers’ representative, has opened offices at 164 South 
Central avenue, Los Angeles. He follows his father 


in representing the Hanson scale line. 
patil abil caminctisne 


STEIN BROS. TO ANNOUNCE NEW PRODUCT SOON 


E. R. Manning, sales manager of the Stein Bros. 
Manufacturing Company, 231 South Green street, Chi- 
cago, has announced that an interesting addition to 
the company’s line of leather goods will be shown 
for the first time when the company holds its annual 
sales meeting at the factory on August 11, 12 and 13. 

The new product is said to be an accessory espe- 
cially valuable for sales portfolios and advertising 
presentation to dramatize photographs, testimonial 
letters, advertising matters, etc.. when carried in 
Stebco zipper sales portfolios. The accessory is de- 
signed to help dealers obtain more of the rapidly 
increasing commercial and industrial business on sales 
presentation portfolios. 
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You can Concentrate on the Figure Work 


..- Monroe Operation is Simple as A B C 





These two bars are the basic controls of the Monroe 
and do all the work. Nothing could be simpler than 
“depress the plus bar to perform addition and multi- 
plication, depress the minus bar for subtraction and 
division.’’ They are conveniently located, easy to use. 





No waste motion with the LA. The compact design 
and arrangement of controls brings everything within 
the span of one hand and there is a minimum of arm 
motion. For speed some operators run the machine 
with one hand, with the other free to follow the work. 





A carriage shift that is simple, rapid and positive, re- 
quiring neither concentration nor effort, because it’s 
done by a quick flip of the thumb. It's a manual opera- 
tion that is synchronized with depressing the plus and 
minus bars, as natural as shifting the gears of an auto. 


The LA has an enclosed motor that 
operates on either AC or DC. Where 
power is not available, or if it fails, 
it is converted into a hand operated 
machine in two seconds by merely in 
serting the crank. True, hand operation 
is not so speedy but figuring goes on. 


HERE IS NOTHING CONFUSING about the 
operation of a Moaroe Adding-Calculator. 
The beginner can start right in to add, sub- 
tract, multiply and divide. As the operator gets 
used to the machine, her whole attention can 
be centered on the figure work—the machine 


operation is so simple it becomes subconscious. 


MONROE. 


Calculating Machine Company, Ine. 
GENERAL OFFICES ~ ORANGE, NEW JERSEY 

















Here’s a Monroe Adding-Calculator, 
Model LA. So simple a child can 
use it. The most practical all-around 
figuring machine ever made. 
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easons Why 


You can build 


a EQUIPMENT 


- es VISIBLE RECORD EQUIPMENT . . . sizes, styles and types for every busi- 
ness record need . . . outstanding enutuaiien and ease of operation .. . 
large library of stock forms . . . complete display and demonstration equipment . 
sold only through exclusive franchise dealers. 





114 




























2. iS STEEL AND INSULATED FILES. . . Six complete lines with many exclu- 


aw sive, sales-building features . . . sold through exclusive franchise dealers. 


: STEEL DESKS AND TABLES... exclusive, “vibration dampened" con- 


3 - tT * struction... executive, modern and general office designs in a wide range of 
sizes and models, competitively priced. 


4- "*K DUPLICATOR STENCILS AND INKS... the uniform, dependable quality 


‘ns of these duplicator supplies will win friends and produce a most profitable 


volume of repeat orders for your business. 


‘7 MAK-UR-OWN INDEX TABS. . . . highest grade of materials . . . precision 
tT manufacture . . . most complete line of sizes and styles . . . enable you to 


serve every indexing need. 


6- aS LISTING INDEX EQUIPMENT . . . effective equipment in several practical 


forms for visibly indexing all lists requiring fast and accurate reference. 


oe FILING SYSTEMS AND SUPPLIES . . . simplified, easy to sell and demon- 
~ TT > strate card and letter filing systems . . . quality folders and guides for all filing 
purposes including the famous Visible Name Celluloid Angle Tabs. 


8 a CERTIFIED SAFES . . . a complete line of fire-resistive Safes, Chests and 
“ 7 T Burglary Chests bearing both Underwriters’ and S.M.N.A. certifications for 
the efficient filing and protection of every kind of record. 


as SELLING AID... you will find the entire Victor organization primarily 

9 - iT? interested in helping you to SELL Victor equipment profitably. Displays, 
literature, demonstration equipment are available for your use . . . plus complete co- 
operation from Victor field representatives. 


White today Jor full information about 
the profit-building Victor Franchise 
THE VICTOR SAFE & EQUIPMENT COMPANY, INC. 
NORTH TONAWANDA, NEW YORK 
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“SELLING SLANTS” 
“By An Old Drummer” 


Out of experience of more than sixty years, twenty 
of which were spent ‘“‘on the road,” the others in every 
division of operation of “the house” from receiving 
basement to what another Missourian termed “the 
mahogany box stall” of the chief executive, Paul J. 
Wielandy, president, Blackwell Wielandy Company, 
St. Louis, and author of “Romance of an Industry” 
has written a book of which the above headline is the 
title. 

The author presents his material in the form of let- 
ters to his son, a fictitious salutation which permits 
intimacy of phrases for his sound advice and capital 
suggestions. Any young salesman reader who will 
think of himself as the “son” and recipient of the 
letters and who will follow “Dad’s” advice will be both 
a better salesman and a better man. 

For older salesmen “Selling Slants” will be a re- 
minder of the cause of certain failures and a stimulant 
to determination to avoid repetition of the experiences. 

In the preface is the following statement: “The 
subjects are treated along practical horse-sense lines 
and phrased in plain, western language straight to the 
point with reservation written so young salesmen may 
‘savvy’ what’s what in selling and the veteran may 
enjoy reading what he already knows. Slang is em- 
ployed to emphasize ideas and make them more 
expressive than are customary verbiage.” 

Besides practical instruction for handling all trans- 
actions from the sale to shipment by the house there 
are some fine paragraphic essays upon such points as 
personality, initiative, character, enthusiasm, energy, 
opportunity, tact, boasting, gossip, etc., etc. We append 
a few quotations. 

“Let your character be transparent and genuine. 
The basis of character is truth. The greatest gift char- 
acter bestows on man is the ‘letter of credit’ written 
upon his face.” 


Enthusiasm. “You have no chance to win a battle | 


with wet powder and with dampened enthusiasm you 
have no chance to win a sale. Enthusiasm puts speed 
in the ball, spurs on the pony, the foot on the juice.” 
Resourcefulness. “It is grit in the sandstone that 
sharpens the axe and resourcefulness is the grit that 
sharpens wit. Tact is the skill to switch the wires. It 
removes possible handicaps of arguments. It is one 
of the unlisted senses which prompts us how and when 


to change the conversation to something more pleasing | 


and profitable.” 

Alibis. “The thing that gets my goat is these chaps 
who allow themselves to really believe that their alibis 
are conditions they cannot control. You might liken 


these birds to the lightning bugs who shine on their | 


seats behind.” 
Promises. “A refusal of credit can be explained, but 
no explanation will satisfy a broken promise.” 





Foa COOL Pow 
IN 


HOT Wearuer 


| specialize on VAIL merchandise. 
| You will have the satisfaction of 
_knowing that everything is as it 
should be. 
everything your customer re- 
quires in pins, paper clips, brass 
fasteners, staples and thumb 
| tacks. With each sale will go as- 


You can furnish 





surance that your customer will 
be well satisfied with his pur- 
chase. If the thermometer regis- 
_ters high he may be hot but not 
under the collar. 

oo 


Selling VAIL merchandise is a 
means of lessening consumer 


resistance. Each product is made 
right from the best of raw mate- 
rial and packaged for eye ap- 


| peal. 
a 


Arguments. “A team of horses works together day | 


after day with only one tongue between them.” 


Kicker and knocker. ‘When a buyer hears a sales- | 


man knock a competitor or kick about the hotel or 
town he shies like a horseshoer from a kicking mule. 
Kicking and knocking bring nothing but contempt. 
Swear, fight, steal and drink. Swear by the house and 
country. Fight for the sake of honor and principle. 
Steal away from bad influences. Be able to drink from 
the cup of disappointment.” 

A thread of humor runs through the work and many 
points are illustrated with appropriate stories of the 
writer’s experience. 

°—-<« 


RHINES JOINS INSTALMENT FINANCE COMPANY 


F. K. Rhines. who was connected with the office 
furniture industry in the export division for many 
years, has been made president of Joe Stubbs, Jr., Inc., 
San Diego, Calif. The Stubbs organization is engaged 
in the business of financing instalment sales. 


If you are not a VAIL dealer, 
investigate the line. It will offer 
you worth while advantages. 


VAIL 


MANUFACTURING 


COMPANY 


900 E. 95th St. Chicago, III. 


OVE Citbududoints-wae 
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FAST DRYING 
DUPLICATING 


BLAC 


BULLETIN 
DUPLICATING 


BLACK 





BUPLICATING INKS 
of SUPERIOR QUALITIES 


A new, complete line of pont ing Ink: . made 


Fast dryin. yj and Bulletin oe 


in 3 grades Premium 

establishes new high standards in inks for all stencil 
duplicators. 

Consider the following special features and the 


genuine sales advantages they present 





@ Twelve to fifteen percent more copies per pound. 
Extreme sharpness of character on printed pages. 
Rich, Brilliant black color. 

Minimum penetration into the paper. 
Non-smudging. 

Non-oxidizing, doesn’t dry out in pad or drum. 


Perfect distribution in the pad. 


Minimum offset. 


BBL. conle 
Y will } 


u nt 1 nks—g 
samples will be sent on request 
These New CANODE 
Inks are priced right. . i 
full information wi il be KA 
sent with the samples. = i 





 ~ ~~ 











MFRS OF 
QUALITY INKS 
FOR OVER 
» 45 YEARS 







INh SPECIALTIES CO, INC. 


525 S. LAFLIN STREET CHICAGO 
FRED B. CANODE, PRES. 


DISTRIBUTOR: DUPLICATING MACHINE EXCHANGE 
421 Wall Street, Los Angeles, Calif. 


WESTERN 
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Other Lands Sections 

Continued from Page 77 
of the firm of G. A. Gjessing & Company, A/S Oslo. 
This was followed by a motor bus trip to the Bygdo 
museum. 

On the third day everyone thoroughly enjoyed a 
boat ride on the Oslo Fjord which took up the entire 
afternoon, returning the visitors in time to dress for 
the annual banquet. 

The entertainment at the banquet was varied and 
unique. Following a few brief addresses there was 
shown a motion picture of the events of the three 
days from films taken by Mr. Gjessing and Torleif 
Foss of the Gronlands Bookstore, Oslo. Following this, 
Mr. Oxaal of the association presented a play dealing 
humorously with the trials and tribulations of a sta- 
tioner with Messrs. Gjessing, Foss, Oxaal and Wisloff 
doing a fine job as amateur actors. 

During its ten years of existence the association has 
devoted its efforts to protecting its stationer member- 
ship in the purchase of products from every section of 
the globe. In order that merchandise, which may not 
be readily sold in Norway, cannot be foisted upon the 
stationer, all such material must first be passed upon 
and officially ok’d by the association, after which it is 
readily bought by the trade. 

_——e 8 § 
JOHANN WINKLHOFER REACHES EIGHTIETH 
BIRTHDAY 


On June 23, 1939, Johann Winklhofer celebrated the 
eightieth anniversary of his birth. It was in 1885 that 
two young mechanics, Messrs. Winklhofer and Jaen- 
icke, with little more capital than the proverbial screw- 
driver, began in Chemnitz, Germany, the bicycle 





JOHANN WINKLHOFER 


manufacturing business which later expanded into a 
concern doing a world-wide trade under the name 
of the Wanderer-Werke. The firm has for a number 
of years manufactured Continental typewriters, adding 
machines and bookkeeping machines. 

Mr. Winklhofer is still active in the direction of the 
firm which he founded and finds time and energy for 
considerable physical activity and participation in 
public affairs. 

- Oe @ 

WORLD TRADE PAPER DIRECTORY PUBLISHED 

Phillips “Paper Trade Directory of the World” has 
just been published by C. S. Phillips & Company, Lon- 
don, England. Involving months of research and in- 
vestigation, the volume is impressive in its complete- 
ness and sells for twenty-one shillings. 

—>-——— 


SIEGEL RESIGNS GERMAN JOB TO SEEK 
AMERICAN REPRESENTATION ABROAD 
Richard Siegel, for many years a director of Rota- 
print Akt-Ges, Berlin, Germany, manufacturers of 
Rotaprint machines, recently resigned his position and 
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You Can SELL Every Customer 


Some File from this COMPLETE 
INVINCIBLE NO. 1600 LINE 


The many outstanding construction and convenience 
features—PLUS complete range of sizes, heights, and com- 
binations—make the Invincible No. 1600 Line a remark- 
able sales builder. Rich beauty, rugged dependability, 
the famous Invincible free-floating roller progressive 
drawer suspension—all in a Grade “C” file at a utility 
price make this the biggest dollar-for-dollar file value 
in the field today. Send your sales and profits UP— 
stock and display the Invincible No. 1600 File Line. Write 


for catalog and prices NOW! 

















































































































































































































































































































Also oO |F_S oS ho 
Available C=? oO o ao ce o_o 
with ——| | = SS | es 
Concealed = —— = 
Safe ea — _— =] 
° a —— = SS 
am) | oO J 5 
oun ics) asa co. >= 
° 2 4 2 —— 
- = 
The No. 1600 is a file line that “sells” = si ~ = noas 
itself. Your customers will be quick ~~ - / = / if / 
to see that it has more dollar-for-dollar _ ——* Seen monn —— 
quality than any other file at its price. COMBINATION CARD INSERT 
LETTER LEGAL AND LETTER DRAWERS 
oon | i= a Oo — ooo] 
hoe ae [<—) 
se] | ey | bet | feet | Le 
a= i) — = | — a — LI ra 
SS = = fo] — > 
— = Se ae 3 
=a | = —- EEE) 
ad | — —— 
Crs) [S| = [SF] — | 
on =] | = —— 
p= _| [3 ] __—= Soc 
Bey / Sel / fe1/ lel eS|/ Le | / / 
| ° 
3x5 or 4x6 11 DRAWER —S 8 DRAWER 5 DRAWER 7 DRAWER art STORAGE 
CARD INSERT 3x5 CARD FILE CHECK BILL 5x8 DOCUMENTS CUPBOARDS 


lo 


o = op 
rae o_o 
oo 

TS) 


nits Ava 
n the tine 
Heights ao a 5 


ort 


{a 





1630 1631 INSERTS 1646-3 1635-3 1608-3 1658-3 INSERTS 1607-3 1601-3 1600-3 1643-3 1642-3 
Letter Cap Card Drawers = 416 315 Checks 518 Cards Bocuments Documents Storage Cupboard Open Unit Shown Wide my: Cupboard Open Storage Unit 
File File Letter Drawers Cards Cards With Door with Shelves h Doors Shown with Shelves 











FACTORY AND MAIN OFFICE 


INVINCIBLE METAL FURNITURE CO. 2608 rranxtin stater 
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No. 887 


No. 886 


JASPER CHAIR CO. Leather Upholstered Office Chairs 





Get the success viewpoint! Good fur- 
niture puts new strength in the charac- 
ter and sales power of a business— 
new possibilities in its production and 
profit. Jasper Chair Co. office chairs, 


built of genuine American walnut 


JASPER 


JASPER 


REPRESENTATIVES 


(with a special group in birch) and up- 
holstered in Eagle Ottawa leathers of 
various grades and colors, offer wide 





choice of design with rugged, lifetime 
construction. Now is the time to put 


them in your display. 


CHAIR CO. 


INDIANA 






Geo, A. Litchfield, Sales Mgr. 
R. J. Freeman, (Eastern) 
505 Fifth Ave., New York, N. Y 


W. H. Brown, (Chicago-Midwest) 
6708 Glenwood Ave., Chicago 
(Phone ROGers Park 3644) 


E. W. Thomas, (Southwest) 
3004 Mountain Ave., Apt. No. 2 





Birmingham, Ala. 


James S. Fowls, 


Cleveland, Ohio 


S. H. MacDonald, 


Seattle, Wash. 
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3414 Euclid Heights Blvd. 


405 Orpheum Bldg 
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is residing at 24b Clifton Gardens, Maida Vale, London, | 


England. 

Mr. Siegel, who is prominent in European business 
circles and is said to have successfully established the 
Rotaprint in several countries while connected with 
the German firm, desires to utilize his extensive expe- 
rience on behalf of an American company either as 
European sales organizer or as agent. He may be 
reached at the address given above. 


9 ie 
THE THIRD STALINITE FIVE-YEAR PLAN 
By John P. Mendeleeff, Leningrad, U. S. S. R. 
Russian Typewriter Production Increasing. 


From the parts of the report of Mr. V. M. Molotov, 
president of the Russian Government before the XVIII 
Congress of the All-Russian Communist Party pub- 
lished in the American Press, one can see what bril- 
liant results have been achieved during the first two 
Five-Year Plans, and what enormous prospectives are 
designed and will doubtless be accomplished during 
the third Five-Year Plan. 

The great progress in the production of typewriters 
and other machines for offices have already been men- 
tioned by me, in my article published in the July, 1937 
issue Of OFFICE APPLIANCES, page 23. Since that time 
the progress continues to grow and at the present the 
Leningrad typewriter plant has begun to manufacture 
portable typewriters increasing at the same time the 
production of regular typewriters of various sizes. 

Other typewriter plants have also been increasing 
the production of their products and besides the Kiev 
and Kasan plants mentioned in the July article, pro- 
duction of typewriters has been organized in the city 
of Ufa. Many new plants are being planned in other 
parts of the Union. 

I cannot omit mention of the successful production 
of all kinds of calculating machines which resulted in 
an organization in Moscow, Leningrad and Harkov of 
three “calculating stations” which will serve exclu- 
Sively to facilitate and speed up the ascertaining of 
the results of the general census of population in the 
U. S. S. R. which took place in January, 1939. These 
“calculating stations” do not manufacture calculating 
machines. But they occupy several thousand people 
(mostly women) who count the results of the census 
using punching, sorting and tabulating machines, 
manufactured in the plants of the U.S. S. R. as well as 
electric adding machines, hundreds of which the above 
“calculating stations” have been provided with. 


Limiting myself to this, I shall point out that those | 


who are interested in the U.S. S. R. and the successes 
it has achieved in the last years in the field of indus- 
trialization can also become acquainted with the above 
problems which I think are of interest to the Ameri- 
can industry. At the World Exposition in 1939 the 
U. S. S. R. will demonstrate in detail its achievements 
of the past two Five-Year Plans. 


-~ ——9 =o - 
DATE OF BRITISH INDUSTRIES FAIR 
The 1940 British Industries fair will be held in 





Birmingham, from February to March. At the con- | 


clusion of the 1938 fair, there were 576 exhibitors who 
signed up for 1940. 
oie 
GERMAN BUSINESS SHOW POSTPONED 

Papier Zeitung (Berlin) reports that a business show 
planned for October 7-15, Frankfurt, has been post- 
poned. A conflict in dates made it advisable to aban- 
don the original date. 

<-> « 
RIBBON VARIETIES IN GERMANY 

Papier Zeitung (Berlin) states that there are 2,500 
different varieties of typewriter ribbons produced in 
Germany. 
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COLUMBIA 





COLUMBIA STEEL EQUIPMENT CO. 


LINCOLN-LIBERTY BUILDING PHILADELPHIA, PA. 
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Lies Flat! ... Doesn't Curl! .. . 


Insures Clean Carbon Copies! 
CEN=TR=KOTED 
CARBON PAPER 


HIS revolutionally superior carbon 
paper has uncoated edges, which pre 
vent “curling” and insure spick and span 
copies! What's more CEN-TR-KOTED is 
manufactured with a special formula ink 
that makes for longer life not only of 
the carbon paper itself, but also of the 
carbon copies it makes! 








Send for our helpful booklet “Car- 
bon Paper Facts.” It will be sent 
to you free on request and will 


give you many informative facts 


on Carbon Paper 























An.Exclusive Agency on Grand 
Prize Carbons and Ribbons in your 
city is a sure step toward greater 
profits. Write for our dealer prop- 


osition booklet. 


GRAND PRIZE 
CARBONS and RIBBONS 
PACIFIC CARBON & RIBBON MFG. CO. 


J. FRANCIS O'CONNOR, PRES. 


Head Office and Factory: 
1451 Harrison St., San Francisco 


Los Angeles Denver 
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MONROE COMPLETED PLANT DISPLAY ROOM FOR 
NEW YORK WORLD’S FAIR VISITORS 


As a convenience to the many visitors who stop at 
the plant of the Monroe Calculating Machine Company, 
Inc., a display and demonstrating room has recently 
been completed in one of the general office buildings 
where guests may see the basic models in the entire 
line of Monroe calculating, listing and bookkeeping, 
and check writing and signing machines, and receive 
demonstrations of the type of work done by each. 

The Monroe plant, located in Orange, N. J., is readily 
accessible from New York, and this year more than 
ever business executives who are in that city for the 
World’s Fair are including in their schedules a visit 
to the Monroe general offices. Particularly is this true 





TWO VIEWS OF THE MONROE PLANT WHICH NEW YORK 

WORLD'S FAIR VISITORS MAY VISIT.—(Upper) Final assem- 

bly department where Zebey Riva, expert mechanic, subjects 

a calculator to one of the many tests it undergoes before 

assembly. (Lower) Demonstration and display room in which 

every type and size of Monroe calculator is available for the 
inspection of the visitors. 


of the representatives of business firms abroad who 
are interested in seeing different processes of man- 
ufacture as employed by American companies. 

Visitors will see an endless number and variety of 
tests applied to parts and mechanisms of Monroe 
machines before they finally emerge from the assem- 
bly division of the manufacturing plant as completed 
products. The final testing is entrusted to skilled 
mechanics who have had years of experience on the 
intricate construction of these all-purpose figuring 
machines. One of the recently devised tests for the 
Monroe adding-calculator is supervised by Zebey Riva, 
employe with a record of twenty-five years of service 
in the final assembly department of the Monroe Cal- 
culating Machine Company. 

Mr. Riva is one of three members of the Monroe 
manufacturing organization who within the past few 
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OFFICE CHAIRS HAVE EASY-CHAIR COMFORT 





These Chains are 
Cushioned with 


FOAM SPONGE 


1,2,3—GENERAL FIREPROOFING CO. 
4—B. L. MARBLE CHAIR COMPANY 
S—MARBLE & SHATTUCK CHAIR CO. 
6, 7,8—HARTER CORPORATION 


in one piece, Foam Sponge cushioning contains 
nothing to sag or pack down. It holds its shape 
to save “rebuilding”? expense year after year. 


COOL »} SELF VENTILATING— Foam 


Sponge is air cooled—penetrated by millions 
of tiny connecting cells that “breathe” fresh, 
clean air every time you move. 


Pure milk of rubber trees 
whipped into foam with air— 
then molded to any desired 
shape by the U. S. Rubber 
process that assures perma- 
nence. Odorless. Extremely 
light weight. Softer than flesh, 
supremely resilient—it con- 
forms with every contour of 
the body, supporting weight 
evenly, resting perfectly. 


RUBBER WILL SERVE YOU BETTER 


WHAT Is FOAM sPoncE? = “|| Bale SAVES MAINTENANCE COST—Moicea 
"% 


Specify Foam Sponge Cushions. For further facts write: 


) UNITED STATES RUBBER COMPANY 


MISHAWAKA, INDIANA 
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VISIBLE RECORDS 


Both cabinets and books are avail- 
able with stock or special card 
forms for any type of record. 


DESKS AND TABLES 


A complete line in many styles 


and sizes 


is provided for every 


business need. 


FILING LARGE SHEETS 


‘“‘Hang them up’”’ 


in Cello-Clip 


steel cabinets. This is the ideal 
method of filing blue prints, maps 
and other large sheets. 








Service 
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TRI-GUARD FEATURE 
For Faster Filing and Finding 


es 








TRI-GUARD FILING CABINET 
The better grades of G/W filing 
cabinets have the exclusive Tri- 
Guard feature — outstanding 
filing development in years 


v-cuT PocKET 


TRI-GUARD 
suPPoRrT 


€ 
1 


SWAY CHECK 


Guides slide on 3 rods which 
act as ‘“‘sway-check."’ Contents 
cannot slump and indexing is 
always visible 


FILING CABINET 
There is a Globe-Wernicke steel 
file for every business need and 
price range . merchandise 
of dependable quality. 





MANY OFFICES NEED DEPENDABLE 
G/W STEEL BUSINESS EQUIPMENT 


A wide variety of standard and stock steel office equipment 
all bearing the nationally-known name ‘‘Globe-Wernicke” 
is available to meet the many requirements of modern 
business. Efficiency, economy and long life are combined 
with attractive appearance, convenience and useful service. 


This profitable line is sold through dealers and we cooperate 
with them. Write for catalogs, prices, discounts and infor- 
mation about our valuable exclusive franchise. 





STORAGE CABINETS 


These well-made storage or 
wardrobe cabinets solve many 
storage problems and are avail- 
able in several! styles and sizes. 


STEEL ane" 


acacia ae are widely 
used for filing records . .. also 
by engineers and architects 
Stock units permit many use- 
ful combinations. 


Olaterlalar-lemmesarie 


MAKERS OF OVER 4000 ITEMS 


Steel and Wood Office Furniture, Filing Equipment, Bookcases, Partitions 
and Wood Equipment for Libraries, Schools and Public Buildings 


STEEL SHELVING 


There are many applications for 
Globe-Wernicke steel shelving . . 
easy to install . 
individual needs. 


. can be adapted to 


Globe-Wernicke 


NEEDED IN OFFICES 


Special Steel 
Filing Supplies, 


Stationers’ Products; Storage and Visible Record Equipment and Steel Shelving 
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weeks celebrated their twenty-fifth anniversary with 
the company. Employed just one week before Mr. 
Riva is William Pendergast, another expert who has 
spent the past quarter-century in the Monroe final 
assembly department, and the third veteran who 
joined the organization in the same month is Frank 
Markwith, a member of the general service department. 

Within the past several weeks a number of dis- 
tributors of Monroe machines abroad, well known in 
the office appliance industry, have visited the Monroe 
plant. Among them have been: J. Tondelier of Ton- 
delier Freres, Monroe dealers in Belgium; S. P. Dan- 
forth, president, and P. J. Caron, comptroller, of the 
firm of Casa Pratt, Inc., who handle Monroe machines 
in Brazil and whose head offices are in Rio de Janeiro; 
Paul B. Cross of the office appliance firm of Seaman- 
Cross Ltd. of Halifax, N. S.; Floyd D. Ransom, presi- 
dent of Proveedor de Oficinas S. A., Monroe represen- 
tatives in Mexico City, Mexico; and Leonard A. Philip, 
head of Leonard A. Philip & Co., office machine dealers 
in Toronto, Canada. 


a. ee 
PACIFIC NORTHWEST NOTES 

A group of the leading commercial stationers of 
Tacoma, Wash., gave a glorious Fourth holiday to 
their staffs this July closing for a three-day period 
over the Fourth. This allowed the employes to get 
away from it all during the long week-end and picnic 
on Puget Sound. Those closing for the three-day 
period were the Tacoma Office Supply Company, 
Visell Company, The Stationers, Inc., Charles Rosen- 
burg; Harold E. Dahl Company, H. D. Baker & Com- 
pany, and Pioneer, Inc., which are among the most 
important stationery and office appliance outlets in 
the Puget Sound community. 

* * + 

Formerly at 1008 Third avenue, Seattle, Wash., the 
Northwest Typewriter Company has recently moved 
to 1210 Second avenue, in “Office Equipment Row,” 
since so many appliance and stationery houses are now 
centered on this street, with its offices and banks—and 
attractive window displays of typewriters have been 
built at this new location. 

- * * 

Quite an ovation was given William Donahue on his 
return to duty at the large stationery store of John 
W. Graham & Company on Sprague and First avenue, 
Spokane, Wash. Hors de combat on account of a seri- 
ous accident last fall, Mr. Donahue has been sorely 
missed, since he has been thirty-two years with the 
large store, whose photo-finishing department he now 
heads. He was welcomed back by store staff and cus- 
tomers recently after his long absence.—CML 

Owen G. Bayless, vice-president and purchasing 
agent of Lowman & Hanford Company at Seattle has 
been named to the standing committee of the Pacific 
Northwest Conference of the Washington Purchasing 
Agents Association, of which he is a prominent 
member. 

James D. Headley’s office furniture store on Third 
avenue, Seattle, which features fireproof office equip- 
ment, had a magnificent display recently by means 
of an automatic sign in its window. The special sign 
was excellent for the stationery firm inasmuch as it 
was book-shaped, and the automatically turning pages 
told the story of fire protection. 

Brightening up its facade, is the bright new sign 
with red letters for Trick & Murray, the “In a Hurry” 
stationers of Seattle. 

It was “Good-Bye, Seattle, Hello Alaska,” for many 
stationery, paper and business executives of Seattle 
recently on their sixteen day summer cruise and good 
will jaunt sponsored by the Seattle Chamber of Com- 
merce, into the Northern territory—with many of the 
party making a side sightseeing trip by plane from 






































@ Here are seven sound reasons 
for Dealer Profit—seven reasons 
why SPOTSEALD Adding Machine 
Rolls are a CONSISTENT profit 
maker—for Dealers everywhere. 





Exclusive patented SPOTSEALD feature as- 
sures no waste when opening roll. 


Every roll contains full 250 feet. 


Bold red warning signal appears three feet be- 
fore end of roll. 


Every roll is hard wound —no breaks or 
patches. 





Every roll individually sanded smooth — 
brushed—-and vacuumed clean and free of all 
lint. 


a > WN 


Cores are of hard wood, wax dipped, absolute- 
ly without splinters. 


oO 


A complete range of paper grades in standard 
sizes. 


i? 


® SPOTSEALD Adding Machine Rolls are individually inspected 
and packed in strong solid cartons. Rolls 2-9/32” wide are 
|packed 100 to a carton; 3-15/32” width rolls, 50 to the carton. 
\Narrow rolls are also packed 12 rolls to a box—8 boxes to a 
‘carton, for your convenience in filling those dozen-lot orders. 


Samples and complete price information 


will be mailed promptly upon request. 


ROCKWELL-BARNES COMPANY 


1515 West 38th Street 


Chicago 














Jha Famous 


UFIL stee 


No. 9000 CHAIR 


A wonderful chair for 
the price. Light, strong 
and comfortable. 










Used in offices, schools, 
cafeterias, and is a great 
chair for 
Waiting 
Rooms. 


Posture 
style 
seat. 


Stenog- 
raphers 
enjoy 
them. 


We also furnish the No. 9000-S made entirely of steel with 
perforated steel seat and steel back-rest. Also the No. 
9000-WS with wood seat and steel back-rest. 





No. 9000 
with wood seat and 
back-rest 





Cut at right 
shows No.9000 
chair with arm- 
rests. A very 
comfortable 
chair for those 
who must be 





seated for long BI 
periods. 
ASK FOR . + | 
CATALOG Ga ee 
No. 9000-A R 


Manufactured by 


THE TOLEDO METAL 
FURNITURE CO. 


1676 Hastings Street Toledo, Ohio 
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Juneau, capital of Alaska. Practically every man on 

the trip represents a firm that does a large volume of 

business in Alaska—and the stop-overs at the budding 

cities of the Northland will give the Seattle executives 

a chance to contact the Alaskan business firms with 

which they are doing an expanding business.—CML 
—>-——_- 




















ROYAL’S REMODELED SAN ANTONIO BRANCH.—The San 
Antonio branch of the Royal Typewriter Company has recently 
completed a remodeling job, partitioning off the offices of the 
manager and his secretary and arranging the displays and 
salesmen’s desks in a convenient manner. In the picture 
(1 to r) are Secretary Lois Rives, Manager G. L. Davis and 
Salesmen Louis Dromgoole and Jack Spillane. 

— 

NORTH’RN LITES DISPLAYOR OFFERED DEALERS 
The North’rn Lites merchandising unit here pictured 
is designed to give the stationer what the manufacturer 
describes as a complete office “Lighting Department.” 
The unit is constructed of fine finished woods, 
trimmed in chrome, and durably built as a permanent 
store fixture. It consists of three separate units—the 
center section showing a comparison of light quality. 








NORTH’RN LITES MERCHANDISING UNIT 


The trade mark and the floor are finished in the 
colors of the Borealis. The end shelves are finished 
in natural wood and are removable, leaving the center 
section complete in appearance. 

North’rn Lites and the merchandiser are distributed 
exclusively to the stationery trade by The Sengbusch 
Self-Closing Inkstand Company of Milwaukee. The 
merchandiser is manufactured by John DeWitt Gray 


for North’rn Lites, Inc., Chicago, Il. 
eld ph ts 


ENGBER JOINS MURRAY VARAT 
L. Engber, well-known in the eastern stationery and 
office equipment field for a number of years, last 
month was appointed the metropolitan New York 
representative of the Murray Varat Company, 27 South 
Market street, Chicago, manufacturers of leather 
goods. 
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This new Steel Age Executive Desk Folder .. . just off 
the press ... illustrates the complete new line of Steel 
Age Executive Desks, Tables, Files and companion pieces. 
All are of the same related design, finished in warm Steel 
Age Executive Grey and fitted with chrome and black 
hardware and trim. 


A smash hit from its initial showing a few months ago 
this new Steel Age Executive Grouping is still the biggest 


news in the steel office equipment field. News that is 
producing increased business and new customers for 
Corry-Jamestown dealers. 


There may be a dealer franchise open in your territory. 
It will cost you nothing to find out and may mean more 
profits for both of us. Write for your copy of this new 
folder ... and if interested for complete details concerning 
our profitable dealer proposition. 


CORRY-JAMESTOWN MANUFACTURING CORP. 


CORRY, 


EXPORT ABDRESS: 


ES 


PENNSYLVANIA 
1105 CHESTER AVE., CLEVELAND, OHIO. 
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When Postmaster General Wilson in October, 1896, in- 
augurated the horse and buggy RURAL FREE 
DELIVERY of mail, for the benefit of the farmers in 
Sar the vicinity of Charles Town, Uvilla and Halltown, 
i West Virginia, MILLER-BRYANT-PIERCE was _ pro- 
NEITHER SNOW, NOR RAIN, NOR HEAT, viding Carbon Paper and Inked Ribbons for the writ- 
NOR GLOOM OF NIGHT STAYS THESE ing and duplicating of those letters. 
COURIERS FROM THE COMPLETION OF THEIR When the United States Post Office Department in- 
APPOINTED ROUNDS. augurated AIR MAIL SERVICE between New York 
and Washington in July, 1924, MILLER-BRYANT- 
PIERCE was providing Carbon Papers and Inked 
Ribbons for the writing and duplicating of those letters. 


Carved in the Portals of New York Post Office. 


MILLER-BRYANT-PIERCE has consistently paced the Progress of 
the Typewriter as an instrument of Communication since its early days, 
with a corresponding Progress in unsurpassed Inked Ribbons and Carbon 
Papers for every writing and copying requirement. Regularly there are 


new developments in ribbons and carbon papers in the Miller Line. 


PROFIT FROM LETTER WRITING PROGRESS 
By PROVIDING YOUR PATRONS 
MILLER-BRYANT-PIERCE PRODUCTS 





TYPEWRITER AND OTHER INKED RIBBONS 


CARBON PAPERS * STENCIL INKS 
“THE LINE THAT WITHSTANDS COMPARISON” 








Manufactured Exclusively by 


Miller-Bryant-Pierce, Aurora, III. 


DIVISION OF L C SMITH & CORONA TYPEWRITERS IN‘ 


DIRECT BRANCH SERVICE EVERYWHERE 
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VOTERS’ RECORDS IN SPANISH 


The State of New Mexico, the last of the forty-eight 
United States to adopt a primary election law, has 
added to the effectiveness of that law by adopting 
permanent registration of voters, says C. H. Law, repre- 
sentative of the Boorum & Pease Company, Brooklyn, 
N. Y. 

The equipment for this purpose, he explained, was 
recently purchased from two local dealers, the Valliant 
Printing Company of Albuquerque and the Optic Pub- 
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THE REGISTRATION FORMS IN SPANISH.—The master copy 

is placed in the central file. The second copy goes to the 

precinct in which the voter is registered. The third copy is 
presented to the voter. 


lishing Company of Las Vegas, New Mexico, who sup- 
plied Boorum & Pease new visible binders and metal 
reinforced sheets. 

Several new features were developed for this instal- 
lation. They are described in the following para- 
graphs: 

The forms supplied were in both English and Span- 
ish. New Mexico has always recognized the Spanish 
language officially and has employed Spanish inter- 
preters in the state legislature to interpret all pro- 
ceedings in both Spanish and English. Many of the 
old legal records throughout the state are in Spanish. 

The voters’ records are so designed that the voter 
receives a carbon copy of his own affidavit. 

A wide variation in precinct population results from 
the fact that many precincts are limited to remote 
or isolated mountain or desert are ., with only a few 
voters in the precinct, while others are located in 
metropolitan centers or in oilwell or mining districts 
where there is a large semi-transient population. This 
made it necessary to adopt binders in four different 
sizes. In most eastern states precincts are sufficiently 
uniform in size that one standard size of binder can 
be used for all. 

The state election office of New Mexico is a depart- 
ment of the office of Secretary of State Jessie M. Gon- 
zales, and is directed by Violet C. Hoffman. 

~ (8 ae a - 
INTERNATIONAL C. OF C. SEEKS TO CLARIFY 
TRADE BALANCE TERMS 


A resolution to the effect that the use of the terms 
“favorable” and “unfavorable” does not accurately 
describe trade balances with an export or import sur- 
plus, and urging a revision of terminology by the gov- 
ernments and business organizations of the various 
countries in which it is represented, has been adopted 
by the congress of the International Chamber of Com- 
merce at Copenhagen, Denmark, according to cable 
advices received last month by Frederick W. Nichol, 
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VARAT 


LEATHER CASES 
for 
School Opening Profits 


Are you ready for the September back to School 
Leather Goods Trade? The VARAT LINE offers you 
a complete selection of zipper portfolios, brief cases, 
leather envelopes and ring book binders at a price 


that will fit every buyers purse. 





No. 404 
2 & 3 Ring Binders 


Investigate this complete line of modern leather 
goods today. Price them, compare them—you will 
be amazed at the quality and margin of profit. Your 


orders will receive prompt and careful attention. 


Our THOUSANDS of satisfied customers the 
WORLD over are the best proof of the satisfactory 
quality of our products. 


<n1¢aeQ 


Murray Varat Company 


27 S. Market St., Chicago, III. 
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OROERS 
DOUBLED 


and doubled again 


Model 41-C with 2 
rubber feet and 2 
casters, and one 
convertible shelf 
mounted flush. 


Convertible shelf 
mounted in raised 
position. 









Ideal All-Metal Stands 
—AN INSTANT SUCCESS! 


Dealers everywhere have found that 
the new Ideal Series 40 All-Metal 
Stands sell readily, and bring quick 
repeat business. Hundreds of dealers 
have already come back for more. 
Repeat orders double and double 
again the original quantities. Here’s 
a typical case—first order 12, second 
order 24, third order 48. 

Ideal All-Metal Stands sell because 
they satisfy the demand for an ex- 
ceptionally rigid, low priced stand. 
Available with 4 rubber feet, or 2 
casters and 2 rubber feet, or 4 casters; 
with or without shelves. The one 
convertible shelf can be mounted 
right or left, flush or raised. 

Are you getting your share of Ideal 
profits? Write for literature and 
prices. 


SHERMAN-MANSON MFG. COMPANY 
625 South Kolmar Avenue, Chicago, Illinois 
We sell through dealers only 


IDEAL 


STANDS and STOOLS 
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vice-president and general manager of International 
Business Machines Corporation. 

A similar resolution was adopted earlier in the year 
by the Council of the International Chamber at its 
Paris meeting, it was stated by Mr. Nichol, who, as a 
director of the National Foreign Trade Council, was 
instrumental in launching the campaign in the United 
States to substitute the terms “export balance” and 
“import balance” for “favorable balance” and “un- 
favorable balance.” In commenting at that time on 
the action of the council, Secretary of State Cordell 
Hull, in a letter to Thomas J. Watson, president of the 
International Chamber of Commerce, stated: “This 
action is consistent with the practice and policy of 
this department and marks distinct progress in the 
interest of accuracy and of a better understanding of 
the realities of international commerce.” He expressed 
the hope that “this improvement in usage” would be- 
come general. A number of government officials con- 
curred in his expression. 





SAN FRANCISCO MEETS AUTOPOINT PRODUCTS.—This dis- 
play of the Autopoint Company, Chicago, was a feature of the 
Inform-A-Show, a business exposition staged by the San 
Francisco chapter of the National Association of Purchasing 
Agents. It was a brilliant display of many colors and included 
the company’s automatic pencils, “Real Thin” leads, writing 
sets and the Autokid Imp, new and appealing salesman for 
the Autopoint pencil lines. 


_— - 
PENCIL SHARPENER OUT IN FRONT STOPS ’EM 


Walter Ray, head of the Orange County Office 
Equipment Company, Santa Ana, Calif., has hit upon 
a plan to stop a large number of people in front of his 
store. He has placed a modern pencil sharpener out 
there. It stops as many as 100 people per day. 

During the slack part of the day if Mr. Ray is in 
the office he steps out and talks to the party sharpen- 
ing the pencil and if it seems advisable invites the 
party in. He says he has sold a good many typewriters 
through just such contacts as this. 

The sharpener, a good one that will take any size 
pencil from the smallest to the largest, is on an espe- 
cially designed pedestal built to the right height for 
convenience. The box-top pedestal has another pur- 
pose. It has a message on each side, the message at 
the front inviting people to stop and make use of the 
sharpener, the one at the back thanking the party 
who has visited the store. 

“Just a simple little idea, but I feel it is worth copy- 
ing,” says Mr. Ray.—JET 

—-.——"— 
BROWN TAKES MANAGEMENT OF HUMMER STORE 

A. L. Brown, formerly of Oklahoma, last month took 
over the management of the L. A. Hummer Company, 
dealers in typewriters and other office machines, 17 
South Sixth street, Fort Smith, Ark. Mr. Hummer 


was forced to give up active management of the 
establishment due to ill health. 
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Direct Vision Triangle Tabs tilt at just the proper angle so 
operator's eye falls naturally on the title, whether in top or 
bottom drawer of the file. No stooping or tilting guides back 
to read. Each classification stands out prominently in color— 
directly in the operator's line of vision — is identified in the 
shortest possible time. This gives quickest filing and finding. 


It's just one advantage of the “ Yand E” Direct Vision 
System and “Y and E” Direct Reference Expanding Index. 


Direct Vision Triangle Tabs may be used with any filing sys- 
tem, and attached to any type vertical filing guides or folders, 
card or check guides, etc. It's just one more of the many 
reasons why money makers prefer the “Y and E” Franchise. 


Write for full details. 


YAWMANAn? FRBE MFG... 


FACTORIES AND EXECUTIVE OFFICES, 1099 JAY ST., ROCHESTER, N. Y. 








Inserting labels in triangle tabs is simplicity itself. 
And once in, they Stay In Place. 





Besides colored triangular tabs, the “Y and E” Direct 
Vision System features more logical arrangement of tabs, 
numeric check, and superb new folder and guide stock. 
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The “Y and E” Direct Reference Expanding Index is 
adapted to any card filing purpose, any size. Stocked 
from 80 to 10,000 sub-divisions. Remarkably flexible. 
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Bassick 


RUBBER CUSHION SLIDES 













FOR METAL CHAIRS 


FOR WOODEN CHAIRS, 
AND EQUIPMENT 


TABLES, ETC. 




















FLOOR PROTECTION | 
EQUIPMENT To Mt 


STANDARD 
CASTER 
SOCKETS 





FOR STEEL 
TUBULAR 

CHAIRS 
AND 
FURNITURE 







You'll find it easier to sell BASSICK—the 
outstanding line of quality products 
for office equipment dealers. Write for 
complete catalog and information. 




























CASTERS. , | NOMAR RESTS 


DRIVE-ON AND SOCKET { 
TYPES SPREAD OUT THE 
WEIGHT AND PROTECT 
FLOORS 


“DIAMOND- 
ARROW” BALL BEARING—THE 
ACCEPTED STANDARD OF QUALITY 








“ATLASITE” DESK CUPS RUBBER DESK SHOES 


Sp 


FOR DESK AND TABLE LEGS 





GLOVE-FITTING RESILIENT 
RUBBER DESK SHOES 

















THE BASSICK COMPANY ¢e BRIDGEPORT, CONNECTICUT 


The world’s largest manufacturers of Casters and Floor Protection Equipment 
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MYERS STAGES SPEED AND ENDURANCE TYPING 
DEMONSTRATION 

On Wednesday, June 28, Richard L. Myers, manager 
of the Woodstock Typewriter Company branch at Day- 
ton, Ohio, put on a typing speed and endurance 
demonstration in his place of business. At eight 
o’clock in the morning he started his thrilling per- 
formance of eight hours of typing, four hours in the 
morning and four in the afternoon. 

Mr. Myers’ report of the results is interesting. He 
says that the number of strokes typed during the 480 
minutes was 264,942. The gross number of words was 
52,988, or better than 110 words per minute. The 
errors he computed as 439, resulting in a net of 1012 
words per minute. 





A SPEEDY, LONG-DISTANCE TYPIST.— 
Richard L. Myers, manager of the Wood- 
stock branch office at Dayton, Ohio, who 
averaged 101 net words per minute for 
eight hours in two four-hour periods. 


An analysis of the test written disclosed that Mr. 
Myers used 106 sheets of 81x13 inch paper and re- 
turned the carriage of his machine 3879 times with 
each line averaging better than 68 strokes. One hun- 
dred and seventy-six indentations for paragraphs were 
made. 

Mr. Myers has taken part in many typing contests. 
In 1938 he was runner-up in the one-hour professional 
event held in conjunction with the International Com- 
mercial Schools Contests, writing 110.4 net words per 


minute for the hour. 


LITTLE ROCK BUYS OFFICE EQUIPMENT 

At Little Rock, Ark., a contract was awarded in late 
July for the City Garbage Department by the Board 
of Public Affairs to Parkin Printing Company to sup- 
ply desks, posture chairs and filing cabinets on its 
low bid of $279. An electric typewriter was bought 
from Burroughs Adding Machine Company on its bid 
of $171. A regular model typewriter was bought for 
$116.45 from Royal Typewriter Company; and a cal- 
culating machine from the Monroe Calculating Com- 
pany for $109.50—CG 


° ae + 
HAMMERGREN ON LONG TRIP 

F. A. “Al” Hammergren, director and past president 
of the Carbon & Ribbon Dealers Association of North- 
ern California, left San Francisco on June 20 for a 
vacation of several months duration. Before returning 
to his Bay City home he will visit the Hawaiian Islands, 
Guam, Wake Islands, Australia and New Zealand. 
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ROD PROJECTIONS 





AN EXCLUSIVE DEVELOPMENT OF 


Wabash 


FOR STEEL TABBED GUIDES 








Alpha-Merical System, Steel Tabs in 
first two positions of seventh cut 








Two-Fifths Cut System, Steel Tabs in 
first two positions of fifth cut 











Popular Fifth Cut System, Steel Tabs 
in all five positions across 


SPECIFY TAB ARRANGEMENT TO SUIT 


NO DIFFERENCE IN PRICE 





THE Wabash CABINET COMPANY 


FILING SUPPLIES EXCLUSIVELY, WABASH, INDIANA 
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SH. 


DESK 


es force and dignity of character 


the 2700 series is the choice of many engaged in public 


life and in duties which put them in continual contact 
with the business public It is made with four or three 
drawer pedestals in the 66x36 size, and also 60x34 and 
55x32 in the three drawer pedestal. Sturdy of construc 
tion and conventional in design, the series includes desks 
and tables of all standard sizes, with phone cabinet, 
match Full details of 


waste basket and costumer to 


material and finish are given in our catalog 


TELL CITY DESK COMPANY 
































Tell City, Indiana F 








Sell a Me teel Posture Chair 





That is ideal for school 
use—typing and busi- 
ness machines Depart- 


ments, 


Sturdily built to take 
the wear and _ tear 
that the school chair 
is subjected to—At 


prices that are right 


Adjustments are 
quickly and_ easily 
made without use of 
tools. 

DEALERS: 


Write for new litera- 


ture and price list. 





Chair No. 01 


THE FRITZ-CROSS COMPANY 


ST. PAUL. MINN. 


304 E. 4TH ST. 
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JIM WARD, JR. TAKES UP RESIDENCE IN BUFFALO 

Since engaging in his work as sales manager of the 
rebuilt and used commercial typewriter department of 
Remington Rand, Inc., Jim Ward, Jr., has maintained 
business headquarters in Buffalo, while his family 
continued living in Chicago. Commuting that dis- 
tance became a bit arduous, so Jim decided to move 
his family to Buffalo. Word comes that he is now 
comfortably established in that city. 


—— —-—-o—_—_____ 
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NEW HOME FOR EASTMAN COMPANY.—Ending a 
fifty-six year occupancy of its former quarters, the Edson 
C. Eastman Company, Inc., Concord, N. H., recently 
moved into the imposing quarters shown above. The 
new establishment was thoroughly remodeled inside 
and out and is now one of the most modern stationery 
stores in New England. With the additional space at 
its command the company has added a number of new 
lines to its stock and has installed a complete gift 
department. 


—-<-— — 


FIFTH DISTRICT BEGINS PLANS FOR NEXT 
CONVENTION 

Spurred on by a desire to set a record registration 
next year, the fifth regional district governor and his 
officers have already started on plans for the next 
convention in the Spring by appointing a number of 
committee chairmen. Those who will head the com- 
mittees as announced by Governor-Elect C. W. (Neal) 
Leonard, are: 

General committee: W. B. Brass, W. C. Brass & 
Associates, and president of the Stationers Club of 
Indianapolis; finance, Merritt Ober, Stationers, Inc.; 
hotel, Harold Norris, Levey Printing Company; public- 
ity, John Kautz, Kautz Stationery Company; registra- 
tion, George P. Davis, Bank & Office Stationery Com- 
pany; program, Harold J. Hampton, Indianapolis Office 
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HERE ARE THE 
PROFIT MAKERS 
COMPRISING THE 
COMPLETE LINE 


Study This List—It Means More 
Business—Repeat Business— 
To You 


“THE CARBON 
AND THE IDEA 
ARE PERFECT’ 


| That’s what important 
dealers say about 











CLEANGRIP areas | “dous’ | eiseoRs 
Cc A 7 B @) ni a A a E i Cleangrip ee ewe Stormtex Silk 








; . Whitedge Billing Rolls for Elliott- Stormtex Cotton 
Its distinctive appearance catches the eye. . Fisher Machines Cc 
Its efficiency, cleanliness, long wear and RESISTANCE TO Clean Pull Billing Rolls for — 
| CURL make it the carbon paper preferred by busy users.”’ Cameo Burroughs Posting American 
Cleangrip combines all the desirable features of good carbon . Machines ‘ 
papers plus the highly important special features possessed by American a ae a Reliance 
no others. Reliance Te  delleegie , Ribbons for Address- 
ee 7 . 7 ; ; é eletype Carbonized - 
It is profitable to the dealer as it brings new business and holds : Rolls ograph-Multigraph 
it against co itio Carbons in all y . 
inst competition. 2 Rolls for Elliott- Speedaumat 
| DEALERS: Don’t overlook this business getter. Write for weights and Addressing Machines 














| samples and prices. finishes Special Rolls Dupligraph, ete. ete. 





When you visit the New York World’s Fair, plan to visit us and make our offices your 
business headquarters. We shall be very pleased to take care of your mail if you so desire. 


H. M. STORMS COMPANY 


Makers of “The Complete Line” of Carbon Papers and Inked Ribbons 
561 GRAND AVE. BROOKLYN, N. Y. 








SCHOOLS are large users of ACME VISIBLE RECORDS 













Write 

7 ‘ = today 

for 

infor- 

mation 

about the 
ACME 

franchise 






Visible Census Record sold by 
ACME Dealer . . detailed infor- 
mation about thousands of stu- 
dents is instantly available with 
this ACME Flexoline System. 


ACME VISIBLE RECORDS, INC. 







SINCE 1914—VISIBLE RECORD EQUIPMENT—EXCLUSIVELY 


6 SOUTH MICHIGAN AVENUE CHICAGO, ILLINOIS, U. S. A. 

















WEATHER 
ORNO..: 


You Can Make 


Ne. 2367 — Handsome 
turned-leg style. Center- 
matched half-round Wal- 
nut drawer fronts. Massive 
metal pulls. All corners 
rounded. Moderately 
priced. 


Cold.” Profits with this “Hot” Line ! 


Does the summer slump “burn you up?” Do 
your office furniture profits “‘melt away” in 
hot weather? 
Switch to a fast-selling line that will bring 
ee ss ~ . 
you “cold” profits the year ‘round. 


Summer or winter, an Imperial franchise 
assures you maximum sales volume—because 


Imperial gives your customers maximum 
value for their desk dollars. 
W rite—today—for full information on this 


“hot” line! 


IMPERIAL DESK COMPANY 
EVANSVILLE, INDIANA 


OFFICE 











APPLIANCES 
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Supply Company and president of the National Sta- 
tioners Association; reception, Harry Shockley, Bram- 
wood Press. 

According to Mr. Brass there has been built up a 
list of 400 dealers and travelers in the district and 
each of them will be asked to submit ideas and sug- 


gestions on a program for the next regional meeting. 
ipl 








The Nos. 1946 and 194654 chairs shown above were 


especially designed for use with the newer “stream- 
lined” Modern desks. Available in finishes that 
match the Walnut, Mahogany or green finishes of 
the leading wood or metal desk manufacturers. Mod- 
erately priced to meet today’s sales opportunities! 


* 


For such an intimate piece of furniture as a chair, 
there is no satisfactory substitute for WOOD. 





* 
FAIR VISITORS MEET LULU JEAN HANSEN.—This young 


lady, daughter of Ed. Hansen of the Miller-Davis Company, THE i. i MARBLE CHAIR COMPANY 


Minneapolis, Minn., is attracting wide-spread attention at the 


New York World's Fair where she is putting on a fine per- Foremcat Ménalacteets +t Weed Oe ee 
formance as a figure skater. Miss Hansen is a sophomore at pases sealed iss 
the University of Minnesota. This picture appeared in the BEDFORD, OHIO, U. S. A. 


May-June issue of The National, published by the National 
Blank Book Company, Holyoke, Mass. 
—>_-e 
SANFORD ANNOUNCES SPECIAL DISPLAY 
MATERIAL 
The Sanford Manufacturing Company, Chicago, has 
recently announced as available to dealers a consid- 
erable amount of special display material for Sanford 
products. This includes open display units in various 
sizes of selected hard wood and finished in walnut 
lacquer with middleshelf and sliding door optional 


















—Labor 


There are also a number of tray tops to fit showcases Supplies 
and a terrace display unit : 
aieinmnaianiititiiexc: —Equipment 
—and Costs! 
In fact, you save everywhere . because you type right on the FILM 
which solves practicaliy every one of your major stencil problems and 
their costiy wasie @ The FILM eliminates type-filling and type-cleaning 


completely—an estimated savings of one-third to one-half your oper- 
ator's time @ The FILM prevents loop-letier cut-outs. Therefore, no 
slow-motion typing; no recuts; no spoilage @ The FILM eliminates 
feed-rolier and piaten swelling. Hence, no deterioration; no replace- 
ments; no shui-downs @ Can you appreciaie the savings of time, 
labor, supplies and equipment in each of these claims? And, aiso 
their wasteful costs! 


DOES YOUR PRESENT STENCIL OFFER THESE ADVANTAGES? 


If not, let us tell you in detail how Tempo Fiim can cut corners for you, 
speed up your produciion, improve your workman anship and offer other 
advantages no ofher stencil can give you. Or, try a box—there is no 
obligation with our FREE TRIAL PLAN. ORDE eR TODAY—FOR AN 
EARLY START WITH TEMPO FILM. 


*U. S. Pat. No. 1,989,922 


MILO HARDING CO. LTD. 


“Everything For Better Duplicating” 
Eastern Division: 617 Commonwealth Annex, Pittsburgh, Pa. 
Gen. Offices-Factory: 432 W. Pico Blvd., Los Angeles, Calif. 








THE ROYAL MAIL KEPT H. S. GRAHAM, SECRETARY 





TO SIR ALLEN F. LASCELLES, ACTING SECRETARY TO a 

KING GEORGE Vi, INCESSANTLY BUSY ON THEIR PEEABE 719 78 TOUCTIED IERIE: 

MAJESTIES’ AMERICAN TOUR.—This heretofore unpub- 7 “‘LSend us nati tach eeiteetipaade teas i 

— photo sage tey agen in ag 2 of eg @moo 2. Ship us one quire on trial—(returnable # not satisfactory) [| 
rain opening the King’s mail at ihe Underwood Maste:i 

on which His Majesty's correspondence was typewr.tten — 3. Send Complete Dealer Plan for Tempo Duplicating Supplies OT 


during the month's royal sojourn in North America. poe MAIL TODAY ote ig Co hah 
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Waerever record storage 
equipment is sold, these two fa- 
mous trademarks signify stand-out 
leadership . . . established and 
maintained by a company 21 years 
in service to the trade. 
Liberty Storage Boxes 

Liberty Storage Binders 
STAX ON STEEL Transfer Files 


“‘The Complete Record-Storage Equipment Line’ 


BANKERS BOX C0., CHICAGO 


Established 1918 




















A Dealer Profit Line for 1940 


Start next year right by selling the Complete Stark 
line of Desk Calendars; available in practically every 
style and type of calendar and pad. 

Stark Calendar refills and stands are interchange- 
able with others on the market. Stands have rubber 
feet, pencil tray, locked arches and other outstanding 
features. 







Here is a real line to sell at 
a price and profit that is fair 
to both customer and dealer. 


Investigate this line 


today —a_ postal 
will bring details. 


STAR K 
CALENDARS, INC. 


525 S. Dearborn Street 


No. 406 
No. 508 





Above 
No. 7 


CHICAGO, ILL. 
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SEATTLE STATIONERS “GO PIONEER” WITH 
FIRE EXTRA 

The Lowman & Hanford Company, a leading sta- 
tionery house of Seattle, Wash., with three enterpris- 
ing stores located in the metropolis, and a fourth in 
the state capital city of Olympia, went “pioneer” again 
this June by commemorating the big Seattle Fire 
(somewhat similar in historic import to the Chicago 
conflagration, since it represents the birth of modern 
Seattle) with issuance of many copies of a Fire Extra. 

The company especially printed a facsimile edition 
of the local newspaper that carried the account of 
the conflagration the morning after the entire business 
district of the city was in ashes. It tied in admirably 
with the big civic event that commemorated this June 
the fiftieth anniversary of the Seattle disaster which 
was a turning of defeat into victory, inasmuch as it 
caused the city to rebuild, rise phoenix-like from the 
ashes, and forge to the front as the real metropolis 
of the Pacific Northwest. 

Observance of the fiftieth anniversary in Seattle of 
its reddest page in history was most elaborate, and the 
service rendered by the stationery house in printing 
the newspaper all over again was extremely valuable 
from a civic standpoint. 

The triple-stored stationery house in Seattle had 
folks calling all day at its newest Fourth avenue store, 
and its well-stocked setups on Second avenue for copies 
of the facsimile edition of the Seattle newspaper, 
which were given gratis—CML 

CANADIAN NEWS NOTES 

Following a most intensive study, business experts 
have presented a report to the City Council, Board of 
Control of Toronto, Ont., on their study of the meth- 
ods best adapted to the better functioning of the city 
clerk’s assessment and city treasurer’s departments. 
The plan which provides for the substitution of much 
of the present handwork by modern and efficient busi- 
ness machines would, it is claimed, result in a saving 
of $80,000 per annum to the taxpayers. The report 
claims that the saving from the adoption of business 
machines in the three departments would permit re- 
tirement of those over seventy doing clerical work 
at retiring allowances varying from thirty to: fifty per 
cent of their present annual salaries and still show a 
saving to the taxpayers. 

Travelers for eastern Canada stationery firms report 
that business in the office stationery trade is splendid 
throughout the Western Provinces. The commercial 
Stationery business in the West has improved and 
expanded remarkably since 1930. Vancouver city now 
has nearly twenty-five commercial stationers. 

» * * 

The H. C. Mohr Company, Milverton, Ont., stationery 
firm, has been purchased by W. C. Gibson of the same 
town, who will expand the business. 

~ » ” 

Toronto police recently rounded up an ex-convict 
at the Union station in that city, just one hour after 
William Stainton, of Stainton & Evis, Toronto office 
stationers, had reported a big robbery. In the two 
bags carried by the convict, the police found more 
than 400 items stolen from Stainton & Evis. The 
“fence” where the goods and similar ones from two 
other Toronto stationery firms were recently taken 
was found to be a men’s wear store in Montreal, Que. 

. * * 

Allan Robertson, son of the late W. J. Robertson of 
National Stationers Ltd., Toronto, Ont., was recently 
elected to the Toronto Rotary Club.—SJL 

°*—->¢ - 


STONE AND BAYLES JOIN RELIANCE 


Milton A. Stone and S. L. Bayles have joined the 
Reliance Pencil Corporation, Mount Vernon, N. Y., as 
sales representatives in the New York Metropolitan 


area. 











AUGUST, 1939 +> 
137 





QUEENS COUNTY COURT-HOUSE BY REGAN OFFICE FURNITURE CO. 


[New York [MMMM 1051011 dl EQUIPPEE 
Bs 


WITH 
LEOPOLD 
FURNITURE 
WHICH IS 
BUILT BY 
CRAFTSMEN 
LIVING 


LOOK FOR ME 


IN AUGUST 
the New Hilco 


STREAMLINER 


HILCO CORPORATION 


1512 MERCHANDISE MART - CHICAGO 














“Autry awe 


KQUIPMENT COMPANY 
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PEERLESS STEEL 








We've put out 
the WELCOME mat 


\\ HEN you plan your trip 
to the convention, be sure to 
visit with us. We are plan- 


ning on seeing you. 


You'll enjoy a trip through 
the plant to see how Denni- 


son goods are made. 


Framingham, Mass. 
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BROTHERS OPERATE STORES IN “SISTER” CITIES 

Two brothers are selling office equipment in sister 
cities of the maritime provinces. They are G. Roy 
Soulis, of St. John, N. B., and Pearl Soulis, of Halifax, 
N. S. St. John is the largest centre and distribution 
point for the province of New Brunswick, and Halifax 
is the same for the adjoining province of Nova Scotia. 
Since time immemorial, the two communities, both 
important Canadian seaports for oceanic and coast- 
wise traffic, have been Known as sister cities. 

The Soulis brothers moved from their home city, 
Toronto, about thirty years ago, simultaneously, and 
established a business at Halifax as retailers and 
wholesalers in office appliances of all kinds. About 
twenty years ago, Roy Soulis shifted to St. John and 
opened a business there in the selling and servicing 


of typewriters, adding machines, multigraphing equip- | 
ment, accounting systems, files, etc. Pearl Soulis has | 


concentrated on the Halifax business. 
Both brothers distribute through the provinces in 


which they are located, each of the bases being in the | 


centre of the business section. The contacts are made 
by the two brothers personally. The two services are 


now detached, although the brothers were partners | 


in business on their advent into the maritimes—WJM 
—-) 

CANADIAN UNDERWOOD PUBLISHES BUSINESS 
EDITORIALS 

Underwood Elliott Fisher Ltd., of Canada, has re- 

cently published four “Business Editorials’ dealing 


with important business conditions as they affect the | 


dealer and containing material calculated to bring 
home to the Canadian people the advantages of their 
country as compared to many other rations. 

Bulletin No. 1 carried a heading of “Any 11,000,000 
Europeans Would Gladly Change Places With Any 
11,000,000 Canadians.” After explaining the uneasiness 


caused by false rumor and propaganda, the message | 


concluded “There is no nation of 11,000,000 people in 
Europe or no group of 11,000,000 within any European 
state that would not gladly change places with the 


11,000,000 people in Canada. You have peace; you | 
have a high standard of living; and you have in | 


abundance all those things that make life worth 
living.” 

Copies of all four bulletins will be furnished free to 
dealers for distribution to their staffs on request to 
the company’s public relations division, 135 Victoria 


street, Toronto, Canada. 
amit 


BAGGETT BUYS VENABLE STORE 

J. E. Baggett, owner of the Baggett Printing and 
Engraving Company, 216 North Broadway, Oklahoma 
City, recently purchased Venable’s, thirty-year-old 
business establishment, at 222 Northwest First street, 
featuring books, stationery, office supplies and gifts. 

The two establishments will continue to operate 
separately, according to Mrs. Baggett, who will man- 
age and buy for the First street store with the assist- 
ance of Mrs. Edith Thompson and Miss Anna Ander- 
son, who have been with the Venable firm for ten and 
twenty years respectively. 

No change in policy or personnel is contemplated, 
Mrs. Baggett said, except perhaps, more emphasis will 
be placed on and a larger stock carried of office sup- 
plies. However, stationery, books and gifts will con- 
tinue in importance. 

A complete new stock is being assembled in all de- 
partments, as the entire Venable stock is being closed 
out by Baggett’s at reduced prices. 

Mrs. W. M. Venable, who operated the store since 
the death of her husband a number of years ago, was 
no longer able to manage the business due to ill health. 

Mrs. Baggett, Miss Anderson and Mrs. Thompson 
will visit markets in Chicago and New York in August 
to completely restock. Meanwhile new shelving is 
being added, and the interior of the store is being 
redecorated and rearranged. A formal opening will 
be held sometime later—EVH 
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Sharges 


POSTURE ,CHAIRS 


WAREHOUSE STOCKS 


t 


STURGIS POSTURE CHAIR CO. 


STURGIS, MICHIGAN 





Lid you say- 
HEAVY 

DUTY? 
then your answer 














is the sturdy ACME NO. | 
HEAVY DUTY HAND STAPLER .. . 


The ideal machine for fastening voluminous corre- 
spondence, sample swatches of paper, leather, fabric, 
ete., stapling of catalogs, programs, in fact for all 
general office and work rooms. 

Equipped with an adjustable guide for accuracy, 
this heavy duty stapler throws three different leg 
length staples—!4"-5¢” and 34", without mechanical 
change, and can be furnished spec ial to take up to 
! 6” leg lengths 

Every office needs a machine of this type for 
heavy work 

It will pay you to investigate the complete ACME 
Silverstreak Line of stapling equipment. Send for 
our “Silverstreak”’ folder 


The ACME Silverstreak Line 
of Office Binders and Staplers 
MIDGET DESK STAPLER 2 ACME NO. 2 
SURE SHOT @ SIMPLEX @ SADDLE BACK 


ACME STAPLE CO. 


1649 HADDON AVE., CAMDEN, N. J. 
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ANNOUNCING .... 





A NEW LOW PRICED MOTOR OPERATED 


MULTIPOST LETTER OPENER 


Model B—Price $110.00 
An ideal machine for the average office with a medium 
sized incoming mail. Opens 200 envelopes in a minute. 
A companion machine to our heavy-duty model A 
Opener which sells for $150, the finest machine of its kind 
on the market. 
We also have 2 hand-operated models; BH at $50, 
AH at $90. 
We also manufacture: 
3 Models of Envelope Sealers; 
2 hand-operated, 1 motor operated, 
prices $55 to $150 
4 Models of MULTIPOST Stamp Affixers, prices from 
$20 to $35. 
The Multiple Maultipost, an automatic stamp dispenser 
for use in offices and shipping departments where vari- 
ous denominations of stamps are used. 


We will gladly ship any machines on approval—no obli- 
gation. Dealers—write for Booklet—also get dealer prop- 
osition. 


MULTIPOST CO., 100 Centre Pk., Rochester, N.Y. 














Studentsa Wil Go For 
This New (Case ! 


3022 


e@ Ring 
Binder 


@ Inside Zip 
Pocket 


e Large 
Vertical 
Pocket 

e Extra Size 
Rings 


LOW 
PRICE 


New School Riiifeors 
Designed by NATIONAL 


New ideas for greater efficiency are embodied in our 
improved line of Zipper Brief Cases, Ring Binders and 
Zipper Portfolios. 


| 


| 





Here is a grand opportunity for you to increase your 
school season sales and profits by showing the new 
National line. 


WRITE FOR CATALOG AND CIRCULAR 
OF SPECIAL SCHOOL NUMBERS 


NATIONAL BRIEF CASE MFG. CO. 


512 S. PEORIA ST., 358 FIFTH AVE., 
CHICAGO, ILL. NEW YORK CITY 
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PATTERSON TO HEAD JOHNSTOWN C. OF C. 

William H. Patterson, owner of the Johnstown (Pa.) 
Office Supply Company, last month was honored by 
his community when he was elected president of the 
Johnstown Chamber of Commerce. Prominent in local 





W. H. PATTERSON 


business and civic circles Mr. Patterson is also presi- 
dent of the Johnstown Kiwanis Club. He is the young- 
est man to hold the chamber of commerce presidency 
and was formerly on its convention committee. 


—- 





DO/MORE 


PUTS THE ace im POSTURE CHai 





INTRODUCING DO-MORE CHAIRS IN A BIG WAY.—This large 
display, measuring five feet in height by four feet, ten inches 
in width, is being issued to dealers by the DoMore Chair Com- 
pany, Elkhart, Ind., for the purpose of featuring the company’s 
“Air-Duct” chair in the window or display room. The display 
is finished in attractive colors and lends itself readily to calling 
attention to the summer comfort of the “chair that breathes.” 


*—-> 


BIG MACHINE TYPES DOMINION DAY LETTER 


A salute to Canada’s Dominion Day was paid on July 
1 by the New York World’s Fair in a mammoth type- 
written letter sent by Grover Al Whalen, president of 
the fair, to Governor-General of Canada Tweedsmuir. 
Actually typed in three-inch letters on the Underwood 
14-ton typewriter on exhibition in the UEF display at 
the fair, the letter was written on stationery 9 by 13 
feet, enclosed in an envelope measuring 7 by 31 feet 
and bearing a stamp 12 by 15 inches. It announced 
that Dominion Day would be celebrated as Canada 
Day at the fair. 
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HOW TYPEWRITER DEALERS CAN 


COVER THE PROFIT FRONT 


Burns Copyholders can help you extract the 
last ounce of profit from a typewriter deal. Next 
time you deliver a new machine—or a rebuilt— 
recommend a copyholder for faster, more effort- 
less typing. The dollars which these copyholders 
add to your gross are simply plus profits for you. 
The New Burns Autoliner, with remote controlled 
line guide, lists at $12.50. Others priced down 
to $3.00. 


Don’t miss this bet for boosting your summer 
sales. Write today to American Automatic Elec- 
tric Sales Company, 1033 W. Van Buren Street, 
Chicago, Illinois. 


5 UR | C a Zuid 812.50 List 
<) SPECIALTIES 


TELEPHONE BRACKETS * COPYHOLDERS * GOOSENECK LAMPS * CHAIR & DESK PADS 


JASPER DESK GO. 


Teachers and Students Desks 
SCHOOL FURNITURE 


Look to the Jasper Desk Co. line for the solid substance and 
quality designing that school boards require. Compare it as to 
materials, durability, finish and moderate cost. 

















The desks shown here are made of selected plain oak with 1% 
inch square tapered legs and built-up top and panels. Top is 1 
inch 5-ply with veneered edges. Drawers have hardwood sides, 
54 by 26 inches dovetailed front and back, and 3-ply bottoms framed in. Flat 
key locks are provided, top pedestal drawer controls each 
pedestal by means of automatic drawer locking device, knee 
drawer locking independently. Finished in American school 
brown or light golden oak. Our No. 16 not illustrated here is 
12 by 26 inches and has two drawers under top but no pedestal. 
Other Jasper Desk Co. school desks and tables are made in plain 
oak, birch walnut and birch mahogany finishes. We make school 
tables in six sizes from 26 by 36 inches to 36 by 96 inches, also 
kindergarten tables 20 by 40 up to 20 by 72—24 inches high. 
We make typewriter and commercial students desks. 


Write us your school desk needs or request catalog. 


a ee 


Chicago Representative Neen York Warden 
W. H. Brown, 6708 Glenwood Ave. pe 
Phone ROGers Park 3644 573 Broadway 


26 inches 
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By America’s 
Business Leaders! 





PROVED!... 





ew York 
Daisey INSTI fiers 






‘EW JERSPY 


DIRECTORY 


wr ; WORLD'S 





Pains for Acco Covers for catalogs, 
sales manuals, sample books. ete.. run into BIG QUANTITIES! 


good stationery salesman can make real money. NOW is the best time. Write Acco. 


39th Ave. & 24th St. 
Ac CO propwcts. tne... 2% Yea%2"" 








We Always HELP — Never Compete / 


Cooperation? Y es—Competition?—Never 






This ASCO policy has al- 

° POSITIVE LOCK 
ways proven satisfactory to _ COMPRESSOR 
dealers from coast to coast . 
—so much so, that within a 
comparative short time we 
have established three com- 
plete lines of filing uprights 
together with their acces- 
sories. 













SAFETY LATCH 
NO REBOUND 


4 CASE HARDENED 


ASCO METROPOLITAN __ROLLERS 
Progressive suspension aa 


ASCO GOTHAM PERFECTLY TIMED 


non-suspension 
AND THE FAMOUS 
“400” 


Three complete lines at pop- 
_ular prices. 


EXTRA STRONG 
KICK PLATE 





There is real profit in handling these lines of filing uprights and 


we believe ALL the profits should be yours. 
Aa, Send for a copy of Catalog No. 19 now and see for yourself how Mts 
GOTHAM you can profit and save with ASCO. METROPOLITAN 
(non-suspension) N. B. Our engineering and planning service is always at your ie 


command. 


ART STEEL CO., INC., College Ave. & 145th St., New York, N. Y. 
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OFFICE EQUIPMENT DAY BOOSTS SALES 


IN THE FALL 


When a group of merchants get together to pub- 
licize certain merchandise they achieve much better 
results than when one of them goes at it alone. An 
excellent example of this is the success that attended 
Office Equipment Day, staged by the dealers handling 
stationery and office equipment in Corpus Christi, 
Texas. September 27 was the date chosen by them 
to promote this equipment. For several weeks in 
advance they talked up the idea among all their 
patrons, and the day previous to the big splurge they 
came out with a full page ad, adorned with the cut 
of a prosperous looking business man and the caption 
in large letters “I’m going to buy Office Equipment 
Tuesday, and bring my office up to date. My business 
is good, so why shouldn’t my office look like prosperity. 
If everyone would do as I am going to do then many 
new jobs would be created,’ while at the bottom of 
the page they said, “Do your share—Refurnish your 
offices Tuesday, and at the same time help to create 
more jobs. Every dealer is showing new and efficient 
office equipment. Buy from your favorite dealer.” 

On the morning of Office Equipment Day they 
staged a parade of gaily decorated trucks, each firm 
showing on his entry specimens of the office equip- 
ment carried by him. One firm had a completely 
fitted up office, with stenographer and file clerks at 
work, and an executive using the dictaphone. All of 
the participating firms had displays of office equip- 
ment and supplies, together with cards calling atten- 
tion to Office Equipment Day. All salespeople wore 
a special button, and everybody talked office equip- 
ment, not only in the store, but on the street and 
in the home.—WBS 


——— o—— - 
DAVIS TAKES INTERSTATE LINES 
Grenville Davis of Chicago, well-Known traveler in 
the Middle West states, last month took over the rep- 
resentation of the Interstate Metal Products Com- 
pany, 4401 Ogden avenue, Chicago, in the states of 








GRENVILLE DAVIS 


Ohio, Michigan, Indiana, Illinois, Wisconsin, Iowa and 
Missouri. In this territory Mr. Davis will represent 
the entire Interstate lines. 
+. i © 
“STEP BY STEP IN SALES PROMOTION” 


A copy of the outstanding idea book, under the above 
title, to which A. J. Markelz referred in his article 
in the May OFFIce APPLIANCES, page 24, has been 
secured from one of the authors, Atwell Jackson, who 
with Roy C. Toombs prepared the manual to help 
sales promotion managers and their salesmen function 
more effectively. It is a remarkable compilation of 
fundamentals in selling and sales training, concisely 
reduced to basic procedures. Both the contents and 
manner of presentation should make the book invalu- 
able to the busy executive who desires clear-cut ideas 
that can be readily applied to his problems. Formulas 

















Dealers point with pride 


to every sale of 


SHELBYVILLE 
DESKS 


| They Know It Means Another 
Satisfied User 





Every Consumer Purchases the Great- 
est Possible Value in a Combination of 
| Unique Dovetail Construction 

plus 
Eye Appealing Designs 


SHELBYVILLE DESK CO. 


Shelbyville, Indiana 




















L es 











HOT WEATHER SPECIAL 





HERE’S THE SEAT... 
THAT Outlaws HEAT 


Exclusively on 
Sikes Chairs 








Porous latex 
over hardwood base 
ventilated thru and thru. 


KOOLCUSHION 
SEATING 


SALES SENSATION of the summer! The answer to a hot- 
weather need. Everybody likes the idea of sitting on a COOL, 
VENTILATED seat. 

Latex over hardwood base, both ventilated thru and thru. 
Costs no more than the usual chair with loose, uncomfort- 
able pad. 


COMPANY, Inc. 


20 CHURCHILL ST., BUFFALO, N. Y 




















DOUBLE TOP FOLDERS 


KRAFT AND MANILA 









































SEND FOR SAMPLES 


IMPERIAL METHODS CO. 


760 S. Circle Ave. Forest Park, Ill. 




















EXECUTIVE MODEL No, 532 


DISCRIMINATING BUYERS CHOOSE 


DO/MORE 


SERVICE MINDED DEALERS SELL THEM 
BOTH PARTIES PROFIT 
a ® » 


YOUR TERRITORY MAY BE AVAILABLE 
WRITE FOR INFORMATION 


DOMORE CHAIR COMPANY, INC. 


101 Monger Building ELKHART, INDIANA 
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and charts for the analysis of sales and buying appeals, 
market definitions, and other factors important to 
sales success are included. Bound in loose leaf form, 
the material covers 144 pages. Published by Anthony 
Atwell and Associates, Chicago; $12.50. 

a 3 - 


WHITE BECOMES SMITH-CORONA OFFICIAL 

Mercer V. White, Jr., has been elected to the office 
of assistant-comptroller of L. C. Smith & Corona 
Typewriters Inc. 
staff of the company in 


Mr. White joined the accounting 
1933. 


He graduated from 
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MERCER V. WHITE. JR. 


Manlius Military Academy in 1919 and from Syracuse 
University in 1924. 

Outside of working hours, Mr. White indulges in his 
favorite pastimes, bowling and golf. He is married 
and has one son, aged 14 


—- 


MICHIGAN NEWS JOTTINGS 


R. A. MacDonald, for several years manager and 
buyer for the stationery department of the Seemann- 
Peters Company, Saginaw, has recently resigned his 
position. He will be missed by his many friends in the 
industry. 

A young lady who is back on the job after whipping 
a serious ailment is Miss Katherine Atkins, secretary 
to Fred Backus of Richmond-Backus fame. Miss Atkins 
was confined to her home for five weeks before she 
succeeded in routing a serious siege of illness brought 
on by a throat infection. 

7 > a 

Elmer Sick, of Gregory-Mayer-Thom renown, was 
back on the job as manager and buyer after an illness 
of several weeks. Elmer is well-known in stationery 
and office supply circles and his condition was a mat- 
ter of grave concern to many of us for some time. 
Boy, dust off the desk, Elmer’s back! 


> > > 
tto Wolf recently resigned as store manager for 
Gregory, Mayer and Thom Company. 
oc te + 


RUBIN AND ENGBER TAKE TERRITORY FOR 
VARAT 


George Rubin and L. Engber have taken a territory 
for the Murray Varat Company, 27 South Market 
street, Chicago, consisting of Metropolitan New York, 
Philadelphia, Washington, D. C., Baltimore and the 
state of New Jersey. At the time of announcing 


these appointments J. A. Rivera, export manager for 
the company, said the firm had experienced a sub- 
stantial increase in foreign shipments of their lines 
of leather goods. 
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DEALERS INVITED TO CUT THEMSELVES 
A PIECE OF PROSPERITY / 


e L 
—_ CONSTANTLY! ‘ 


GROWING 


TODAY - NOW - WRITE FOR FULL INFORMATION, 
CONTRACT AND PRICES! 


o> AW. FABER Gea) “CASTELL” Fis QHs . 











WORLD'S FINEST DRAWING NONE HIGHER PRICED IN AMERICA 


‘AW FABER -CASTECL 


i” DRAWING PENCIL * iN THE METAL BOX 














they Really Solt! 


1200 LINE NON-SUSPENSION 
FEATURING PERFECTED 


BALL BEARING 


OPERATION 
THE GREATEST VALUE IN THE LOW PRICE FIELD 


Dealers: You are cordially invited to inspect our new factory and visit in our air-conditioned 
office here in Geneva. A really modern one story plant for the exclusive manufacture of 


steel products. 
Write for descriptive circular on Letter Files and Cabinets. Sold to and thru dealers only. 


ANDERSON-HICKEY COMPANY, INC. ittiscrs 


’ 
All Sizes and 
Combinations 
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Another New Item In The ALMA Line 


You can now have a 
small sized secretar- 
ial desk, strongly 
made and with 
plenty of drawer 
room. (The large 
drawer at the bot- 
tom of the typewrit- 
er pedestal taking 
care of stationery 
and supplies). Made 
in ALMA’S regular 
1100 grade and 
surprisingly low 
priced. 





No. 1146C 
Top 46x 32 


Oak, Walnut and Mahogany Combination 
—Lacquer Finish 


ALMA DESK COMPANY sonre canon 











NEW... Bank of ENGLAND CHAIRS 


... STREAMLINED FOR MODERN NEEDS. 
& 


Here are two old chair favorites that 
have been given extra sales making 
refinements — Bank of England 
Chairs—streamlined for modern 
chair requirements. Your customers 
will like the new swivel chair mech- 
anism — it’s new — long-lasting — 
SILENT. No annoying squeaks. 
The new rubber bumper protects 
both chair and desk from abrasion. 
Of course, you’re familiar with our 
well established standards of con- 
struction that is your customers’ as- 
surance of dependable service from 
any chair in our complete line. 
We'll be glad to send our new 40- 
page catalog containing illustrations 
of our complete line. Write today 
for your copy. 


No. 6710 e No. 6711 


HIGH POINT BENDING & CHAIR CO. 


SILER CITY, NORTH CAROLINA 
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NORTHWEST TRAVELERS’ NOTES 


By A. J. Nordstrom, Correspondent 





Albert McLane, associated for many years with the 
Spencerian Pen Company, is back in his old Northwest 
territory. Welcome back, Al, from your host of friends 
among the travelers and the dealers. We know you 
will find a happy reception awaiting you when you 
call. 


* * * 


August Hunn, the Milwaukee stationery tycoon, 
vacationed at his cottage at Balsam Lake during the 
month of July. 


- * ~ 


Bill Jarchow, with H. H. West Company, spent his | 


vacation at the Wisconsin Dells the latter part of July. 
~ x * 

Mr. and Mrs. Milt Schuster vacationed in Minnesota 
during July, and report a very pleasant trip. The 
Schusters plan on making their home in Delaware, 
Ohio, early this fall. 

Johnny Williams, son of H. Ben Williams, DoMore 
Chair generalissimo, has established a reputation as 
one of the finer golfers of Elkhart, Indiana, and we 
understand beats the pater, who is rated somewhat 
of a golfer himself, by quite a few strokes. 

* * * 

Ted Kornman, the old Mastercrafter himself, was 

seen in Madison early in July. 
. : * 

Jerry Borgerding, formerly in charge of the Minne- 
apolis office for DoMore Chair Compauay, is now located 
at Elkhart, Indiana, as a district sales supervisor, for 
that same company. 


* + * 


Auggie Skolaski, the Madison truck farmer, spent | 


his vacation in Northern Minnesota during June and 
just missed being caught in the big tornado which 
caused so much damage and loss of life in the territory 
adjacent to and including Anoka, Minn. Auggie with 
his family was on the way home when the storm broke. 


o <a + 


SAMUEL FOX JOINS STEEL STORAGE FILE 
COMPANY 
Samuel Fox, with twenty-eight years’ experience in 
record protection and filing equipment sales, formerly 
sales manager of the Record Protection Division of 
Remington Rand, Inc., and recently acting general 
sales manager of The Mosler Safe Company, has been 
appointed general sales manager of The Steel Storage 





SAM FOX 


File Company, Cleveland. Mr. Fox has served as chair- 
man of the executive committee and is a past presi- 
dent of the Safe Manufacturers National Association. 
Two years ago The National Fire Protection Associa- 
tion appointed him a member of its committee on 
Protection of Records. 











Ne. 823 











© POPULAR STYLES 
NEW e CONVENIENCES 
e@ MODERN FEATURES 


The Wonderful NEW ASSORTMENT of MASHEK QUALITY 
CASES are outstanding favorites with the College and 
High Schoo! Student—the Business Man and Salesman— 
the Professional Person—-Lawyers—Auditors, Etc. 

The F. M. C. Seal on MASHEK Cases, insures SALES 
for Dealers and SATISFACTION for users. 


Wait for our Salesman... see our Beautiful New Fall Line 
or Write for Catalog. 


FRANK MIASHE Keco CO. 


NEW YORK OFFICE—Harold Atwood, 280 Broadway 
“If it's made with leather, MASHEX makes it Better” 











NEW FULTON ITEM 
BRINGS ADDED SALES! 







FULTON i) || 
“N-A-TRAY” ii 
OFFICE t) 
PRINTING resem 
OUTFIT rely ag 
with Pes 
SEPARATE @ PRICES 
TYPE No, 181.50 es 
lo. 2—§$2. ‘ 
CASE Ne, 362.80 «2 
The rubber type, holder and quick and easy . eliminating 
stamp pad in Fulton De Luxe lificulty usually encountered in 
The type case is entirely separate wording in these “make yout 


wn’’ stamps is changed 


—making redistributior 


Fall is a Big Selling Season for Fulton Rubber Type 
Business Outfits. Write for sales-making details. 


Sales Office 
200 Fifth Avenue 
Vew York City 


0. H. DAVISON, 
Pacific Coast Representative 


FULTON 


SPECIALTY CO. 
Factory, Elizabeth, N. J. 











So renee mer acamieten asda 

















A complete line of fix- 
tures for Office, Posture 
and Typewriter Chairs. 


866 





Equipped with rubber cushions or 
steel springs. C-K Products are 
sturdily built of highest quality stee! 
and are unexcelled for long service. 


SL 











COLLIER-KEYWORTH CO. 


| GARDNER, MASSACHUSETTS, U. S. A. 
































Zephyr 


THE DESK FOR CONSTRUCTIVE CONCENTRATION 





Equipped for success—an apt slogan and, in Zephyr 
Desks, an accomplished fact. Eye-taking in outer 


design and lacquer hand rubbed finish, its storage 


facilities present convenience and accessibility of a 
new high standard in the popular price grades. 
Shock and wear of regular service leave it un- 
scathed. Instant reference to all parts is combined 
with greater comfort and freer movement for the 


user. For full details write 


Jasper Office Furniture Company 
JASPER, INDIANA 
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“KNOW YOUR TYPEWRITER” MOVIE TEACHES 
HOW 

Showing correct procedure for manipulating the 
typewriter, handling of letterheads, carbons, stencils 
and ribbons, a new, three-reel, 16 mm. motion picture 
has recently been released by Harmon Foundation, 
Inc., of New York City. It is named “Know Your 
Typewriter.” 

The film was designed for the use of schools, clubs 
and business offices and was produced in cooperation 
with six major typewriter manufacturing companies. 
Because the typewriter is considered as a modern com- 
munication utility rather than as a commercial prod- 
uct machines representing all of the manufacturers 
are included in the film although, in the direct teach- 
ing sequences, only one typewriter is used for analysis 
wherever the fundamental principles shown are com- 
mon to all typewriters. 

There are many special uses of the typewriter 
stressed in the film. Among these are the importance 
of the machine to business and industry, systematic 
procedure for learning, correct posture at the ma- 
chine, and the ability of children to learn to use it 
correctly and efficiently. A part of the film is a 
slow-motion picture of the fingering of Miss Stella 
Willins, well-known speed typist, which emphasizes 
correct hand position and rhythm. 

Information on the rental or purchase of the film 
may be obtained by writing the foundation at 140 
Nassau street, New York, N. Y. 


— o te 4 = 
A CLEVER STUNT THAT CLICKED 

Vine’s Pen Shop on Union street near Fourth avenue, 
Seattle, gives a fountain pen to the first person seeing 
its turtles that carry one letter each of the word 
P-E-N-S in regular spelling formation in the large 
aquarium in the window. 

Daily the crowd watches Vine’s window, hoping to 
catch the four turtles at their spelling lesson. How- 
ever, they are notoriously bad spellers, jumbling the 
letters outrageously at all times, being observed in a 
huddle or spread out spelling Pens like wrong-way 
Corrigan, such as S-N-E-P or N-E-P-S, or some other 
outlandish way. 

They may aim to spell Pens, yet never seem to get 
around to it. They make a muddle of it—much to the 
chagrin of the masses whose ambition to capture the 
free pen go a-glimmering. 

Eddie Vine, however, who used to be with Trick & 
Murray, one of the leading office stationery and appli- 
ance firms, before striking out in the stationery field 
for himself, has already given several fountain pens to 
clever window watchers, as the notices on the window 
giving names and addresses show.—CML 

———_—>-0—___—_ 
WIS-ILL CLUB NOTES 

Five new members were added to the Wis-Ill Club 
at the June 30 meeting: Jack Gram of J. L. Hanson 
Company; W. J. Sunderland, National Pencil Com- 
pany; Harry L. Allen, Eaton Paper Corporation; E. V. 
Mendenhall, McMillan Book Company, and Frank M. 
Von Ritter, Stationers Loose Leaf Company. Plans 
were discussed for an all-day picnic including golf, to 
be held August 13. 


* * * 


The Wis-Ill Club has made final arrangements for 
a picnic and golf outing to be held at Cedar Crest 
Country Club, August 13. The club is located about 
five miles south of Antioch, Ill., on Highway 59. Games 
will start at ten o’clock. Golfers will play for the 
Wis-Ill Club golf trophy. Games will be provided for 
all, including ladies and children. Free ice cream 
will be provided, also pop for the youngsters. 

Dealers and their organizations in Chicago and 
vicinity are invited to participate. 
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QUESTIO 


A DUPLICATOR TO GET 


@ Other Plus-factors in HILCO Performance— 


ROLLER RELEASE FEATURE... 


pression paper. 


machine improperly. 


@ CLOSED-IN LEAK-PROOF DRUM 
FEEDING 
ed sheets. 


Write Today for the Hilco Descriptive Catalog. 


1512 MERCHANDISE MART @ 


MUST YOU PAY A HIGH PRICE FOR 


ANSWER: not witH HILCO ON THE MARKET! 


@ The Hilco Duplicator Offers Accuracy and Hair- 
line Registration at an Astoundingly Low Price. 


@ THE EXCLUSIVE HILCO IMPRESSION 


No tearing, wrinkling, or jamming of im- 
The HILCO Automatic 
Front Paper Stop and Impression Roller Re- 
lease—stops contact between impression 
roller and drum if a sheet starts into the 


@® SMOOTH AND ACCURATE AUTOMATIC 


@ AUTOMATIC COUNTER counts only print- 


THE HILCO CORPORATION 


CHICAGO, ILL 


“HAIR-LINE” REGISTRATION? 





ALL METAL CABINET 
Size 17 x 30 x 31 inches high, especially de- 
signed for Hilco ; 


AUTOMATIC STENCIL DUPLICATOR 


The low priced precision duplicator with the S$ 50 
High Priced Features : 


Prices slightly higher west of Rockies 

















**An Investment in Profit” 


naffcr 


CELLUGRAF 
SIGNALS 


For better sales, show 
customers how to 
double the efficiency 
of their Visible Index 
and Record Systems. 





No other signal does 
the work of “Cellu- 
graf’. Speeds up use 
of records; gives added 
information value to 
visible margin. Of 
Transparent celluloid, 
6 colors, 2 sizes: or 
Opaque fin- 





(matte 
ish), 4 colors, 2 sizes. 











Write us for complete details. 


GEORGE B. GRAFF COMPANY 
64 Washburn Ave. 


Cambridge, Mass. 



























AULTLES N 


SLIDE-RING 
BINDER 


Push-pull action is under 
constant control. No springs 

- no snap ... to cause 
sheets to jump off or to 
pinch fingers. Slide-ring 
action is under the control 
of the operator af all 
times. Gone is the spring- 
control, snap- action of for- 
mer years. Sheets don't 
spill out and rings don't 
pinch fingers on the new 
S. O. Binder! 


The Cradle Sheet Lifter gently carries the sheets over 
the rings . . . prevents jamming and ripping. No need 
for bulky reinforcements. 





No jamming 
of sheets. 
FAULTLESS Cra- 
die Sheet Lifter 
carries sheets 






over rings. 





SEND FOR dealer’s information and price list. 


STATIONERS LOOSE LEAF COMPANY 


524 North Broadway 


hi 
MILWAUKEE Cateage 


New York 
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Student's Bookkeeping 
Desk 


INDIANA 





Helping Dealers make th. GRADE 


INDIANA SCHOOL DESKS 


The great Indiana Desk Co. school desk line represented here 
by one of its smallest members affords satisfaction to the 
schoolboard both from the standpoint of substantial, enduring 
construction and a definite application to teachers and students 
needs. 


It provides the dealer with wider variety, enabling him to 
study the desk needs of the institution to be equipped, and 
to recommend intelligently and exactly the desks best suited 
for the purpose. Furthermore, quotations on special features 
or school desk items not shown in our catalog will be sent 
you promptly on request. 


No. 300 students bookkeeping table shown here is 26 by 20 
inches in various heights. It weighs 60 lbs. and has a solid 
7/, inch top made of selected plain oak and finished American 
school brown or light golden. This style with slanting top is 
indicated by our No. 200 and a similar style having closed 
book compartment with hinged lid writing bed, by our No. 100. 


Give your attention to school board installations. We'll 
gladly assist in developing bigger and more profitable orders 
for you. 


DESK COMPANY 


JASPER, INDIANA 











New Indiana Chair Co. BANK of ENGLAND 


Most popular of all wood office chairs, the Bank of England is 
offered in the attractively designed No. 501 as shown below and of 
the conventional design in our No. 400 line. It is made of solid 
walnut and of birch finished walnut or mahogany. Like all our 
pedestal chairs, it is fitted with Flotilt Chair Control. 


S7):| Geen | oat 








for the office 


dealer. 





New Indiana 
Chair Co. 


JASPER, INDIANA 





Good quality and moder- 
ate cost combine to make 
this a profitable number 


Full details and 
catalog are 
available on re- 
quest. 





/IKLENZO 


ERASER PENCIL 





PATENT 
“WI 1-756. 953 


E 


furniture 
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ue % 
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PHILADELPHIA, U.S. A. 


No. 501 
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THE MODERN EFFICIENT 
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OUTSIDE SELLING IMPROVES SALES IN 
OFFICE SUPPLIES 
A good percentage of the public simply won’t walk 
into a store for its office supplies. This merchandise 
moves better if it is brought to such customers through 
sales effort, and suggestion. 


This is the conclusion of E. A. Bullock, of Bullock’s | 


office supplies store, Lawrence, Kan., after several 
months’ employment of an outside salesman, for the 
first time. Merchandise which has stood on his shelves 
for years, moving only slowly, became “brisk” demand 
merchandise under the impetus of outside push, he 
reports. 

“Such things as portable typewriters can be sold 
from a window; but not standard typewriters,” the 
Lawrence dealer insists. The same holds true with a 
whole list of office supplies, equipment and furnishings, 
he finds. Outside selling has also meant exploitation 
of greater variety in stocks, which in turn has opened 
up new blocs of possible customers, it was found.— 
BART 

— 
FORERO-ROLDAN IS N. Y. VISITOR 

Alberto Forero-Roldan, for many years engaged in 
the office equipment and supply business in Bogota, 
Colombia, S. A., last month arrived in New York for 
a lengthy visit during which he attended to several 
business matters. Mr. Forero-Roldan, who maintains 
his business establishment at Apartado 1443, Bogota, 
at present handles the lines of the Boorum & Pease 
Company, Old Town ribbons and carbons and Russia 
cement. 

a 
MOONEY COMPANY NOW AGENT FOR AMES 

The J. J. Mooney Company, 169 West Jefferson street, 
Detroit, Mich., last month was appointed Detroit ter- 
ritory agent for the Ames Supply Company, Chicago. 
The agency, which will carry a complete line of parts, 
tools and accessories as well as other Ames products, 
is under the management of “Bud” Marran whose 
many years in the typewriter business attests his 
capability. 

—- 
HICKS INSTALLS “DAYLIGHT” SERVICE 

M. F. Hicks Typewriter Company, 717 Walnut street, 
Chattanooga, Tenn., has recently installed a new day- 
light service department with factory-trained men in 
charge. Mr. Hicks, whose organization handles the 
Royal typewriter, said that H. H. Harding, J. C. Penley 
and J. F. Saunders are in the service department. 
—CG 

<i « 

ALLEN TRAVELING FOR EATON PAPER CORP. 

Harry F. Allen, formerly with L. E. Waterman Com- 
pany and at one time operator of a stationery store in 
Vermont, has joined the sales staff of Eaton Paper 
Corporation, traveling out of the Chicago office. His 
territory includes parts of Illinois, Iowa and Wisconsin. 

<a © - 
CONWAY SUPPLY CHANGES NAME 

In a printed statement issued to the trade last month 
the H. H. Conway Supply Company, 216 West Jackson 
boulevard, Chicago, announced the changing of its 
name to the Filing Equipment Bureau of Ill., Inc. The 
announcement read in part: 

“H. H. Conway Supply Company announces that by 
unanimous vote of the stockholders, the name of this 
corporation has been changed to the Filing Equipment 
Bureau of Ill., Inc. This in no manner changes the 
ownership, policies or personnel, but identifies it more 
appropriately with the Filing Equipment Bureau, Inc., 
the parent corporation, located in Boston.” 

<>? 
PETERS BACK FROM VACATION 

Henry Peters, director of the Carbon & Ribbon 
Dealers Association of Northern California, returned 
to San Francisco on August 1 from a vacation trip to 
Canada. 


| 
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Utility, Quality, Price 


@ This slogan has been the basic principle upon 
which the St. Johns line of office tables has been 
developed. Strict adherence to it has enabled 
St. Johns to offer the office dealer tables that more 
than meet consumer demands. The No. 28 table 
pictured is typical of St. Johns’ best. Sturdily con- 


esigned and beautifully finished 
al and attractive. It is priced 


structed, well 
it is efficient, function 
to assure ready salability. 


Write for the new 1939 St. Johns catalog showing this 
and the many other distinctive tables in the St. Johns line. 


No. 28 


Made of specially selected Plain be 
yiden Finist Also —o~ Bro 

‘ op. vee inches thick 

o go 


it and back with fremed-in, 
1s 3-fo - ee ot lengths 





24 x 16 inches 32 x 6O inches 
34 Xx 


3UO x 48 inches 2 inches 











ST. JOHNS TABLE COMPANY 


CADILLAC, MICHIGAN 


Office Furniture Warehouse Company, 573 Broadway, N. Y. C. 









The 
Beau Brummel 
No. 824Z 


Patent Pending 







The 
PERFECT Brief 
Case—with Trouble-free Sliding Han- 
dies. The case with no raw edges to 
ravel or wear. Send for New Catalog 
just off the press. 


i} } PPE [ tnt ) 412 Orleans St. 
.¢] it 
Gy AND om Neailideilies 


Fisse. LEATHER GOODS Mart 
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Build Up Your Office Fur- 
niture Sales with the NEW 


BRIGHT 


CHAIR CO. 
CATALOG 


Leather upholstered chairs 
in variety of style embody- 
ing good taste, dignity and 
enduring comfort are ex- 
hibited in the new Bright 
catalog. Seventy pages of 
large illustrations present 
a veritable showroom of 





No. 28RC 


office, reception room and 
club chairs, reproducing 
each number with minute 
detail. 

Admirably suited to the 
requirements of office fur- 
niture dealers, the Bright 
catalog is being used by 
them more and more in 
developing bigger and 
more profitable sales. 
Whether or not you sell 
upholstered office furniture. 
you should know the Bright 
line. If you haven't re- 
ceived the catalog, 
write us now. 


new 





No. 28AC 


BRIGHT CHAIR CO. 


Incorporated 


127-133 Bleecker St. New York, N. Y. 











R! 
WOLBEB a0 


Announces— 
the NEW PROFIT LINE of 


Gelatin Duplicator Supplies! 








— 


As a companion line to Wolber Liquid 

Duplicator Supplies, the New Wolber 

Gelatin Duplicator Supply line will 
enable you to service the ready market 
that exists in your territory. 
Consisting of a complete line of Gelatin 
Rolls and Films as well as Hectograph 
Carbons, Inks, Ribbons, Pencils and other 
related items, these new Wolber supplies 
are the repeat profit builders that you have 
been looking for. 


Send to-day for complete information on these new gelatin supplies 


WOLBER DUPLICATOR & SUPPLY CO. 
1203 Cortland St. Chicago, Illinois 


MANUFACTURERS OF WOLBER MASTER DUPLICATORS 
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CANADIAN STATIONERS TELL HOBBIES 

“All work and no play makes Jack a dull boy,” is 
the slogan of many maritime provinces office appliance 
men. That’s why... 

Ira C. Rockwell, president and managing director 
of J. & A. McMillan, Ltd., St. John, N. B., is keen on 
yachting. This develops from his boyhood love of 
Sailing, on the Nova Scotian shore, and which was 
followed by his service in crews of Nova Scotian 
schooners that penetrated the faraway ends of the 
globe. Now, he’s an amateur skipper, but confining 
himself to the St. John River and tributaries and 
Bay of Fundy. 

Frank Alexander, another longtime executive of 
J. & A. McMillan, likes to pastime in the country, 
at his summer home, Quispamsis, 12 miles east of 
St. John. There, he does considerable lake and stream 
trout angling, and some gardening. Outside, of these, 
he is a fan on baseball and boxing. 

W. Ernest Stirling, of St. John, a manufacturer’s 
agent in office supplies of all kinds, has a sports back- 
ground, which he continues as an executive and 
promoter of amateur athletic meets and leagues. In 
his youth, active as a long distance runner, he is, 
in later years, a sponsor of amateur baseball, basket- 
ball, track athletics, long distance running, speed 
skating, gymnastics. For some years, he was physical 
director of a St. John recreational centre for young 
people of both sexes. He has managed many sports 
meets. 

Aubrey T. Snodgrass, of Fairville, N. B., a veteran 
of the office appliance field as a manufacturer’s agent 
and distributor, is another with a sports background. 
For many years, he was a playing manager in amateur 
baseball, his playing position being either at the first 
hassock or in the outer works. Now, he helps coach 
teams in the cities and towns he visits on his sales 
tours, as relaxation and exercise. Wielding bat and 
wearing the mitt or glove, himself. 

P. Joseph Gleeson, of St. John, a veteran distributor 
of office appliances, likes to take to the streams and 
lakes for trout and salmon angling, occasionally, by 
way of mental and physical recreation. 

James W. Barnes, head of Barnes & Company, 
St. John, N. B., is a dean of yachting and curling in 
the St. John zone. For over 40 years, he has been an 
amateur skipper, sailing his own sailboat, in the St. 
John River and tributaries and also in the Bay of 
Fundy. He has won scores of races through his pro- 
ficiency as a navigator, including one across the 
Bay of Fundy from St. John to Digby, 40 miles, and 
through very turbulent waters. Six times, he has been 
elected commodore of the Royal Kennebecasis Yacht 
Club, St. John, and never misses the annual week’s 
cruise of this fleet of sailing craft up the St. John. 
In the winter, he turns to curling, and has always 
been one of the stars of the Scottish ice game in the 
maritime provinces, having been a participant in 
bonspiels and club matches too numerous for mention. 

Eustace Barnes, manager of Barnes & Company, 
likes yachting, too, on a smaller scale than J. W., 
and goes in for curling, also. He does some trout and 
salmon angling, also. 

Victor Lewis, partner in the new Moncton, N. B. 
office supply firm of Lewis & Nugent, is a veteran 
amateur baseball pitcher, and continues to heave 
the pill past the batters, just for exercise and relaxa- 
tion. For many years an office accountant and man- 
ager, Mr. Lewis is now selling office needs. 

J. Harold McMurray, of Fredericton, N. B., office 
supply dealer for many years, is one of the crack 
shots of the maritime provinces. He has won numer- 
ous competitions in rifle, shotgun and revolver shoot- 
ing, at Fredericton and elsewhere, and is a past mari- 
time champion skeet champ. Incidentally, he is or- 
ganizer of the Fredericton Skeet Club, spending most 
of his leisure time there. He also does some golfing 
and sailing. 

(Turn to page 155, please) 
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8 PASTEL 
COLORS 
VERY customer or prospect who comes BUFF 
into your store can use WARSHAW GOLDENROD 
Superdex Roll Labels. Keep a carton handy CHERRY 
SALMON 
on every counter. Suggest them to every onsen 
customer. You'll find your average sale per MANILLA 
customer will receive a decided "lift''—and BLUE 
at a nice profit to you. WHITE 
Superdex Roll Labels in eight pastel e 
shades are of quality stock, made on full GUIDES 
automatic machinery and evenly perforated. INDEX CARDS 
They are as fine as money can buy. FOLDERS 
Try this sales suggestion today. Order a PROTEX 
: , STICKONS 
good stock first. You'll need it. 
MENDING 
TAPE 
WARSHAW MFG. CO., INC. oui 
1 MAIN ST. BROOKLYN, N. Y. INDEX TABS 














NEW LONG-REACH 


SWINGLINES 


No. 4-12, $7.50 
with 12'/, inch throat 














T 


with 8'/, inch throat t 


No. 3-8, $6.00 











The wide open non-jamming SWINGLINE stapling 
mechanism is now available to those who require 
placement of staples at greater-than-average distances 
from the edge of material. Bases are sturdily con- 
structed of steel finished in black crackle enamel. 
Vibration, or “bounce” at head is eliminated by two 
specially formed arms which automatically arrest head 
motion after each staple is driven. Two holes permit 
bolting or nailing to table. Both machines load stand- 
ard size staples—No. 4-12, 210. No. 3-8, 105. 


PARROT SPEED FASTENER CORP. 


37-18 NORTHERN BLVD. LONG ISLAND CITY, N. Y. 
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ET YOUR SHARE: 


Buy Now for this profitable 
Aug. 15 to Oct. 15 Sales Period 


e NEW SCHOOL SEMESTER 


requires new Student Cases 


e NEW SALES CAMPAIGNS 


require new Sales Portfolios 

















FOR THE BEST SELECTION OF: 
e Zipper Ring Binders 
e Brief Bags 
e Zipper Portfolios 
e Brief Cases 
WRITE TO: 


TE Mv BROS. MFG. CO., INC. 
OGM eile ay 























Steel 
Office Furniture 


—A quality line for the progressive, 
wide-awake dealer 





STEEL FILES—Six complete lines of labelled vertical filing 
cabinets—also additional lines of card cabinets, blue 
print cabinets, Add-A-Unit files, transfer cases, x-ray 
film filing cabinets and miscellaneous cabinets. 

STEEL STORAGE, WARDROBE AND COMBINATION 
CABINETS—Furnished in twenty standard sizes and ar- 
rangements. 

STEEL DESKS AND TABLES—Three complete labelled lines 
in all regular sizes, in eight and four leg series also in 
modernistic style, beautifully finished in olive green, 
grained walnut or mahogany; interlocked, welded 
construction—noiseless drawer operation, easy rolling 
suspension. 

STEEL SHELVING—800 line library shelving and 1000 line 
utility shelving, 36 inch widths, 12 and 18 inch depths 
and 78, 84 and 90 inch heights. 

OUR SPECIALTY—Built-to-order steel equipment. 

WRITE FOR GENERAL CATALOGUE No. 39? AND 
LATEST ATTRACTIVE PRICES. 


The Bentson Mfg.Co. 


AURORA, ILLINOIS 


























AN OUTSTANDING 
DEVELOPMENT 





CLEAR PRINT 
PROUQUCTS 


WARRANT YOUR INVESTIGATION. 


Samples free to Responsible Dealers. 


PHILLIPS PROCESS CO, Inc. 


194 Mill Street Rochester, New York 

















Hair-line 
<< Over- 
Under 
Weight 


Indication 





"Air Mail Accuracy” 
BEAM POSTAL SCALE 


IS A PROFITABLE ITEM FOR 
DEALER AND CUSTOMER 


Air mail and first-class postage waste runs into large 
figures yearly. Help your trade eliminate over-postage 
and short-postage weighing devices—show them TRINER 
Air-Mail Hair-Line Accuracy Scales. Their dependability 
is established beyond any doubt. Uncle Sam uses many 
thousands for fine weighing and checking of mails. 


Stationers have already sold thousands to their cus- 
tomers with 100° satisfaction. 

No. 84 illustrated above is of 1 Ib. capacity by ™% 
ounces (other numbers up to 4 Ibs.), with computing 
chart set at 45 degree angle for easy reading. Chart is 
celluloid covered, easily cleaned and easily replaced. 


Write for Circular. 


SCALE & MFG. CO. 
2714 W. 2ist Street 
CHICAGO ILLINOIS 
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WARD ix TEL 


PARTS & SERVICE 


Today, we have the largest stock of 
replacement parts in the industry and 
knowing the necessity for prompt 
service, ship all parts orders the day 
they are received. 


No expense is spared to make your 
dealings with us pleasant and profit- 
able. It is our aim at all times to co- 
operate and supply genuine quality 
merchandise at prices which permit 
profitable operation. 


For forty-seven years we have set 
the standard for Rebuilt Typewniters 
and offer today the finest Rebuilt ma- 
chines procurable. 


SHIPMAN-WARD MFG. CO. 


The Dealer's Quality Supply House 
325 N. WELLS ST. CHICAGO, ILL., U. S. A. 


on SHIPMAN 














300 NEW ITEMS 


IN A SINGLE YEAR 


In a single year Office Appliances announced some 300 


items in the section devoted to new machines and devices. 


Usually this information is given before the items appear 
on the market and always in advance of most sources of 
such news. It is not uncommon for a dealer to tell us that 
some of his best selling lines have been secured from 
seeing the things in Office Appliances. Many readers 
say this section in itself is worth the subscription cost, not 


to mention all the other features. 


If you want to keep in touch with the activities of the 
office equipment industry, there is no better way to do it 
than by entering a subscription to Office Appliances. 
The rates are $2.00 a year, $3.00 for two years; Canada 
$2.50 and $4.00; Foreign $3.00 and $5.00. 


The Office Appliance Company 


20 Nerth Wacker Drive Chicago, U.S.A. | 
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(Continued from page 152) 

A. C. L. Tapley, for many years manager of the 
St. John branch of the Burroughs Adding Machine 
Company, has always been addicted to sail yachting. 
His forbears were pioneers in towing and lumber 
operations on the St. John River, and Mr. Tapley 
inherited their love of that river and sailing on it. 
Golfing is another of his sports. 

C. A. Gordon, for many years manager of the St. 
John branch of the National Cash Register Company, 
likes sail yachting and angling. He likes to fish not 
only for trout and salmon in fresh water streams and 
lakes, but for tuna, cod and pollock in the Bay of 
Fundy. He is on the executive board of the New 
Brunswick Deep Sea Angling Club, formed in 1938, 
and operating a motorboat, fittingly named “Fortuna.” 

H. H. Richardson, of St. John, N. B., is active as a 
breeder and raiser of whippet dogs, with kennels on 
his home property. He raises these dogs for sale, and 
has promoted races limited to this species of canine, 
on a suburban St. John horse racing track. He is also 
interested in photography, and is proprietor of a 
roadside dine and dancery at the western entrance 
of St. John. This being designed and named after the 
pioneer trading posts. With a museum consisting of 
mounted native birds, animals and fish. Also a gal- 
lery of scenic and wild life pictures taken by Mr. 
Richardson. 

A. D. Holyoke, for many years a wholesaler and 
retailer in office equipment, at Fredericton, Wood- 
stock, St. John and Moncton, N. B., always yearned 
for trout and salmon angling, and golfing in the 
spring, summer and fall, and curling in the winter 
period.—_ WJM 

—->-—— 
WHAT THIS COUNTRY NEEDS! 

Ever since Vice-President Marshall got into the 
limelight and accomplished the feat of attracting 
attention to the vice-presidency some years ago by 
saying “What This Country Needs Is a Good 5c Cigar” 
there has been a virtual epidemic of “What This 
Country Needs” sayings. 

The crux of these depends almost entirely on the 
personal viewpoint, as one might gather the vice- 


president himself was quite a cigar smoker, and the | 


nickel cigar was right down his alley. 

More recently, during the depression have many 
self-appointed saviors of the nation risen to the plat- 
form to begin their harangues with new “What This 
Country Needs.” Of course, what the country actually 
needs is less of such politicians with their pet theories 
and plans. 

Only the other day a Broadway comedian pointed 
out that “What This Country Needs” is more wit and 
humor in our national life, and wanted Congress 
to tack onto its aid-to-education bill a special joke 
appreciation clause— making Joke Appreciation in 
public schools a required subject from the fourth grade 
up. He claimed that if the latent risibilities in Amer- 
ican youngsters were developed early, life will be just 
one chuckle after another, or fuller and richer for 
everyone. 

Any way, the latent risibilities were evoked this 
summer in resident and tourist of Seattle alike while 
passing and pausing the office furniture display of the 
Bank and Office Equipment Co., which is located on 
Third Ave., near James St., in the Puget Sound 
metropolis. A home-made placard as a frontispiece in 
the window in the midst of glamorous new office 
equipment, late-model furniture for modern offices 
or last minute improvements for banks and business 
bureaus, tells the story. 

As a sign of the times, it is of that “What This 
Country Needs” variety, and it tells all and sundry 
in passing that: “What This Country Needs Is Cleaner 
Minds and Dirtier Hands,” in other words more and 
better business. And the store is getting right down 
to cases, filing cases, which are right nearby in the 
spacious display sales salon.—-CML 
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for 30 ears 


ee us help you atthe 
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b. J. AIGNER CO. 


Manufacturers 
503 South Jefferson Street 
Chicago, Illinois 











This Summer- 


use the ACE-SCOU 


“ STAPLING 
: MACHINE.. 
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for an 
OPENING WEDGE 
to get 
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Famous ACE Quality 


ACE FASTENER CORPORATION 


3415 Me. Ashland Ave., Chicago, illincis 


' Makers of the World's Best Stapling Machines and Precision Stapies 
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Banishes all desk-shadows and 
glare 
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© Cuts overhead lighting in two 
@ Instantly installed in any desk 


e Folds down permitting desk to 
close 


© Popular for stenographers —— 
profitable for dealers 


Write for details. 
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The Dawn Manufacturung Corp 


HALL-WELTER CO, INC. 


181 ST. PAUL ST ROCHESTER, N.Y 

















“KILIAN 


Unground Ball Bearings for the 
Metal Office Furniture Industry 





(U. 8. Patent 1,782,622. Canadian Patent 324,059. Other patents pending.) 


All parts machined from bar stock and heat-treated, 
outer races are one piece and can be made in any desired 
shape. (No soft stampings used whatsoever.) For cradle 
slides our ball bearings and rivets are in one unit for 
quick assembly. 95% of filing cabinet drawer slides in 
United States and Canada operate on “Kilian” unground 
bearings. Samples made to your specifications. 


Kilian Manufacturing Corporation | 


107 North Franklin Street Syracuse, New York 
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POST DEVELOPS NEW CLASSROOM DRAFTING 
INSTRUCTOR’S CHART 


The Frederick Post Company, Chicago manufacturer 
of drafting instruments, will release at the beginning 
of the school year a new method of drafting instru- 
ment merchandising which actually assists the college 
and high school drafting instructor in classroom work. 

Through the cooperation of Professor Thomas E. 
French, noted author and authority on drafting, to- 
gether with his publishers, The McGraw-Hill Book 
Company, the Post organization has produced a litho- 
graphed classroom wall chart which illustrates in a 
new manner a complete range of drafting instruments 
suitable for students. It also details in diagram and 
drawings the fundamental principles of drafting tech- 
nigue. Almost lifesize pictures will assist the in- 
structor in illustrating his instructions while reminder 
copy will serve as a permanent reference to the 
student on the verbal instructions received in class. 

On side No. 2 of the chart are illustrated accessories 
of the drafting room, basic drafting exercises, the line 
alphabet, details of faulty lines and other topics of 
interest to the student. The new type of illustration 
reproduces each instrument with virtual three-di- 
mensional fidelity. 

The new chart will be given free to accredited in- 
structors of schools and colleges through Post dealers 
with school opening in September. This is timed to 
tie in with the Post organization’s advertising cam- 
paign in which a complete merchandising set-up will 
be released to stationers and dealers built around 
Top Flight drafting instruments and accessories and 
the classroom wall chart imprinted with the dealers 
name. 

Dealers desiring samples of the chart should make 
their requests to School Section, Frederick Post Com- 
pany, Box 803, Chicago. 


a 


CENTRAL STAGES UNIQUE ATTRACTION WITH 
CORTEZ PETERS IN CHICAGO 


One of the cleverest advertising stunts of recent 
months was staged in July by the Central Typewriter 
Exchange, 219 West Washington street, Chicago, in 
cooperation with Cortez Peters, prominent speed typist 
of Washington, D. C. 

For three days, at stated hours, Mr. Peters occu- 
pied a desk in the large window of the firm upon 
which was a Royal portable typewriter. From 11 
a.m. to 2 p.m., and from 4 to 5:30 p.m., Mr. Peters 
gave speed demonstrations lasting two minutes. 

Between the periods of speed writing Mr. Peters, 
aided by record music produced over an amplifying 
system, demonstrated the Royal’s speed by supplying 
tap dancing and rhythm routines in time to the music. 

The Central organization is owned and operated by 
Miss M. Vowell, and is one of the largest and most 
complete typewriter and office machine establishments 
in Chicago, featuring the lines of the Royal Type- 
writer Company. 

*—- 


ERNEST DELLHEIM PASSES 
(Too Late To Classify) 


Ernest Dellheim, active head of the Original Schiff 
Brothers, stationers, printers and office outfitters of 
610-12 Market street, Philadelphia, Pa., died late last 
month. 

Mr. Dellheim, who was fifty-two years of age, had 
been ill since last April. Besides his activities in 
the business world he was prominent in various organ- 
izations including the Masons, Elks, B’nai-Brith. In 
the industry he was a member of the Wholesale Sta- 
tioners Association. 

If any additional facts on the life and career of 
Mr. Dellheim are forthcoming they will be reported in 
the “Passed Away” columns of the September issue 
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IARACTER in a ring book is a 


_, good deal like character in a man. 








It stamps ils possessor as being 
above the ordinary. 








There’s a real reason for the dis- 





tinctive trend on the part of many 
good dealers to 
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It Will Pay You To Investigate 


TRUSSELL MANUFACTURING CO. 


Poughkeepsie, N. Y. 
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“INCREASED PROFITS 
AVAILABLE IMMEDIATELY” 


BY SELLING 


LEE SUPER-DUPLICATING 
SUPPLIES 


For Any and All Makes of Spirit or Liquid 
Duplicators 





Spirit Carbon Papers 
Duplicating Fluid 
Master Papers 
Copy Papers 
Other Miscellaneous Products 


Here is an opportunity to reach a market that is 
growing daily. A complete line of supplies that can 
be used successfully on Any Make of liquid or spirit 
duplicator. eee eae 

Thousands of these duplicators are in every day use, 
more being sold continuously. Schools, Universities, 
Commercial and Business Houses, Restaurants, Clubs 
and many others are your immediate prospects. 
GUARANTEED PRODUCTS—LOW PRICES—IMME- 
DIATE. DELIVERIES. 


Act now—Do not delay—Write for our latest price 
list complete with dealer co-operative plans. Indi- 
vidual imprints on packages for quantity users. 


LEE PRODUCTS CO. 
2028 Milwaukee Ave., Chicago, Ill. 


@ USE LEE SUPER PRODUCTS EXCLUSIVELY @ 
































100% Fire and Theft 
PROTECTION! 


You can depend on SCHWAB SAFES coming through 
every attack of fire or theft satisfactorily when in- 
stalled in accordance with the Schwab survey. This 
thoroughly reliable equipment is offered at so low 
cost that no business man can afford to be without it. 
We offer a wide range of capacities for all business 
records and for postoffices, banks, furriers, jewelers, 
etc., and fireproofed for all possible emergencies. See 
our catalog—investigate the Schwab sales plan. 


The Schwab Safe Company, Lafayette, Ind. 








SCHWAB 
SAFES 








THE HUMAN ANGLE SELLS 
7 MORE PENCIL SHARPENERS! 


1 CAN DO THAT! 


An extra effort on 
BOSTON Pencil Sharp- 
eners can double your 
profits on this item. 
Let your prospect 
sharpen pencils on the 
BOSTON Self Feeder 
No. 4 and he will buy 
because this model h-s 
a way of 
making the 
pros pect 
feel very 

















c 1 everf. 
SsTOCE 
BOSTONS 
now. Get more to offer your customers: SWEesa CUssnas, .anGER 
MACHINES, MODERN METAL AND DESIGN, plus the only portable 
pencil sharpener. Examine BOSTONS and you can easily see who is 
he true leader, and where improvements have come in the past few 
years. SEND FOR OUR NEW CATALOG 


Cc. HOWARD H'NT PEN COMPANY, Camden, N. J. 





A 
SURE HIT 
TO REPLACE 
OLD 
LD EQUIP- 

MENT 


THE PORTABLE 
SILVER COMET 











BOSTON. 


PENCIL SHARPENERS 
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STAINLESS STEEL FILE SIGNALS 
CAN’T RUST OR DISCOLOR! 
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12 FAST, NON-CHIP COLORS 
TYPES FOR EVERY FILE 


Easy to attach, won’t catch other 
papers, add practically no bulk. 
Bookkeepers, record clerks and oth- 
ers use them by the millions on 
ledger sheets and file cards to signal 
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No. 2V—The New 
Low Tab Signal 


collection dates, segregate types of 
customers, keep track of discounts, 
visualize merchandise outgo, and 


for a myriad of other “memory” 


jobs. 





YOUR No. | No. 2 
SALESMEN NEED THIS CARD 


Contains samples of all Cook Signals. 
Show it to a customer and the sale is 
half made. These thin-gauge, highly 
polished, vividly colored signals sell 
themselves. Glad to send you one for 
each salesman. Say how many! 


THE H. C. COOK CO., 14 BEAVER STREET, ANSONIA, CONN 


“ONE HUNDRED PERCENT DEALER PROTECTION” 


YOUR CUSTOMERS’ PREFERENCE 
IS NATURALLY YOURS 


DEALERS 
KNOW THAT 
THE NAME 

MUNSON 

MEANS 
CUSHION KEY 

QUALITY 











INTERNATIONAL 


CO0G60000606098 
Good Value For Purchaser and Seller 


MUNSON SupPPLy Co., 348 Hudson St., New York City 
Please send information about the New Key 
—New Package and Counter Display to 
Name...... 


Address 
City...... Se eee ben State 
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GO AFTER THE OFFICE & FACTORY MARKET 
FOR DEPENDABLE POSTAL SCALES 












































WITH THE 
GUARANTEED FOR REAL SERVICE 


A volume opportunity that’s often overlooked. Fea- 
ture the reliability of the Hanson postal scale for 
routine everyday business needs. Substantially built 
and hand assembled from accurately machined parts. 
Special adjusting screw for extra convenience. 


Write for Bulletin No. 5 


HANSON SCALE CO. 





525 N. ADA STREET CHICAGO, ILLINOIS 











For MORE 
and BETTER Business 


Readers of Office Appliances 
have a constant source of 
useful ideas. 


The journal contains thoughts 
that many identified with office 
equipment can use to advan- 
tage. It is a common meeting 
place for the exchange of 
worth-while information. 


If you want more and better 
business, you can profit by a 
subscription to Office Appli- 
ances. Domestic rates are $2.00 
a year, two years for $3.00; 
Canada, $2.50 and $4.00; For- 
eign, $3.00 and $5.00. 


THE OFFICE APPLIANCE CO. 


20 North Wacker Drive Chicago, U.S.A. 
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FACSIMILE OF EARLY NEWSPAPER TELLS OF 
WASHINGTON’S BURIAL 


An interesting glimpse into the past, at a time 
when the whole nation was mourning the death of 
George Washington, is given the public by a facsimile 
of an old newspaper which is being issued to the 
trade by the Utility Supply Company, 307 West Monroe 
street, Chicago, Il. 

William B. Elson, vice-president and general man- 
ager, of the company was the man responsible for 
issuing the historical reminder of the passing of the 
immortal Washington, when he came across a gen- 
uine original copy of the Ulster County Gazette, 
issued on January 4, 1800, by Samuel Freer and Son, 
at Kingston. 

Realizing the historical value of the newspaper 
Mr. Elson, immediately had several photostatic copies 
made, which he presented to friends of the Utility 
Company. 

Measuring nine inches wide by fifteen high, the 
Ulster County Gazette was made up into four columns 
between each of which was a one pica wide black 
rule intended to serve as an indication of mourning 
and expressed the grief into which the whole nation 
was plunged. 

Editorial comment on Washington’s death and other 
copy gives a clear and authentic picture of the quaint 
world in which he lived. On the right-hand side of 
the same page is a poem on Washington by “A Young 
Lady,” while immediately beneath it is a poem of a 
merchant named Luther Andres, in which he praises 
in verse the goods he has to sell, adding, as an after- 
thought, the fact that the merchandise will be ex- 
changed for wheat, rye, oats, corn, butter, flax, or 
raw hides with the stipulation that “cash will not be 
refused.” 

Inside pages offer a delightful example of the 
time by containing advertisements of articles for 
sale such as a “neat, elegant, well-finished pleasure 
Sleigh,” a “red bull branded on both horns” and “a 
stout, healthy, active negro girl,’ the latter offered 
by a man who wants to sell a half-interest in a 
saw-mill. | 
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Wilson-Jones Company has issued a new 656-page catalogue (above) whicl 


is now being distributed to the trade Binding is imitation leather, maroor 
color with gold embossed cover Entirely new the book includes price list 
and sales manual, completely indexed and cross-referenced. Eight sections 
cover loose leaf binders, indexes, and sheets and forn bound books, filing 
supplies and envelopes, county record and corporation minute books, visible 
record and machine bookkeeping equipment For the first time all Wilson 
Jones products are completely catalogued in one volume which is carefully 
written and compiled to simplify and aid sellir Dealer ire invited to 


write for a copy. 








Copy RIGHT © 


COPYHOLDER 
BALL BEARING 


Needs No Servicing 





TILTABLE 
Forward or Backward 
Overcomes Glare 


TWO LEVERS 
Raise and Lower 
Natural Typing Action 
Minimum Effort 






Like a NEW CAR... 
the last word in 
CONVENIENCE 

and 

EFFICIENCY 










A revelation in fast, accurate line at 
a time transcribing and copying; 
holds books and papers directly in 
front at EYE LEVEL .. . eliminates 
eyestrain. 









With a touch of the operating 
levers, paper-holding plate moves 
upward or downward past fixed 
line-finder . . . instantly synchron- 
ized to all line spacing. 













Ask your dealer to show you one 
or write us direct for Free Trial. 


COPY RIGHT MFG. CORP. 


53 PARK PLACE NEW YORK 
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AUTOMATIC COIN WRAPPERS 








Stationers! It’s your Line. Exclusively! 
Steel-Strong” Products are sold through Stationers and 
Office Supply Dealers only. We have no retail salesmen to 
pirate your customers and cash in on your missionary work. 


Write for liberal discounts and sales help on: 


Lead Seals 

Seal Presses 

Teller’s Moisteners 
Manual Coin Counters 
Draw String Bags Currency Racks 

Metal Clasp Bags Wrapper Cabinets 
Night Depository Bags Sorting Trays 

Linen Shipping Tags Coin eesens Trays 
Downey Change Trays 


Coin Wrappers 
Bill Straps 
Coin Bags 
Currency Bags 





THE CL.DOWNEY CO. cincinnati o 
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Rbbon 
US. TYPEWRITER RIBBON MFGCO 


oOo MAIN OFFICE & FACTORY 
PHILADELPHIA 





DOUBLE 





Noks action 


Performance that will delight 
your customers ... steady repeat 
sales that will more than please 


you! 


Your inquiry will bring full 
details—write today! 


U. S. TYPEWRITER 
RIBBON MFG. COMPANY 


FILBERT AT TENTH STREET PHILADELPHIA 





















POPULAR 
OFFICE 
CHAIRS 


QUALITY 
CRAFTSMANSHIP 
. . « MODERN 
STYLING .. 
EXTRA COMFORT 


Office furniture 
dealers can 
make greater 
progress and do 
more business 
with Jasper Seat- 
ing Co. chairs. 





Keyed up to present day demands in 
points of style, construction and 
comfort, their self evident value often 
clinches the sale for the entire en- 
semble—desk, table, cabinet, etc. 
Good furniture . . . prompt ship- 
ments. Catalog and details on request. 


Jasper Seating Co. 
JASPER, INDIANA 


CHICAGO: L. H. Farber, 529 So. 
Wabash Ave. Phone: Webster 3217 


NEW YORK: Office Furniture Ware- 
house Co., 573 Broadway 














OFFICE APPLIANCES 
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Springfield, Mo.The Ozark Typewriter Company has recently moved 
into new quarters at 402 South Jefferson avenue where much additional 
space is available for the firm and its lines of Underwood, Royal, Reming- 
ton and Woodstock typewriters, Victor adding machines and Ohmer 
cash registers. The company was formerly located at 402 East Walnut 


treet 

















STATIOWER ¥ 


Burlingame, Cal.H. P. Harrison, former stationery buyer for the 
O'Connor-Moffatt Company in San Francisco, has purchased the Burlin- 





game Stationery at 120 Burlingame avenue SS 


San Francisco, Cal...R. J. Sheehan, Northern California salesman for 
the Eaton Paper Corporation, is taking an auto trip across the country. 


He will visit the New York Fair Ss 


San Francisco, Cal...H. G. Roehm, of the Eaton Paper Corporation, 
770 Mission street, has returned from his annual visit to Hawaii and 
reports that both the Eaton and Crane lines are doing an excellent 
business there SS 


San Francisco, Cal._.The Charles R. Barry Company has been making 
tensive office alterations at 430 Brannan street. This will include a 


new sample room for the Oakville merchandise SS 

San Francisco, Cal..The directors of the Stationers’ Association of 
Northern California tendered a luncheon reception, the twentieth of the 
past month at the Lakeside Country Club to Edward H. Wobber in 
commemoration of his eight years of valuable service as President of 
the Association. Arthur C. Moensch of the H. 8. Crocker Company presided 


toastmaster. James Patrick of Patrick & Moise-Klinker Company 
ented to Mr. and Mrs. Wobber a handsome memorial. Short talks 
six others present paid tribute to Mr. Wobber’s leadership during 


past eight years Ss 


San Francisco, Cal. Miss J. FE. Halligay of the H. Halligay Stationery 
it 2757 Mission street, was married to Eugene Mathes recently. The 
wedding took place at the home of her brother in Walnut Creek. After 
heir honeymoon the couple will make their home in San Francisco.—SS 


Atlanta, Ga.—Ivan Allen, Sr., chairman of the board of directors of 
tl Ivan Allen-Marshall Company, recently installed air conditioning in 


private office. 


Atlanta, Ga.—Gus Stroecker, manager of the stationery store of the 
Foote & Davies Company, has returned from a two-weeks vacation spent 
it his old home town . Mobile, Ala 


Atlanta, Ga.—Eugene Burke, manager of the stationery department of 
the Bennett Printing Company, recently addressed the regular meeting 


the Atlanta Printing Salesmen’s Club on the subject of “A Stationery 
Salesman Looks at Printing’’. 


Indianapolis, Ind.—The Steward Company, stationery and office equip- 
ent house, has recently opened a branch in Irvington, a suburban 
listrict, with Mrs. Blanche McDonald as manager, and Miss Grace Fair 


i as assistant EB 


New York, N. Y.—The Zephyr American Corporation, manufacturers 
e appliances, has leased the eighth floor in the Bond building at 

2 West Forty-Second street. This space, comprising about 4000 square 

feet, will be used for executive and sales offices, according to announce- 
ent of the transaction NJNS 


f tt 
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New York, N. Y.—-In order to consolidate its various departments on 
ne floor, the Royal Office Supply Corporation has moved from 87 Duane 
street, where it has occupied an entire five-story building, to 53 Duane 
street, where the firm has leased a floor offering about 10,000 square feet 


space NINS 


Cleveland, O.—The Burrows Bros. Company, now at 10400 Euclid 
‘venue, plans to move into a new and larger store at 10030 Euclid 
about Aug. 1. Firm has taken a ten-year lease on the new 

if 2 by 100 feet with full basement, on a percentage with a 
ranteed minimum of $54,000 for the term 4 new front, of modern 


lesign with curved glass windows and lace wood window backs, is being 
built New store fixtures are being purchased from the A. Claus Manu 
turing Company. The store will have fifty per cent more space than 


the present one AK 
Okiahoma City, Okla.—Frank M. Hughes, president of the Standard 


Office Supply Company, 315 North Broadway, recently announced that 
hereafter their store will close at 1 o'clock on Saturdays.—EVH 


Columbia, S. C.-C. ( Muller if the State Book Store, recently 
ittended the annual meeting of Rotary International held in Cleveland, 


Or 











PENS AND PENCILS 


San Francisco, Cal. Harry Homer, Pacific Coast district manager for 
the Esterbrook Pen Company, together with his two assistants, Guy L 


have departed for the East to attend 
and also to visit the New York Fair.—SS 





Denison and George W. Silmar 


their annual sales conference. 


San Francisco, Cal._The Parker salesmen of the Western Division met 
e 30 at the Palace hotel with visiting representatives of the company 
Addressing them were Vice-President ( L. Frederick, General Sales 
I. N. Black, Wholesale Sales Manager W. A. Rucker, and the 
Western Division Manager Carl Priest Reports showed June to have 
their history Also the new Da-Lite display 
rchandising plans in the West.—SS 





heen the argest June in 


be featured in the fall 
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cans, Grippit’s economy invites you 


to use it wherever you require adhesive that never wrinkles 


paper . . . that keeps work and workers unsoiled . that 
holds permanently, yet can be peeled off without damage. Write 
for Free Tube and Profit Story to Harriman-Welts Products Co., 


200 Summer Street, Boston, Massachusetts 








Maco 


INDEX AND FILING SUPPLIES 


created to meet dealer needs 
and satisfy customer demands 


CARD 


A complete line at attractive prices. A wide range of stock forms 
for record keeping in banks, insurance companies and commercial 
institutions. 

Send for samples and prices on your SPECIALS. 
Write for our NEW CATALOG. 


DACO CARD AND INDEX CO. 


No. 9 Federal Court Boston, Mass. 


ESTABLISHED 1919 











You Can Get STEADY... 
PROFITABLE SALES 


with VUL-COT 


the National Waste Basket 


Welland favorably known from coast-to-coast, 
VUL-COT Waste Baskets give you steady, 
profitable sales. Used by leading businesses 
because they are more durable and efficient. 
VUL-COTS won't dent, crack, splinter, rust or 
corrode. They are noiseless when handled— 
an important feature in offices! They are at- 
tractively styled to fit today’s modern trend. 
There is a wide color choice. You can depend 
on VUL-COTS for sales and profits. 

Write today, Dept. A, for complete des- 

criptive literature and generous discounts. 


NATIONAL VULCANIZED FIBRE CO. 


WILMINGTON, DELAWARE 








SORTER TRAY 
with 
Real Selling 
Features and Prices 


Dimensions 

12!” Wide, 24” Long 
30” High. 

Green Krinkle Finish. Re- 

versible Follow Block 

Chrome Handles—Casters. 


ONLY $10.00 


EFFICIENCY EQUIPMENT CO. 
360 W. Superior St., Chicago, III. 
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MEYER & WENTHE 
serves SCHOOL NEEDS TOO! 


METAL 
PLATES 


RUBBER 
STAMPS 


"rompt and Friendly 


Door Plates for Classrooms, Faculty 
Offices, ete. 

Desk Plates for the teaching staff. 

Desk Plates fer Administrative Office 


desks. 


Rubber Stamps for Dating & Numbering. 
Self-Inking Rubber Stamps for 
function. 


every 








Service—Fair Prices 


CATALOG SENT 


MEYER & WENTHE, Inc. 


30 South Jefferson St. Chicago, Illinois 


ON REQUEST 











MARKING DEVICES 


PRODUCTS 












Success Formula 


Dependable merchandise -+- 
Dependable service = 
Satisfied customers 


Simple arithmetic! You want 

to sell dependable products. 

M & W Products are always 
DEPENDABLE. 


When your customers want 
to emboss suggest : 
The “Aluminum” Pocket Seal 
The “Official’’ Pocket Seal 
Lever seal presses 
Hand embossers 
to stamp 
Self-inking rubber stamps 
Die-plate daters 
Band stamps 
Rubber printing sets 
Numbering machines 
to protect 
Badges 


Trade checke and coins 
Metal plates and tablets 
Wax seals and sealing machines 


PROMPT and FRIENDLY SERVICE 
FAIR PRICES 


Trade catalogue sent on request 


MEYER & WENTHE, Inc. 


Established 1854 
30 SOUTH JEFFERSON STREET - CHICAGO, ILLINOIS 








YOu SHOULD NEVER LOSE A SALE 
OF VISIBLE RECORD EQUIPMENT 


While we are here to back you with our tremendous stock of 


REBUILT REBUILT 
REFINISHED REFINISHED 
GUARANTEED GUARANTEED 
Rae. 2. came a 
i : omptometers 
Gigbe, Werniche Martaoograpt 
systems in : Multigraphs 
nineties, panels Dictating Machines 
sg yaad Mimeographs 





and book-units - 
At Savings For Your Customers and Profits For You. 
Before giving up any sale as lost, Write, Phone or Wire 


UNIVERSAL OFFICE EQUIPMENT CO., Inc. 


561 Broadway Near Prince St. New York City 
Cable—"Uniquip’—New York 


DEALERS FULLY PROTECTED ON ALL RECOMMENDATIONS 


— VISIBLE EQUIPMENT HEADQUARTERS 
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OF 





CHOICE 
Olive Green 
Wainut 
Mahogany 


or Oak finish 
$500 


fio b 
Philadelphia 


leaves 


METALSTAND is shipped subject to dealer’s approval—send us your order! 


METALSTAND COMPANY 


135 N. 22d Street 


To be sure of good 
service, recommend 


Make your recommendation dependable and your trade will value your advice 
and step up your earnings. 

METALSTAND gives exceptional service at. reasonable cost. It provides a 
most practicable and efficient stand for the typewriter, is easily moved from 
place to place on large, quiet casters, safe and secure on a steady, weight 
centered support. It triples typewriter usefulness. 


Shipped knocked down, it is fitted together by means of a special interlocking 
device that practically moulds the top, legs and bracket into one unit. Drawer 
accommodating a day’s supply of stationery is standard equipment. Side 
12 by 14 inches are at slight additional cost. 


ETALSTAND 


Philadelphia, Pa. 











AUTOMATic 


EXECUTIVE 
FILE 


—KNOWS NO”SEASON” 





The hot summer 
days ahead will 
not slow up your 
sales on this pon- 
ular personal fil- 
ing unit — Let us 
tell you why—Just 
write: 


AUTOMATIC FILE & INDEX CO. 


629 W. WASHINGTON BLYD., DEPT. 798, CHICAGO, ILL. 








DEALERS — 


Make more money! Buy 


ROUGH NO. 10 
REMINGTON NOISELESS 
TYPEWRITERS 


Complete line of Al used parts in stock. 


Write for details and prices. 


JOHN LOSER 


95 CHAMBERS ST. NEW YORK, N. Y. 


Twenty years of Service to the Trade 




















GET DEALER PROPOSITION 


The ELLIOTT ENVELOPE SEALER 
is the fastest office appliance in the 
world and easily automatically 
feeds, seals and delivers 400 
envelopes per minute with an 





-¥ average thickness of 
>~contents. It was greatly 
aes y changed and im- 
‘ | proved in 1937 
i ; and is a desirable 
j item for station- 

“| ery stores. 


THE ELLIOTT ADDRESSING MACHINE CO. 2M. Adee. Mass. 











a UP PROFITS FOR YOU 


No. 2479 Double Ball Bearing Caster is in 
use in most of the country’s leading indus- 
trial and professional offices and institutions. 
It is a leader to sales of other Faultless floor 
protection equipment shown. Write for Cata- 
Pav oe and facts about this profit-earning line. 

Y’ f AULTLESS CASTER CORPORATION 


Evansville, Indiana 

















(above) Faultless Unbreakable Rockue 
and Ruberex Cups. Round or Square. 
(left) Fauleless quiet Cushion Chair 
Glides are mounted in live rubber. 


FAULTLESS CASTERS 


PRR BERELSELELSLELLL EERE 


T PRACTICAL 
| \ 


SERVICEABLE 
Metal Furniture Which Meets the 
Growing Trend in Modern Offices 


The only complete line of modern chrome furniture for equip- 
ment of executive, professional and general offices. Ideal also 
for vestibule, lounge and recreation room. A line that offers 
substantial profit possibilities. 


Get on the Troy bandwagon. Dealer prop- 
osition and complete catalog upon request. 


THE TROY SUNSHADE COMPANY 


Dept. P-89 Troy, Ohio 
ata nD REE EREREREREE RELL EE EEE SE 











ATTRACTIVE 








ea a e's 
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RIBBONS AND CARBONS 


San Francisco, Cal.—Mittag & Volger have installed a permanent win 
dow display for the benefit of visiting dealers at their branch at 591 
Mission street SS 





Mittag & Volger 


San Francisco, Cal.—Dick Madsen, representative 
the local branch at 


in the Pacific Northwest, was a recent visitor at 
591 Mission street.—SS 


Toledo, O. R L. Wood, manager of the Kee Lox Manufacturing Com 
pany branch, recently moved from 320 Ontario street to new quarters at 
16 Michigan street 


Seattle, Wash.--William Dierick, of the Miller-Bryant-Pierce Company 
has recently moved his offices from 1321 to 1 Third Avenue building 
where much additional space is available 








rURNMRITU SE 


San Francisco, Cal.—L. C. Walker of the Shaw-Walker Company has 
been making his first visit to Los Angeles and San Francisco since 1906 
He is taking in the Fair before returning to Muskegon, Mich.—SS 





Jacksonville, Fla...The Hebb Office Equipment Company has been 
chartered here by H. C. Hebb, J. E. Fant and H. N. Nixon, all of 
Jacksonville. It will have fifty shares of no par value stock 


Evansville, Ind.—Articles of incorporation have been filed with the 
Indiana secretary of state by the Henry F. Decker Company, Ine., 427 
Vine street, formed to manufacture and sell office furniture. The cor 
poration has 500 shares of capital stock valued at $100 a share and the 
incorporators are Henry F. Decker, Edward M. Schmahl and Mabel G 
Decker.—EB 


Lafayette, Ind.—Articles of incorporation have been filed with the 
Indiana secretary of state by Foster of Lafayette, Indiana, Inc., Fifth 
and Main streets. The organization was formed to deal in office furniture 
ind equipment with 1000 shares of no par value stock. Incorporators are 

D. Foster, Jack Stern and J. A. Little. —EB 


New York, N. Y.—The Ennis Desk Company has leased a three-story 
building on a plot 46x100 feet at 313-15 West 59th street Upon com 
pletion of alterations the firm will use the entire structure for the sale 
of office furniture and carpets.—NJNS 


Charlotte, N. C.—The Kale-Lawing Company, well-known office equipment 
and furniture house at 225 South Tryon street, recently completed a fine 
installation job when it furnished the entire office equipment in the new 
home of the Charlotte Storage Company. The concern, moving into modern 
quarters at 816 Tryon street, took advantage of the opportunity to install 
the latest and best in the way of office equipment and supplies.—CG 


Oklahoma City, Okla.—The Western Bank & Office Supply Company, 
205 West First street, was recently awarded the contract for furnishing 
the addition to the Seminole County Court House, in Wewoka, Okla 
The $3000 contract includes desks, chairs, tables, counters, steel book 
shelves, filing equipment, etc.-EVH 


Dyersburg, Tenn.—Contracts were awarded July 17 to low bidders on 
ipproximately $30,893 worth of equipment for the Dyersburg High school. 
Among these receiving awards were the Myers Manufacturing Company, 
office equipment house of Nashville; Nashville Products Company, Barnhill 
Stationery Company, American Seating Company, Meriwether Furniture 
Company, the W. M. Welch Manufacturing Company and the Lobdell 


Scenic Studios CG 








ADDING MACHINES 


Cleveland, 0.—.John E. Zollinger, department manager in the Louisville 
office of the International Business Machines Corporation, has been 
transferred to Cleveland office as manager Mr. Zollinger i graduate 
of William and Mary College, has been connected with the firm since 
1927, serving in the Richmond, Va ind San Antoni Pex offices 
hefore going to Louisville in 1935 AK 











OTHER MACHINE S 


Columbus, 0.—Standard Mailing Machines Company, Everett, Mass 
has appointed G. S. Chaffin, as central Ohio district agent. Mr. Chaffin 
has opened offices and a supply department at 35 East Gay street, in 
downtown Columbus, where sales, service, and supplies will be handled 
He succeeds W. H. Doherty, who has joined The Bratton Company of 
this city, Dictograph and Ediphone distributors AK 





Columbus, 0.—Among the corporations recently organized was the 
following, announced by the Ohio Secretary of State’s office: Atlas 
Duplicator Supply Company, Cleveland, for 250 shares of no par value 
principals being Ernest C. Maass, Katharine C. Wallace, and Alfred J 
Brideau, 618 Guardian building.—AK 

Columbus, 0.—W. H. Doherty, sales agent for the Standard Mailing 
Machines Company for the past four years, has been appointed head of 
the sales and service department of The Bratton Company, exclusive 
distributors of Ediphone and Dictograph inter-communication systems 
Mr. Doherty is well known in the office equipment field in central Ohi 


having been associated with Addressograph for twelve years previous 
to his association with the Standard Mailing Machines Company, and 
brings to the Bratton organization sixteen years’ experience in serving 
business with office methods The Bratton Company 47 East Broad 


street, covers a  five-state territory ind was established thirty-tw 


years ago.—-AK 








CARBON 
PAPERS 
TYPEWRITER RIBBONS 


Made right — Priced right — 
Sold right. Here’s a ribbon 





and carbon proposition you 
can turn into real profit. You 
can always count on our co- 


operation. 


EXCLUSIVELY for 
DEALERS “” STATIONERS 


Complete details on request 


ALLEN & COMPANY 








DEPT. m 
: 11-13-15 Vandewater St., 
? New York, N. Y. 














Interested in an 
Exclusive Agency? 


We are seeking established dealers in 
unassigned territory to act as exclusive 
distributors of the Cesco Line. To 
such, we have a most interesting prop- 
osition carrying full territory protec- 
tion, an advantageous discount ar- 
rangement, and special datings on 
stock orders. Send for details and 


catalog. 


THE C.E. SHEPPARD CO. 


4401-4429 TWENTY-FIRST STREET, 
LONG ISLAND CITY, N.Y. 
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“L:-E:-B” 
BINDER 
CLIP 


Small, Medium and Large 


THE CLIP WITH A VISE-LIKE GRIP 


FOLDING AND REMOVABLE HANDLES 
WITH HANDLES REMOVED A PERMANENT BINDER 


CUSHMAN & DENISON MFG. CO., 241 W. 23rd St., N. Y 


CADO CARD HOLDER @ NIAGARA PAPER CLIPS 
DELUXE THUMB TACKS @ KONTROL BOARD CLIPS 

















Your BEST SALESMAN 


ull type cleaning value is put into each 


of Claroty; 
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CLAR:O-TYPE 


THE MODERN TYPE CLEANER 


The Best Known—Known as the Best 










SELL MEILICKE CALCULATORS 
The Modern Method of Figuring 


PAYROLL, INTEREST, DISCOUNT, LUMBER, COAL, FREIGHT 
AND MANY OTHER CALCULATIONS 


No levers to pull. No 
keys to punch. No tedi- 
ous figuring. No errors. 
Just copy the answers 
tabulated in convenient 
form. Sold on 10 day 
free trial basis. Nation- 
ally advertised! Write 
for details nowl 


Simply tip 
the card 
and copy 





3468 N. Clark St. 


Meilicke. Systems, Inc. chicago, til. 











Like the music of Ina Ray Hutton, OLD TOWN 
PURE SILK TYPEWRITER RIBBON is in a 
class by itself. The ideal ribbon for executive 
correspondence Mr. Dealer'—go to town 
with OLD TOWN 


Old Town Ribbon & Carbon Co., Inc. 
Manufacturers 


Johnson and Prince Streets Brooklyn, N. Y. 
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A set-up that dealers like: 


We make, you sell. Oxford does not sell 
direct. And filing supplies are ALL we make. 
That’s why quality is higher, why we give 
extra service, why the Oxford line is complete 
—everything you need to meet any competi- 
tion. 

There’s profit in selling filing supplies— 
when you handle the line of “your filing sup- 
ply specialists” — 


OXFORD FILING SUPPLY COMPANY 
340 MORGAN AVENUE, BROOKLYN, N. Y. 











125 South 8th Street St. Louis, Mo. 
+1 
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wi Here’s the New ZEPHYR 





gworP Leprey™ Its “Rocking Chair” lever action drives staples 
were new aid with amazing ease and power. Just let your cus- 
or det ook SsiaPp ertise gn- There's nothing quite like the patented fingertip 
oan re adv yrst ye front loading feature shown below. If you haven't 
ill dor gtet rh wn we ho a full details—write or wire ... 
5 a 


= 
2 TN 
aschcemes’ oauction be BE OTCHKISS worourss zen 
ed NORWALK, CONNECTICUT 


Pioneers in all that's best in Stapling 























1. PRESS RED BUTTON UPWARD TO RELEAST SLIDE 2. PULL OUT SLIDE 3. LAY STRIP OF STAPLES ON SLIDE 


4 PUSH SLIDE BACK 'N. CLICK! 


Self Piste Becte Chairs | [| L. L. BROWN a 


by HARTER LEDGER LINEN AND BOND 


Harter Dealers are enthusiastic about our new 


idjustat posture ch They know by 
experience that these ne 


i 
t w chairs are being 

received with hearty approval. They know that QE 

the public is really sold on posture seating 

They also know that this interest, properly 

lirected, results in sales 

Other alert dealers—the type who are making 

sales and profits the Harter Way-——are invited Ss 














hairs 


rHE HARTER _ Since 
a OQ 9 
CORPORATION ness 4 ~ 


STURGIS, MICHIGAN 





L. L. BROWN PAPER COMPANY, ADAMS, MASS. 


oT ae DISTRIBUTORS IN ALL PRINCIPAL CITIES 











Yowr QUESTIONS Now Is The Time To | 
ANSWERED free Display The New 49¢ 


v 
Subscribers to Office Appliances have free access to 
a competent service bureau which is prepared to 
answer almost any question relative to office equip- /WE iad | 
ment. 


using 


A considerable number of our readers have found 
that this service in itself is worth many times the : 
subscription price 


Also furnished in Combination Sets of pencil, 6 extra 








The Office Appliance Company: 20 North erasers and 50 extra leads—a 94c value selling at 75c. 
Wacker Drive, Chicago, U. S. A.::::::: po 








Autopoint Co., 1801 Foster Ave., Chicago, Il. 











Any of these paper mer- died / 

chants will give you sam- ° 9 

ples and prices of Wiggins hat you don’t know won't hurt 
Stk aes and you * is obsolete as the letter press! 


















ADAMS 





New York City For if you don’t know what roht 
a? SEL on ee ee dealt bnew what put Ideal BOOK RING 
Pittsburgh : : ’ ‘ ; THAT FLATTENED JOINT is there 
Chatfield & Woods ( you. For these can be ordered easily PaTanteD for a purpose—to keep the ring al- 
a Cincinnati as olhce supplies; and if vou insist that edu ox: eae aad 61. 0000 ways right side up. No need to hunt 
sandler: "> “<qgggl your printer or eng! s Wiggi "mov. 6, 1929 and fumble to find the place where 
Detroit = eraver uses Wiggs the ring opens, if it’s an Adams ring. 
Seaman-Patrick Paper | Book Form card stock, you will have a Eiht Sizes Here is the simplest, quickest-operat- 
Grand Rapids reputation for a “better buy” than inside Diameters: ing and most satisfactory ring ever 
Carpenter Paper C others invented for perforated sheets or 
Houston ' Ne. 00, % In. Ne. 2, 1% In. binders of all sorts. Allows binder or 

tosworth C¢ 






z sheets to lie flat when open at any 

a as rg “5 a > a os point. The enlarged joint, nicely 

et eae sare ; rounded and smoothed, keeps ring 

Ne. I, i%in. Ne 6,3 In. right side up in position to be in- 
} Come alse boxed assorted stantly unlocked. 

| in seven sizes. Order through your wholesaler. We also 

1 manufacture inexpensive loose leaf metals. 


Henry T. Adams Mfg. Co. 3i'.5° fiir 4“ 


isk us for the stationer’s 
St. Louis 
To) ‘ine Papers proposition at once, 


The John B. Wi (; (5 | \ 


1162 Fullerton Avenue, Chicago 








Book Form Cards Compact Binders 
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OFFICE APPLIANCES 








Polar Bears Don’t Sweat! 


Neither do 
SPEED-MO 
Sponge Rubber 
STAMP PADS 


They solve the “hot weather” stamp 

pad problem. Sweat proof, lint 

proof, dust proof. These famous 

pads come in sizes up to 20 x 20 
. in models for every office or 

industrial use. 

Write for details and discounts. 


RIVET-O MFG. CO. 


77 Jason St. Orange, Mass. 


or Louis Melind Co., Western Repr. 
362 W. Chicago Ave., Chicago, Ill. 





The “12 Feature” 
Stamp Pad 





Shannon Transfer cases 
Shannon Arches 
Shannon Boards 
Shannon Perforators 


Filing 
9 eer oro suppl es 


Boxes 


Motel Edging Ready Sellers 
Vertical Folders nytt Pp 
Box Files Profit Producers 


Vaerties! Cases { line you have known since 1893 


Document Cases 


JOHN F. HUNT COMPANY 


P. O. Box 606 ROCHESTER, N. Y. 


Write for Prices 














No Tools Needed—Finger Tip Adjustments—No Bolts—Screws—Nuts 


A A Chair 


for 
Every 
Seated 


W orker 


No. 100 \ No. 305 
Executive 





Stenographic 
Exclusive Dealers Wanted—Limited Territories Available 
Cramer Air-Flow All Steel Posture Chairs 


1417 McGee Street Kansas City, Missouri 
Fastest Growing Chair Factory in U.S.A. 








10,000 
TYPEWRITERS 


Roughs and Rebuilts of all makes for you to select 
from. All our roughs have perfect enamel and 
shiny nickle. They are regular trade-ins from the 
manufacturers and schools. 

Compare our prices with the prices of other reli- 
able wholesalers. 

We can save you money. Get our July price list, 
now. 


J. S. MORSE TYPEWRITER COMPANY, 
529 BROADWAY, AT SPRING ST NEW YORK, U. S. A. 
Cable—TYPEMORE, NV. Y. 








Efficient and economical. 
Will keep correspond- 
ence and papers always 
on hand and properly 
arranged. The most ef- 
ficient desk Sie on the 
market. Made in four 
sizes. A very profitable 
item for stationers. 

















Stanley R. Bristow 
24 Central Ave.West Orange.N. J. 








™ AMERICAN 


MODEL 41C 


CARBON COPIES MACHINE 


654321 


Facsimile Impression 





Will make up to 10 good 


carbon copies 


Write For Details. 


AMERICAN NUMBERING MACHINE CO. 
BROOKLYN, NEW YORK 
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FREE HAND 


Reg. U. S. Pat. Off. 


x 










It Can’t Slip Out Until a 
You Release It. That’s the 
Free Hand binder—a handy 
little device, requiring only 
one hand. Papers are held 
securely until wanted, then 
released at a touch. The 
Free Hand is_ thoroughly 
practical and needed in 
every office. Ask for de- 
scriptive price list and sizes. 


FREE HAND BINDER COMPANY 


2 43 FULTON STREET, NEW YORK, N. Y. 
SIGS 1018201828202. 8 8.88 le eee lee. ele ele. eee ee eee ee Lew 
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[eIBISLOlOLOl ELE le lel ele le le lela le lela lee lee le le lela le 
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MACHINES 


for testing 
and winding 





TYPEWRITER RIBBONS 
and CARBON PAPERS 


HAIDA ENGINEERING CO. e 


145 W. 24TH ST 
NEW YORK, N. Y. 
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THE HOME OF 
THE FAMOUS 
YELLOW BOX LINE 





VA STIL 
CELLULOID PRODUCTS 


)\\ Loose-leaf envelopes, punched; card-cases, any 
A\ size; menu covers; factory record protectors; tag 
s \ holders: bill-fold envelopes; stamp containers, etc. 
fit »\ Made of acetate (flame resistant) transparent cel- 
f : lulose. We build to fit your particular need. Write 
! JE us for details. 


Markile Company, Mfrs. 


3633 S. Racine Ave. Chicago, U. 8S. A 













OAKVILLE 


Division of Scovill Manufacturing Company 
WATERBURY, CONNECTICUT 


NEW YORK CHICAG( SA sco 
In Canada: BROWN BROS., LTD., TorONTO 

















REPLACEMENT 


ADDING & BOOKKEEPING MACHINE 
TYPE 


IMPROVED FINISH—CLEAR IMPRESSIONS 


38-39, 39-40, 40-41 Double Type in 10 amd 16 Pitches 
and 39, 40, 41, 42 Single Type Now Available from 
Stock. 


Guaranteed to Fit and Function Properly. 


O- 
Typewriter Ribbons 
and Carbons 
The Codo business grows 
because certain ribbon 
and carbon salesmen want 


to serve business better. 
Better looking letters, 


an 


tt T''''***'*'***'''"''*'"'TTTTTT77 
Weyer. 


ber .4,4.4.444444444444444444444444h'440 
Ape AAAS 


permanent file copies 

Write for Catalog I age 

varying quality are the 

underscores of ‘odo ex- 
CLOYES GEAR WORKS | $ iiecsrs"? eee oe 
17214 Roseland Road, N. E., Cleveland, Ohio, U. S. A. CODO MANUFACTURING CORP. 
Cable Address ‘‘CLOYESGEAR”’ $09 S. Franklin St., Chicago 270 Lafayette St., New York 


Factory: Coraopolis, Penna 
hy 4 4 4 ee Me Me Me Me Me Mo i i Mi Mi i Ni i i i i i i i i i i i i i i i i 
_AA A AAA AAA AAAAAARAAA AAA AAAAA AAA A DDD AD DDS 


OFFICE MACHINES | Only _— a 


“h ‘ielétalk 


can you meet all 
intercommunication cia 


. Webster Electric Sound Systems are licensed by agree- 

: m ment with Electric Research Products, Inc., under pat- 

points your way to TOP PROFITS On ents owned by Western Electric Company, Inc., and 

Addressographs, Mimeographs, Multi- American Telephone and Telegraph Company, Inc. 
graphs, etc. WEBSTER ELECTRIC COMPANY 


Wie . RIA ML; RACINE, WISCONSIN, U.S.A. © Established 1909 
VV Tl Trultt, ruitt Bldc > 11 oO = 2 
rite P itt 4 Pr Bld J Vhicago Export Department: 100 Varick St., New York City Cable Address: ARLAB, N. Y. 


MASTER SPEED KEYS 

































Spring The 
Cushion Stenographers’ 

Typewriter Ideal 

Keys Keys 





Super quality keys merchandised on a one price basis. 
Long Wear—Permanent cleanliness and legibility— 
Guaranteed 3 years. 


One dealer in a territory—Write for sample & prices 


SPEED KEY MFG. CO. 
WAGEMAKER CO. GRAND RAPIDS, MICH. 32 COLUMBUS PLACE BROOKLYN, N. Y. 
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Stockh certificates 
ee 
CORPORATION RECORD 
BOOKS 


Goes Stock Certificates are car- | 
ried in stock in Regular Litho, i 
Steel Litho and | 


Steel Engraved de - 





signs, for all classes 
of issues and many 


lines of business. lithographed on high grade Bon 


e Goes Corporation Records provide forms for com 


plete record of corporation organization 


00S fgg gt alle COMPANY @ @ 
49 West 6lst Street, Chicago @ @ 53 A Park Place, New York 


Goes New Regular Litho Certificate 
No. 44, Black Border and Gold 
Tint, beautifully designed, exquisitely 
d 


Write for Certificate Samples and Descriptive Record Book Folder 








NEW PRICES 
adding + billing + 
bookkeeping + 


calculating machines 
TYPEWRITERS CHECKWRITERS 
MIMEOGRAPHS DICTAPHONES 


AND OTHER OFFICE DEVICES 
Rough and Rebuilt 


Ri liable TYPEWRITER & ADDING MACHINE CORP. 


303 W. MONROE ST. 


Write for Latest Price List 


CHICAGO, ILL. 














Why You Should Feature 
DARNELL PRODUCTS 


DARNELL CORPORATION, LTD. 
BOX 4027, STA. B, LONG BEACH, CALIF 


36 W. CLINTON, CHICAGO — 24 E£ 22nd. NEW YORK 
DARNELL CORP. OF CANADA LTD. TORONTO. ONT. CAN 








In the Next Month’s Issue 


Browne-Morse 


will make an announcemeat of interest 
to Every Office Equipment Dealer. 
It will be “A Year and a Half Ahead”. 
Watch for it. 


Browne-Morse Company Muskegon, Michigan 























OFFICE APPLIANCES 
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: DEALERS | 
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: WANTED : 
ote he 
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* Exclusive Distribution. a 
4 te 
ote . - 
yf Quality Products. m4 
+ cs 
z TYPEWRITER RIBBONS for all machines. + 
- oe 
oe ‘ ’ . . 2 
24 CARBON PAPERS for all purposes. + 
- = 
+ Send for samples and full particulars. 

ee 

te 

+ CROWN RIBBON & CARBON MFG. CO. 

+ Rochester, New York, U. S. A. 

ote 
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(oak Shatt 
Soeedat 


PAT. PENDING 





* TRANSPARENT» FLEXIBLE 
* REINFORCED EYELETS 
* WATER PROOF 


Cet-u-Oex core BROOKLYN 


bstebrveR 


WORLD'S GREATEST PEN MAKERS SINCE 1858 


JUST PUSH THE TOP TO FEED THE LEAD 
The Esterbrook Push Pencil gives 400 self-sharp- 
ening points without reloading. It’s the common- 
sense pencil. Retail price $1.00 and up. 

THE ESTERBROOK PEN COMPANY 


86 Cooper Street _ Brown Bros., Ltd. 
Camden, N. J.°" Toronto, Canada 





LEATHER OFFICE 


FURNITURE 
OF 


DISTINCTION 


| PRICED WITHIN THE 
RANGE OF EVERY 
BUYER 


Get Our Catalog and Prices Today 


RAPHAEL SHOPS, Inc. 


125 Prince St, New York, N. Y. 
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Are You 


interested in 
trade doings in 


GREAT 
BRITAIN 


| 7 


| 
| 





If so, there is only one way of keeping 
abreast of the times and that is by the 
regular monthly receipt and perusal 


of the 


| BRITISH 


—a monthly journal for the Stationery 
and Allied Trade whose editorial pages 
are unique for news, instruction, orig- 


inality and general interest. 


To the Proprietors THE BRITISH STATIONER, 
Grand Bldg., Trafalgar Square, 
LONDON, ENG. 


Send to the address below FREE SPECIMEN COPY of ‘The 
British Stationer’’ for examination. 


Name 
(Please attach your business card or letter-head) 


Address 


Date 


STATIONER | 


=—====== SEND US THIS COUPON --==-=-- 











TWIRLIT 


ONE HUNDRED SERIES 


Drills 150 sheets (one half 
inch of paper) at one oper- 


$930 






ation. Choice of four hole 
sizes: 14, 9/32, 11/32. and 
13/32 inch. Also available 
with two drillheads at $7.50 
and three drillheads at 


ejoc ‘ TWIRLIT is fast, accurate and 
$12.50, these two being fitted sturdily built. It serves a long 
with back and side guides time at little cost. Order your 
demonstrater TWIRLIT now— 
get free display. 


and adjustable heads. 


MITCHELL BINDER COMPANY 


111 Bower Avenue Hagerstown, Md. 














TECHNYGRAPH LETTERING GUIDE 
MANUAL* 


This 24-page, 2-color-cover *copy- 
righted by The Technygraph, Techny, 
Ill., is the first and only Guide Manual 
ever published, and is chuck-full of 
clever hints. You can get one of these 
MANUALS free with every Lettering 
Guide you order bearing the “Techny- 
graph” trade-mark. DEALERS praise 
it unanimously for its pulling power. 





69 different Lettering Guides available. 


THE TECHNYGRAPH, TECHNY, ILLINOIS 
aaa aa aaa aa 
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EMBOSSED 


REPORT 
FOLDERS 


IDEAL FOR... 
SCHOOL REPORTS, 
SALES CATALOGS, 
BULLETINS, 

\ PROPOSALS, ETC. 


\ Send for Sample 
. »;Aand Sales Information 







C. L. BARKLEY § CO. 


ESTABLISHED 1921 
cCManufacturers of Filina Supplies 
$17 Ss. JEFFERSON STREET CHICAGO. ILL 





BIGGER DEMAND ~ \ \a@laice f 77 
MORE PROFITS = 





Write for 








catalog and “ee ee 
dealer prop- ROYAL METAL MFG. CO. 

eas ichi A , Chi , Minois 
osition now. nag Vihign:, A Se ae 
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THE WAY PEOPLE GO FOR IT... 

















No Fuss! No Fret! Click—margin is set © 
automatically! On all other portable type- 
writers the user must hunt and grope, waste || 
time and energy. Most convincing demonstra- 
tion ever presented. Exclusive with Royal. 


“ONLY ROYAL HAS IT) 7” 







rs 


LOCKED SEGMENT 


SHIFT - FREEDOM 


No Float! No Flutter! The type-segment 
locks in lower case position, is released only 
by the shift-key. The carriage does not flutter 
or “bob” up and down. Two amazing dem- 
onstrations in one! Exclusive with Royal. 


ONLY ROYAL HAS IT 


SHOCK: ABSORBERS 


Steel leaf springs attoched to vacuum 
pads of live rubber, cradle the New Royal, 
help to give Royal's “Velvet Write.” Ask 
the customers to press the frame — see 
Royai's springiness. Exclusive with Royal. 


ONLY ROYAL HAS IT! 



























BIGGEST WELCOME ever given any portable 
typewriter! The New MAGIC Margin Royal 
is an instant, sweeping success with dealers 
from coast to coast. Tremendous hit features 
. . » MAGIC Margin . . . Locked Segment 
Shift Freedom ... Shock Absorbers... and 
many others! All combine to make a port- 
able that’s the last word in beauty and ease 
of operation. For information, models, prices, 
plans, etc., address Royal Typewriter Com- 
pany, Inc., 2 Park Avenue, New York City. 





*Trade-mark, Reg. U. S. Pat. Of 


THE FRONT LINE tinicro tcaversi: 


























OME companies manufacture stencil 

duplicators only and insist that they 

are best for every type of work. 
Other companies manufacture gelatin dup- 
licators only and make the same claims. 
Heyer can truthfully claim that they have a 
duplicator for every purse and purpose 
because they manufacture both types. 


Gelatin Duplicators are ideal for runs 
up to 100 copies. The Heyer Line of gela- 
tin duplicators consists of the Hektograph 
five sizes), the Ideal (tensizes), the Junior 
Efficiency, Efficiency and Super-Efficiency. 
Prices range from $1.25 for the Post-Card 
Hektograph to $39.50 for the Super-Efh- 
ciency. All are furnished complete with 
supplies and carry attractive dealer dis- 
counts. All are modern in design. 


Heyer Quality Gelatin Supplies equip a 
dealer with all supplies necessary to serv- 
ice Heyer, Ditto, Vivid, Graphic or any 
other gelatin duplicator. Gelatin Rolls, 
Refill Composition, Hektograph Inks, 
Carbon Paper, Typewriter Ribbons, Pen- 
cils, etc., are all essential supplies for gela- 
tin duplicators and form a very profitable 
supply business. All are found in the 
Heyer Quality Line. 


HEKTOGRAPH INK 
REMOVER 


This effective new hand clean- 
ser quickly banishes unsightly 
ink stains caused by Hekto- 
graph copying materials. It is 
a mixture of harmless chemi- 
cals in a thick, creamy base, 
and dissolves the ink stains, 
leaving the skin soft and 
smooth. Supplied in 2 oz. and 
8 oz. tubes. 
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VISIT THE 


WEW YORK WORLD'S FAIR 
BUSINESS SYSTEMS BUILDING 


“The 
Typewriter Guy” Says: 


Ai THE NA M 


Pa 
- 


fins, 


UNDERWOOD 
SYNONYMOU 
WITH TYPEWRITERS 


Underwood Typemaster Portable Universal 
Model, retailing at $49.50 


Underwood Typemaster Portable Champion 
Model, retailing at $59.50 


DEALERS FIRST 


In the Underwood Portable 
sales policy the Dealer a/ways 
comes first. Underwood Port- 
ables are sold “over the 
counter” through authorized 
Underwood Portable Dealers. 


All Underwood promotional 
activity is designed to send 
customers into the Dealer's 
store. 


Well-known San Fran- 
cisco Dealer explains 
why he likes to sell 
Underwood Portables. 


“My experience in demonstrating portable 
machines has proven to me that seldom 
do I find it necessary to move away from 
Underwood Portables in order to make the 
sale, and also to satisfy the buyer. Why 


is this so? 


“To begin with, the name Underwood is 
synonymous with typewriters. This is good 
sales psychology. The standard Portables 

Universal and Champion Typemasters 


have modernistic streamline eye appeal. 


“Proceeding with our demonstrations, w« 
find that these machines are, equipped with 
every feature and convenience that is known 
to typew riter science today. These excellent 

features are easily communicated to the cus 

tomer. And, supporting these facts we 
prove to the customer the durability of the 
product through a mechanical demonstration, 
pointing to the ruggedness of the carriage, 
strength of the type-bar, stability of the frame, 
etc., and you know you can go on at great 


length in these matters 


“During my over twenty years’ experience in 
the business of handling Underwood products, 
I am convinced and have confidence in know 
ing that these machines are going to stand up 


when put to the test 


If you are not now selling the complete 
Underwood Portable line, write for full 


information. 


NEW UNDERWOOD 
BUILT IN 
TYPING STAND 


| 
An ingenious col- 
lapsible stand per- 

tected after many years of research 
Built right into the Underwood 
TYPEMASTER Portable carrying 
Case Supplied exclusively on 


Underwood Typemaster Portables. 
YF 


5 O Furnished only with 
$ ] machine—cannot be 
EXTRA bought separately 


Portable Typewriter Division 
UNDERWOOD ELLIOTT FISHER 
COMPANY 
Typewriters . . Accounting Machines . 
Adding Machines .. Carbon Paper . . Ribbons 
and other Supplies One Park Avenue, 
New York, N.Y. Sales and Service Everywhere. 
Underwood Elliott Fisher 
Speeds the World's Business. 


t Fisher Company 





